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Want a faster-mo ving line? 













veellY WEBSTER'S 


For 60 years Webster's fast-moving line has been attracting 





new customers and keeping old ones, too. Webster's makes 









a complete line of finest duplicating supplies of all kinds... 
supported by national advertising which means fast turnover 
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MULTIKOPY TYPEWRITER RISBONS. arp, Clear rv cn [t similar quality. So r thr " 
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fOFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a_ clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 

{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
{COPYRIGHT. Contents 
covered by copyright, 1949, 
by the Office Appliance 
Company 
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two years $5.00; three years 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
offer their services in resolving any disagreements which result from relations established 


customers. They do, however, 
through the journal. 
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A S ms Equipment 
: The 
I’rtg Co 
Adding Machir Parts 
Adding Machine Rolls 
4 : 
Adding Ma 
M 
." 
{ 
rr Ma ne ¢ 
M ec 
‘ Ir 
Ss a Typw 
> i s Cory 


Adding Machines, Rebuilt & Used 


k 
Addressing Machines 
M 4 


\ M ( 
Adhesives 


Aibums 
A « 
; - ¥ ‘ i 
Arch & Clipboard Files 
‘ Mi 


‘ I 
| 
\\ 
M ‘ 
Ash Trays and Stands 
M ( Ir 
\ ft I ‘ 
Autograph Registers 
H ( Ir 
Mi ‘ The 
Bank Suppl 
’ \ 
‘ ‘ 
Bankers Notecases 
(; ' 7 { 
r 
> x | Co 
Billing Mact es 
: Ir 


Binders, Catalog & Periodical 
\ 
t ‘ 


Binders, Permanent Storage 
( It 
\ 


‘ 


Blackboards 
" ; 
Blankbook 
Biotters 
Biue Print & Pian File Cabinets 


Ar Ir 


Bend Boxes 


Bookcases 


Bookkeeping Machines 


Box Letter F 


Brief & Zipp Cases 
Built te Orde Office Furniture 
Compa 
Bulletin Boa 
( any 


Business Forms 
Exline, William, In 
Ideal System Company, 7 


Caleulating Devices 


Lightning Adding Machine ¢ 

Meilicke Systems, In 

Victor Safe & Equipment ( 
Caleulating Machines 


Addo Machine Co In 
Allen, R. C., Bus, Maet 
Barrett Add. Mach. Di 
B & Howell 


Burroughs Adding Machine ¢ 
Clary Multiplier Corp 

Friden Cale. Machine Co., lh 
Monroe Cale. Machine Co. 
Plus Computing Machines, Inc 


Smith, L. ¢ & Corona Typws 


Swift Business Machines Corp 
Victor Adding Machine Co 
Calculating Machines, Used 
Checkwriter, Inc 
Shipman-Ward Mfg. Compar 
Carbon Papers 
See Ribbons & Carbons 
Card Index Boxes & Trays 
All-Steel Equipment, Inc 
Amberg File & Index (« 
Art Metal Construction Co 
Bentson Manufacturing Co., T 
‘ Steel Equipment Co 
‘ mbia Steel Equinment ¢ 
‘ ry-Jamestown Mfg. ( 
Farber, Louis H 
‘ 
‘ 
‘ 


jeneral Fireproofing (« 
ilobe-Wernicke Co The 
iuide System & Supply (« 
Home-O-Nize Company The 
Imperial Methods Ce 
vincible Metal Fu.niture ¢ 
Mayfair Company, The 
Metal Office Furniture (« 
Parker Steel Products, bl 
Rampe Mfg. Co 
Rockwell-Barnes ( 
Shaw-Walker Co 
Weis Mfg. Company 
Wells Office Furniture ¢ 
Yawman and Erbe Mfg. ¢ 
Card index Files, Revolving 


Wheeldex Mfg. It 
Cash Boxes 

Central Can Co Tr 

Cole Steel Equipment ¢ 

General Fireproofing (« 

Globe-Wernicke Co., The 

Cluide System & Supply ¢ 


perial Methods Co 
Invincible Metal Furn. ¢ 
Mayfair Company, The 
Metal Office Furn. Co 
Peerless Steel Equipment ( 
Rockwell-Barnes Co 
Shaw-Walker Co 
Wells Office Furniture Co 
Yawman and Erbe Mfg. 
Cash Register Parts 
Int'l Cash Register Parts ¢ 
Cash Registers 
Bell & Howell 
Burroughs Adding Machine (¢ 
Casters, Caster Bearings, Slides 
Bassick Company 
Darnell Corp Lid 
Celluloid Envetopes 
See Envelopes, Plastic) 
Chair trons 
Bassick Company 
Collier-Keyworth Companys 
Seng Co., The 
Chair Mats 


Office Furniture Wholesale Distr 


Service Prod. Div. Wooda 
Chairs, Folding 

Farber, Louis H 

Krueger Metal Products 

Lyon Metal Products, In 

Royal Metal Mfg. Co 

Wells Office Furniture C« 
Chairs, Office 

Art Steel Sales Corp 

Barcalo Mfg. Company 

Bright Chair Co 

Cramer Posture Chair ¢ 

Dependable Mfg. Co 

Dixie Chrome Products 

Domore Chair (< 
Fritz-Cross Company 
General Fireproofing ¢ 
‘ 
‘ 


? Rapids Leather Furn. ¢ 
» we 





Chair ¢ 





Harter Corp 
High Point Bending & Chair ¢ 
Imperial Leather Furniture ¢ 
Jasper Chair Co 
jJasper Seating Co 
*nson Chair Co 
Marble, B. L., Chair ¢ 
Metal Office Furniture ¢ 
Murphy Chair Company, Ir 
Murphy-Miller, Ine 
New Indiana Chair ( 
Niemann, In 
eform Chair Co 
erbo. Frank, & Sons, Ir 
aw-Walker Co 
epherd, N. T., Chair ¢ 
kes Co., Ine., The 
inley Mfg. Co 
© and Davis Furniture ¢ 
r Posture Chair ¢ 

vr Chair Co 
edo Metal Furn. Co 
S. Chaircraft Corp 

Office Furniture 
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Chairs, Posture 


Art Steel Sales Corp. 
Bright Chair Co, 
C and R Sales Company 
Cramer Posture Chair Co 
Dixie Chrome Products, Inc 
Domore Chair Co 
Fritz-Cross Company 
General Fireprooting Company 
Gunlocke, W. H., Chair Co, 
Harter Corp. 
High Point Bending & Chair Co 
Imperial Leather Furniture Co 
lasper Chair Co 
lohnson Chair Co 
Marble, B. L., Chair Co 
Metal Office Furniture Co. 
Metalstand Company 
Monroe Upholstery Shops, Inc 
New Indiana Chair Co 
Riteform Chair Co 
Royal Metal Mfg. Co 
Sikes Co., Inc., The 
Stow and Davis Furniture Co 
Sturgis Posture Chair Company 
Taylor Chair Co 
Wells Office Furniture Co 
Chairs, Tablet Arm 
Jasper Chair Co 
New Indiana Chair Co 
Wells Office Furniture Co 
Checks, Stamped Metz! 
Dayton Stencil Works 
Cheeckwriters & Signers 
Hall-Welter Company 
Safeguard Corp 
Checkwriters, Used 
Cheekwriter, Inc 


Clipboards 
See Arch & Clipboard Files) 
Clocks 


World Manufacturing (« 
Coin Bags, Trays, Wrappers 

Downey, C. L., & Co 

Exline, William, Ine 
Continuous Forms 

Hano, Philip, Company 
Copyholders 

Acco Products, Inc 

Bankers Box Co 

Hall-Welter Co 

Wells Office Furniture (« 
Correspondence Trays 

Art Metal Construction Co 

Corry-Jamestown Mfg. Corp 

Currier Mfg. Company 

Doro Mfg. Co 

Erie Art Metal Co., In 

General Fireproofing Co 

Globe-Wernicke Co., The 

Imperial Methods Co 

Maso Steel Products 

Mayfair Company, The 

Metalstand Co., Ine 

Nu-Craft Products Co 

Peerless Steel Equipment Co 

Sengbusch Self-Cl. Inkstand Co 

Service Prod. Div. Woodall 

Shaw-Walker Co 

Standard Industrial Prod. Co 

Steel-Parts Mfg. Company 

Weis Mfg. Co 

Wells Office Furniture Company 

Yawman and Erbe Mfg. Co 
Costumers 

Glaro Mach. Products 

Globe-Wernicke Co., The 

La Salle Products Co 

McLeod & Company 

Peerless Steel Equipment Co 

Quigley Furniture Company 

Wells Office Furniture Co 
Covers, Loose Leaf 

Ellingsworth Mfg. Co 
Crayons 

Rowles, E. W. A., Co 
Cushions & Pads, Chair 

Perfect Rubber Seat Cushion Co 
Cuspidors 

Lawson, The F. H Company 


Dating Stamps 
Bates Mfg. Co 
Consolidated Stamp Mfg. Co 
Fulton Specialty Co 
Rivet-O Mfg. Co 
Stewart, R. A & Co 
Desk Lamps 


Bainbridge, Kimpton & Haupt, In 


Glaro Mach. Products 

Industrial Lamp Corporation 

Marks Mfg. Company 

Mayfair Company, The 

Midwest Naturlite Co 

Wells Office Furniture Co 
Desk Name Plates 

Piastic & Wood Products Co 

Rowles, E W 4 Company 
Desk Pads and Tops 

Aigner, G. J., Co 

Office Furniture Wholesale Distr 
Desk Pen & ink Sets 

Gregory Fount-O-Ink Co 

Sengbusch Self-Cl. Inkstand (« 
Desk Side Files 

Amberg File & Index C« 

Automatic File and Index C¢ 

Cole Steel Equipment (« 

Farber, Louis H 

Steel-Parts Mfg. Co 

Yawman and Erbe Mfg. Co 
Desk Trays 


See Correspondence Trays 


fit of the subscribers the lines advertised in this issue are here classified. Many of the requirements of the modern 
ire represented. Should subscribers be interested in any article of office equipment not listed here, they are invited 
bureau, through which the information will be promptly and cheerfully furnished by letter, 
without obligation 


Desk Work Distributors 
Advanco Prod. Div. Adv. 8. I 
Globe-Wernicke Co., The 
Lyon Metal Products, Inc 
Victor Safe and Equipment Co 

Desks 
Alma Desk Co. 

Art Metal Construction Co 
Bentson Manufacturing Co., The 
Browne-Morse Co 

Cardinal Sales, bn 
Corry-Jamestown Mfg. Corp 
Doten-Dunton Desk Co 
Farber, Louls 

Federal Equipment (Co 
General Fireproofing Co 
Globe-Wernicke Co., The 
Hammond Desk Co 

Haskell Mfg. Co., Inc 
Hoosier Desk Co. 

Imperial Desk Co 

Indiana Desk Co. 

Invincible Metal Furn. Co. 
Jasper Desk Co. 

Jasper Office Furniture Co. 
Leopold Company 

Mayfair Company, The 
McLeod & Co. 

Metal Office Furniture Co 
Murray Furniture Company of G. R 
Myrtle Desk Co 

National Desk Co 

Peerless Steel Equipment Co 
Quigley Furniture Company 
Royal Metal Mfg. Co 
Scerbo, Frank, & Sons, Inc 
Shaw-Walker Co 

Standard Furniture Co 
Stow and Davis Furniture Co 
Victor Safe & Equip. Co 
Wells Office Furniture Co 
Yawman and Erbe Mfg. Co 

Diaries 
(See Memo Books) 

Drafting Instruments & Equipment 
(-Thru Ruler Co 
Cardinell Corp. 

Haskell Mfg. Co., Inc 
v BE. Manufacturing Co 

Duplicating Machine Parts 
Rapid Roller Co. 

Duplicating Machi Suppl 
American Stencil Mfg. Co 
Ames Supply Co 
Anchor Ruling Div 
Autocopy. Ine 
Bainbridge, Kimpton & Haupt, Ine 
Codo Mig. Corp 
Colonial Carbon Co 
Columbia Ribbon & Carb. Mfg. Co 
Harding, Milo, Co 
Hart Mfg. Co. 

Heyer Corp., The 

Ink Specialties Co., Inc 
Manifold Supplies Co 

Mittag & Volger, Inc 

Old Town Ribbon & Carb. Co 
Queen Ribbon & Carbon Co 
Kex-O-Graph, Inc 

Rose Ribbon & Carbon Mfg. Co 
Smith, L. C., & Corona Twps 
Speed-O-Print Corp 
Technygraph Co., The 

Victor Safe & Equipment Co 
Wolber Dupl. & Supply Co 

Duplicating Stencil Files 
Atlas Stencil Files Co 





Envelopes 
Ames Safety Envelope Co. 
Globe-Wernicke Co., The 
Northern States Envelope Co, 
(juality Park Envelope Co 
Smead Mfg. Company, In 
Wilson Jones Co. 
Envelopes, Plastic 
Aigner, G. J., Co. 
Amberg File & Index Co. 
Markilo Company 
Erasers, Blackboard 
Rowles, BE. W. A., Company / 
Erasers, Rubber 
Ames Supply Co 
Roberts, Weldon, Rubber Co 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co 
Rivet-O Mfg. Co 


Fanfold Continuous Forms 
Hano, Philip, Company, Ine 
File Boxes, Fibre 
Bankers Box Co 
Barkley, C. L., & Co 
Globe-Wernicke Co., The 
Guide System & Supply Co 
Oxford Filing Supply Co 
Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co 
Mosier Safe Co. 
Shaw-Walker Co 
Victor Safe & Equipment Co 
Filing Cabinets, Metal 
Advanco Prod. Div. Ady. 8. B 
All-Steel Equipment, Inc 
Art Metal Construction Co. 
Automatic File and Index Co. 
Bentson Manufacturing Co., The 
Browne-Morse Co 
Cardinal Sales, Ine 
Cole Steel Equipment Co. 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 


(Continued on page 6) 











CSonsinues oom page 5 
Ehrman, M 
General idee i 
Globe-Wernicke Co., The 
Invineible Metal Furn. ¢ 
Keystone Steel Equipment 
Metal Office Furniture ( 
Parker Steel Products, Ir 
Peerless Steel Equipment | 
Remington Rand, In 
Rockwel!l-Barnes Co 
Shaw-Walker Co 
Victor Safe & Equipment 
Watson Mfg. Company, |! 
Weis Mfg. Company 
Western Mfg. Compa 
Yawman and Erbe Mfg. ¢ 
Filing Cabinets, Wood 
Bainbridge, Kimpton & H 
Giobe-Wernicke Co The 
Weis Mfg. Co 
Filing Supplies 
Aceo Products, tn 
Advance Industries 
Advance Prod. Div. Ady. 8. 1 
Aigner, G. J., & Co 
Amberg File & Index Co 
Art Metal Construction ¢ 
Art Steel Sales Corp 
Barkley, C. L.. & Co 
Browne-Morse Co 
Corry-Jamestown Mfg. Cor 
Farber, Louis H 
Giohe-Wernicke Co., The 
Guide System & Supply 
Imperial Methods Co 
Index Sales Corp 
Metal Office Furniture (« 
Northern Statés Envelope ‘ 
Oxford Filing Supply Co 
Parker Steel Products 
Quality Park Envelope C« 
Rockwell-Barnes Co 
Shaw-Walker Co 
Smead Mfg. Company, Inc 
Victor Safe & Equipment 
Wabash Metal Products Cor 
Wels Mfg. Co 
Yawman and Erbe Mfg. ( 
Finish, Office Furniture 
Minnesota Platon Corporat 
Fountain Pens 
Esterbrook Pen Co 


Gummed Cloth Rings 
Dennison Mfg. Co 
Reyburn Mfg. Co Ine 
Gummed Tape & Sealing Machine 
Dennison Mfg. Co 
Metal Specialties Mfg. 
Reyburn Mfg. Co., Inc 


index Card Signals 
(See Signals, Index Card 
index Tabs 
Advance Industries 
Aigner, G. J., Co 
Amberg File & Index (< 
Barkley, C. L., & Co 
Elbe File & Binder Co. Ir 
Globe-Wernicke Co... The 
Graff, George B.. Co 
Guide System & Supply ¢ 
Index Sales Corp 
Markilo Company 
Master-Craft Corp 
Reyburn Mfg. Co... Ime 
Shaw-Walker Co 
Sheppard, ©. E Co 
Victor Safe & Equipmer ‘ 
inks, Adhesives, ete 
Colonial Carbon Co 
Dennison Mfg. Co 
Diamond Ink & Adhesive ¢ 
Higgins Ink Co., Ine 
Rivet-O Mfg. Co 
Union Rubber & Ashe 





inkstands 
Cushman & Denison Mf ( 
Sengbusch Self-Cl Ink 


Knives, Office 
Gits Molding Corp 


Label Holders 
Masterco Sales Co 

Labels 
Dennison Mfg. Co 
Imperial Methods Co 
Oxford Filing Supply (+ 
Reyburn Mfg. Company, | 
Weis Mfg. Co 

Ladders, Library, Store & Vauit 
Cotterman, |. D 

Leather Goods 
Chicago Saddlery ( 
Mashek. Frank, & ¢ 
Stebeo Products 
Stein Bros 

Letter Trays 
(See Correspondence Tra 

Lithegraphed Continuous Forms 
Hano, Philip, Company, I: 

Lockers & Storage Cabinets 
All-Steel Equipment, Ine 
Anderson-Hickey Co Ine 
Art Metal Construction (¢ 
Browne- Morse (Co. 
Cardinal Sales, Inc 
Gilobe-Wernicke Co.. The 
Invincible Metal Furn. Co 
Keystone Steel Equipment 
Lion Steel Equipment Corp 
Lyon Metal Prod... Inc 
Parker Steel Products, Inc 
Shaw-Walker Co 

Supreme Steel Products, I: 
Yawman and Erbe Mfg. ( 

Loose Leaf Books & Systems 
Amberg File & Index Co 
Boorum & Pease Co 

Elbe File & Binder Co., In 
Ideal System Company, The 
Master-Craft Corp 

National Blank Book Co 
National Manifolding ( 
Sheppard, C. E., Co 
Stationers Loose Leaf ( 
Willson Jones Co 


Loose Leaf Metals 
I & Binder (« Ir 
Nationa — Book (C< 
yard E., 





nes 


Loose Leaf Sheet Covers Plastic 
" ‘ 


Mark ( 
M } om 


Mail Distributors 
{ Prod. Div Adv. S&S. B 
Giobe-W ke Co., The 


Mailing Tubes 
t t el € 
Manito! d Books & Business Forms 
rT 


i I Ca 


Map Tacks 
i fT (; 








B ‘ 
‘ Pin Compar 
Map Globes, ete 
" Map Company 
Marking Devices 
Star vie ( 
atched Office Suites 
una Desk ¢ 
- t I nk ms, Ir 
S ‘ Furni Co 
~ Davis rniture (¢ 
Mechanies and R airmen Available 
" Instits 
semarandan Books 
soor & Pease Co 
I er-Craft Corp 
N mal Blank Book ¢ 
“ t mes Cc 
4) M fact ng ¢ 


Me meraneees Devices 


‘ Mi Comyz 

W ¥ fa t ge { 
Mencing Tape 

? I ife ‘ 


i ifg. « Inc 
metal +h Cheeks, Tokens 
> Ste Work 


Moisteners 
‘ , 


Numbering Machines 
N bering 


Office Partitions & Railings 
Globe-Wer ke ( The 


Watson Ma rn Ir 
Pads, Figuring 

Roor & Pease Com 

1 Blank Book Ca 

N M fold g « 

WW ‘ 
Paper 

A R g D 

I Paper Compa 

W Pape Prod. ¢ 
Paper Clamps 

} nok ' ' | 

H . 2 Howa Pe ‘ 
Paper Clips 

\ I I 

4 ui ‘ 

Cook, 7 H. ¢ ( 

‘ " & Denison Mf ( 

Oak ‘ any. D s 

j ( VW e ¢ 

\ Mr 
Paper Fasteners and Washers 

Oak ! Di s 


Paper Fastening "Machines 


4 

: a ‘ 

( Ww I ‘ 

i I b H { 

Vi M ‘ 

. at I ! I 

y Safe & Equipn ( 
Pareel Post & Postal Seales 

I Cor The 

Paste 


ink A e ‘ t 
Peneil Pointers for Draftsmen 
. & « 
Ww P I 
Pencil Sharpeners 
H ‘ H : | ( 
RK 4 / i 
Pens, Steel 
k k I ( 
H ‘ Howard, Pen ¢ 
~ Self -« Inkstand ¢ 
Pins and Pin Containers 
Oak ‘ ar DD < 
M ‘ 


y 
Plaques 
N 


un I s, I 
Piatens, Typewriter, Ete 
‘ ~ ‘ nas 


‘ 
S War Mire. « 
Presentation Cevers 
4 & I x ¢ 
I k ( & { 
} wir i 
Price & Sign Markers 
é Stamp Mfe ¢ 
= ( 
~ | K 4 & « 
Punches 
4 I 
H Vi i 
I & I { 4 
f W f Tr 
Hoggson & I s Mf ( T 
M ~ es Mi ‘ 
‘ Blank Book ( 
N } 1 Pa r i ( 
Ww " i 


Ribbons and Carbens 
\ X ‘ 























LAtth a ? Tine Parker Steel Products, Inc 
Manifold Suppiie Co Peerless Steel Equipment Co 
Mittag & Volger, Im Rockwell-Barnes ( 
Old Town Ribbon & Carbon C« Shaw-Walker ( 
Peerless Imperial Co Im Wels Mfg. ¢ 
Pt . ro Co In Yawman and Erbe Mf ‘ 
Queer Carbon Cc Store Fixtures ° Equipment 
Regal ‘ eel Equipment n 
Ken Ine Strong Boxes Fire Protected 
Rose arbon Mfg. ¢ H g-Ha Safe ( 
Royal Typewriter ¢ Mi k Steel 8 ‘ 
Push Pins P ull Mfg. « 
Moore Pus P Company ) Safe & Equipment ¢ 
aueee ame Tables 
& Salesbook (Cr 1 Meta i ‘ 
Rubber oan. wi Morse ¢ 
s [ Mire ‘ ( il Sa I 
i i s clalty (¢ ‘ Jamestow Mts i 
Stewa K 4 & ¢ , Mfg. ¢ 
Rulers, Transparent I Eq 
‘ wu Ru ( e- Wert ke ¢ I 
Rulers Yardsticks H ‘ Mig. ¢ i 
Wes K ( I Table Co I 
Metal Pred I 
Safes, Office Ml Steel Pr 
\ Co tion ¢ Mayfair Cot 4 I 
Brush-I ‘ any s Ste Equipmer ( 
(ieneral 1 pr f ‘ Walker Co 
Cilobe-We k ‘ The s Chaircraf Corl 
Herring-Ha Marvin Safe ¢ ‘ Safe & Eq mt d« 
Invincible M Furn. Co “ Office Furt o 
Meilink Sté Safe Co } t k ( 
Mosier Safe Company Tables “Folding 
Protectal Mfg. Corp M se3 Folding Products 
Remington Rand, In T .<wy & Statistic Machines 
Schwab Safe Company $ Howe 
Shaw -Walke ( LB izhs Adding Machine (<« 
Victor Safe & Equipment (« Busine Machs. Corp 
Sand Urns K n Ra I 
Erie A Metal Co., In Tags 
Glaro Mach. Products Dennison Mfg. ¢ 
Lawsor The I H Company K rm Mfg. ¢ I 
Serapbooks Telephone Accessories 
Amberg Pile & Index Co Ba Mfg. Co 
Elbe File & Binde ce Ir Safe & Eq et ( 
Globe-Wernicke ( The Thumb Tacks 
Weis Mfg. ¢ iff. George B., ¢ 
Wilson Jones ( I mpa ) Seovi 
Shelving Ticket Holders 
(‘lark K I ( \ ts J ‘ 
qu Div Aurora Equipment ¢ Time Clocks & Recorders 
Hileo Mf ‘ I Business Mact ( 
Lyon Metal P wets. Ine Type, Typewriter 
Kemile ¢ pora ‘ ‘mes Supply ¢ 
Supreme Stee Products, Ine Typewriter ‘Cleaning Material 
Shows & Exhibitions ‘ Supply ¢ 
ation B Show Company Ika ridge, K { & Haw Ir 
Signals Index Card ( ne Cor 
(‘ook eH. ¢ cs t e ¢ I I 
Graff Ge we >. ( Marter Type Cleaner ( 
Victor Safe & ment C« uM ‘ nd Volilger, Ir 
Signs & Name Plates. Metal Norta Distributing ¢ 
Newman B Im . Typewriter ¢ 
Signs, Changeable Letter K O Mfg. ¢ 
Rowles, I 4.. Co W PP. 8., ¢ 
Sleeve Decker Plastic Typewriter Covers 
Angler's P ce s an-Ward Mf ( 
Stide Rules Typewriter Cushion Bases & Knobs 
(-Thr er ( \ in Hair & Felt Cx 
Smoking Stands Office ess Steel FE pment ¢ 
Glare e Products K E. W A. ( pany 
La Salle “Pp tu ( Typewriter Cushion Keys 
Nestler-Fields Mfg. Co.. It pply ¢ 
Wells Of t re (¢ "en 3 Steel Eq pment Co, 
Serting Devices s Key ¢ 
Amberg | & Index (¢ bd writer Parts & Tools 
Currier Mf ‘ 4 Supply 
Yawmar t Mi ‘ ——s— "Tables 
Stamp Pads > Stands on Machine 
Bates Mf ‘ Typewriters 
Fu ns 7 ( I ar Produ I 
“ ” ‘ I Typewriters, Mfrs. of 
R e-o _ ( I Business M Cort 
’ A.. & 6 K n Rand, | 
Stamps “Rubbe KR rypewrit« ( 
~ > ] ‘ & ¢ T 
Stands =. Office Machines 1 « 
Ame Ss c WW wk Tyr t ( 
Dor Mi an ; Fypournee Rebuilt & Used 
Fart : . un-Ward M ‘ 
(ie I ( 
Ha Co 
Ma Se. | Upholstered Furniture 
Meta Cas Mi ( 
Midwest Metal Mf ‘ ‘na ‘ 
= an-W M ‘ ‘ . r 
riffar 8 ( ( Rapids La r 
Wells Off 1 e ¢ U W H ( ( 
Staple Extractors 10a - } ‘ 
Ace as ‘ 
Oa | eee I 
Me 18 "7 Mi t Meta Mi ( 
Staples and Stapling eshtacs ~ FA x ‘ S I 
Ace aste 
Arrow Fas ‘ Ir : . 
Bates Mfg. ¢ B. Cha aft ‘ 
Consolidate Wire Prod. ¢ Upholstery Materials 
Hotchkis The E. H., Compa , ‘ pat I 
VMarkwe Mfg. ¢ \ . 
Neva-¢ Produ Inve Duralea ‘ 
Stenographers Notebooks as | ’ ‘ 
ational Blank Book ¢ 
Stools Visible Systems Equipment 
hepe ; Ml ‘ \ ‘} ] ‘ 
Harter ¢ \ Metal Constr ‘ 
Mavfa ( r? & Pease ( 
W or I r r { Wer ke ( T 
Storage and Transfer Cases ‘ . 
Steel Eq Ir \ Blank Book 
Amberg F & Index Ce oy m Ra i 
Art Metal ¢ mn CX Shaw-Walk ( 
Bankers Box ¢ s rd, C. E., ¢ 
aa CL. & Sta ers Loose I ‘ 
Ber mn M g The ’ Safe & Eq ( 
Browne-M P \ Jones ( 
‘ tir Se i } Erbe } ‘ 
Cole Steel Eau ent ¢ 
Columbia Stee } pmer Co Waste Baskets 
Corry -Jame Mig Cor ; ‘ x & Ha Ir 
Dolin Me P I ‘ s k ( 
t nal \ } ( ( stow M ( 
Gieneral F t g ( Ls \ M : ‘ I 
( e- Wernick ( The Fire “ ( 
( le Sy & Supply < ‘ \ ( T 
Ha Ha I Compar rhe H.. ¢ 
Herring-Hall-Ma Safe < M Compa T 
Impe Me ( ~ Walker ( 
Invin Meta ( Ste Parts Mfg. ¢ 
Mayfair Cor : We Office Furr é 
Metal Off Fur ire ( Wholesale Stationery 
Oxford F Sul Co B Kimpton & Hau I 


OFFICE APPLIANCES, September, 1949 





WANTS AND TOR SALE 


The rate for classified advertisements ts twelve cents a word, minimum charge $2.40 


SITUATIONS WANTED 





NTAIN AREA CONNECTION desired by salesman with 
experience in office supply and equipment, including 7% 
ears wit facturers, 24 years as operator of own business recent- 
W travel for manufacturer or will consider suitable connec 

t hed retailer Best of references. Address J-51, care 


(Chicago 6 


ROCK \ 








EXECUTIVES AVAILABLE 





MANAGER 
‘ stationery 


AVAILABLE--Complete knowledge, all phases 
Office Furniture and Equipment 19 years 
Execut ‘ enee e., Purchasing, Selling, Instructing, Training, et« 

\ top references Please outline complete offer Box 
j ft Appliances, Chicago 6 





SALESMAN of office furniture, machines, and station- 
ears sales, sales management and purchasing, seeks 
‘ ger, sales manager or buyer for established concern 
H wn right for ten years and has excellent knowledge 
f tyI f plies as well as furniture, machines and other special 
ties { graduate Competent to handle responsible position in 
Army officer in World War II. Prefers West Coast 
} care Office Appliances, Chicago 6 





UNUSUAL RECORD as branch manager and sales 
for sales executive work for manufacturer of office 

Experience has included both direct and dealer 
istomed to breaking sales quotas Will be glad t 
with manufacturer Interested in Middle West or 
ntering in Chicag Address J-54, care Office Ap 


SALESMAN WITH 








EXECUTIVES WANTED 


NATIONALLY KNOWN ALUMINUM FURNITURE MANUFACTURER is 
interested in employing additional commission salesmen to handle line 
in Minnesota, North Bakota. South Dakota, Colorado, Meh my | New 
Mexico and Arizona. Must be qualified volume producers. Give full in- 
formation in first letter. Address X-26, care Office Appliances, Chicago 6. 





WORLD FAMOUS CALCULATING AND ADDING MACHINES, both 
manufactured in Sweden, are now being imported to this country. Avail 
able from stock. Salesmen of office equipment, who sell directly to 
offices, will find these machines an interesting and profitable sideline. 
Write room 501, 210 Fifth Avenue, New York 10, N. Y. 





COUNTY RECORD SALESMEN-—Proudfit, 
binders, has several states open for experienced salesmen. Only one 
man in a state. Our county record salesmen earn from $9000 to $1 4000 
annually on a liberal commission basis. Complete county, city and 
state systems for all departments, plus ruling, printing, indexes, ete. 
Write to M. B. Whitehead, Vice Pres., Grand Rapids Loose Leaf Binder 
Co., Grand Rapids, Michigan. 


famous for its flat opening 





located in Southern Ohio. Top lines of office 
If you are experienced, ambitious, and honest, 
Box X-27, 


SALESMAN: For store 
equipment and supplies. 
we have the right spot. for a better than average income. 
care Office Appliances, Chicago 6. 





MR. SALESMAN: IF YOU ARE SELLING direct to the consumer, we 
are offering a full line of office and industrial equipment on a high 
commission basis. All territories now open. Write us for particulars. 
Address X-28, care Office Appliances, Chicago 6 





OUTSIDE SALESMAN WANTED for well established office supply and 
equipment dealer in Tucson, Arizona. Must be experienced in selling full 
line of office supplies, office furniture, visible systems and safes. Draw- 
ing account, with liberal commissions. Must be in good health, have 
car, and able to produce. Address Arizona Stationers, Tucson, Ariz 





MANAGER EXPERIENCED IN SALE of typewriters and adding machines, 
Full charge of 20 year old Philadelphia, ba office equipment business. 
Would consider partnership with right party. Address Box X-29, c/o 
Office Appliances, 100 East 42nd Street, New York 17, N. ¥ 





progressive and fast growing community has 
executive manager of stationery depart 
ween 35 and 4 Should have experience in all 
ration including instruction and supervision of em 

nd merchandising. Permanent, liberal income, and 
nditions Address X-21, care Office Appliances, Chi 


WEST! rIONER is 


for an 
} r bet 





SALES MANAGER to open branch offices engaging, training and direct- 
' ale Successful background in carbon and ribbon industry 
f mal opportunity for high class executive to become 

part of but rapidly growing company with excellent future. Give 
f experience Box X-22, care Office Appliances, Chicago 6 








SALESMEN WANTED 





ANTED by well 


brief covers, 


known, long established manufacturer 
scrap books, albums and similar office 
é xcellent opportunity for sales representative in North 
) Dakota, Nebraska and Kansas These products may 

ther lines Box X-23, care Office Appliances, Chi 





TO OFFICES, we offer you a fine side line that 
item. You make $2.50 commission on each sale. 
Ex rie ivailable Write in confidence, giving pertinent 

irself and present selling activities. Here is an 
to make your calls more profitable Write X-24, 
Off nees, Chicago 6 


F YO I IRECT 





ESMEN 


WANTED by 68 year old office supplies store 
Association and Stationers Guild of Amer 
Ex factory connections including exclusive selling rights for 
Write or call giving full particulars as to ex 
The Stockett-Fiske C Inc., 919 E Street, N.W 


Stationers 





) DISTRIBUTORS AND SUB-DISTRIBUTORS 


y young in heart, who: want to please ? get a 
re g out of the ordinary can enjoy the benefits 
siness Independent Distributorship who 
bang-up salesmen of the leading product in the 
pment industry. ViSIrecord and associated products 
Ex r ivailable. Write us! VISIrecord, In 82-36 47th 
4 City N. y 





WANTI XP} 


REPRESENTATIVE to 


RIENCED OUTSIDE SALES 
ter equipment and machines 


st in going office supplies, 
ite for one-half the profit Purchase price for one 
ox. $4,000.00 depending on mdse. inventory. Yearly 
I $40,000.00. Located in Northern Illinois town 20,000 
married man. Could employ wife in office and store 
} \ re Office Appliances, Chicago 6, 


OFFICE APPLIANCES, September, 1949 


WELL-KNOWN MANUFACTURER of filing supplies seeks sales repre- 
sentation in the Middle West with emphasis on Ohio, Michigan, Indiana 
and Kentucky. Excellent opportunity for men who have a following 





smongst office equipment trade. Box X-30, care Office Appliances, Chi 
cago 6, 
WANTED: SALESMEN to sell Friden Calculators in old established 


Mid-Western territory. Must be experienced calculator salesman with 
proven record. Box X-31, care Office Appliances, Chicago 6. 





prompt shipments. Fast 
care Office Appliances, 


Excellent value 
Reply 


WOOD OFFICE TABLES. 
moving line :: all states open. 
Chicago 6. 


X -32, 








MECHANICS AND REPAIRMEN WANTED 





WELL ESTABLISHED DEALER has an opening for 
Adding Machine Mechanic. Also opportunity to sell. Prefer one who 
knows Woodstocks. Salary and working interest if capable later on 
will turn over said business. El Paso Typewriter Co., 417 Texas S&St., 
Kl Paso, Texas. 


Typewriter and 





ADDING MACHINE REPAIR SHOP wanted to handle local service con- 
tracts of well known electric adding machines. Opportunity to also 
sct as sales agent. Write Room 802-B, 210 Fifth Avenue, New York 


10, 
A. 





WANTED COMBINATION SALES AND SERVICEMAN on adding ma- 
chine and typewriters in middle western town. This is a job with a 
future. Man must be sober and industrious and have car. Box X-33, 
care Office Appliances, Chicago 6. 








REPRESENTATIVES AVAILABLE 





SALES MANAGER, 44 YEARS old, with national office machines and 
equipment organization plans to change operation to that of manufac 
turer's representative. Stability as indicated by 25 years with one com 
pany. well known throughout industry, particularly Midwest and South- 
west areas. Experience includes dealer lines office machines, stationery, 
files and furniture. Also school and industrial sales experience. Ex- 
cellent bank and industry references. Prepared to do first class selling 
job on two or three non-competitive lines or give full time to single 
line depending on sales potential. Prefer to headquarter St. Louis. Will 
consider building sales organization if lines warrant additional sales 
personnel. Box J-55, care Office Appliances, Chicago 6 





South Eastern U. 8. for 
Have mechanical depart 
preferred. Southern 


SALES REPRESENTATION AVAILABLE in 
office machine and equipment manufacturers 
ment and display rooms Straight commission 
Marketing Service, P.O. Box 1776, Louisville, Ky 





REPRESENTATIVES AVAILABLE-—Continued 





WANTS AND FOR SALE, Continued Page & 


7 








WANTS AND FOR SALE, Continued from Page 7 FOR SALE AND WANTED TO BUY, USED EQUIPMENT 




















REPRESENTATIVES AVAILABLE CONTINUED LLIOTT-FISHEI Burroughs Moon 1 : Ad 1 « ting 
‘i hit ( ptometer Electr ‘ ] . rit ‘ ‘ ' 
WANT ITEM TO RESELL § { f ‘ deale ‘ hit t d s Chicago Off \“ 
retails for $1.00, give fu P.O. Box Beve H mB. « y 
Calif. — 
= . ELLIOTT R Machines, A K ( I 
WELL-KNOWN MANUFAC’ y South i. ee, Sypowiires all office boug 
like one or two additior f of Apr ( - : . = ‘ " - Ww 
cago 6 
————— ELLIOTT.1! H mach y 1ach 
ff bou t ar \ ( ‘ ” 
REPRESENTATIVES WANTED W waukee 2, W 
SIDE LINE SALESMEN BURROUGAS PRODUCT pe ; 
sell new, revolutionary WITHOUT HARD RUI ee ts i ‘ i 
BING, RIGHT WHILE Y' 0 Big Selle wi . aunt 
aa gift Liberal comn | f ] 
Ave., New York 22, N. } BURRS ON HOPKINS j j 
RIBBON and CARBON PE t} Office A age 
repeat product which » t Hig sipusiaintes 
mission Some large . NTED : e = os 1 
states open Territorie ‘ X -34 e Of on . sopra spn , ; \ a 
pliances, Chicago ¢ ' ie - ibe eria y 
————E A hs 
WANTED: DROP SHIPMI — 
typewriter and office t | j VANTED—A = ‘ 
ments. Box X-35 ire Off ‘ f ‘ ‘ er nd ding ft \ 
— ‘ I hast 22d St Ne N 
RETAIL BUSINESS FOR SALE RROUGH MOON HOPKINS EI FISH ; ks y 
empsunde ‘ ( eter | mak y ‘ ! 
cate y ting Machine M 
ESTABLISHED ADDING | NI EWRITEI ( | 
Company located in thr 1) OOM Gonos 
sales and service busine t ’ v ’ re i; I ~ . 
all stock, tools parts, « j “ lerf DI ; . NA . 
for young mechanics w t he w. W fig 5 
business All the work ‘ ava ble r 
in poor health Addre \ ! ( ig é UNDSTRA BOOKKEEPERS M D ~ 
— faa iti v ‘ | Lafayette St \ k { R Ket ‘ 
OFFICE MACHINE AND |} E Nortl “ ‘ - 
Have Franchises on al | t 0 ee is 
plete Store of its kind ‘ State Unt hop OUGH pOURREE i apd MAC H bas 4 Te. M 
low overhead Iwo ‘ th ‘ \ r ow 5 7 | ‘ ; 
Made $12,000 last vea ‘ x oe . . we t ' ~ I AN? . i 
Appliances, Chicago ¢ . erie 
COMMERCIAL STATION! ‘ ‘ DDRE (at pega pba cr H ‘ . 
machine agency for ale ‘ ‘ _ . 
a ) Ml 
in area of 67,000 poy 
wrossed over 840 000 { " 
Write X-38, care Office A URROUGH IKKEEPING MACH 
BUSINESS FOR SAL} =. Sas, & 
and rentals, also whole Vi ae 
of 65,000. Price include ting e stare BURROUG CCOUNTING MACHIN}I 
room apt $15,000.04 RB ¥ on ‘ ( y ‘ | A — ' ) Se 
OFFICE MACHINES SALI RVI t he QUANTITY ‘ i M 
large Southern city wit) ts tons \ gl Incuiries te ' 
adding machines, Ohmer t f , ot} Amer ! Machines G New ¥ 
ness machines. Will sell mT ‘ ren — 
owners An unusual Write xX BURROUGH MOON HOPKINS, ELI -FISHEI 
care Office Appliance ( prehensive ‘ ‘ ‘ ; 
1 eee : w \ Ser e { 07 G ou 
RETAIL BUSINESS EQUIPM ‘ 
cies. Doing almost half CALCUI ND ADDING 
Price about 8175.00 } \ . 4 P , , : , 
cago 6 r y 
FOR SALE Active ff | ‘ Nass . \ 
city of 20.000 populatior ‘ a 
round reso-t city a HEI RITERS 1 | : ' 
Florida’s finest climate } Bot} P 
tial. Box X-42, care Off t , ? 
= N \ k \ 
FOR SALE-—Office Equipr 
my age forces me t t I Ol SALI [ FILI FOLDEI 
what it takes Write f ‘ u t feed rt 
sider partner. Box X-4 ! ( f y | x 
ei ‘ torr es { g 
RETAIL OFFICE SUPPL) AN ( MENT ‘ . ———— 
sachusetts city f 50,006 I y i lea ( PEWRIT S—ANY LANGUAGI 
of city—clean stock—estal X-44 Office A BM ght ALL LANGUAGES PEWRIT! 
Chicago 6 West is \ York New York e CH 
WANT Perf 
FOUNTAIN PEN REPAIRING I X 
WELTY’'S REPAIR ALL MA} | 
ote Repaired at stand 
improving. We espe \ . yan WAT 
WAHL, PARKER, WELTY \ 
‘ther makes. We feature ¢ | T 
to ONE place for bett ‘ W WELTY PE? 
to $10.00 LIST Welty P . g VISIBI 
Chicago 3 a \CME. pos 
ADDING MACHINE PARTS, TYPE. ETC ‘ 
LARGE STOCKS : 
Parts available Quotat VISIBLE FILING 
I. A. Dehn, Jr., 164 t A 
COMPTOMETER PARTS 
Write for part W 


Ave., Chic I 
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Little Butch was g 
that he invite a neight 


He finally ; 


little r 


ment. 

party the 

suspicious. 
“Did you invite 
"Of course | 


him to come, | dared 


— eco— 


Late for dinner at his brother's house, the well-known movie 
star, Barry Fitzgerald, stormed into the dining room and ex- 
claimed, "Some lingering guests detained me at my place or 
| would have been here on time!” 

"Lingering guests, eh?” his brother exclaimed sympathetically. 

"Yes," Barry rejoined. “They are the kind of people who, 
when they stand up, think they have gone!” 

—Christian Science Monitor 


— i eto— 


A church congregat va ving a recept to a former 
pastor and his wife. The pr + past the receiving | 
greeted his predece r rt A} vw pleasant to see you 
again, he said. "And } r most cha 7 wife?” 

The other minister f t wit 1CCUS 
"This,"’ he said repro 

A dowager was watching her bachelor son romping along 
the beach with a shapely redhead he had invited up from the 
city over the week end. 

"A wonderful girl,” said the dowager proudly to her com- 
ponion, a social rival. "Yet to think that certain gossips say 
she was once a fan dancer! Why, I'll wager she never waved 
an ostrich plume in her life! 

“All | know," said her rival sweetly, "is that when it began 
to thunder and lightning so terribly yesterday, she ran and hid 
her head in the sand.” 


—Commerce 
ar vow 
Doffynitions— 

Harp: a piano 

Station Wagon: somet ty f when he moves 
to the country so f , know he’s from 
the city. 

Dime: a dollar wit 

Pedestrian: a ca 

Floor: the surest f 

Rain: why 
t probably w 

Bathing Beauty 





"Hide the pencil sharpener, paper clips, pen set, memo 
pads and rubber bands. Daddy's bringing his boss home." 
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THE ESTERBROOK PEN COMPANY, CAM.- 
DEN, N. J.—A new general catalog has been issued 
using a considerable amount of four-color printing. 
Thus, Esterbrook dealers have a more valuable refer- 
ence book in that all Esterbrook products in color are 
accurately reproduced. 


HART MANUFACTURING COMPANY, 2400 
ENDICOTT ST., ST. PAUL, MINN.—A new 
brochure has been issued, illustrating and describing 
the complete line of mimeograph machines, stands and 
supplies, lettering and design guides and other products. 


J. L. MAY COMPANY, 111 W. 19TH ST., NEW 
YORK 11, N. Y.—This company will soon distribute 
a new 32-page catalog printed in color and represent- 
ing the complete dealers’ line of tags, tickets, labels, 
embossed seals and printed die-cut specialties. Included 
will be illustrations on a variety of Maco made-to-order 
products sold by stationers. A separate price list con- 
tains dealer prices applying to stock merchandise so 
that the catalog can be used on the store counter as a 
selling aid. Copies may be secured by writing the com- 
pany. 


JOSHUA MEIER COMPANY, INC., 153 W. 23RD 
ST., NEW YORK, N. Y.—The firm offers an impres- 
sive looking VPD catalog No. 50 showing its complete 
line of transparent plastic products for “visible pro- 
tective display.” The beautifully printed free catalog 
contains photographs, descriptions and prices of varied 
items as presentation books, easel presentations, trans- 
parent plastic folders and envelopes and document 
holders. Also available are VPD Catalog-Digests for cus- 
tomers’ files—full-sized but slightly abridged editions 
of catalog No. 50 to be imprinted with the firm’s name. 
The Joshua Meier name does not appear on these 
“digests”—to all intents and purposes the stationer’s 
own catalog. Sample copies may be had on request. 
A slight charge will be made for copies ordered in 
quantity. 


THE MOORE PUSH-PIN COMPANY, PHILA- 
DELPHIA 44, PA.—The firm has announced the avail- 
ability of a new folder for homemakers entitled “How 
to Hang Pictures, Mirrors and Wall Decorations Easily, 
Quickly and Safely.” Consisting of six pages and 
printed in two colors, the folder is designed to fit a 
No. 6 envelope when used as a stuffer. A sample copy 
of the folder will be sent on request to the firm’s ad- 
vertising department. 


LEWIS N. PEMBERTON PRINTING COM. 
PANY, 833 W. OLYMPIC BLVD., LOS ANGELES 
15, CALIF.—These manufacturers and distributors of 
accounting systems for new automobile dealers have 
made available sample books displaying the account- 
ing systems and related forms for new car dealers. 
These include the standard General Motors, Chrysler 
and Ford accounting systems for which 100 per cent 
distribution among dealers of some lines of autos is 
claimed, 
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RICO LEATHER SPECIALTY, INC., 725 S. LA- 
SALLE ST., CHICAGO 5, ILL.—A 1950 catalog of 
briefcases and billfolds has been issued, providing com- 
plete specifications and illustrations for the line of ring 
binders, zipper envelopes, portfolios, brief bags and 
billfolds. 


SELL CORPORATION, 531 S. JEFFERSON ST., 
CHICAGO 7, ILL.—An illustrated and descriptive 
catalog has been issued, one giving particular attention 
to quick reference. Each product in the entire Selco 
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FILING 
Methods + Supplies 


line of filing supplies is illustrated and carries a brief, 
but comprehensive, explanation of how and why the 
item is used. Complete information is also furnished 
as to the construction, price and various shipping 
weights. Address requests for copies to the company. 


“VISUAL” PLANNING EQUIPMENT COM.- 
PANY, INC., PENNSYLVANIA AVE. AT RIVER, 
OAKMONT, PA.—A 1950 catalog has been released, 
containing 32 pages descriptive of visual planning 
models and equipment. This catalog gives complete 
details on Lucite buildings, planning boards, materials- 
handling equipment and office equipment. Copies are 
free, available upon request. 








BUSINESS OPPORTUNITIES 


Lines Wanted for Pacific Northwest—W. G. R 
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CORPORATION REPORTS AND 
FINANCIAL NOTES 


W. A. Sheaffer Pen Company, Fort Madison, towa—Direct n August 
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IN SEPTEMBER OF 1879, WHEN: 
Edward Todd, Madison, N. ]., was issued a patent for a stylo- 


graphic fountain pen. . . . The Esterbrook Steel Pen Company 
brought out a new No. 309 pen, the Choctaw, a medium be- 
tween the fine point of the Tecumseh and the coarse point of 
the Telegraphic pen. . . . Eberhard Faber was awarded the con- 
tract for supplying the Treasury Department with gold pens. . . 

The Exposition at Cincinnati attracted many firms in the book 
and stationery business. . . . Cornell & Shelton, publishers of 
Birmingham, Conn., copyrighted and issued the “Household Book 
of Gummed Labels.” . . . (From files of the American Stationer). 


IN SEPTEMBER OF 1879, WHEN: 


The Victor single-keyed typewriter was selling for $15.00. . . . 
The Pallete Hand Rest was introduced as a combination book- 
keepers’ hand rest, ruler, paper cutter, pen extractor and square. 
. . . Lothar von Faber, Stein, Urenberg, Germany, observed his 
fiftieth consecutive year as head of the lead pencil firm of A. W. 
Faber. . . . A Philadelphia correspondent wrote, “Early fall 
business with us, like an early fall favorite flower, the chrysan- 
themum, is in full bloom.” . . . The Stationers Board of Trade 
raised $6,033.30 for victims of the Pennsylvania flood. . . . New 
York made a bid for the World's Fair of 1892, claiming “a clear 
atmosphere, undefiled by the soot of numberless soft coal fires 
which make life miserable in Chicago and other western cities.” 

. (From files of the American Stationer). 


IN SEPTEMBER OF 1899, WHEN: 


Washington was preparing to welcome Admiral Dewey, the 
hero of Manila Bay, and stationers laid in huge stores of Dewey 
souvenirs. . . . Armeny & Marion, gold pen makers of New 
York City, advertised caridium as a new metal alloy which 
they had discovered. . . . Boorum & Pease Company introduced 
a reversible notebook, . . . Five leading blank book manufac- 
turers, after a meeting in New York City, decided to revise price 
lists to correspond with increasing costs of raw materials. .. . 
The Stenotyper, a German invention, was introciaced in Eng- 
land as a device by which the operator tapped out shorthand 
on six keys. A paper roll was employed. . . . Finding of a 
rich deposit of graphite near Columbia, Tenn., excited the lead 
pencil industry. . . . (From files of the American Stationer). 


IN SEPTEMBER OF 1909, WHEN: 


Death claimed Thomas H. Heist, president of the Blaisdell 
Paper Pencil Company... . Sears Roebuck & Company purchased 
417 Oliver typewriters in a lump order. . . . A Pomerantz opened 
a new “Heart of Philadelphia” store with 6,000 square feet of 
selling space. . . . Comptograph Company sales agents met at 
the Stratford Hotel in Chicago. . . . Yawman and Erbe Manu- 
facturing Company issued an 80-page supply catalog. ... J. E. 
Grady, president and founder of the Rebuilt Typewriter Com- 
pany, Chicago, sailed for Europe on a business mission. .. . 
From files of Office Appliances). 


IN SEPTEMBER OF 1919, WHEN: 


Richmond, Va., was preparing to entertain the National Asso- 
ciation of Stationers & Manufacturers, October 13-17, with Wood- 
son P. Waddy chairman of the executive committee. Railroad 
fare from Chicago to Richmond was $25.79. The Chicago dele- 
gation was instructed to ask that the business headquarters of 
the association and office of the general manager be removed 
to that city. . . . Chicago office appliance men organized an 


eight-team bowling league. . . . Phil M. Anderson, proprietor of 
Anderson's Book Store, Newton, Mass., added a line of office 
supplies to his stock. . . A $35,000 order for steel files to 


house the draft records of the U.S. Army was placed with 
Shaw-Walker Company... . (From files of Office Appliances). 
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PICTURED above is an Art Meta! 
Construction Company conference 
desk in an office in the New York 
Fiberglass Building, New York 
N.Y. Straight line simplicity is a 
salient feature of all the equip- 
ment as well as the office itself 
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OFFICE FURNITURE IN THE MODERN MODE 


In. offices today there is an evident demand for 
furnishings that accent a harmony of form and 
function. To pleasing appearance must be related 
a utility that is proved in service. Colors that com- 
plement, designs that provide external beauty and 
inward efficiency are available in current office 
furniture lines. Circumstances point impressively 


to genuine sales potentials for furniture dealers. 


(See Special Section Beginning on page 142) 
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Full Duty 


HE PROFIT-CONSCIOUS sta- 

tioner is the fellow who plays a 
close hand in the business game. 
He lets nothing in the nature of 
an assured legitimate profit get 
away from him. 

Acting according to the adage 
which says that a dollar saved is 
as good as a dollar earned (and 
that without the labor of toiling 
for it) he has considerable respect 
for the contribution to net profit 
that ash discounts can make 
whe ippraised on an annual 
basis, however small they may 
seem in some individual transac- 


Su a shrewd merchant gets a 
banker’s profit” out of his pur- 
chases in addition to the ordinary 
me! iundise profit. He knows the 
valu reputation and prestige 
of paying all bills promptly, but he 
consistently pays his discountable 
first. By this means, he 
I y saves considerable money 
from the resourceful employment 
of his working capital, but he 
soons builds an excellent reputa- 
ion for being “good pay”, as the 
trade calls the habit, and as a re- 
sult he need never hesitate about 
seeki redit anywhere his rec- 
wn 


4 Principle for Profit 
One of the fundamental princi- 
ples of profitable operation in re- 
is the acceptance of 
discount offered by 
manufacturers and jobbers. This 
may seem to imply the need for 


tailing today 


evel trade 
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Make Your Purchase Dollars Do 


ample fluid capital, but even with- 
out heavy capital reserves the 
progressive dealer who is purchas- 
ing stock regularly in varying 
quantities is bound to profit ma- 
terially by the end of each year. 
This is achieved by taking advan- 
tage of all possible trade and cash 
discounts as they are offered. 

The maximum feasibility of the 
idea depends upon good judgment 
for systematic buying so that one 
lot of goods of a given kind is 
practically sold out when the next 
lot is to be paid for—the constant 
rotation, in other words, of sales 
and purchases in regular succes- 
sion of purchase, selling, and re- 
investment. It is simply the idea 
of keeping the money in motion 
and extracting the maximum bene- 
fit, financially, from each turn in 
transactions. 

Adherence to such a simple sys- 
tem will give ample protection to 
the dealer who decides upon doing 
as much of his purchasing as pos- 
sible on a virtual cash basis—at 
least that part of his buying which 
offer a cash discount inducement 

Even today, the impressive dol- 
lar value of cash discounts is not 
readily understood by the dealer 
who has never taken the trouble to 
make an analysis of his purchases 
account and determine mathe- 
matically just how much profit 
that account might have produced 
in the way of cash discounts if he 
had understood anu respected this 
opportunity for realizing a profit 
on the purchase of a lot of goods, 
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Discount Policy Under Right Conditions Means More Profit 


By U.N. Vetromile 


Feature Writer 


even before any of it was sold. I 
mean, of course, goods with regard 
to the quick salability of which 
the stationer’s experience assures 
him there is no question. 


Cash Discounts Pay Off 


Let’s start right here to demon- 
strate how cash discounts benefits 
a dealer in pocket. In the first 
place, neglecting to take the cash 
discount means that the stationer 
is paying just that much more for 
the merchandise, a thing he 
wouldn’t consider for a minute if 
the same goods were offered by 
two different salesmen at the dis- 
count and the net figures respec- 
tively. When a dealer considers a 
cash discount in that light, it looks 
different, doesn’t it? 

Now then, to make the proposi- 
tion still clearer, consider it arith- 
metically. A bill of goods, face 
value $200; terms, two per cent in 
ten days means that if the dealer 
pays the invoice by the tenth day 
of the month (or within ten days, 
according to the dating of the in- 
voice) he will have saved four dol- 
lars for his profit account. If he 
remits within ten days, he need 
send only $196 and will get his 
receipted bill. 

Suppose now that the invoice 











represents purchases to the 
amount of $1,000, discountable on 
the same basis—that is, two per 
cent in ten days. If paid on time 
the savings is $20.00. Calculated 
on a yearly basis, such a discount- 
profit would run up to $240. Thi 
is as good as an investment ol 
$4,000 in a sound security that 
pays six per cent per annum, and 
it is also practically as much as 
some savings banks pay on $8,000 
on deposit for one year 


Another Way to Figure 

OR, the proposition 
viewed from this angle: If the sta 
tioner’s mark-up is 33 per cent, he 
will have to sell $720 worth of mer- 
chandise to net that amount. O1 
again, if his net profit is ten pe 
cent, his clerks will have to punch 
the cash register keys to the merry 
little tune of $2,400 before he can 
count out $240 in profit 

Discounts, first of all, increase 
the rate of profit. But it is true 
that there are many factors to be 
considered with regard to profits 
earned by discounting invoices. If 
a dealer, in almost any line of 
trade, goes to the extreme of pur 
chasing excessive quantities on the 
lure of what might be called an 
incentive discount for extra large 
orders, as distinguished from ordi- 
nary cash discounts on his reason- 
able normal requirements—which 
is a very different matter—he is 
likely then to head himself into 
unforeseen trouble. 

In those ill-advised circum 
stances, several risks are involved 
such as the following: Possibility 
of a high percentage of eventual 
mark-downs; the risk of a drop in 
prices before the entire quantity is 
sold out, and the risk of excessive 
, depreciation through failure to ob 
tain a fast turnover of the quan 
tity. In short, such a practice de 
parts from solid and conservative 
buying according to experience 
data and assumes some of the na 
ture of sheer speculation 

The fact still holds, however 
that if a dealer has ample fluid 
cash capital, he should obtain all 
his merchandise at the lowest net 
cost feasible—not for the fallacious 
purpose of giving away the addi- 
tional discount-profits made pos- 
sible through the power of ready 
capital by cutting prices to under- 
Sell of to outsell other dealers, but 
rather for the legitimate and eth 
ical increment in net profits there 
by made possible from his ope! 
ations. 


may be 


The correct procedure is this 
Take all available discounts at all 
times, buying in accordance wit) 
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selling experience, but DO NOT 
buy in excessive quantities merely 
for increased discounts. Any in- 
telligent stationer of long experi- 
ence can quickly place his finger 
on the testing-point of this whole 
proposition of discounts 

Let us presume that his experi 
ence has demonstrated satisfac- 
torily that about 40 per cent of his 
entire standard stock consists of 
merchandise of quick sale and def- 
initely determined turnover rate. 
Then let us presume that the re- 
maining 60 per cent, while fully 
desirable and salable, is of such 
kind as to vary considerably in its 
rate of stock-turn 

It is practically certain that the 
40 per cent—the rapidly-selling 
wares—nearly always represents a 
dealer’s largest gross sales volume 
for that very reason—it sells out 
rapidly and completely. The sta- 
tioner can, therefore, afford to 
take all possible trade and cash 
discounts on this 40 per cent of 
routine items while purchasing the 
remaining 60 per cent of inventory 
more conservatively 

To some degree, I believe (but 
not in the stationery trade any 
more than in other trades), over- 
heavy inventories are accumulated 
through the dealer’s desire to se- 
cure some attractive quantity dis- 
count in the belief that he can 
thereby meet competition better 
and (which I discountenance as a 
business practice) undersell some 
competitor. To do this, however, 
he would have to sell the mer- 
chandise much more quickly than 
ordinarily feasible, and if he can 
not do so within a reasonable time, 
the loss of interest on the invested 
capital will often amount to more 
than the discount that lured him 


Frequent Purchases Better 

Slow stock-turns on this or that 
item sometimes result from the 
dealer purchasing in extraordinary 
quantities directly from the man- 
ufacturer, with the purpose of 
negotiating an advantageous price, 
when experience has proved that 
it would have been more efficient, 
economically speaking, to purchase 
the goods more frequently and in 
smaller quantities, from a near-by 
intermediary distributing factor. 

In the main, these facts as 
stated are true, but the most pro- 
gressive dealers in the trade are 
those who earn extra net profits, 
not only from the policy of taking 
all cash discounts offered, but also 
all safe-and-sane quantity prices 

Some old-timers in the station- 
ery trade go so far as to say that 
the surest profits in the business 


are those which a dealer can earn 
virtually on the manufacturer’s or 
the distributor’s capital and in 
which the capital of the retailer 
doesn’t figure at all — only his 
credit. 

This seems too good to be true. 
Let us say, in explanation, that 
the stationer has an opportunity 
to purchase a large quantity of 
some readily-salable staple mer- 
chandise at an appreciable special 
discount. Now then, if the dealer 
can turn over this merchandise 
before his settlement with the 
manufacturer or jobber becomes 
due (this has often been done in 
the trade), he has not only used 
no money of his own, but has 
enjoyed the advantage of the dis- 
count and, often as not, the ad- 
vantage of a cash discount in ad- 
dition to the quantity discount. 

In general, however, no stationer 
can safely manipulate his pur- 
chases in anticipation of this proc- 
ess, but the goods for which there 
is a dependable and known rate of 
stock-turn can, nevertheless, be 
bought in quantities when there is 
an advantage in quantity prices, 
even if they will not certainly be 
sold on the date of paying the 
invoice. This rule — naturally — 
works best when prices are fairly 
well stabilized. 


Some “Play Discounts” 


Large operators are sometimes 
able to earn all the way from 
$2,000 to $10,000 a year by “play- 
ing” with discounts on that 40 per 
cent of “sure shot” merchandise 
which represents their fastest- 
moving lines and which contrib- 
utes most to their gross sales 
volume. 

In taking all discounts available 
on the 40 per cent of stock which 
moves with speed and certainty, 
the stationer will need to be sure 
that he knows just what items the 
40 per cent comprises. This infor- 
mation can be known only by 
careful keeping of sales records 
and constant reference to them in 
all buying activities. Naturally, 
such records can not be of much 
assistance in buying new articles 
never before carried and which 
are so often offered at liberal dis- 
counts for extra-large quantities, 
but there must always be at least 
some speculative element in all 
new merchandise or there would 
be no premium on judgment and 
experience 

There is no profit in merely buy- 
ing so-called “low-priced” goods in 
order to sell at a low price, and the 

(Turn to page 274, please) 
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Departmentizing Speeds Selling and 


Merchandise Handling 


A. Pomerantz & Co., Phil- 
adelphia, Prove Efficiency 
of Operating as a “Busi- 
ness Man’‘s Department 
Store” 


by Phil Lance 


Field Correspondent 


BY DEPARTMENTALIZING, the 
A. Pomerantz & Company re- 
tail st n Philadelphia has truly 
becom The Business Man’s De- 
Store,” a slogan now 
merantz on all advertis- 
promotions. 


partment 
used by P 


Some time ago,’’says Marie Ker- 
rigan, il harge of public rela- 
tion knew that something 
had to be done to facilitate sales 
is to keep better control 
ver our merchandise. Because 
1 as ours, sell hundreds 
of items in the stationery, office 
nd appliance fields, we 
found ourselves with a tremendous 
problen our hands. It was how 
were we to display merchandise so 
that customers unfamiliar with our 
store ild find it, and secondly, 
how ‘ 1 we keep an accurate 
record over our mer- 


The lore we thought about 
these pl ems, the more we be- 
gan to ponder over how the large 
tores do it. They are 





DISCUSS ADS—Miss Kerrigan of A. 

Pomerantz & Co., Philadelphia, Pa., 

discusses newspaper advertising 
with an employee. 
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ARE YOU THE QUEEN OF YOUR OFFICE?—One of the side window displays de- 
signed to attract attention of secretaries and stenographers at A. Pomerantz & 
Co., Philadelphia, Pa. 


very successful in handling a great 
many more items than we,” Miss 
Kerrigan continued,“why shouldn't 
an expanding store such as ours 
departmentalize and do likewise? 
We followed suit with the result 
that sales have increased substan- 
tially and we also have accurate 
and complete control over our en- 
tire store and merchandise.” 


From Store to Department Store 

Inasmuch as the A. Pomerantz 
Company occupies six floors in the 
building located in the heart of 
the Quaker City, it was decided to 
sectionalize all the store’s mer- 
chandise and services. Pomerantz 
accordingly laid out plans for the 
store similar to those of a depart- 
ment store. 

The first floor, which is the 
street entrance, was entirely de- 
voted to immediate home and office 
use articles, including stationery, 
gift cards, books and numerous 
other traffic builders. All articles 
found to be in demand are placed 
here immediately. During certain 
periods of the year, when specials 
are being made of room condi- 
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tioners, fans and the like, they are 
also displayed on this floor, al- 
though their regular place may be 
on another. 

The second floor is devoted to 
gifts and steel furniture. Approx- 
imately two thirds of this floor is 
used for a gift shop for men. “Men 
like to shop in a gift shop that 
caters specifically to men,” says 
Miss Kerrigan, “particularly when 
all the merchandise has been se- 
lected as men's gift merchandise. 
We have a complete line of drink- 
ing and bar goods, smoker’s arti- 
cles, leather goods, games and 
gifts for the office or home. Many 
of our customers are employees 
who have ‘chipped in’ to buy the 
boss a present, for we stress and 
advertise the fact that our gift 
shop has been arranged for men 
to shop in for such gift items ex- 
clusively.”’ 

The balance of this floor is de- 
voted to steel office furniture 
chiefly used in executive offices. 
The idea here is that men shop- 
ping for gifts for other men are 
of the executive caliber, and that 
they should not miss seeing this 
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furniture when browsing through 
the gift department 


Exclusively for Furniture 

The third floor is devoted en- 
tirely to office furniture, both wood 
and steel. Several typical office 
rooms give customers an idea of 
how their own offices should be 
arranged. Displayed also, are rows 
of wooden and meta! desks, filing 
cabinets, chairs, conference tables 
and other office necessities. 

The fourth floor is the manage- 
ment floor of the business, most 
of the offices being located here. A 
small printing and engraving de- 
partment is located at this level 
as well, but customers have no 
reason to go through it. 

Binding, die stamping and en- 
graving is done on the fifth and 
the company’s printing plant is 
located on the sixth. These floors 
are not open for inspection. 

“In imitating the department 
store’s methods of displaying mer- 
chandise, we have also followed 
their employment methods. To 
each floor,” says Miss Kerrigan, 
“we have assigned sales personnel 
and have even broken this down, 
designating individuals to sell 
specific items. 

“Each employee is responsible 
for the merchandise in an as- 
signed department and must see 
that stock levels are always main- 
tained and displays are in order 
A benefit derived by keeping em- 
ployees in one department is that 


they become experts in the line of 
merchandise that they are selling 
and become familiar with custo- 
mers who return for repeat mer- 
chandise. These are some of the 
department store’s principles of 
successful retailing, and we are 
applying them here.” 


Advertising the Store 

In order to acquaint the Phil- 
adelphia public with this office 
appliance concern’s department 
policy, Miss Kerrigan advertises 
the Pomerantz store in all local 
newspapers in a department store 
layout. That is, there is an illus- 
tration of the store alongside of 
which are arrows pointing out the 
floors and what merchandise or 
services are going on. All these ads 
are headed “The Businessman’s 
Department Store.” All the bro- 
chures mailed out to customers 
have this same layout on the front 
part as a further advertisement of 
the new departmentalization pro- 
gram. 

Near the elevators in the store 
are billboards listing the floors on 
which different merchandise is dis- 
played, as well as handbills that 
customers can use as a guide. “We 
make occasional visits to depart- 
ment stores,” points out Miss Ker- 
rigan, “and then try to install 
worth-while features that we see 
in ours. 

“Another point that we notice in 
department stores is their window 
displays. They never just display 





FOR MEN ONLY—A view of the gift 
shop for men on the second floor of 
A. Pomerantz & Co., Philadelphia, Pa. 


merchandise, but enliven it with 
figures or mannequins, something 
we have begun to do as well. Man- 
nequins are a worth-while invest- 
ment, as they can be used over 
and over again and enhance win- 
dow displays greatly.” 

The smallest to the largest store 
can departmentalize, and it is a 
very valuable asset for the reasons 
outlined. Customers can find 
merchandise easier, the store has 
better control over all sales, and 
management can determine what 
lines are the most profitable to 
the store from the standpoint of 
the amount of space or area de- 
voted to certain items. Such has 
been the Pomerantz experience. 








NEW HARRISBURG STORE—The Phil- 
lips Typewriter Co. recently opened this 
new branch store at 
Harrisburg, Pa. Beautiful decorating is 
enhanced by fluorescent 
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206 Locust St., 


eight four-tube lights arranged in two 
diamonds with spotlights in the center 
of each. The floor of asphalt tile blocks 
lighting, the blends with the colors of the store. 
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Do You Want Job Security? 


NDICATIONS have been for some 
time that we are in a buyers’ 
market. This means that if the 
boss is to derive the most from his 
investment under present circum- 
stances he must have the utmost 
in co-operation from the employees 
upon whom he depends for his 
customer contacts. Many of us, 


because of the easy sales of the 
last few years, have fallen into 
habits which definitely retard 
rather than further the interests 
of our employer. This is danger- 
ous for us, because if we do not 
awaken to our shortcomings and 
do our level best to overcome 
them, then it becomes a possibility 


that we will wake up one day to 
the fact that the position we have 
filled for so long is transferred to 
another more progressive employee 


who is on his toes and anxious to 
do a good job. 

A replacement of personnel can 
be usually traced in quite a per- 
centage of cases to non-progres- 
siveness on the part of the em- 
ployee. This is especially true in 
the case of smaller business con- 


cerns. They must have alert em- 
ployees to survive in this day and 
age. Of course, the larger concerns 


are governed to a large degree by 
business trends, but even they are 
going to retain the services, wher- 
ever possible, of that individual 
who shows a willingness to take an 
interest in his job and who is as 
interested in his employer’s busi- 
ness as he would be in his own. 


Go the Extra Mile 


One of the outstanding charac- 
teristics by which a man is judged 
in the business world is his will- 
ingness to do just a little more 
than he is paid to do. The man 
who is awake to other problems of 
the business in which he is en- 
gaged, other than those he is paid 
to do, and quietly, without assump- 
tion, helps to get these things done, 
is the man who is invaluable to 


any business concern. Many of us 
as employees have a wrong slant 
on the boss’ problems and are apt 


to overlook opportunities to help 
which would be invaluable to our 
employer and a business character 
builder for ourselves. Now is the 


time to ask ourselves a few pointed 
questions. We should take stock 
and make a frank and honest 
analysis of our conduct during 
business hours. Are we taking our 
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A Special Message to Employees in the 


Current Buyers’ Market 


job for granted? Do we consider 
ita soft berth? Are we putting our 
minds to work that the business 
may profit? Are we trying to think 
up and put into action those new 
ideas which will help in the strug- 
gle to come? 

It might even pay some of us to 
go back to the very beginning and 
analyze the manner in which we 
became associated with our pres- 
ent employer and the reason we 
are allowed a place on the payroll. 
This may seem a little far fetched 
but the more thought given to the 
matter may convince some of us, 
especially the lovers of fair play, 
that we have taken some things 
for granted and assumed a little 
more personal privilege than good 
judgment would dictate. We might 
even find that our conduct belies, 
in many cases, the very funda- 
mentals of business principle and 
that we, being creatures of habit, 
have allowed habits to creep into 
our daily lives which could not 
bode good for any business in a 
buyers’ market and definitely will 
not benefit ourselves in any way 
whatsoever. Indeed, if continued, 
these habits could prove to be our 
downfall. Let me record a few ob- 
servations and see if I cannot get 
you to agree with me that this 
self-inventory is necessary if we 
are to continue to advance with 
the times. 


“Have Lost Our Balance” 


A prominent advertising man 
has this to say about a possible 
depression, “We have lost our bal- 
ance in the last two or three years 
because of the pressure of the 
worldwide things which have 
crowded into us. Many of these 
things we do not understand, we 
have not the initiative to find out, 
and as a result we have become 
confused. If we do not look out 
we are going to talk ourselves into 
a depression. A depression,” he 
went on to say, “is just a state of 
mind. It is a mental attitude on 
the part of the customer that he 
would rather hold on to his money 
than buy the goods which would 
make his life happier.” 

Now where does this apply to 
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By George fy. Taylor 


Long Beach, Calif. 


the operation of a retail store? It 
reminds us that the greatest dan- 
ger that can beset any retail or- 
ganization is a wrong mental atti- 
tude by any member or members 
of the organization. An attitude 
that certain things cannot be done, 
that they take too much effort, 
that they are not worth bothering 
with. Employees can think a busi- 
ness organization into a state so 
bad that if and when a depression 
should hit, so much business will 
have been lost that it can never be 
regained. The desirable extra 
business will go to the store whose 
personnel has been on its toes—to 
the store which has kept up its 
front, kept a neat interior, and 
improved its service year after 
year. This latter store will go 
ahead in good times and bad, be- 
cause its personnel has thought 
its way to success and has worked 
to build an indestructible busi- 
ness through its loyalty to the boss 
and determination to do a good 
job. 
Get On the Beam 


In these days of the “gimme” 
complex there is one thought we 
should keep in our minds. We 
cannot begin to give to every 
charity that solicits our help. If 
we did so we would soon be broke 
and become a recipient of those 
charities. Neither can the boss 
continue to pay an unearned or 
partly-earned salary. If he did he 
would have to hire other people to 
do the work we have hired out to 
do. It would not be long, under 
these circumstances, before he 
also would run out of money and 
be forced to close his doors. Now 
this introduction leads us to a 
consideration of some elementary 
facts which are easily forgotten. 

We, as employees, have to make 
a living. Under the laws of a free 
country we have elected and have 
been elected to work for our pres- 
ent employer. We have contracted 
to do certain things and assume 








certain responsibilities for which 
we are being paid certain stipu- 
lated salaries. This is a distinct 
privilege and one which can only 
be found in a democratic country 
To make that simple decision for 
ourselves and to carry it through 
with a determined effort, we 
should do these things cheerfully, 
willingly and with understanding 
If we can develop this frame of 
mind through the years, our lives 
will be much happier and we will 
naturally go the extra mile in ou 
boss’ interest which is, after all 
just as much our own interest 


Must Examine Attitude 


If we have a constant feeling 
that our position with the organi- 
zation is an unbearable burden 
(many people you know assume 
this attitude) then it indicates one 
or more of several things. We are 
sick, we are lazy, we are obstinate, 
we are not thinking. If we are sick 
we should endeavor to get well as 
soon as possible, we should find 
sympathetic help if we have de- 
served it. If we are lazy, then it is 
a miracle we have a job to be lazy 
on. If obstinate, then we had bet- 
ter learn to be tolerant. If we are 
not thinking, then for heaven’s 
sake, let’s learn to use our brains 
and then use them for mutual 
benefit through their proper use 
in the interest of our employer. No 
organization can succeed with in- 
dolent, indifferent, intolerant, lazy 
or disrespectful personnel. Let’s 
appraise ourselves, let’s be produc- 
tive, let’s be alert, let’s be thought- 
ful, let’s be anxious to serve. These 
are the qualities that are so desir- 
able in this modern age. Let’s be 
sure that we develop all of them, 
if some are missing in our conduct. 
There are organizations where dis- 
respect is prevalent among the 
employees. Many of us have 
worked amidst such conditions 
and some of us become pretty well 
disgusted with them. It is hard 
sometimes to remain aloof from 
the criticisms which pour justi- 
fiably or otherwise from the lips of 
careless personnel. The owner 
comes in for some pretty bad deals 
at times. In some cases they are 
deserved, in some cases not. An 
owner who has money invested in 
any business these days has a ter- 
rible amount of detail to contend 
with. An unreasonable number of 
decisions have to be made each 
day and a tremendous amount of 
work has to be done during and 
after working hours. He needs 
efficient, understanding help, and 
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seeing that he is paying the bills 
he is entitled to it 


In Business to Profit 


Now his interest is primarily to 
make a profit. He is justly entitled 
to reasonable profit under our 
democratic system. The greater 
thing for the employee to consider 
is not how much the boss makes 
or loses, but the fact that his job 
is his bread and butter, that his 
loved ones are depending on this 
job for a livelihood to supply them 
with the commodities they must 
have for their very existence. In 
considering these facts, common 
sense tells us that the kind of a 
job we do directly or indirectly 
affects the welfare of our organi- 
zation as a whole and through it 
our Own personal welfare. The 
kind of a job we do as individuals, 
and the way that job is incorpor- 
ated with the skills of other em- 
ployees of the organization is the 
only chance we have to make a 
success for ourselves and our em- 
ployer. We are the only ones who 
can control that job and do the 
kind of work that will enable the 
store to grow with the times. Ours 
is a very important responsibility. 
We should learn to be tolerant 
with those who are in charge of 
important functions of the busi- 
ness. Do not judge them harshly. 
Try to help them carry out the 
functions of their respective de- 
partments in an efficient manner. 
This is the only way the business 
can be assured of efficient, smooth 
operation. The employee who 
heeds this advice is very much ap- 
preciated in executive circles 


Executive Co-operation 


The heads of departments 
should be tolerant of each other 
and try to understand the com- 
plicated problems which arise 
from day to day. Help each other 
out wherever possible. Think 
kindly of one another and try to 
make the spirit which we revive 
each year at Christmas time a 
lasting spirit, for the good of each 
other and the successful operation 
of the store. This may sound like 
preaching but HEREIN LIES SE- 
CURITY. The result of this kind 
of thinking coupled with honest 
endeavor will soon manifest itself 
in the rapid progress of the busi- 
ness. A successful business is a 
happy business and you can have 
a part, if you only will, in fashion- 
ing your own success and happi- 
ness right where you are working 
today 

In this modern day and age we 
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think in terms of terrific speed. It 
is true that we could not tear 
through the store with a desk or 
a chair at jet compulsion speed 
without doing considerable dam- 
age. Our-mental faculties should 
be speeded up, however, and 
through their use we should make 
plans that will culminate in a pic- 
ture engraved on our minds; a 
picture of where we are going; a 
picture of where we will be five 
years from now. The only chance 
we have of being in a better posi- 
tion five years from now is gov- 
erned by the way in which we con- 
duct ourselves today. If we build 
for the future we will all have a 
future. If we do not accept our 
duty and do it to the best of our 
ability we not only endanger our 
own future but the future of all 
our business friends and associ- 
ates. If we let the days pass with- 
out having accomplished a job 
that is constructive, that will help 
to produce more profits, we shall 
have no future. Five years from 
now we shall be right where we 
are today unless we “ride the 
wagon” and are fortunate enough 
to be allowed to reap the benefit 
of what others sow. 

Let’s give the boss and ourselves 
a break. We must exert every 
honest effort to maintain the busi- 
ness volume and to increase the 
profit if at all possible. We must 
do it by constant vigilance in the 
store, by many more contacts in 
the field, and by turning a hand 
to help make our store more im- 
pressive. We must do this by “go- 
ing the extra mile.” Let us will- 
ingly help out wherever there is 
work to be done—in the store, in 
the windows, on the ledgers, by 
carefulness and promptness in de- 
livery. Take suggestions to the 
boss (not tales). In most cases he 
will be glad to get them. All these 
things amount to service. This is 
what, after all, we are being paid 
to do. If we are wise we will not 
have to be told to do them 


Here’s an Example 


Some of us think we are being 
paid to drink coffee and to smoke. 
I saw a woman not so long ago 
enter a store and leave without 
even being asked what it was she 
wanted, indeed, no one even greet- 
ed her. They did not even know 
she was in the store. She will, of 
course, never enter that store 
again and I think I know the rea- 
son. The employees were taking 
coffee and a smoke together. They 
didn’t know and they DIDN’T 


(Turn to page 22, please) 
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Traffic Congestion—Dealers Headache 







A FAMILAR SIGHT — Traffic-glutted 
streets such as this one are a familiar 
sight to city officials, traffic engineers 
and the public. Unless these clogged 
arteries are cleared of hordes of slow- 
moving autos, ultimately decentraliza- 
tion will set in. Decentralization is de- 
fined by traffic authories as migration 
out of the city. When it takes place on 
large scale, blighted districts result. 


[aw MRROW, the downtown dis- 
tricts may be studded with the 


abandoned remains of buildings 
as are the cities of Europe today,” 
John A. Miller, traffic authority, 
and engineering consultant to 
General Electric, declared recent- 

Mr. Mille isn’t predicting an 
atomic attack, or an epidemic of 


fires, but rather what 
to happen if traffic conges- 
blight and 


large-scale 
iS apl 


tion ntinues to 
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bankrupt downtown business sec- 
tions. His opinion is shared by 
many other traffic experts who see 
in the uncontrolled spread of con- 
gestion, lean days for many deal- 
ers, wholesalers and manufactur- 
ers. 

Office equipment dealers and 
office suppliers throughout the 
country are aware of warning 
signs on the urban horizon which 
add up to migration—out of the 
city. Branch stores are mushroom- 
ing at an unprecedented rate. In 
many cities, main stores have be- 
come little more than warehouses 
for their country cousins. Drive- 
in theatres are beginning to dot 
the countryside, industries are ex- 
panding and housing developments 
springing up—beyond city limits. 
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How Merchants Are Involved in 
Customer Transportation Problems 


By Robt. It. Finehout 


Special Writer 


Variety, the voice of the show 
world, noted in a recent issue that 
theater audiences are migrating 
to the suburbs at “an alarming 
rate.” This migration is not con- 
fined to the amusement business, 
the article pointed out, but is 
noticeable in the “entire retail 
business” as well. 

Does this mean that downtown 
shopping centers are doomed? Not 
necessarily. But in order to halt 
the spread of traffic congestion, 
equipment dealers in large, med- 
ium-sized and even small cities 
must join forces with other mer- 
chants, civic officials, interested 
citizens and newspaper editors. 
Practical, concerted methods of 
combating this urban enemy num- 
ber one must be drawn up. And, 
above all, cures, not remedies, 
should be applied. 

Dealers and suppliers are famil- 
iar with several of the nostrums 
used to ease traffic tie-ups. Park- 
ing meters, one-way streets, mam- 
moth underground garages, and 
tricky traffic signals have all been 
put to work, with varying degrees 
of success. But these remedies 
have dealt with the effect. Cities 
must get at the cause! 

And what is this “cause?” Traf- 
fic experts say it is the private 
auto. Every day, more and more 
private cars flood the highways, 
crowd the bridges and stifle the 
tunnels leading to our cities. And 
every day the problems of park- 
ing, traffic flow and traffic en- 
forcement grow worse. Dealers in 
our large cities need merely to 
look out their front windows to 
see what happens when autos are 
forced through nineteenth cen- 
tury streets 


Traffic Slowed to a Walk 


In hundreds of cities, the aver- 
age vehicle speed in congested 
zones has reached a new low of 
three miles an hour. As a result, 


21 








vital truck and transit traffic 
upon which the dealer depends 
for his existence—is becoming 
paralyzed. 

It was suggested a few months 
ago—and in a national magazine 
—that New York City officials 
should rule pleasure cars off the 
streets. By doing this, it was rea- 
soned, the congestion problem 
would be licked at its source. Al- 
though traffic would undoubtedly 
be speeded-up, the wrath of mo- 
torists and motor clubs would cer- 
tainly be something to be reck- 
oned with. 

What should be done then? 
“Mass, not exclusive, transporta- 
tion should be encouraged,” an- 
swers Sam Shulsky, financial edi- 
tor of the New York Journal- 
American. In other words, cities 
should start spending money on 
public transit. This suggestion is 
backed-up by some pretty sound 
reasoning. 

According to Colonel Harley L 
Swift, well-known transit consult- 
ant, “The average load of an auto- 
mobile is 134 persons. Thus, it 
would require 29 automobiles to 
carry 50 persons. Yet these 50 
persons and more could all ride 
in one public transit vehicle, oc- 
cupying comparatively little street 
space. One street with three lanes 
for automobiles only, can move 
3,700 persons per hour. The same 
street with two lanes for autos 
and one for trackless trolleys, 
buses or streetcars can move well 
over 10,000 persons an hour.” 

Emphasis on public transit, from 
the dealer’s point of view, is a 
realistic approach to the traffic 
dilemma. It doesn’t involve vast 
sums spent for futuristic speed- 
ways (which, incidentally, might 
hurry cars and transit vehicles 
right past the retailer’s door), 
cloverleaves or parking empor- 
jums. It is a more hard-headed 
way of dealing with congestion 
And, most important, it gets at 
the cause! 

Already several cities are using 
public transit as the spearhead of 
their anti-congestion drives 


San Francisco Acts 


For years saddled with inade- 
quate transit and hamstrung by 
costly traffic tie-ups, San Fran- 
cisco is launching a _ full-scale 
modernization program designed 
to give it one of the best trans- 
portation systems in the world 
The people themselves can be giv- 
en the credit for making the pro- 
gram a reality 

Last November, San Franciscans 
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were asked to vote whether or not 
they wanted to spend 20 million 
dollars for 359 new trackless trol- 
leys, 98 motor buses and 55 
streamlined streetcars. Their an- 
swer at the polls was an over- 
whelming “yes.” Today, the plan 
has been expanded, calling for 
more than 400 trackless trolleys 
and upwards of 200 gasoline and 
diesel buses. 

If successful, San Francisco’s 
program will accomplish two ends: 
it will unclog car-glutted business 
streets and halt any migration to 
the suburbs. Office equipment 
dealers in the city stand to bene- 
fit from the project because their 
outlets will be made more acces- 
sible and delivery trucks will find 
the streets comparatively free of 
time-wasting auto traffic. 

Atlanta has found that its tran- 
sit modernization program, al- 
though less than half completed, 
has literally widened downtown 
shopping streets. The additional 
space has been made possible be- 
cause Atlantans realize that it’s 
cheaper, faster and more comfort- 
able to ride in one of the city’s 
trackless trolleys than to shop by 
car. (As an innovation and in- 
ducement to riders, these electric- 
ally-driven transit vehicles are be- 
ing outfitted with air-condition- 
ing units.) 

Philadelphia has attacked con- 
gestion with two weapons: im- 
proved transit and a widespread 
parking ban. When the ban was 
first recommended by Traffic Chief 
Robert A. Mitchell in late 1945, 
it was greeted coldly by the city’s 
merchants. “We'll be ruined if 
our customers can’t park,” they 
protested. But Mitchell was con- 
vinced that only a fraction of all 
the shoppers was at fault. 


A Survey Tells the Story 


To prove his theory, Mitchell 
persuaded the very merchants 
who had criticized the proposal 


to conduct a traffic survey. The 
results bore him out: Eighty-eight 
per cent of Philadelphia’s shoppers 
traveled by trackless trolley, bus, 
streetcar or rapid transit train. 
The rest drove or walked. The per- 
sons responsible for the worst 
traffic snarls were the shoppers 
who left their autos at the curb. 

The ban was put into effect and 
almost immediately retail busi- 
ness improved. Trucks and tran- 
sit vehicles began making their 
trips through the downtown dis- 
trict in 20 per cent less time. 
Swept clean of curb “liners” the 
streets again served their basic 
purpose, the efficient movement of 
people and goods. 

Congestion has not overlooked 
Chicago. To add to this misery, 
shoppers and workers have been 
stuck with what the New York 
Times described as “one of the 
poorest local transportation sys- 
tems in a major United States 
city.” But “revolutionary changes”’ 
are in the offing the Times as- 
serted. 

A comprehensive study is now 
under way to find out why Chi- 
cago’s streets are stagnated, its 
transit system is inadequate and 
many of its neighborhoods de- 
cayed. Walter J. McCarter is head 
of the movement. In the next ten 
years, McCarter and Chicago’s 
transit authority will lay out $50 
million for the purchase of 1,000 
subway and “el” cars alone. Out 
of a total of $152 million—which 
is to be the cost of the entire tran- 
sit modernization program—210 
trackless trolleys, 373 streamlined 
streetcars and 166 gasoline and 
Diesel buses will be added. 

The time has come for better 
mass transportation facilities. The 
sooner cities realize this, the 
quicker will revenue-draining 
traffic tangles be smashed. 

As things stand now, the pri- 
vate car is keeping customers from 
the dealer’s door. 





DO YOU WANT JOB SECURITY? 
(Continued from page 20) 


CARE that the floor was left alone 
with no one to attend to it. They 
had left it alone and this customer 
was not even shown simple cour- 
tesy. No business can succeed with 
this sort of thing prevalent. We 
must develop a pride in our organ- 
ization—one that will make us 
ashamed of such procedure. If we 
are guilty of this sort of thing we 
should be ashamed. We are en- 
titled to our coffee, certainly, but 


not at the expense of our success. 
That is folly. 

We must look ahead in a mod- 
ern world. We should give service 
plus in a buyers’ market. It is 
foolish to think otherwise. Let’s 
not “Look forward to yesterday.” 
Let’s cut a path to success both for 
ourselves and our employer. This 
is wisdom. This is the nearest 
practical approach to security in 
this fluttery world. 
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Sharpen Your Wits Instead 


of Your Pencils 


HE OTHER DAY I saw a sign 
Taw the door of a basement 
wine shop which said: “Step Down 


for Bottom Prices,” and _ the 
thought occurred to me that this, 
of course, is what we always do 
step down for bottom prices. for 
price-consciousness leads to more 
price-consciousness, which leads 
to more price-consciousness, until 
finally we are stepping down for 
bottom prices—stepping down in 
quality service and in the 
sacrifice of business integrity. 
Instead of getting our pencils 
sharp as we are often told to do, 
we should sharpen our wits. It 
is indeed a poor commentary on 
the selling profession when we 
have to say: “I got the order be- 
cause I had the lowest price.” If 
all selling were based on this as- 
sumption it would not only be 
easier, b much more effective, 
simply to mail weekly price lists 
to our prospects. Fortunately, such 
is not the case. Today our par- 
ticular industry offers the great- 
est selling opportunity we have 


ever known for we are awaking 
to the largest and best-informed 
prospective field in the history of 
the business. 

These statistics may give you 


some idea of how this market has 
grown: 
In 1870 there were only 154 


stenographers and typists in the 
United States. In that same year 


the total number of clerical and 
kindred employees was only 81,619. 
By 1940, employment of stenog- 
raphers and typists had reached 
1,056,886, while the total of all 
clerical] groups was 4,612,356. Per- 
centagewise this means that in 
1870 clerical workers represented 


of total workers. In 
represented 17.2 per 


2.9 per cé 
1940 they 


cent. The 1950 census will natu- 
rally increase the figures tremen- 
dously but even on this basis the 
potential prospects are limitless 


Need Intelligent Selling 


The growth and development of 
any business depends entirely on 
how ably it serves the market for 
which it was created. If we hope 
to meet the demands of this ever- 
growing field it must be done by 


progressive, intelligent selling 
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A Price-Conscious Salesman Is 


Merely an Order-Taker 


This means, in many cases, a re- 
orientation—a new approach to 
an old problem. 

Begin with the premise that 
selling and service are synonymous 
—inseparable and interdevendent. 
We must first gear our organiza- 
tion to service. 

This is more than a mechanical 
operation. It requires the entire 
co-operation of every person from 
the top executive to the youngest 
delivery boy. Each must feel his 
responsibility and know his con- 
stant effort and sincere interest is 
a contribution to every sale. 
Service is like the warmth of 
friendship—a composite of many 
gestures of loyalty offered without 
ostentation or hope of reward. It 
only becomes complete when 
every employee understands that 
he is a part of it. 


Is Salesmen’s Responsibility 


Backed by an organization of 
service and faced by an unlimited 
field of prospects, the final re- 
sponsibility falls squarely on the 
salesman. He is the man who car- 
ries the ball and, like his counter- 
part on the gridiron, after he 
passes the line of scrimmage, the 
number of times he reaches pay 
dirt depends largely on his coach- 
ing and ability. Yes, he is the 
point of contact. Through his 
weekly calls, customers should 
learn to rely on his judgment, in- 
genuity, and friendly advice in the 
promotion of office efficiency. To 
inspire this confidence he must 
equip himself with many things: 
knowledge of merchandise, mental 
alertness, understanding, toler- 
ance, a keen sense of humor, a 
flexible personality, and a sincere 
desire to succeed. 

During the past few months 
you have heard many times that 
the business honeymoon is over. 
This, of course, is a poor meta- 
phor. For to the emotionally ma- 
ture the honeymoon is never over, 
and to the dull, the unimaginative, 
it never does exist. But call it 


1949 





by W.S. Richardson 


Ivan Allen-Marshall Company 
Atlanta, Ga. 


what you will, it is a perennial 
state for the man who creates 
Sales. If a salesman hopes to de- 
rive the greatest profit and pleas- 
ure from selling, it must be done 
through his creative abilities. 
With today’s emphasis on econ- 
omy, the office supply and equip- 
ment business offers an unprece- 
dented opportunity for putting 
creative ideas into action. First, 
however, it must be understood 
that true economy stems from effi- 
ciency-consciousness — not price- 
consciousness. 

The capable clerical] worker no 
longer is judged by long hours at 
an overcrowded desk. Indeed the 
reverse is true. Office managers 
know that overtime means over- 
head and nothing is more costly 
than duplication of effort. In 
consequence, everything possible 
is being done to provide comfort, 
health and pleasant working con- 
ditions for all office employees. 
Interior decorators have done an 
outstanding job along this line 
and not only have opened the 
door but practically pushed us 
through it. A salesman with the 
“Do you need anything today?” 
attitude is about as lost as a Re- 
publican delegate at a Democratic 
convention. Intelligent buyers wel- 
come new ideas. More and more 
the well-presented innovation is 
becoming the measuring rod for 
sincerity and ability. 


Three Types of Buyers 


As previously stated, our pros- 
pective buyers are unlimited. They 
fall generally into three classifica- 
tions: purchasing agents who buy 
many products other than office 
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supplies, office managers who have 
many duties other than buying 
office supplies, and designated 
personnel who must buy office 
supplies in addition to their rou- 
tine work. So in almost every. case 
we are dealing with people whose 
time is valuable and whose 
energies are directed into many 
other channels. It is therefore of 
the utmost importance that we 
have a planned program for sim- 
plifying our part of their en- 
deavor. This may be done in many 
ways. The first step, of course, is 
to make a complete analysis of 
each account being handled and, 
where possible, categorize them. In 
other words, a salesman who calls 


on several real estate companies 
soon becomes familiar with the 
problems which are peculiar to 
that particular type of business. 
He studies their systems, creates 
short cuts, makes helpful sugges- 
tions and soon establishes him- 
self as an expert in whom com- 
plete confidence can be placed to 
promote office efficiency in real 
estate operations. Yes, he becomes 
a professional equipped with in- 
valuable information to pass on 
to other real estate offices. This is 
true of every business we are serv- 
ing. The important thing is to 
classify them, then make the ap- 
proach on an individual basis. 
After this is done, the salesman’s 





intelligence and alertness should 
solidify his relationship for years 
to come. 

Certainly in an age where mil- 
lions of dollars are spent annually 
for better lighting, ventilation, 
psychological color schemes and 
over-all office public relations, we 
have our greatest opportunity to 
prove that we, too, have reached 
business maturity. 

Remember this: Purchasing 
agents become  price-conscious 
only when salesmen make them 
so—and when a salesman becomes 
price-conscious he ceases to be a 
salesman and becomes an order- 
taker. There is little demand these 
days for order-takers 





When and How to Amend Estimated 
Tax Declaration 


By Harold J. Ashe 


Tax Counselor 


ANY TAXPAYERS continue 

Overlooking their right to 
amend their Declaration of Esti- 
mated Tax when circumstances 
warrant it. This failure to amend 
an estimate is common even 
among those who grumble at their 
inability to make a correct esti- 
mate for the entire year by March 
15 of that year. Amending permits 
the taxpayer to correct original 
errors. 

Yet, usually once the original 
estimate is filed, the taxpayer 
continues to pay on this estimate 
through the year. He makes quar- 
terly payments as though the first 
estimate were as fixed as the Ar- 
ticles of War. 

With a deflationary period pret 
ty generally conceded for the im 
mediate future, several compelling 
circumstances should prompt tax 
payers to amend tax estimates or 
investigate whether amendment 
should be made. Shrewd taxpayers 
are known to make as many as 
three amendments in a tax year 


When to Amend 


These situations call for an 
amended declaration of estimated 
tax: 

1. If the amount of the income 
tax is appreciably underestimated 
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the government may penalize the 
taxpayer. This is an expensive 
way in which to get short-term 
additional capital, although some 
taxpayers so view it. 

2. If the total payments are 
low and, by year-end the taxpayer 
is having heavy economic weather, 
he may find it exceedingly difficult 
to raise the tax balance, even if 
no penalty is assessed. An in- 
creasing number of taxpayers find 
March 15 burdensome solely be- 
cause they do not pay the bulk of 
the year’s tax in quarterly in- 
tallments. Much can happen be- 
tween the March 15 filing of an 
estimate in one year, and the day 
of reckoning a year hence. 

3. Unpaid taxes have first claim 
against estates of deceased tax- 
payers. This may result in the 
forced liquidation of a profitable 
business, or its sale at a sacrifice 
to satisfy tax claims 

4. If the amount of the tax is 

ver-estimated the taxpayer is 

mply lending the government 
money the taxpayer can usually 
ill afford to part with, even tem- 
porarily. This money can be em- 
ployed to better advantage in busi- 
ness. It is not uncommon for tax- 
payers to overpay throughout the 
year on tax estimates while using 
borrowed funds with which to op- 
erate. 

A declaration of Estimated Tax 
may be amended at the time of 
making any of the subsequent 
quarterly payments, i.e.: June 15, 


September 15 or January 15 of the 
following year. It may be amend- 
ed as many as three times. Each 
time an amended estimate is filed, 
an estimate blank is used and 
marked “amended” with the date 
of amendment. If the estimated 
tax decreases, an amended esti- 
mate is optional. If the tax in- 
creases, an amended estimate (and 
increased quarterly payments) is 
mandatory if the previous esti- 
mate understates the tax by 20 
per cent or more 

The taxpayer should remember 
that the quarterly payment of es- 
timated tax is a pay-as-you-go 
device in the same way as is the 
withholding provision for wage 
earners. Each payment must re- 
flect, so far as possible, the true 
tax against the projected year’s 
taxable income. He may not de- 
liberately understate the tax to 
suit temporary needs. 

In preparing an amended esti- 
mate it is advisable to calculate 
closely, following the same steps 
taken in making out the original 
estimate Some taxpayers, in 
amending, resort to a percentage 
formula. That is, if net income 
drops by 10 per cent, they simply 
reduce the estimated tax by a sim- 
ilar percentage. This results in a 
misleading estimate It may 
sharply understate the tax if used 
to calculate an amended estimate 
where net income has increased. 


An Example to Follow 


For example if, through the 
year, personal deductions and ex- 
emptions remain substantially the 

(Turn to page 26, please) 
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NIGHT SKYLINE VIEW OF CHICAGO, THE HOST CITY, WITH 
COLORFUL BUCKINGHAM FOUNTAIN IN FOREGROUND 


NSA’s Forty-third Convention 


Annual Assembly in Chicago Scheduled 
for the Stevens Hotel, October 2 to 6 


AUI I BURBANK, general 
P.. iu r of the National Sta- 
tione! Association, has released 
advance nformation regarding 
the p! m, manufacturers’ dis- 
plays i entertainment promis- 
ing to attract what may be NSA’s 
peak attendance to the Forty- 
Third \nnual Convention and 
Thirteent Annual Exhibit. The 
dates e October 2 to 6 and the 
convent will be held again at 
the Steve Hotel in Chicago. 

The eakers include Grove 
Patte f the Toledo (Ohio 
Blade e of the great interna- 
ionalist. f his age, and a dean 

nev er men, who will dis- 

iffairs. Another orator 
is t I Herman C. Nolen, vice- 
president of McKesson & Robbins, 
In York City, whose find- 
ings ing the utilization of 
time | a challenging theme 
for al s on sales manage- 
ment. D William H. Alexander 
f the | t Christian Church in 
Oklal City, Okla., a youthful 
lealistic leader, will 

f NSA 
FY field of business will 
‘I e Bennett, president 
’ nal Association of 
Manufacturers, whose home is in 


Salt L: City, Utah, and Leo 
Cherns the Research Institute 
America, New York City. The 
latter i t only a great econo- 
mist but » a firm believer in 
public relations to 

busin¢ rom Colins, vice-presi- 
lent of t City National Bank of 
Kansa ty Mo., is another 
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speaker who, combining keen 
humor with stern reality, has 
thrilled audiences throughout this 
country. In addition, the program 
is to include four speakers, out- 
standing in their respective fields, 
whose names will be announced 
later. 


Plan Forum Meeting 


A new schedule arrangement 
this year will permit the dealers to 
have a forum meeting on the 
morning of October 3 in the 
Eighth St. Theatre adjacent to the 
Stevens Hotel. Presiding at this 
meeting will be NSA’s president, 
L. R. Kendrick, Kendrick-Bellamy 
Stationery Company, Denver, 
Colo. A panel of dealer experts 
will discuss the pressing problems 
of today from the dealers view- 
point. 

While the dealers are meeting, 
the Field and Manufacturers’ divi- 
sions will jointly hear Joe Meek 
of the Illinois Federation of Retail 
Associations, Chicago, and Roy 
Belnap, president of Belnap & 
Thompson Company, also of Chi- 
cago. Following these talks, the 
two divisions will meet in indi- 
vidual sessions to analyze and 
evaluate their mutual problems. 

The first general session will be 
a luncheon affair in the Grand 
Ballroom of the Stevens Hotel at 
12:30 Pp. mM. on Monday, October 3, 
following which the business ses- 
sion will be held continuously 
until 5 o’clock in the afternoon. 
On Tuesday morning a general 
session is scheduled, and again on 
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Wednesday morning, each of 
which will be devoted to special- 
ized speakers. Tuesday noon, Oc- 
tober 4, will find stationers assem- 
bled for luncheon, following which 
the stimulating and _ inspiring 
Rilea W. Doe, Safeway Stores, 
Oakland, Calif., will give his talk, 
“Don’t Be Your Age.” The ad- 
journment will send the NSA visi- 
tors to the exhibit halls. 


Exhibits Open Sunday Forenoon 


To permit more hours for deal- 
ers to visit manufacturers’ dis- 
plays, the Thirteenth Annual Ex- 
hibit will open at 10 o’clock Sun- 
day morning and remain open 
until 10 o’clock that evening. It 
will also be open from 5 P. M. on 
Monday, October 3 to 1 p.m. Tues- 
day afternoon, October 4, from 2 
to 9 o’clock; on Wednesday, Oc- 
tober 5, from 12 o’clock noon until 
6 Pp. M., and on Thursday, October 
6, from 9 a. m. until 1 p.m. There 
are more than 230 manufacturers 
who already have secured space 
assignments—the greatest gather- 
ing of manufacturers that this in- 
dustry has ever seen. Many key 
executives will accompany their 
new merchandise, ready to greet 
the dealers. 

Because NSA has always wel- 
comed the ladies to these meet- 
ings, special planning is done to 
make certain that they are en- 
joyably occupied while business 
sessions are being held. The get- 
acquainted breakfast on Monday 
morning, October 3, offers the op- 
portunity for any newcomers to 
meet the other ladies in attend- 
ance and to feel that they are a 
part of the convention. On Mon- 
day afternoon, a tea and style 
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show are scheduled and on Tues- 
day noon NSA has again con- 
tracted with the Stevens Hotel for 
the utilization of the Boulevard 
Room for luncheon. There, Mer- 
riel Abbott will present a special 
performance of her colorful ice 
skaters. Tuesday evening will find 
the ladies joining the gentlemen 


in the Grand Ballroom of the 
Stevens for the floor show and 
dance. On Wednesday noon, 
busses will be awaiting the ladies 
to take them to the famous Tam 
O’Shanter Golf Club where they 
will be entertained at luncheon, 
following which many prizes are 
to be distributed at a Keno party. 





On Wednesday evening the ladies 
will again join their husbands at 
the grand banquet. 

All indications point to the 1949 
convention as the greatest array 
of business talent, entertainment 
and merchandise exhibits in the 
long and active history of the 
National Stationers Association. 





WHEN AND HOW TO AMEND ESTIMATED TAX DECLARATION 
(Continued from page 24) 


same, a 10 per cent drop in net 
income may result in a 15, 20, 30, 
or even 50 per cent reduction in 
taxable income, depending upon 
the amount of the taxable income 
as originally estimated. The 
amount of the tax reduction may 
be far in excess of 10 per cent. 
EXAMPLE: 
Original Estimate 
$10,000 Net Income 
1,000 Personal Deductions 
9,000 
2,400 Exemptions 


10% Drop in Original! 
Estimate 
$9,000 Net Income 
1,000 Personal Deductions 
8,000 
2,400 Exemptions 
5,600 Subject to Tax 
(Note that this 10 per cent drop, 
$1,000, in net income is also a 
$1,000 decrease in taxable income, 
or about 15 per cent reduction in 
taxable income.) 
Here are a few situations which 


may arise subsequent to the filing 
of the original Declaration of Es- 
timate which will decrease the 
amount of the estimated tax 
These are by no means all of the 
possible situations which can have 
a bearing on the tax estimate, but 
are only representative. 


BUSINESS 

1. Casualty losses by fire, storm 
and flood to the extent not covered 
by insurance. 

2. Acquisition of new depre- 
ciable assets, annual depreciation 
of which will reduce the amount 
of net profit starting from date of 
acquisition. 

3. Drop in volume of business 
which may be reflected in an even 
sharper drop in net profit, due to 
certain fixed overhead 

4. Increase in business rent 

5. Increased business taxes. 

6. Repairs or other abnormal 
operating expenses 

7. Competitive conditions which 
alter the profit pattern. 

8. Increased bad debts. 

9. Additional interest on new 
business loans 

10. Wage increases or increase 
in number of employees without 
an increase in volume 


PERSONAL AND OTHER IN- 
COME SOURCES— 

1. Casualty losses by fire, storm 
and flood to all other property, to 
the extent not covered by insur- 
ance. 

2. Excessive increase in  per- 
sonal deductions, such as heavy 
medical expenses. 

3. Sharp increase in taxes on 
home or income property. 

4. Decrease in rental income, 
due either to lower rental rates or 
to a vacancy factor. 

5. Support of an additional de- 
pendent, such as a new born child. 
Such an additional dependent will 
decrease the tax by about $100 in 
the lowest tax bracket. 

6. Decreased interest income on 
money lent by taxpayer. 

7. Increased interest paid by 
taxpayer. 

8. Sale of capital assets at a 
loss. 

9. Unexpected non-business bad 
debts. 

10. Marriage of taxpayer, giv- 
ing him the benefit of split income 
subsequent to making original es- 
timate. 

Some of the above may be ex- 
pressed in reverse. In that case 
the estimate must be amended up- 
ward, unless offset by other cir- 
cumstances 











POMERANTZ CHAIR CUSHION WIN. 
DOW PROMOTION THAT DID EFFEC- 
TIVE SELLING JOB.—This entire window 
at A. Pomerantz & Co., Philadelphia, 
was recently devoted to chair seat 
cushions manufactured by The Perfect 
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Rubber Seat Cushion Co., also of p 
Philadelphia. Perfect cushions for every n 
use were displayed, including the 
“Twin Sport Seat.” designed for use at U 
sports events or at the beach. An ex- S| 
cellent volume of sales was reported. t] 
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CE me to the salesman 
n truthfully say that he 
greatest number of calls 
he can _ possibly 
it and it will be my 
pleasure to shake 
of one of, if not the, 
ilesman in his company 
Why? Because it 
source of knowledge 
that has ever been dis- 


that 
nat 


and 


lustry 


1ow that you are think- 
a salesman does not 
rough knowledge of the 
products which he is 
vould be possible for him 
iny, many calls without 

» sale. I will agree 
t with you on this point 
t realize that in today’s 
selling, every 
mmpany is spending 
isands of dollars train- 
ilesmen before it sends 
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it into the field. They can’t 


have these men repre- 
call on the trade 
basic knowledge of their 
i how they can be ap- 
consumer’s require- 
this basic or funda- 
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the salesman 
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Procedure Available 
this intensive 
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initial 
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cessful corporations have 
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proven procedure 
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of these new men. 


t 30 years, the larger 
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graduate from high 
is accomplished by 

ite system of paid talent 
yperating with the local 
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ks for likely material 
of these programs is 
to everyone 

nly been within the 
that American busi- 
ustry has awakened 
of “scouting” the in- 
higher learning for 


with specific abilities or 
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By J. Ul. Hughes, Je. 


Remington Rand, Inc. 
Pittsburgh, Pa. 


particular characteristics for 
which they are searching. These 
talent scouts work closely with the 
manager of the school’s business 
placement bureau, who, having 
learned the requirements, arranges 
for interviews with graduating 
students whom he believes most 
likely to succeed on each specific 
assignment. His decision is pre- 
dicated on the combined opinions 
of those people, including instruc- 
tors, students, professors and ad- 
ministrative personnel who have 
been associated with him or her 
socially, scholastically, fraternally, 
religiously or in athletics during 
the college years. This character 
analysis covers the traits and per- 
sonality of each individual and 
goes a long way toward deciding 
what he or she is best fitted to do. 
The prospective employer has 
learned that this information 
serves aS an excellent guide in 
choosing personnel, thus reducing 
to a minimum the misfits that, 
later on, cause so many unpleas- 
ant situations, headaches and 
failures. 


Interview Paves the Way 


If the preliminary interview 
leads the business talent scout to 
believe that the student has the 
qualifications and abilities for 
which his company is seeking, 
placement and aptitude tests are 
given. 

Following satisfactory grades on 
these tests, the student is usually 
invited to visit the company’s 
home office (at the company’s ex- 
pense) where, if approved by the 
personnel director, sales manager 
and/or other interested executives, 
the applicant is employed. 

To this expense of selecting the 
new man is added the cost of 
initial training. This training pe- 
riod in today’s specialized and 
highly competitive marketing, fre- 
quently requires one or even two 
years and includes not only the 
subsistence of the trainee but the 
salaries of trainers and instructors 
which often runs into many thou- 
sands of dollars. 

But this basic or fundamental 
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training is only theoretical and it 
is almost elementary in its scope. 
It merely prepares the new em- 
ployee for his second step — the 
knowledge, information and ad- 
vice as well as personal assistance 
which he gets from his more ex- 
perienced associates and his su- 
periors. 


Sales Training More Thorough 


Recognizing that it is through 
its sales organization, more than 
by any other means, that most of 
its many outside contacts must be 
made and that it is through con- 
fidence in these men’s knowledge 
and ability that business must be 
obtained, these sales training pro- 
grams are, each year, becoming 
more and more thorough. 

The imparting of complete, 
honest and impartial knowledge 
takes top priority in every sales 
program— 

1. Knowledge of his own prod- 


ucts. 

2. Knowledge of competitive 
products. 

3. Knowledge of user’s require- 
ments. 


4. Knowledge of how his prod- 
ucts best meet his user’s re- 
quirements. 

These various “Knowledges” are, 
in a limited way, gained through 
the two steps already described 
but the most important knowledge 
—the GREAT KNOWLEDGE that 
covers them all is the knowledge 
obtained from the user and to ob- 
tain this knowledge the salesman 
must make calls—REPEAT CALLS 
and CANVASS CALLS. 

The calls which he makes on his 
own users should be in the nature 
of Andy Brown calls, “Check and 
double check’, and his canvass 
and repeat calls on users of com- 
petitive products can follow the 
Red Skelton pattern, “A little 
nosey, Bub.” 

The more calls he makes, the 
more information he gains and as 
he gives new ideas to the users in 
his territory that save time and 
money and shorten the work, the 
more indispensable he becomes. 
It’s a human characteristic to give 
business to people we like and it’s 
only natural to like people that 
make life easier and more pleas- 
ant for us. 

Summarizing: Calls produce 
knowledge. Knowledge demands 
respect. Respect gets orders. Or- 
ders create production, build vol- 
ume, make profits and pay com- 
missions.—A good foursome in any 
business. 
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MODERN DISPLAY for the 
OFFICE EQUIPMENT DEALER 


— Monthly Feature on Visual Promotion — 





This Month's Suggestion 
for Your Ad Window 


Halloween Window Inspired by the July 
Advertisement of the Globe-Wernicke Co. 


HETHER PLANNED that 
way or not, the advertise- 

ment on page 47 of the July issue 
of OFFICE APPLIANCES by The Globe- 
Wernicke Co. of Cincinnati, Ohio, 
has suggested a window display 
for the month of October that is 
a natural. The “black cat in a 
dark closet” theme is a perfect 
idea for this time of the year 

Our artist has illustrated how 
most any merchant can adapt this 
theme to his show window, thus 
attracting attention which could 
develop in no other way. The 
“cat’s eye” panel would, of course, 
be a very attractive ‘attention 
getter,” and should be available 
to all those merchants who op- 
erate on the budget plan. Any 
time you can present something 
unusual in your show window do 
so. Even if you do have to lay out 
a little cash, it is money well spent 
if you stay within the allowance 
put aside for this purpose 

The panel is not an absolute 
necessity, however, to present the 
subject. Anyone can produce the 
desired effect by means of the 
Halloween decorations obtainable 
in the five and dime _ stores 
throughout the nation. The Hal- 
loween effects, including the black 
cats, will help you to design a 
good seasonable display al very 
moderate costs. 


Use Lettering as Shown 


If you like, a large size pumpkin 
would be smart to have the mes- 
sage, “Like black cats in a dark 
closet,” lettered as illustrated at 
the top of the panel above the 
four-drawer filing cabinet used in 
the display. This whole unit 
should be spotlighted and a cat 
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should be shown in each drawer 
of the cabinet to put the message 
over strongly. The easiest method 
of fastening the cats would be of 
course by means of drafting tape 
and, if necessary, cardboard strips 
pasted first to the cat and then 
to the file holding the cat in posi- 
tion. 


The “OA” Display 
Section Is Conducted 


By George . Taylor 


Long Beach, Calif., 

Display Specialist Now Actively 
Connected with the Office 
Equipment Industry 





If you like, a large size pumpkin 
could be used to carry the mes- 
sage, or you could use a regular 
reader card of festive color with 
a Halloween cut out for embellish- 
ment. The black cats shown in 
the display other than the ones 
in the file could be used as sales 
caption cards and short to the 

















BLACK CATS 
IN A 
DARK CLOSET... 


CATS OFFER A THEME—An attention-getter is this display built around the 


“black cat in a dark closet” theme. 


It is timely for Halloween merchandising. 
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point messages printed upon them. 
Ask for your copy of ‘Find-i-tis’,” 
Ask a the G-W Safeguard 

’ “Moderate cost” 
Results” are some of 
; which could be used. 


Tie Up with Advertising 
Ne he value of a display such 
i be very much more 
effect f the display was in- 
on display during 


the period of national advertis- 
ing. If this is impossible, an ad 
in the local newspaper calling at- 
tention to the display and em- 
phasizing the Safeguard Filing 
System and “Find-i-tis” should re- 
sult in many extra sales. 

This is progressive display. This 
is the part of an up-to-date mer- 
chandising program which marks 
you as a merchant who is abreast 
of the times. The Glqbe-Wernicke 


Co. is to be congratulated on an 
eminent suggestion which will 
help their dealers realize more 
profits through unusual advertis- 
ing and modern display. Install 
this display in your store at least 
two weeks in advance of Hal- 
loween, at the very least by Oc- 
tober 15. Leave it in to work for 
you until the great day arrives. 
It is timely, it is different, it is 
attractive, and it will produce. 





Local Plus National Publicity 


Brings 
Results 


| pe PHOTOGRAPH illustrates a 


small window display recently 
install in the Western Office 
Furnitu Company’s windews on 
Sprin Los Angeles, Calif. 
Featurt the new Conferee 
Do/M iir which was empha- 
sized he current Esquire maga- 
zine is excellent business to 
back ich national advertising 
with il display whenever the 


presents itself. Im- 
may not result but 


ODppol 


mediate ales 


an impr n is formed that the 
place of ness is progressive in 
its ou and carries the newest 
office 1! ture on the market. It 


a n the right direction 
the foundation upon 


‘ 


vhic future sales will be 
ee used in this dis- 
een and was centered 
low flanked by two 
two attractive green 
Conferee sign carried 
n cut-out of the chair 
iles talk stated that 
the one recently 


} ire, a fact which 
deal of weight in 
le circles. The mag- 


ed on a small green 
nat il ront of the window 
opened at the page carrying the 
advertisement The cover was 
torn off and shown behind the 


‘ 


Thi ww is a trifle crowded, 

fact which could not be helped 
becau f a lack of window space 
busy Street. It was 
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FEATURING CHAIRS—Window display at Western Office Furniture Co., Los 
Angeles, Calif., emphasizing the new Conferee Do/More chair. 


necessary to show other chairs in 
the display in order to assure 
maximum results from the display. 

One note of interest in this dis- 
play is the card holder used. This 
holder is a simple chrome crea- 
tion which holds any size card up 
to 22 x 28 inches securely in an 
upright position. They are neat, 
smart and are definitely time 
savers in window display opera- 
tion. The tall Do/More sign is 
easily constructed—a board cov- 
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ered with briar cloth, a piece of 
cardboard, and some 3%-inch 
Mitten letters. 

One weakness in this particular 
display which was installed by the 
writer was the lack of incorpora- 
tion in the display of the store 
name. This will be corrected as 
soon as the props can be pur- 
chased. It is always a mistake to 
leave the name of your concern 
to the customer’s imagination. A 
sign on the window is not enough, 
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especially in a big city. Your 
name should be shown at the bot- 
tom of the reader, either printed 
on it or on a name plate large 
enough to be easily read. Another 
method of showing your store 
name is by means of a Mitten let- 
ter channel. 

In a big city you cannot over- 
emphasize your agencies and in a 


small city it is a good idea also 
National advertising tells of the 
product and its desirability. It is 
up to you to make sure that your 
local citizens know that you have 
this desirable merchandise to sell 
You can do this in your display 
window successfully if you plan 
your displays thoughtfully and 
well. The display does not neces- 





sarily have to be elaborate. 

Simplicity, coupled with common 
sense, will do a lot to add to the 
profitable operation of your busi- 
ness. OFFICE APPLIANCES through 
this display section will be glad 
to help you with your particular 
display problem. Direct your in- 
quiries to OFrrice APPLIANCES dis- 
play section. 





Put the Light Where It Belongs 


By George B. Taylor 


Display Specialist 


HIS PHOTOGRAPH of a recent 

display of Sloane furniture 
shows very vividly the advantage 
of good lighting properly placed 
in the visual selling of office fur- 
niture. In this particular display 
“Hi Lites” were used to direct the 
light directly upon the featured 
items. These light “directors” are 
just screwed into the existing light 
socket and the light beams are 
directed by means of a swivel, 
which makes them movable in all 
directions. If the ceiling is too 
high they can be dropped by 
means of a rod attached to the 
“Hi Lite”. The “Hi Lites” can be 
purchased from the Nulite Com- 
pany, 101 W. 47th St., New York 
19, N. Y. 

These lights are very valuable in 
both narrow and deep window dis- 
plays but they serve a different 
purpose in each case and care 
must be exercised in selecting the 
correct light for the particular job 
you want it to do. 


Spreads the Light 


In the illustration they are 
shown in a deep window, used 
with 300-watt flocd lights. In this 
manner the light is spread over a 
wide surface and lights up the en- 
tire item of furniture upon which 
it is directed. There is no glare 
to bother the shopper, and he gets 
a clear view of the merchandise 
The bookcase in the rear of the 
window was left without extra 
light as a contrast. With ordinary 
window lights the intensity of 
lighting would only be slightly 
more than shown, but if a “Hi 
Lite” had been used it would have 
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GOOD LIGHTING HELPS TO SELL SLOANE FURNITURE 


shown up as clearly as the rest of 
the merchandise in the photo- 
graph. 

In a narrow or smaller window 
the “Hi Lite” -would be very valu- 
able to emphasize one particular 
item of merchandise. For in- 
stance, it would be invaluable in 
the visual selling of typewriters. 

There are two display props 
which, in the opinion of the writer 
would place maximum emphasis 
and therefore produce more sales 
from an individual typewriter 
unit. To explain in detail:—Place 
the typewriter on a turntable, di- 
rect the “Hi Lite” on it, using a 
300 spotlight instead of the flood- 
light used on the desks. Now you 
have the effect of light plus mo- 
tion, a combination hard to beat. 
This use of a spot in the window 
is in addition to the other window 
lights which, of course, are needed 
for the rest of the display. 

To effectively decorate the turn- 
table a wooden drum would be 
desirable about eight inches deep 
with a cross brace inside, about 


four inches up. This brace should 
be designed to fit tightly over the 
platform of the turntable holding 
the drum firmly in place as the 
turntable turns it around. The 
drum should be painted or covered 
with cloth. Empty ribbon boxes 
can be stapled to its sides artis- 
tically. This will help to stimulate 
the ribbon business. The sales 
message should be typed and left 
in the typewriter. You can pur- 
chase the turntables from the 
Waterbury Companies, Inc., Wat- 
erbury, Conn., or from your local 
dealer. 

Whichever way you use them, 
these lights should be burned 
night and day. They are partic- 
ularly effective in combatting the 
annoying glare familiar to all of 
us. This is not an added expense 
but it is good, very good, business. 
There is no point in displaying 
merchandise which cannot be 
seen. One word of warning—the 
merchandise under these lights 
must be kept scrupulously clean. 
Every defect will show up plainly. 
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Have You Forgotten?’ Displays 


EVOTING AN entire window to 
commonplace, small office 


items, “so ordinary that most peo- 
ple forget to buy them,” is a policy 
which constantly pays excellent 
dividends for American Office 


Supply Company in down.own Los 
Angeles, Calif 

The stationery store which fea- 
tures omplete line of office 
supplies and business machines 
uses the window periodically to 
display some 65 “small items” 
which normally do not obtain the 
benefit of “custom display.” In- 
cluded are such items as staplers, 
gum tape Kraft tape, sponge 
moisteners, pencils, pencil sharp- 


eners, desk pad repair kits, 
weights and dip pen sets. 

Each display is built pyramid- 
type, under a small card which is 
lettered simply, “Have you for- 
gotten At the bottom of the 


sign, an arrow points toward the 
merchandise displayed below, each 
item of which is accompanied by 


a small price card, large enough 
to be easily read from the window. 

Many businessmen, passing the 
windows, will be attracted by the 
“Have you forgotten?” sign, and 
stop to look over the selection of 
merchandise offered, according to 
officials of the firm. “We have 
found that any small item placed 
on display under this theme will 
immediately increase in sales vol- 
ume,” it was indicated. “For ex- 
ample, typewriter erasers, which 
had not been selling well previous 
to the last display, picked up 
sharply. So did scratch pads, 
leather memo booklets and ste- 
nographers’ books.” 


A Jog for the Memory 


In a typical window there are 
from six to eight rows of “com- 
monplace” office necessities, 
stacked neatly on a series of 
pyramid elevations. The entire 
group is selected on the basis of 
“items least requested,” instead 


of those “most requested.” Thus, 
small cardfiles, typewriter paper, 
platen cleaner, gummed tags, 
fourth-class merchandise labels, 
erasers of all varieties, pencil 
leads and ink all come in for at- 
tention. 


The same idea is duplicated with 
a countertop display inside the 
store—likewise shown under a 
“Have you forgotten?” sign. The 
sign is doubly effective in that it 
not only stimulates the visiting 
customer to remember the small 
items he will need, but likewise 
serves as a reminder for sales- 
people, American Office Supply 
Company has found. Standard in- 
structions to personnel are to 
check over the display with each 
customer before the latter leaves— 
and the result is a worth-while 
increase in unit sales per customer 
—as few fail to add two or three 
more items to the purchase of 
whatever brought them in to be- 
gin with. 





Think Christmas Now! 


HIS IS THE TIME of the year 
when the merchant should be- 
gin to think of Christmas. It will 


not be long before that most 


important of all merchandising 
seasons will be upon us. The sales 
victory will, of course, go to the 
prepared. In order to enjoy the 
maximum profits, we must plan 
our windows, our displays, our 
cards and our promotional pro- 
gram. Seeing that all these desir- 
able mediums of promotion are 
interlocking it stands to reason 
that now is the accepted time to 
start the ball rolling. 

There certain preparations 
that should not be left to the last 
moment—the matter of cards, for 
example You want attractive 
heading yn your interior show 


cards. Give some thought to the 


design and size and to the theme 
you want to carry out in the com- 
ing Christmas campaign. See that 


your printer gets the copy in time 
to head these cards correctly for 


you. If you don’t care about orig- 
inality can buy ready-made 
cards arious sizes but even 
then it wise to get your order in 
early si you will not be dis- 
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appointed during the rush season. 

Your extra window props must 
be ordered far in advance so that 
the manufacturer will have time 
to make them and pack and ship 
them to your store. Start think- 


ing now. Plans must be made if 
your Christmas season is to realize 
it’s maximum attainment. You, 
Mr. Merchant, are the one who 
will have to do the planning. 
Avoid procrastination, do it now. 








“YOU CAN’T HAVE YOUR CAKE AND EAT IT TOO”—This old saying was used 
by Don Fuller of S. C. Toof & Co., Memphis, Tenn., in a window featuring prod- 
ucts of F. S. Webster Co., carbon papers and typewriter ribbons. Green fluo- 
rescent tubes were used in lighting the window. which had a white background. 
The large birthday cake was in line with the sixtieth anniversary program. 
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The State of 
the Industry 


e SOME INTERESTING and revealing sales 
charts were released last month by the 
National Stationers Association. Covering 
the country in sections "that are relatively 
homogeneous from an economic stand- 
point” the charts show sales trends of NSA 
members for 1948 and the first six months 
of 1949. Two types of information are 
included—percentage change in sales com- 
pared with the same month of the previous 
year, and percentage change in sales com- 
pared with the previous month in the same 
year. In the first category, the chart for 
the entire United States indicates a definite 
though gradual decline in sales volumes in 
the first six months of 1949 as compared 
to the same period in 1948. In that year, 
however, every month was from five to |7 
per cent better than the same month in 
1947. Thus, the decline in the first half of 
this year is based on figures above those 
of 1947 and well ahead of a ‘normal’ 
year such as 1940. When sales dollar figures 
are used, accurate comparisons are difficult 
because of price fluctuations. Although 
statistics are not available, it seems prob- 
able that unit volume is holding up well 
and is certainly in excess of that considered 
excellent in the years immediately preced- 


ing World War II. —WSL 








Editorial 


Fortieth Annual Special Office 


Furniture Section 


@&©® OFFICE FURNITURE is no longer considered simply as 
furniture. It has become an integral part of the finished 
product, which is an office as comfortable as a home, both 
beautiful and utilitarian. The character of the material in 
the Fortieth Annual Special Office Furniture Section pre- 
sented in this issue, offers strong evidence to support this 
assertion. 

Large in number as well as in size of individual repro- 
ductions, the installation pictures speak for themselves in 
graphically portraying what can be done in office transfor- 
mation, a far cry from the old “desk, chair and telephone” 
days. They open a vista to a market which is still relatively 
untapped. The market exists and the intriguing new finishes 
and designs fit into a kind of selling that is definitely unit 
rather than piecemeal in character. In all its phases— 
feature articles, installation pictures and illustrations of 
new furniture items—the special section is distinctly in- 
spirational. Every dealer handling office furniture will find 
it profitable to read each page with care. 


The Industry's Biggest Show 


@@WHEN CLIMBING A MOUNTAIN, no matter what its 
altitude, a persevering adventurer ultimately reaches the 
top. Arriving, he can go no farther and must level off at 
the zenith of success. That time must come also to the 
National Stationers Association, accustomed to staging con- 
ventions which annually outdo their predecessors in attend- 
ance, programs and number of exhibits 

NSA is not ready to concede that the mountain has been 
scaled. In the forthcoming national convention and in- 
dustry show at the Stevens Hotel in Chicago, October 2-6, 
there is every confidence that some new records will be 
shattered and new standards for accomplishments set. Men 
and women in the industry who want to learn more about 
their business, who want to meet old friends and new and 
who want to enjoy Chicago’s hospitality should plan to 
spend an enjoyable and profitable week helping to move 
NSA upward and onward. 


Here and There 


‘WABASH CHILDREN FETED AT 
ED LITTLE'S ANNUAL PARTY 
Ed Little's annual children's party 

for his dog ''Gyp,"' started 23 year 

ago in his backyard, entertained 800 

young guests recently in the City 

Park pavilion at Wabash, Ind. The 

program, in which the American 

Legion now aids, heard talks by 

Mayor Edward A. Timmons and 

Judge Byron Kennedy, and had 

vaudeville acts. 

E. H. Brown, master 

monies, lauded Mr. Little for h 

splendid generosity toward children. 

He told the background th 

party, which was originally 

ducted by Mr. Little and his dog 


"“Gyp." Because the ho rT na peen 
seriously ill during the last year, he 


did not bring his new dog 
and the program was given by j 
gler and magician friends instead 
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f Mr. Little, an amateur magician 
erforming himself. 

The children were served ice 
ream at the conclusion of the pro- 
yram. 





RELIABLE LIVES UP TO NAME BY 
USE OF AN AIRPLANE 
Reliable Office Equipment Com 
pany, Inc., operated by A. B. Con 
nolly at Evansville, Ind., recently 
made another demonstration of how 

the airplane can speed service. 

A calculator at the Campbe 
Grain & Seed Company, West 
Salem, Ill., locked it could not be 

ed. The firm called Reliable and 

reply was asked by President 
Connolly if an airfield was available. 

The airport at Mt. Erie, Ill.. wa 
Jesiqnated and there Maurice D. 
Campbell met the Reliable plane 


ry) acn ne ? 


* | 
Ind picked up a new 


use until the -ked one could be 
repaired. 

‘We had the machine in use just 
80 minutes after ours failed and we 


called Reliable."’ Mr. Campbell said. 
That was the kind of service which 
is really appreciated during the rust 
of the wheat harvest." 

Incidentally, Reliable recently re- 
placed the Cessna !40 two-place 
plane with a Cessna |70 four-place 
plane, which adds about 20 miles 
per hour cruising speed and t 
seats. 


A SUCCESS STORY IS WRITTEN 
BY WRIGHT WITH ADDRESSER 


wc 





Cedric Adams, writing the ‘'In 
This Corner slumn appearing in 
the ‘Minneapolis Star’ on July 29 
recounted a success story ncern 
ing A. J. Wright. Columnist Adam 
states concerning Mr. Wright's per- 
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n the spirit the idea of using the spirit duplicat- 
ple: ing process so commonly used for 
1 A. J. Wright here printing postcards. For three and a 
945 seriously con- half years he toyed with the idea 

the mail order of adadting that method of repro- 
ducing addresses from carbon im- 
pressions. He finally found he could 
set up a list of 100,000 names for 
about $600. Then, however, instead 


of going into the mail order busi- 


ne f the obstacles that 
was the discovery 
» list of 100,000 
ates for a mailing 


sund $8,000. Plasti 


1, would run in the ness, he put his machine on the 
f $3,500. Both meth market. A year ago last June he 
ensive, so he tried sold his first one. Since that time 

ther mear he's sold 15,000 units and now ha 


nationwide distribution..." 


WANTED 


These Mer will frepuent Weisconsern Resorts 
Jut weil Badly “Hole-ttr"* or 
oe Son beat pd ett . Kee ye Pested. 


; He hit 





GEORGE LITCHFIELD LOUIS ECKSTEIN LOUIS KOERNER 

According reports from their esteemed friends, the three gentlement from 

Jasper, Ind., pictured above, gained prominence during their vacations in Wis- 

consin by having their faces sketched and posted on a bulletin board with the 

attention-getting word “WANTED”. Below each picture Sheriff “Jay Bird of Gravel 

Switch C inserted some interesting descriptions. (Copy of poster provided 
by Fred Deutsch, manufacturers’ representative.) 


~ ANNOUNCING 
THE LAST CHANGE = 


| ae + fae 





222 Prospect Ave, WV = 
ra 
to Sut mete” tiarihs ah a 
94 Cogilise Drive, $2, 
Grane Rapids, Mich, 
al « GZL-2- 7/82 - 








AOVE. THEY HOPE—Mr. and Mrs. George C. Ohland of Grand Rapids, 
Mich., wh n the summer of 1947 announced sale of their old home and ac- 


THE LAST 


quisition partment, have made another change. This is a permanent move, 

at least t hope so. A new modern ranch-type house at 1148 Cadillac Dr.. S.E., 

n Grand Rapids is now occupied by the contract sales manager of Metal Office 
Furniture Co. and his wife, Mil. 
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MORSE BENGE FROM O.cte THE OWL 


Om 8 WHO STREET 
THe OAK TREE 
ow. HOLLOW 





~ 
TBRI 
Dear Editor: 
Last year there was a great 


celebration over at Farmer 
Brown's cornfield. A white crow 
was born to one of the flock. In 
Birdland a white crow is a rare 
bird. A good omen. That's why 
they were so happy about the 
blessed event. 

Whitey, that's what they called 
him, was soon flying high with 
the flock paying him homage. 
They gave him the finest nest at 
the top of the tallest tree, they 
lined it with costly gossamer and 
let him feed on the choicest corn 
in the field. This lucky bird never 
knew what it was to work. The 
other crows felt honored to serve 
him. He had white feathers. That 
was something to crow over. 

And crow he did. Morning, 
noon and night he let them know 
that he had been born a white 
crow, different from the ordinary 
black crow, entitled to the spot- 
light all the time. 

One night the crows gave 
Whitey a banquet. The guest of 
honor sat on a raised dais with 
a big spotlight on him. His white 
feathers gleamed as he preened 
himself in its glory. 

Over at the farmhouse the 
chatter of the hilarious birds 
reached the ears of Farmer 
Brown. “I'm fed up feedin’ them 
crows,” he growled. “I'll fix ‘em 
this time.” 

He got his shotgun and crept 
toward the noise-makers. There 
was no moon. The night was 
dark. The black crows were in- 
visible in the dark of the night, 
but Whitey was as conspicuous 
as the sun over Sahara. 

Farmer Brown took aim and 
fired. The next day they buried 
Whitey with great pomp. 

Men are seldom blessed with 

good fortune and good sense 

at the same time. 


Very wisely yours, 
OLLIE THE OWL 
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REMINGTON INTRODUCES NEW TYPEWRITER 

The Remington Noiseless DeLuxe, latest addition to 
its line of commercial typewriters, has just been an- 
nounced by Remington Rand, Inc., 315 Fourth Ave., 





REMINGTON NOISELESS DELUXE GRAY TYPEWRITER 


New York 10, N. Y. Finished in handsome two-toned 
gray, the new machine incorporates a number of other 
improvements and refinements over previous noiseless 
models. 

Among the new features of the 
pletely enclosed dust-proof back; structural members, 
carriage ends and rear comb of die-cast aluminum; 
feed rolls of softer-surfaced neoprene rubber for better 
paper gripping; closer tolerances and improved ma- 
chining of various integral parts. 

The Remington Noiseless DeLuxe Gray is available 
only through Remington Rand direct sales offices or 
agents. For further information and literature, write 
to typewriter division of the company 

—-> 
HANDI-PEN LINE FEATURES NIBIN 

The Sengbusch Self-Closing Inkstand Company, 2222 
W. Clybourn St., Milwaukee 3, Wis., recently announced 
that its Handi-Pen desk set line is now equipped with 
a new screw-in feed and pen-point feature called 
Nibin. 

Except for the new Nibin feature there have been no 
major changes in the line. Handi-Pens still have the 
Sengbusch capillary-action inking principle that is 
said to eliminate ink deterioration and waste. The 


machine are a com- 
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company has announced that the popular wedge-feed 
is still available for many large users who like the 
economy of this feed when replacing pen points. An 
additional feautre is the well-balanced penholder de- 
signed to reduce writing effort 

The Sengbusch Company states that Nibin will be 
on display at Booth 85 at the National Stationers Con- 
vention, Hotel Stevens, Chicago, Ill., on October 2-6 

~~ — 
TWO NEW PRODUCTS ANNOUNCED BY 
COMMERCIAL CONTROLS CORPORATION 

Two new products, designed to speed incoming and 
outgoing mail in any size business office, have been an- 
nounced by Commercial Controls Corporation, 1 Leigh- 
ton Ave., Rochester 2, N. Y. They are the multiOpener 
and multiSealer, both all-electric, high speed, pre- 
cision-built machines. 

The new multiOpener, which will automatically open 
and stack thousands of envelopes per hour, has an 
automatic cutting adjustment. The dial may be set 
for a light, medium or heavy cut. Uniform cutting the 
full length of envelope edge, without injury to con- 
tents, is declared to be assured by the precision feed 
principle of the multiOpener. High grade steel cutting 
blades are used. 

A feature of the new multiSealer is its exclusive pat- 





COMMERCIAL CONTROLS MULTIOPENER 





COMMERCIAL CONTROLS MULTISEALER 


ented water feed to assure uniform flow of water to 
the gummed envelope flap. Any excess water is auto- 
matically returned to the tank. The multiSealer is 
equipped with the all-new sealing blade for positive 
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That's what you get in PANAMA-BEAVER Carbon Papers 


Constantly precise as the most detailed operations in producing an airplane, 
are the manufacturing processes employed here to make PANAMA-BEAVER prod- 


ucts infalliby - stot cut to office officiomcy 


Brilliantly conceived, meticulously planned, developed into vital being for yeo- 
man service in the most important of America’s offices and institutions — PANAMA- 
BEAVER Carbons and Ribbons can never suffer from the obvious faults of mass- 
production, never be other than head and shoulders above the commonplace. 








Par NAMA-BEA VER 
Yillbod” Cabin 


MANIFOLD SUPPLIES CO, 188 3rd Ave, Brooklyn 17, N. Y. 


Coast to Coast Distribution 








oe 4: 0°) ae Wa ae) / HECTOGRAPH UNI-MASTERS INKED RIBBONS 


OFFICE APPLIANCES, September, 1949 35 








sealing and constant cleanliness. It seals all standard 
size envelopes. 

Sturdily constructed, the multiOpener and multi- 
Sealer are designed to give years of trouble-free serv- 
ice. Self-lubricating bearings are used for quiet, 
smooth operation. Rubber feet hold the machines 
firmly in position and will not mar furniture. Both 
machines have large adjustable receiving hopper to 
accommodate various sized envelopes. Of streamlined 
design, the multiOpener and multiSealer are finished 
in soft grey wrinkle with satin stainless steel trim to 
harmonize with modern office furniture. Both are im- 
mediately available. 


*—-¢ 


IBM ADDS EIGHT NEW MACHINES 

The addition of eight new machines to its line of 
products was announced recently by International 
Business Machines Corporation, 590 Madison Ave., 
New York 22, N. Y. Six of the new products are elec- 
tric accounting machines; one is a device for using 
the IBM electric typewriter in conjunction with 
punched cards and one is a time recorder. 

It also was announced that the IBM executive elec- 
tric typewriter is now available with a new fabric 
ribbon that gives a sharper, cleaner impression than 
has been possible heretofore with fabric ribbons. Six 
additional colors have joined the standard gray of 
the IBM typewriter. There are two shades of tan, two 
Shades of green, dark blue and mahogany. 

The new products include an accounting machine 





FIVE OF EIGHT NEW IBM MACHINES 


with wheel printing which accumulates and lists in- 
formation from IBM cards: an entirely new card 
punch; a card-programmed electronic calculator em- 
bodying developments from the construction of large 
IBM calculators for pure and applied science, an 
electronic collator which handles cards punched with 
codes and other designations of materials; a device 
which permits the use of IBM cards in the automatic 
operation of the IBM electric typewriter; an electronic 
statistical machine which combines the various func- 
tions of preparing statistical information; an im- 
proved proof machine for sorting and listing bank 
checks, sales slips and similar documents, and a time 
recorder of increased flexibility and improved func- 
tioning. 
<2 « 

ROWLES ANNOUNCES CORK TYPEWRITER PAD 

E. W. A. Rowles Company, Arlington Heights, Ill. re- 
cently announced the new Mastermade cork typewriter 
pad, claimed to reduce noise occasioned by the opera- 
tion of such office machines 

The new pad is 13 x 11 inches in size and made of 
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genuine cork, nature’s own cushioning material com- 
posed of millions of tiny cells filled with air. It is as- 
serted by the manufacturers that the typewriter or 
other office machine actually “floats on air.” The pad 
is washable, flexible and specially treated to prevent 
slipping. 

Packaged in an attractive -attention-getting carton 
printed in bright colors, the typewriter pad is designed 
for over-the-counter sales and retails for $1.00. 

G-F FILING SHELF NOW AVAILABLE 

The General Firepoofing Company, Youngstown 1, 
Ohio, has announced that the aluminum filing shelf 
pictured here is now available, a product manufac- 
tured before the war. Made of light, durable, anodized 





G-F ALUMINUM FILING SHELF 


aluminum it is an accessory especially designed to 
hang on the side of a Super-File. For filing in rigid 
front cabinets, the shelf is placed conveniently on the 
front of the drawer rather than the side 
The filing shelf is declared to provide a handy loca- 
tion for the records being filed and can be placed in 
position or removed instantly. 
«+ 


OFFER NEW ECONOMY MODEL DUPLICATOR 

A new low priced Economy model Copy-rite Liquid 
duplicator is now available from Wolber Duplicator & 
Supply Company, 1202 Cortland St., Chicago 14, Ill. 

The new model is said to have the same easy opera- 
tion found in other Copy-rite Liquid duplicators. In- 
corporated finger-tip controls and simplicity of con- 





WOLBER’S COPY-RITE LIQUID DUPLICATOR 


struction have been emphasized to achieve vivid and 
workable copies of whatever is desired 

Streamlined in design, the new Economy model fea- 
tures the easy loading of copy paper and the positive 
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WORLD’S 
FASTEST 
PORTABLE! 














NEW! 


The 
ALL-NEW 1950 


SmitH-COoRONA 


Portable Typewriter 


Not just a ‘new model’’—it’s a 
revolutionary all-neu typewriter . with 


f nineteen new features plus 





enty-one Smith-Corona “‘exclusives!”’ Its 
vy Colorspeed Keyboard is full 


standar fice machine size... has rimless 


“Hey, Mister Dealer!” 


Do your customers know you sell the- world's 
fastest portable? Now's the time to tie-in with 
our national advertising and tell 'em—with 
is so fast it’s almost impossible to jam window displays, counter displays, newspaper advertising, 

irs! Don’t miss it—it’s at radio advertising and by mail. Remember...““Customers buy 
in stores that tie-in!” 


keys colored a restful non-glare 


green and ‘“‘comfort shaped to cup your 





s. And its lighter, snappier action 


r Smith-Corona dealer’s now ! 


“The Finest Precision Writing Instrument of its kind in the World!” 
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SYNCHRONIZED ceieipennt 
LINE SPACE = PAPER BAIL 
LEVER 


FRAME -FIT RETRACTABLE 
SPACE BAR PAPER 
SUPPORTS 


SKIDPROOF 


FEET ACOUSTICAL 


VENTS 
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L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y Canadian factory and offices, Toronto, Ontario. 
Make famous Smith-Corona Office Typeu riters, Adding Machines, Vivid Duplicators, Ribbons and Carbons. 
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automatic paper feed said to be perfectly balanced 
Built for heavy duty, the duplicator will handle various 
paper and card stocks from post card size to 9 x 14 
inches. Roller moistening is obtained without the use 
of wicks or pumps. Fluid supply is always visible and 
the copies are delivered face up, one for each turn of 
the handle. 

As with the more expensive models, all stencils, gela- 
tin, ink ribbons and type are eliminated. Available in 
two-tone gray, the new Economy Copy-rite also comes 
in a hand feed mode! at a lower price. 

*—> 
APSCO INTRODUCES A NEW SHARPENER 

A new Selector mode! Dial-A-Point sharpener is an 
innovation introduced and manufactured by the Au- 
tomatic Pencil Sharpener Company, 1801 18th St., 
Rockford, Ill. This product features an outside point 
selector with a dial which can be adjusted to pro- 
duce nine or more points, ranging from broad to line 
without removal or opening the receptacle. In addi- 






J 
APSCO “SELECTOR” DIAL-A-POINT SHARPENER 


tion to the dial-a-point, there is a dial which serves 
as a centering disc to hold all current size pencils and 
wood case crayons firmly in place for even sharpen- 
ing. . 
The Selector has a spill-proof shaving receptacle 
with a polished nickel steel top and a heat molded 
acetate lower half. 
- —> < 
INTRODUCE A NEW TWIST-ON TAG 

A new type metal label or tag, Twist-On, has been 
announced by the Twist-On Label Company, Toledo, 
Ohio. It is suitable for marking parts in storage, ma- 
chinery parts, wires, pipes, or valves. Another use is 


. that labeling bundles of old papers which will be re- 


ferred to seldom in an office, if ever, but should not be 
discarded. 
Made in one piece of soft zinc metal with a Cronak 





A FEW APPLICATIONS OF TWIST-ON TAGS 

finish to prevent oxidation, the new label can be 
marked with a metal or glass marking pencil. A fine 
screen-like pattern holds writing for a longer period 
than is possible with a label of smooth finish. The tag 
can be easily fastened and is locked securily in place 
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by a simple twist, the toothed edge of the narrow end 
holding fast while the label maintains its position 
parallel to the ground for easy reading. 
> —— 
C-THRU OFFERS NEW PLASTIC RULER 

Serrated transparent plastic rulers are now available 
from The C-Thru Ruler Company, 827 Windsor St., 
Hartford, Conn. 

Designed to simplify the drawing of wavy lines with 
either ink or pencil, the new ruler also serves for 
standard ruling and measuring. It comes in either the 
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SERRATED TRANSPARENT RULER BY C-THRU 


12-inch size with both the inch and metric scale or the 
18-inch size with the inch scale. Other sizes are ob- 
tainable on special order. Both rulers can be used to 
draw parallel lines as well as 45 degree and 90 degree 
angles. 

——- 2 

BUDLEW ANNOUNCES ELECTRIC FAN COVER 

Recently announced by Budlew Products Company, 
20 E. Jackson Blvd., Chicago, is a complete line of 
translucent clear plastic electric fan covers designed 
to provide a maximum protection against dirt and 
dust accumulations for idle fans, in storage. 

These covers are fabricated of .004-inch clear Viny- 
lite plastic film and are said to be water-proof, dust- 
proof, crack-proof and non-inflammable. They are 
available for home and office use to fit the following 





BUDLEW ELECTRIC FAN COVER 


size fans: 8-inch, 10-inch, 12-inch, 14-inch, 18-inch, 
20-inch, 24-inch, 26-inch, 30-inch, 35-inch and for the 
Air Flight floor circulator. Each cover is packaged in 
an individual three-color display package. Retail prices 
range from $.50 to $3.50 each. 
a 
LETTERING DESIGN BOOK IS PUBLISHED 

Morton A. Jacobson of Major Services, 3510 W. Pal- 
mer St., Chicago 47, Ill., has published a new book, 
“Lettering Design With Mechanical Instruments.” This 
volume illustrates the possibilities made possible by 
standard lettering instrument when used in conjunc- 
tion with a new technique known as the Major-Art 
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for less money ... 





Overhead mounting? Here’s ome economy... Monroe’s new 8 column electric 
adding machine, with direct subtraction and automatic credit balance. Junior 
partner of outstandingly successful Model 410, offers the same brilliant per- 
formance...the same cost-paring efficiency...at budget price! ‘“Velwet Touch’’ 
keyboard and eye-easing colors combine to score new highs in ease, speed, 
quiet... new lows in operating tension and fatigue. Flexibility...versatility... 
ample capacity for wide field of adding and listing work. Backed by the 
Monroe-owned, nation-wide, factory-trained sales and service organiza- 

tion. See it! Monroe Calculating Machine Company, Inc., Orange, N. J. 


Monroe Adding-Listing Machine (408-11-011) 





ONROE 


MACHINES FOR USINESS 





CALCULATING « ADDING - ACCOUNTING MACHINES 
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lettering system. Two types of instruments are used 
lettering guides and pens. The preparation of work 
the Major-Art way is done in the conventional black 
and white medium suitable to both letter-press or off- 
set reproduction. Colored inks may also be used to 
prepare display signs, price tickets and home movie 
titles whenever small quantities are desired. 

These books are mailed at $1.00 postpaid and are also 
available to dealers for resale. 


<_< 
CLOCK CALENDAR AGAIN AVAILABLE 
Off the market since 1941, Time Calendar No. 905 is 
now being offered by the World Manufacturing Com- 
pany, 132 W. 21st St., New York 11, N. Y 
The desk calendar, equipped with a 30-hour Stylis 





WORLD PRODUCTS’ NO. 905 TIME CALENDAR 


clock, has a silk lined leather cover designed with gold 
tooling. It comes in either brown or pigskin. Measuring 
6 x 9 inches and 2%4 inches high, the Time Calendar is 
individually boxed. List price is $10.98 
<_< 

AUTOPOINT ANNOUNCES FOUR NEW PRODUCTS 

Autopoint Company, 1801 Foster Ave., Chicago 40, 
Ill., in a diversification move has announced produc- 
tion of a new ball point pen and varied business gifts 
including a line of pocket leather goods, telephone 








NEW AUTOPOINT PRODUCTS 
—Top: ball-point pen with re- 
placement cartridge. Above: 
index with removable cards 
and 100-sheet storage com- 
partment. Upper right: king 
size ash tray with 7-inch am- 
ber glass bowl. Right: billfold 
with disappearing key pockets. 


index and office ash tray. By fall, the company ex- 
pects to also introduce a letter opener with a built-in 
magnifying glass. 

The new pen has a replaceable cartridge that con- 
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trols the flow of ink. Retailing for $1.00 it will be 
available in black, dubonnet, green and white. A 
companion pencil will retail for $1.25 or $2.25 for the 
matched set. Billfolds, pocket secretaries and key 
holders are included in the leather goods line. 

The new index has “typewriter action” to reveal 
desired information. Cards are removable and a re- 
serve compartment holds 100 sheets, 3 x 5 inches. 

The ash tray has a full seven-inch amber glass bowl 
and will retail for $3.00. 


oa + 
POOR RICHARD CALENDARS INTRODUCED 

Two new calendars have been introduced by A. Pom- 
erantz & Company, 1525 Chestnut St., Philadelphia, 
Pa., for national distribution. They are designed and 
manufactured by the printing division of this company, 
and are fully protected by patent and trade mark 
registration. 

While Poor Richard’s Daily Reminder is making its 
initial appearance, an earlier version of Poor Richard’s 
Wall Calendar has been retailed by Pomerantz for sev- 
eral years. Thus, these items have the virtues of fresh- 
ness and originality backed up by tested selling meth- 
ods. They retail for $1.00 each. 

Poor Richard’s Wall Calendar is non-pictorial, plas- 
tic bound. An attractive cover depicting old Phila- 
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POOR RICHARD’S DAILY REMINDER 


delphia of Franklin’s time is printed in tan and brown. 
The simplicity and clarity of the format make it desir- 
able for executive offices where it has found continued 
favor. It blends unobtrusively with any decor, and is 
readily legible at a reasonable distance. Each month 
is on a separate page which tucks into the upper flap 
so that previous dates may be referred to easily. The 
preceding and future months are on the top half. Full 
years of 1949, 1950 and 1951 are on the last page and 
back cover. The open dimensions are 17 x 10 inches. 

Poor Richard’s Daily Reminder is of the same size 
and construction as its predecessor. The color scheme 
is two shades of gray with black, and the cover also 
carries the “Poor Richard” theme. The important dif- 
ference is the writing space which surrounds each date. 
Neatly blocked, the page provides ample accommoda- 
tions for inserting engagements, appointments and 
memoranda. At the foot of each page is an appropriate 
quotation from Poor Richard’s Almanac, as timely to- 
day as it Was many years ago. An interesting variety 
of almanac information is contained on the last page 
plus full years of 1949 and 1951. 

An attractive rack has been designed by Pomerantz 
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When UNCLE SAM asks, 





_ “WHERE'S THE BODY?” 
Sia 


eS 
a? 






Transfer time!—and maybe in 2-3-4 years 


one of Uncle Sam’s boys will call on Mr. 
Someone for an autopsy on THIS year's 
business. When that happens Mr. Someone 
had better be able to produce the “body.” 





High! nmended are these improved —n 
drawer style G-W storage cases of rugged = S= 
:, < or aye 4s 
) Tr ira 
I - Delivered K-D—easily set up 
Di kK-D. they set up quickly, —™\\ 
rigid ¢ with easy-sliding drawers Sf : 
ll t einforced sheath. as . 
l ii | WS eg 
Label metal drawer-pull are quickly bine ais 
a eerirein 
ap} to complete the neat, strong, 
tu itv case. Letter size—Stock No. fe \ _ 
| il size—Stock No. 3F-2. & | 
—- 
Be to sell G-W Safeguard guides Ps - = 
and rs and Fanfold Labels—to re- “ete Grower pe=eay applied 
p sferred material 
7 time ! keep it sizzling in sales 
with t G-W “top-drawer special 
sto} 1Sé Rigid, strong—full-capacity 
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Engineering Specialists in Office Equipment, Systems and Visible Records 
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“Transfer Time!""—and 
There's No Better 
Selling Season! 


Celebrating this selling event G-W 
brings back an old favorite in 
NEW and IMPROVED form—the 


rugged paper-board storage case. 





convenience, 


flat, for 
economy and space-saving; it sets up 
easily and quickly. Complete, with 


Delivered 


steel reinforced case, front metal 
drawer-pull, and back drawer 
fastener. 


When set up, it is rigid, sturdy, 
stacks evenly, and the drawer slides 
smoothly. 


This case can be carried easily as 
a demonstrator, and every pros- 
pect should be given an oppor- 
tunity to see how simply it sets up, 
and how well it meets all transfer 
problems. 


At the same time—take orders on 
Safeguard guides and folders, and 
Fanfold gummed labels, for the new 
1950 files. This is “ensemble selling” 
that really pays off in plenty of 
profitable orders. 


The time to do your plugging on 
these “‘transfer time’”’ specials is 
BEFORE your competition gets 
busy. 


You can nail down the lion’s share 
of the business with an early start, 
consistent effort, and convincing 
demonstrations. 


Don’t let this seasonal business 
you, 


get away from because 
there’s no way 
of replacing the 
sales you lose at 


transfer time. 


I thank you. 





W. “Kes” Downing, 
Sales Promotion Mgr. 
Globe-Wernicke 
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for the sale and promotion of these items. A sample of 
each calendar together with complete price, display 
racks and other information will be sent upon request. 
Exclusives are available in small communities. 
o - Se + 
INTRODUCE SAF-FILE SAFETY SPINDLE 

Saf-file, a new type of safety spindle, was recently 
placed on the market by the Saf-file Company, 415 
Glendale Blvd., Kalamazoo, Mich. The shielded point 
is designed to safeguard the user against accidental 
injuries. In addition, it speeds the sorting of sales 


me 

















i) 
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NEW SAF-FILE SAFETY SPINDLE 











tickets and invoices, keeps papers from blowing off the 
desk and eliminates memoranda confusion. 1in filing, 
the user simply places the paper over the spindle tip 
and depresses the plunger. In unloading the plunger 
is merely lifted up and turned to either the right or 
left. 

*—- 


NEUBAUER MARKETS SHELF STAND 


The illustrated all-purpose steel shelf stand is one of 
a variety of storage items made by the Neubauer Man- 
ufacturing Company, 2019 Central Ave., Minneapolis, 
Minn. This stand is of heavy gauge reinforced con- 
struction with adjustable shelves in standard sizes. 


NEUBAUER STEEL SHELF STAND 








The baked-on enamel! finish in either metallic green 
or white can be easily cleaned. Free descriptive litera- 
ture is available. 
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OFFER SWIF-TY TWINE-RIBBON DISPENSER 


Under the tradename “Swif-Ty,” the Cowan Manu- 


facturing Company, 24 California St., San Francisco 
11, Calif., is marketing a new twine-ribbon dispenser 
the most commonly used 


adjustable to twine and 





SWIF-TY TWINE-RIBBON DISPENSERS 


ribbon spools and adaptable for use in a wide variety 
of packaging fields. 

Among the features are tension brake eliminating 
footage waste and a crab-claw cutter guard that pre- 
vents finger contact with razor cutting edge. The dis- 
penser comes equipped with four non-slip suction cup 
legs. The unit is delivered sturdily cartoned for easy 
assembly and is modestly priced at $5.95. 


MAYFAIR INTRODUCES STAMP DISPENSER 


A new type of Ideal postage stamp dispenser, holding 
a coil of 500 stamps in neat and handy fashion, has 
been introduced by the Mayfair Company, 315 N. 





MAYFAIR STAMP DISPENSER 


Desplaines St., Chicago. It is made of handsomely 
finished wood to match any desk upon which it is used, 
or may be secured in colors to match the denomination 
of stamps in the device. 


ee 
ARROW ANNOUNCES TWO NEW STAPLERS 
The Arrow Fastener Company, Inc., 30 Maujer St., 


Brooklyn 6, N. Y., has made available two new products 





ARROW NO. 105 STAPLING MACHINE 


the new and improved No. 105 stapling machine and 
a new hand stapler called the P-22 (industrial plier 
type). 

A new type spring has been added to the stapling 
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ROYAL PORTABLE 


“Back to School” Promotion 
Record This Year 


Big newspaper ad in American Weekly Sunday 
supplements and St. Louis Post Dispatch kicks it off 
on September 11 (also runs September 18 in New 
York Daily News and Chicago Tribune) and reaches 
more than 20 million people in 21 cities. 













a D "OR ee Life, Seventeen, New Yorker, Scholastic, Ameri- 
can Girl, Gregg Writer are big-time publica- 
tions to be used. 


This Is What We're Doing For You 


HERE’S WHAT YOU CAN DO! TIE IN! 


Bring "em in with newspaper mats and _ display material provided by Royal Type- 
|-minute radio script. Available at no cost writer Company. 


to you. 


Sell "em with folders, letterheads, demon- 
Remind ‘em to buy, with the outstanding stration sheets, and other sales helps. 


The Gray Magic ROYAL PORTABLE 
is sales magic for you! 





TRULY, THE STANDARD TYPEWRITER IN PORTABLE SIZE! 


Made by the world's largest manyfacturer of typewriters 
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machine in which push latch has been added for easier 
opening and a new pusher rod holds the staples tight. 
This No. 105 machine can be used as a stapler, tacker 
and plier, loading 105 staples '% x %4 inch, fastening up 





ARROW NO. P22 HAND STAPLER 
40 sheets of paper. It has a reach of 234 inches and 
weighs ten ounces. 

The new hand stapler is designed to reach into 
“hard-to-get-at” stapling areas and loads 150 staples 
of % and 5/16-inch sizes. It is easy to clean by simply 
removing one pin, dropping out the entire mechanism 


frame. 
o—-- © 


HYMAN OFFERS NEW PAYROLL ENVELOPES 
L. Hyman & Sons, 102 Prince St., New York 12, N. Y.., 


now has available self-seal style printed payroll en- 
velopes of 234-inch size with square flap, one side seam 








HYMAN PAYROLL ENVELOPE 


folded inside. The self seal gumming is on edge of flap 
and back of envelope making it possible to seal without 
moisture when the flap is folded down. These are of 
gray kraft 24-pound stock. 
- —-><- 
OFFER DUO-TANG LOOSE LEAF COVERS 

Ellingsworth Manufacturing Company, 200 S. Peoria 
St., Chicago, has introduced Duo-Tang loose leaf cov- 
ers in the new fall line of expansion covers, adaptable 
‘to all kinds of loose leaf applications. These covers 





DUO-TANG LOOSE LEAF COVERS 
are equipped with the one-piece Duo-Tang metal 
fastener, claimed not to twist or turn. Each binding 
hole is reinforced with a metal eyelet. The accom- 
panying illustration shows the simplicity of operation 
—the tangs bent to an upright position, inserted 
through the holes in the paper and the eyeletted holes 
in the binding gusset. The user then compresses the 
tangs in the opposite direction and the binding job 
is completed. The covers are made of wear-resisting 
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paper with embossed leather grain finish, available 
in ten different colors for standard size sheets, 11 x 842 


inches. 
ee oe 


OLIVETTI MARKETS TWO NEW PRODUCTS 

Olivetti S.P.A., Ivrea (Turin), Italy, is now display- 
ing two new products, the office typewriter Lexikon 
80, and the calculating machine Divisumma 14. Fea- 
tures of the new typewriter include carriage on ball 
bearings, and refinements in tabular, margin-setting 
and typing bars. 

Divisumma 14 calculating machine is an all-elec- 





NEW OLIVETTI OFFICE MACHINES 
Left: Lexikon 80 typewriter. Right: Divisumma 14 calculator. 


tric, printing and fully automatic calculator which 
is declared to divide automatically and still retain its 
performance of the credit balance. Pear] gray finish 


is used. 
—- oe 


SERVICE ADDS TO BLACKBOARD LINE 
Service Products Division, Woodall Industries, Inc., 
2035 S. Calumet Ave., Chicago, has announced an addi- 
tion to its line of Service blackboards, the green 
writing boards now available. Those in green, as well 
as black, are offered in four sizes—15 x 21, 18 x 24, 
24 x 36 and 36 x 48 inches. 
. —— 
DETROIT FIRM OFFERS NAME PLATES 
The Classic series of desk name plates has been 
introduced by Plastic & Wood Products Company, 








18229 W. McNichols Rd., Detroit 19, Mich. These are 
< WILSON 
CLASSIC DESK NAME PLATE 
of plastic and walnut, both standard and custom 


made, designed for interchangeable names through in- 
sert type. The plates are suitable for different desk 
finishes, e.g., gold on blue plastic for gray desks. 
- — io 
MARKET SELF-FILLING MARKING PEN 
Time-Saving Specialties, 706 New York Life Bldg., 
Minneapolis, Minn., has placed on the market a Va- 





SELF-FILLING MARKING PEN 


porite self-filling marking pen designed for varied 
uses from fine-line writing to heavy duty shipping 
room marking. To fill the pen the user has only to 
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MITTAG AND VOLGER, INC. 


Fine Carbon Papers & Inked Ribbons Since 1881 
Park Ridge, New Jersey, U.S. A. 


QUICK SERVICE DISTRIBUTING POINTS 
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remove the cap covering the writing nib, dip it in 
Vaporite ink and press the rubber bulb at the top of 
the pen twice. It has a clip for carrying in a pocket. 

The special writing nib is constructed of durable 
felt material and is claimed not to crack. Vaporite 
ink is said to contain a solvent within itself which 


assures free-flowing action 
—_ co ——i- © 


NU-CRAFT CREATES CHANGE MAKER 

The Change Maker has been designed by Nu-Craft 
Products Company, 163 Pacific St., Brooklyn 2, N. Y., 
as a cash box combining the features of a cash regis- 
ter drawer, plus additional storage space for rolled 
coin. It is constructed of aluminum and incorporated 
in it are five compartments’ for reserve rolled coin, 
five for bills and a removable loose change tray with 
six scoop compartments. All are roomy and large 
enough ‘to hold a maximum amount of coin and bills. 
During operations, the removeable cover, which is 
equipped with a solid brass lock and two keys, may 





NU-CRAFT’S “CHANGE MAKER” CASH BOX 
be stored under the bottom of the cash box. Each 
box is keyed differently. 

Finished in gray hammertone, the over-all dimen- 
sions of the cash box are 164 inches long, 11% 
inches wide and 4% inches high. 


——- 
WILSON JONES OFFERS WYRING NOTE BOOKS 
A new Wyring line of modernized stenographers’ 
note books has been introduced by Wilson Jones Com- 
pany, 3300 Franklin Blvd., Chicago 24, Ill. These are 








WYRING STENO NOTE BOOKS 


manufactured from green tinted smooth paper for 
pen or pencil, and have stiff covers. A feature is the 
Steno Book Clip attached to the cover as a positive 
means of keeping the book rigid in easel position for 
ease in transcribing notes. 


le 

HART DEVISES NEW PRODUCTS FOR TRADE 

The Hart Manufacturing Company, 2400 Endicott 
St., St. Paul, Minn., recently announced a new ac- 
cessory product, Pad-It, and entrance into the low- 
cost fleld with a new model No. 49 open-cylinder 
mimeograph machine retailing for $59.50. 

Pad-It is a padding and tabbing compound mak- 
ing it possible for office help to make pads of office 
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forms run off on mimeograph machines. It is pack- 
aged in four-ounce brushtop cans for ease of applica- 
tion and will retail at $1.50 for a four-ounce can. 

The new Model No. 49 mimeograph machine is de- 
clared to emphasize ease of operation and mainte- 
nance. The unit is compactly built. 

——— - 

ANNOUNCE MAGNETIC VISIBLE CARD FILE 

Business Efficiency Aids, 7916 Lincoln Ave., Skokie, 
Ill, has made a preliminary announcement of the 
new Magnetic Visible card file, employing a perma- 





MAGNETIC VISIBLE CARD FILE 


nent magnet in automatically separating the cards 
in such a way that the top portion of each becomes 
visible for fast reference and removal for posting or 
signaling. The cards thus fan out, giving full one 
line visibility from the front to the rear of either 
drawer or tray 

It is claimed that as many as 20 cards can be seen 
at a glance as a filing clerk works at a standard type 
card drawer or tray. 

Samples of the new card file will be on display at 
the forthcoming National Stationers Association con- 
vention in Chicago. 

2 — 
OFFER NEW LINE OF TRANSFER CASES 

Stack-A-File, a new line of transfer cases, is now 
being offered by M. E. Ehrman & Company, 30 N. La 
Salle St., Chicago, Ml. 

The new cases will feature a positive locking device 





EHRMAN’S NEW STACK-A-FILE 


and a full roller bearing surface the entire length of 

the case. Four rollers to each unit were designed for 

easy operation. Drawers are claimed not to stick or 
(Turn to page 98, please) 
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A CORDIAL INVITATION 


To All Dealers Attending the 
NATIONAL STATIONERS CONVENTION 


October 2-3-4-5-6, 1949 


To visit the Wilson Jones Plant—the largest of its kind. * You 





will be interested in seeing our plant in operation; renewing 
old acquaintances; most of all, we should like you to meet 
our personnel. *% Drop a line beforehand or come to our Con- 


vention Booth and we will arrange to bring you to the plant. 


WILSON JONES Co. 


GENERAL SALES OFFICES 





NEW YORK KANSAS CITY, MO. 
122 E. 23rd Street CHICAGO 816 Locust Street 
CAMBRIDGE 3300 Franklin Bivd. SAN FRANCISCO 
26 Blackstone St. ° 500 Howard Street 


Main Pitants, CHICAGO anv ELIZABETH, N.d. 


ELIZABETH, N. J. 
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(ust Look 


Gilbert H. Bosse, president of Imperial Desk Com- 
pany, affixed his name to the Guest Book July 14. He 
had come to Chicago primarily to attend the July 
furniture market. From this journal’s office he went 
across Jefferson St. to the new Horder stationery store 
and particularly to see the large, impressive appearing 
furniture department. Mr. Bosse is a public-spirited 
man who assumes many responsibilities. He is active 
in civic affairs and is president of the Deaconess Hos- 
pital in Evansville, Ind. In carrying on these outside 
activities he is following along established family tra- 
dition. 


E. Remle of Remle Corporation visited us on July 14, 
coming down from Milwaukee on a sales mission. The 
company manufactures steel shelving and bins for 
office and industrial use, and steel transfer cases 
Working through dealers, Mr. Remle has ideas in 
mind to extend greatly his dealer distribution. 


N. K. Helding, The Wright Company, signed the 
Guest Book July 18. He had come to Chicago primarily 
to attend the annual convention of the Ancient Arabic 
Order of Nobles of the Mystic Shrine which, with its 
parade and circus, provided some of the most colorful 
entertainment Chicago has seen in years. Before his 
return to Minneapolis he found some time for his fa- 
vorite hobby, which is the sale of spirit duplicators 
which his company manufactures 

J. Henri Petetin, New Orleans stationer, favored 
OFFICE APPLIANCES With a visit July 20. He was return- 
ing from Battle Creek, Mich., where he had spent some 
time for a first-class checkup. In his pocket he had a 
drawing showing a new store front which is to be 
completed in early fall. He supplied clippings from the 
New Orleans Times-Picayune and the State showing 
advertising and a news item telling of business as 
usual while the construction work was proceeding. In 
Chicago he found much in the line of business to keep 








_him occupied, including a visit at the new Horder store 


at Jackson and Jefferson Sts. He will pay the city a 
return trip at the end of September when he and Mrs. 
Petetin will arrive in Chicago to attend the NSA con- 
vention. 


Bruce H. Sielaff of Neubauer Manufacturing Com- 
pany called at Orrice AppLIANcEes on July 21. He had 
come to Chicago on business which he hoped to com- 
plete in two days. Mr. Sielaff handles the sale of steel 
shelving for the Neubauer company and plans to sell 
solely through dealers. The company is well estab- 
lished, recently expanding its sales activities to cover 
office equipment dealers on a national basis. 


H. M. Walmsley, Winchester, Ill, dropped in at 
OFFICE APPLIANCES On July 22 to talk over old times. For 
many years Mr. Walmsley was a typewriter man, 
working mostly for Remington and Underwood in 
California, with some experience in the Middle West 
before he left the industry. He has various interests in 
business and in farming. He had come to Chicago 
to attend the Shrine convention and stayed over an 
extra day for good measure 


Charles I. Tager, who makes his home in Miami, Fla., 
but is president of Consolidated Wire Products Com- 
pany of New York, called upon OFrrice APPLIANCES 
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August 3. He had driven up to Chicago from Florida 
and planned to continue his journey to New Hamp- 
shire by way of Detroit, Toronto and Montreal. In New 
Hampshire he recently purchased farm acreage and is 
building a home for occupancy particularly during the 
summer months. While he spends little time in the 
company’s quarters, he is in active touch with com- 
pany affairs 

Carlos Schmied of Carlos Schmied & Cia. Ltda., Sao 
Paulo, Brazil, favored Orrice APPLIANCES with a visit 
August 3. He was accompanied by George Aigner of 
G. J. Aignef Company, one of several concerns he rep- 
resents. Mr. Schmied was fiinishing an extensive busi- 
ness trip which took him first to Switzerland, France, 
Belgium, Holland and England before entering the 
United States. He planned also to visit Toronto and 
Montreal before returning to Brazil. On this long 





CARLOS SCHMIED OF SAO PAULO. BRAZIL. VISITS 
“OFFICE APPLIANCES” WITH HOST GEORGE AIGNER 


journey he was visiting with manufacturers and seek- 
ing other lines to sell to dealers in the industrial 
cities in his own land. While exchange conditions in- 
terfere with importation of office equipment and sup- 
ply, he has received some import permits and expects 
business to improve substantially when the currency 
situation eases. Among manufacturers represented 
besides the Aigner company are Sanford Ink Company, 
Joseph Dixon Crucible Company, Rite-Rite Manufac- 
turing Company, J. H. Weil & Company, The Master- 
piece Studios, Moore Pen Company in the United 
States, Injecta S/A, Switzerland, and Pegasus Prima 
Products, Ltd., England. He acts as exclusive distrib- 
utor for Brazil. 


Mrs. W. L. Talbert, Talbert Office Equipment Com- 
pany, Casper, Wyo., registered in the Guest Book by 
phone on Thursday afternoon, August 4. A believer in 
the idea of saving time for herself as well as for her 
customers, Mrs. Talbert flew in from Casper on Wed- 
nesday, August 3, in five hours to attend the Gift 
Show in Chicago. Mr. and Mrs. Talbert recently opened 
a beautiful new store (illustrated and described on 
another page). Having the gift department as a per- 
sonal responsibility, Mrs. Talbert visited Chicago to 
inspect the newest in gift lines. She reported success 
in that endeavor before enplaning for a five-hour re- 
turn trip to Casper on Friday, August 5, “Just in time 
for the Saturday rush of business.” 


Fred Deutsch, manufacturers’ representative from 
Dallas, Tex., signed the Guest Book July 30. He had 
had a busy week in the northern Wisconsin woods, 
spending four and a half days with George Alter of 
Invincible Metal Furniture Co. at Manitowish, and 
two and a half days with Louis Koerner and others 
of the Jasper Chair Company near Tomahawk. He 
enjoyed the vacation immensely. In Chicago he 
stopped long enough to attend the annual picnic of 
the employees of C. L. Barkley & Company. His trip 
home was to include two days with the Sturgis Posture 
Chair Company, after which he was to spend some 
time at the plant of the Jasper Chair Company before 
continuing back to the Southwest. 
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t’s Pe nalized. iis exclusive Signature feature is sellin 
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Signature typewriters on sight to EVERY type of customer... home 
users, sma and large installations. Plastic, factory-made —/ 
. . > 2 . 4 CD oer ae >| 
Personalizing also has a magic effect on the operator. Actual tests Signeture Cord corries ee 
; : E operators signature. : — re) 
show she types faster, takes better care of her machine when it has On back is o valuable ont 
: ms . Certificate of Merit. plan 9 
HER own name on it. More efficiently, too, and with greater ease 
because of twelve new Signature features . . . features your customers 
can see and you can sell. The spring-movated 
[It’s no wonder that dealers everywhere are hailing the Signature — | Signeture Nemeplate is 
by Woodstock as the greatest sales idea since Visible Typing. Let us 
prove it! Send your stock orders now . . . and see how the SIGNATURE 
typewriter sells on sight, for you. 
the operator inserts 
the personalized Signo- 
12 NEW POWERFUL, PROMOTABLE FEATURES ture Cord... 
* Contour-Curved Plastic Keys * Redesigned Tab Set Key 
* Sight-Set Margin * Positive Back Spacer 
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* Redesigned Marginal Release * Streamlined Design the operator's actual 
signature! 
Plus 6 more exclusive features that have made Woodstock the choice of millions. 








WOODSTOCK TYPEWRITER COMPANY 


SALES OFFICES: 75 EAST WACKER DRIVE e@ CHICAGO 1, ILLINOIS 
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AMES SUPPLY BUYS RUBBER PLANT 

Workmen have completed the installation of ma- 
chinery in the new Ames Rubber Corporation plant 
in Hamburg, N. J., which was recently purchased by 
the Ames Supply Company, 564 W. Randolph St., Chi- 
cago, Ill. 

Ames Rubber Corporation will manufacture office 
machine platens and feed rolls for Ames Supply to 
distribute. Believed to be another progressive move 
in the industry, a centrally concentrated effort will 
be made to produce the platens and feed rolls to the 














LAWRENCE EDLAND J. H. WHITE 


dealer’s requirements. Special platens to meet specific 
requirements will also be developed and research will 
continue to work for improvements 


Two Chosen to Direct Work at Plant 


Lawrence Edland has been named vice-president in 
charge of sales while John H. White, Jr., is the new 
executive vice-president. 

Mr. Edland is a nationally-kKnown authority in the 
field of rubber chemistry. He is a full member of the 
American Chemical Society and was a charter member 
of the New York group of the rubber division of 
A.CS. and a member of the executive committee for 
six years. 

A graduate of Stevens Institute of Technology, he 
has worked with rubber since 1922, when he was a 
chemist with the Manhattan Rubber Company. From 
1923 to 1941 he was in charge of a rubber laboratory 
of the R. T. Vanderbilt Company of Connecticut, where 
technical advice was given to various rubber com- 
panies. 

From 1941 to 1949, Mr. Edland was with a major 
rubber company acting in executive and managerial 
capacities. While there, he developed and wrote the 
specifications on all platens and other specifications 
for rubber and synthetic products. Rubber vulcan- 
izing agents, “Telloy” and “Vandex,” which are sulfur 
substitutes, were developed and patented by him. 

“Building Rubber Compounds” in the Vanderbilt 
Handbook, an authoritative publication in the field 
used as a textbook and reference manual in most 
research laboratories in this country, was written by 
Mr. Edland. Author and co-author of many papers 
presented before the American Chemical Society, he 
will use his technical knowledge in the production 
and development of office machine platens and feed 
rolls. 

Mr. Edland is connected with the Ames Rubber Cor- 
poration, not only as an officer, but also as a major 
stockholder. 

Executive Vice-president John H. White has proved 
himself capable in the fields of production, finance, 
sales, promotion, advertising, research and employee 
and public relations. 

A native of New York, he received a bachelor of 
science degree in engineering from West Point in 
1923. Following his graduation, he served in the First 
World War and then began his managerial positions 
with various eastern firms. In each position, he made 
progressive changes and established new procedures 
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which increased operations efficiency of the firms. 

From 1942 to 1945, he was a colonel of the Ordnance 
Dept., A.U.S., chief of manufacture, Picatinny Arsenal, 
N. J., at which time he was highly commended for 
his achievements in personal relations and also for 
his leadership of the manufacturing division. 

In 1948 Mr. White assumed the general management 
of a prominent rubber manufacturing company, a 
position he held until he became connected with the 
Ames Rubber Corporation, both as an officer and 
major stockholder. 

His wide experience and accomplishments with man- 
agement and production are expected to steer the 
Ames Rubber Corporation to being a well-operated 
plant. He states that his aim is towards quality pro- 
duction with maximum efficiency. 


Officers of the Company 

The Ames Rubber Corporation was incorporated un- 
der the laws of the state of New Jersey. Officers are: 
Hazen R. Ames, president; John H. White, Jr., execu- 
tive vice-president; Lawrence Edland, vice-president 
in charge of sales; J. D. Marvil, vice-president; A. R. 
Ames, Jr., vice-president; C. T. Bills, secretary, and 
Mrs. D. R. Ames, treasurer. 

oo 
DARLING APPOINTED SERVICE MANAGER 

Duane Darling recently was appointed service man- 
ager in San Antonio, Tex., for the National Cash Reg- 
ister Company. He succeeds R. D. Webster, who has 
been transferred to the company’s overseas division. 
Mr. Darling has been connected with the company in 
Tulsa, Okla.; Wichita, Kans., and Houston and Waco, 
Tex.—JHR 





Industry Personnel 
Brevities 
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HARPER JAMISON—A _ [ge ~~ | 
man who loves his com- 

munity and who is held in 
like esteem by his fellow 
men is Harper Jamison, 
proprietor of a stationery 
firm bearing his name at 
McMinnville, Ore. He has 
been active in the industry 
for the past 33 years and 
the business itself has been 
operating for another 20 
years, serving the stationery 
needs of McMinnville. 

















While this city has only 
6,000 residents, the Jamison store sells to a large area 
reaching out into three different counties. It has con- 
stantly kept up with the changing times and is as mod- 
ern as any of its metropolitan contemporaries in exterior 
and interior. Mr. Jamison is one of those who has 
enjoyed putting something back into his community. 
Thus he has served as president of the Chamber of 
Commerce, commander of the American Legion, Ex- 
alted Ruler of the Elks, president of the Rotary Club, 
president of the Portland area of Boy Scouts, and vice- 
chairman of the board of Linfield College. In his own 
industry he has always been willing to aid. A member 
of the Pacific Northwest Stationers for many years, he 
has served as president of that association and was 
honored in NSA with the governorship of Regional 
District No. 11. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 

Offices of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff 

at the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park 

Ave., New York, will be happy to be of any possible service. While the facilities at New York are not so many 
as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 





July 10, 1949 

The Office Appliances Trades Association is resuming 

its pre-war activities in regard to exhibitions, the 
following being its program 

1. Cardiff—Dumfries Place Drill Hall, September 


20-23, 1949. 

2. London—Business Efficiency Exhibition, November 
9-19, 1949. 

3. Newcastle—Northumberland Hall, December 6-9 
1949. 


4. Sheffield—Cutlers Hall, early 1950. Definite date is 
still under negotiation. 

5. Manchester—City Hall, Deansgate, autumn, 1950 

The group has appointed Hart, Lidbury & Associates 
as public relations officers both for the exhibitions and 
‘ general publicity. 

W. H. Emmetts Ltd. is the advertising agency. 

Suitable halls for provincial exhibitions have been 
very difficult to obtain, as so many were either dam- 
aged or destroyed by bombs. Cardiff should prove an 
ideal center for launching the provincial exhibitions 
and the 40 exhibitors will be very representative of the 
industry. South Wales, one of the industrial develop- 
ment areas, will appreciate an exhibition where can be 
shown all the machines and appliances necessary to 
efficient organisation and management 

The members of the exhibition publicity committee 


are: 

N. W. R. Mawle (Chairman), British Typewriters, 
Ltd. 

D. A. C. Butlin, National Cash Register Company, 
Ltd. 


A. R. Carruthers, Addressograph-Multigraph, Ltd 
H. C. Davidson, Felt & Tarrant, Ltd 

C. N. I. Harris, Gestetner, Ltd 

A. R. Jackson, Remington Rand, Lt¢ 

Tre exhibition committee is: 

J. A. Cumming (Chairman), Gestetner, Ltd 

F. Ellam, Ellams Duplicator Company 
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E. H. Gardner, Addressall Machine Company. 

A. R. Jackson, Remington Rand, Ltd. 

W. G. Lansley, Underwood Elliott Fisher, Ltd. 

A member of the O. A. T. A. Archers (High Wy- 
combe), Ltd., furniture manufacturers of West End 
Road, High Wycombe, recently had the honor of an 
order for office furniture for H. R. H. Princess Eliza- 
beth, for the estate and administrative offices of the 
royal household. 

The office appliance industry has been invited to 
co-operate in the arrangements for the fair and to 
submit details of current products for inclusion in its 
stock list, which is a photographic card index of all 
manufactured products of such a standard of excel- 
lence as could qualify them for display in 1951, or at 
least for submission to a panel of selectors. It is ex- 
pected that this stock list will provide all those con- 
cerned with translating the festival theme into terms 
of display with their most fruitful source of material, 
although, of course, there will be no rule confining 
choice to items on the stock list alone. 

The Typewriter Trades Federation at its annual 
meeting elected Claud C. Potter as president for 1949- 
1950. Mr. Potter is director of British Typewriters, Ltd., 
and is a well-known figure in the typewriter industry 
having served on the council of T. T. F. for many years. 

The Association of British Business Equipment Man- 
ufacturers held its annual meeting a few days ago, 
when M. G. Wright, managing director of Art Metal 
Construction Company was elected president for the 
ensuing year. Mr. Wright has always been one of the 
pillars of the metal office furniture industry and well 
deserves the honor conferred upon him.—SSE 

-——————— _ - 
BRAZIL FIRM ISSUES “REVISTA ODEON” 

Handsomely printed and illustrated is “Revista 
Odeon,” recently issued to the industry with the com- 
pliments of Casa Odeon, Ltda, an office equipment 
firm founded in 1913 and located at Rua Sao Bento, 
356, Sao Paulo, Brazil. 

In this review, United States and European firms 
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supplying products merchandised by Casa Odeon, 
Ltda, are given flattering mention. 

Striking photographs are presented of export man- 
agers and other officials of the companies repre- 
sented. 

Among United States firms receiving historical and 
product-information treatment are the Royal Type- 
writer Company, Inc., R. C. Allen Business Machines, 
Inc., Felt & Tarrant Manufacturing Company, Acme 
Visible Records, Inc., Rex-O-graph, Inc., The McBee 
Company, The Hedman Company, and Ideal Stencil 
Machine Company. 


°—-* 
OFFICE APPLIANCE TRADES ASSOCIATION 
HOLDS LUNCHEON MEETING JULY 25 


A luncheon meeting of the Office Appliance Trades 
Association of Great Britain and Ireland was held 
at the Connaught Rooms in London on Monday, July 25, 
with the Rt. Hon. Robert S. Hudson, P.C., C.H., M-P., 
as guest of honor. President of the association, W. G. 
Lansley, presided. 

Announcement was made that the second post-war 
Business Efficiency Exhibition will be held at Olympia 
November 9-19, the provincial exhibitions at Cardiff 
in September and at Newcastle in December and a 
major Business Efficiency Exhibition at Manchester 
in the fall of 1950. 

In his remarks, President Lansley stated: 

“Office appliances are today accepted as the ma- 
chine tools of efficient management. But in the process 
of making the office the powerhouse of industry, the 
public generally has overlooked the importance of 
the part played by the girls who operate that office 
equipment and provide the reason why a business can 
be most economically and efficiently run. Thérefore, 
at the forthcoming Business Efficiency Exhibition we 
propose to emphasize the vital part played by those 
backroom girls of industry.” 

In introducing the guest of honor, who was secre- 
tary to the department of overseas trade from 1937 
to 1940, President Lansley declared: 

“The British industry has already built itself up very 
considerably from its pre-war conditions in order to 
take on the tremendous wartime demands. 

“In typewriters the increase since 1946 in total sales 
has been 297 per cent and exports in that period have 
increased by 292 per cent. In accounting and similar 
machinery, as compared with 1946, there has been an 
increase of 330 per cent, and exports have gained by 
285 per cent. In other office machinery the output has 
increased by 246 per cent and exports by 289 per cent.” 

The speaker then took up the matter of increasing 
trade, stating: 
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“In 1945 the export of typewriters was 14,000 pounds 
sterling a month. It is now 70,000 pounds sterling a 
month. Accounting machinery was 7,000 pounds ster- 
ling a month and now it is 190,000 pounds sterling a 
month, and that, if my arithmetic does not fail me, is 
a matter of 1,500 per cent increase. Other office equip- 
ment has gone up from 30,000 to 111,000 pounds ster- 





FEATURED SPEAKERS AT O.A.T.A. LUNCHEON.—Left Rt. 
Hon. R. S. Hudson, M.P. Right: W. G. Lansley, president of 
Office Appliance Trades Assn. of Great Britain & Ireland. 


ling a month and total production from 50,000 to 370,- 
000 pounds sterling.” 

Continuing, Mr. Hudson said: 

“One important aspect I would like to stress is your 
international co-operation. Many of you here repre- 
sent firms of the United States and gentlemen who 
have decided to set up branches of assembly or manu- 
facture in this country, and I believe that one of the 
main ways, indeed one of the only ways, in which we 
shall overcome the present dollar sterling gap is if we 
can persuade more American firms to invest capital in 
this country, and to start businesses in this country, 
because I can believe there is room for everybody.” 
SSE 


—— © 
W. E. JOHNSON HEADS HARROGATE ROTARY 
Scores of American business men on a visit to Brit- 
ain have met W. E. Johnson of the famous spa town, 
Harrogate. Mr. Johnson, who has been a prominent 
local Rotarian for the past nine years, became presi- 
dent of Harrogate Rotary Club in July of this year. 
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He is principal of the King’s Road stationery business, 
to which is also attached a post office. 

Many of Harrogate’s touring visitors from the 
United States have included Rotarians also in the 
stationery and office supply trade, and it is the hope 
of Mr. Johnson to meet many more during his presi- 
dential year which has just commenced. 

“Good neighborliness and the helping hand” is his 
personal motto, and in the past few years he has done 
much to increase the prestige and friendliness to all 
visitors of the Harrogate club 

A Yorkshireman by birth, he was educated at the 
historic Mirfield Grammar School 

The King’s Road stationery store in Harrogate is at 
No. 153, close to the Royal Hall, where world-famous 
artists, including many from the United States, have 
appeared in opera, celebrity concerts, drama and 
vaudeville shows. Close by, also, are the Royal Baths, 
known for their highly modern curative treatments. 
—EFM 
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APPOINT NEW A-M DEALER FOR MEXICO 


The firm of Floyd D. Ransom e Hijos was recently 
appointed as dealer for Addressograph-Multigraph 
products for Mexico, it was announced by Export Man- 
ager D. C. Adams. This new company is located in the 
building adjoining Proveedor de Oficinas at Edison 11 
Mexico, D.F. and is under the direct supervision olf 
Mr. Ransom, the same as Proveedor 

Floyd D. Ransom e Hijos, S.A., will handle Ad 
dressograph-Multigraph products exclusively and 
Proveedor will continue as the exclusive distributors 
in the Republic of Mexico for Royal Typewriter Com- 
pany, Inc., Monroe Calculating Machine Company 
Inc., Ditto, Inc., Diebold, Inc., and other firms. 

Mr. Ransom, a North American, went to Mexico 
more than 20 years ago on a special assignment fo! 
the Underwood Typewriter Company. After comple- 
tion of it, he was reluctant to leave and so set up his 
own business. From that time on, his business career 
has been one of steady progress despite fluctuations 
in the Mexican national economy 





RANSOM FIRM LEADERS—Left to right are Charles McCul- 
lough, general manager: Floyd D. Ransom, president of 
Floyd D. Ransom e Hijos, new Addressograph-Multigraph 
dealer in the Republic of Mexico; D. C. Adams, A-M export 
manager, and Don Barlow, sales manager for Ransom firm. 


MEXICO CITY SALES STAFF—Members 
of the new Mexico City Addressograph- 
Multigraph sales staff of the firm of 
Floyd D. Ransom e Hijos, recently ap- 
pointed by Addressograph-Multigraph. 
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NEWS NOTES FROM AUSTRALIA 


William Beecham, Correspondent 

As a result of a recent decision of the Australian 
Federal Cabinet, Commonwealth public servants are 
now to get new office furniture. Overhead trays with 
pigeon holes will be taboo, and instead each worker 
will be permitted to have only a single flat tray at 
each end of his desk. Special desks will be made to 
serve typists, clerks, bookkeepers and senior executives. 

The Prime Minister (Mr. Chifley) states that the 
Cabinet has endorsed the principle of general mod- 
ernization of both equipment and layout in public 
service offices. Experiments have shown that new 
type desks actually save office rentals—in other words, 
they enable more staff to work in the space avail- 
able 

However, the change-over is to be gradual, as it 
is not intended to embark upon quantity purchasing 
of equipment. 

Among the new Australian firms registered recently 
was Colin A. Chase, manufacturer of office furniture. 
Office and works are at Willoughby Rd., Willoughby, 
New South Wales. 

* ca : 

An application for an Australian patent for a writ- 
ing instrument was recently made by L. J. Hartnett, 
Victoria, details being as follows: “To enable writing 
fluid to be supplied to a writing element by the normal 
movement of carrying, or using, or by shaking in an 
end-wise direction, an ink-feeding method comprising 
a receptacle separated by a displacing member into 
two parts, one containing writing fluid, the other 
containing a free percussive element which strikes 
upon and moves the displacing member.” In modi- 
fications the percussive element may be constrained 
to a rectilinear path by a guide attached to the dis- 
placing member; the ink receptacle may be in the 
form of a cartridge to be pierced on insertion. 

Sands & McDougalls, of Perth, have been making 
some particularly effective window displays of office 
furniture of late, and we understand that sales have 
been extremely good. 


An address given in London by Mr. McMichael, of 
the Waterman Pen Company—‘Better Selling at the 
Fountain Pen Counter’—has been published in this 
country and has been read and re-read with more 
than passing interest by a large number of men in 
the industry 

oo 


SCALE MODELS AID GOURLAY SALES 
An interesting selling idea used by B. C. Gourlay in 
the new John St., Glasgow, showroom assists clients 
to plan their offices and utilize space to the best 
advantage. A special table has been designed, each 
Square on the table representing one square foot of 
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Jim Roberts is too busy selling 


3 PEERLESS-IMPERIAL ribbons and Carbons 


to worry about “‘business conditions” 





















































Jim Roberts is a real flesh-and-blood guy. 
As one of our progressive Dealers, he sells quality inked ribbons and carbons 
for every conceivable need. 


He sells our topflight 14-yard WRITEMASTER Ribbon. 
He sells Hectograph Carbon to scores of corporations, banks, insurance 
companies. 


He sells PEERLESS RUBBER TYPEWRITER KEYS and the wonderful 
TUCHTYPE KEYS which give “magic eyes” to the typists’ fingers. 


In fact, Jim is the sellingest man you ever saw. Of course, representing a company with 
a reputation for quality and value, simplifies Jim’s job. 


He spends so much time writing business, he doesn’t have time to read gloomy 
business writings—or listen to flannel-mouthed gentlemen gassing about the 
“recession”. 





Moral: You, too, can tie up with a brand name that has universal ac- 
ceptance. You, too, can become so busy selling, you won’t have 
time to worry about “business conditions”. 


Write a note, saying—“I would like to handle PEERLESS-IMPERIAL products in my 
territory.” We'll do the rest. 


PEERLESS-IMPERIAL CO., INC. 


General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
New York Office: 7,321 Broadway « Chicago 2, 179 W. Washington Street 
Detroit 18, 37 Linden Street, River Rouge, Michigan 
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space. Model furniture has been created to fit to 
scale. Given an outline of the clients office premises 
and the approximate amount of space it is possible 
to plan ahead the complete furnishing of any room, 
using the scale models. 

All sorts of variations can be attempted using the 
scale models until the floor space has been finally al- 
located to the best advantage. This leaves the fur- 
nishers with the task of merely carrying in and lo- 
cating the equipment in the precise spot selected 

A similar idea, used by the Council of Industrial 
Design, for home furnishing, has also been exten- 
sively used by salesmen and suggests that manufac- 
turers might well develop them by making scale 
models of all their output—for use in retail sales 
as a guide to the layout of premises—SATNA 

—> 
CLARY MOVES OFFICES TO SAN GABRIEL 

Clary Multiplier Corporation moved its general 
offices from Los Angeles to suburban San Gabriel, 
Calif., in August. Both factory and general offices 
occupy the company’s newly-completed building, con- 
taining 100,000 square feet of floor space on a nine- 
acre site. The company manufactures adding ma- 
chines, calculators and cash registers. The aircraft 
hardware division, occupying 37,000 square feet of 
space, will remain in Los Angeles. 


°—- 


OFFICE EQUIPMENT DISPLAYED AT MILAN 
By Dott Nicola Riva 


The Twenty-seventh International Fair at Milan, 
Italy, proved to be a rich display of products of the 
industry, one participated in by 6,000 exhibitors from 
32 nations. 

Once again it was demonstrated that this Fair has 
become one of the greatest markets of Italy, making 
possible the mirroring of progress in articles of com- 
merce. The ruins of war caused by bombing have 
disappeared, replaced by modern pavilions and beauti- 
ful flowered gardens. 

On the first floor were displayed machines and 
devices and on the second stationery, wood furni- 
ture and office control devices. Lack of space made it 
impossible to place all related machines and devices 
in the office appliances section. Many observers would 
have liked to see the printing machines in the office 
department. 

“Have Worked Miracles” 


It was evident that the committee has done miracles 
during the years after the war, especially when the 
poor conditions of national economy are considered 

Noted was a remarkable showing of American-made 
office appliances, well displayed 

A sensible improvement of prices was also noticed 
Some ventured the opinion that next year may find 
foreign prices in line with American. In the mean- 
time, stress must be placed on the organization and 
training of a sales staff as has already been done in 
the United States. 

The European industry was well represented and even 
some German firms made a showing. It was often 
remarked that Sweden, Switzerland and France are 
making efforts to regain their place in the precision 
instruments’ market. 


Competition Is Keen 


The largest demand noted was for accounting ma- 
chines and competition is keen 

Displayed were: 

IBM, Underwood, Sundstrand and Elliott Fischer, 
Power-Remington Rand machines of American origin, 
as compared with the European makes of Mercedes, 
Logabax, Torpedo, Olivetti, Continental, Astra and 
Rheinmetal] new electric billing machine 
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In the calculating and adding machine field the 
American-made models included National, Monroe, 
R. C. Allen, Allen-Wales, Clary, Remington, Friden, 
Sunstrand, Burroughs, Comptometer, Victor, Barrett, 
Marchant —competing against European Sumlock 
(English) Astra, Mercedes, Rheinmetall, Brunsivga 
(German), Original Odhner,; Thales, and Addo Xe Dixi 
(Swedish). Italian products included Olivetti’s new 
Divisumma, the Everest, Esacta, Antares, Totalia, 
Classic and Addicalco. 


Typewriters on Display 


although scarce, included American 
electric models. The makes were Remington, IBM, 
Underwood, Royal and Smith-Corona. Competitors 
were the Italian Olivetti’s new Lexicon, Everest, In- 
victa, S.I.M.; the Swedish Halda, the Switzerland and 
Hermes with the new electric Ambassador, the Ger- 
man (Russian zone) Rheinmetall, Continental, Mer- 
cedes and Torpedo. 

No American postage meter and stamp machines 
were shown beside the Italian Audion and Sima, the 
Switzerland Hasler, the Bandamail envelope sealing 
machine, the Bandamail letter opening machine, and 
the Postarapid (Italian) hand envelope sealing ma- 
chine. 

Among the 


Typewriters, 


duplicating and reproducing devices 


arousing interest were the American Ozalid, exhibited 





CESARE VERONA DISPLAY AT MILAN FAIR 


with European Cavestri, Rigoli and SIPI; the dupli- 
cating offset Rotaprint (English), compared with the 
American Multilith and Davidson; the stencil dupli- 
cators: Banda, Gestetner, Roneo (English), Prints 
(Swedish), Ormig and Roto (German), Geha-Reggent 
(Oestreich) and the Italian Dupleco, Duplicarbo and 
Sada; the microfilm photo machines of Italian make, 
Reprofilm (Kardex), the new Microflex of the Bec- 
chelle firm; the Fotolux (Kardex) and baby Foto- 
simplex of Cuneo among the reproducing machines. 

Addressing machines included the Adrema, in hand 
and electric models of Italian make, and the Farmu. 
The American Addressograph was exhibited. 


Exhibit Dictating Machines 


Among the dictating machines besides the Dicta- 
phone and Ediphone were the American Wire Re- 
corder, Webster, Harrison and the Italian wire Mag- 
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high QUALITY... big VALUE... at a new LOW PRICE 


SEE THIS 
NEW ECONOMY 
COPY-RITE 
LIQUID DUPLICATOR 
AT THE 
N.S.A. CONVENTION 
IN CHICAGO 
OCT. 2-6, 
BOOTH 49 








This new economy COPY-RITE Liquid Duplicator has VALUE you can see and touch. It has 
the ‘‘Sales-ability’’ to convince your toughest ‘‘show-mé"’ customer—the right low price to 
sell your most budget-minded prospect. In fact it has everything to make it a “natural” 
bringing the assured quality of COPY-RITE into the up-to-the-minute selling picture! 


The new COPY-RITE is simple to operate, so simple anyone can use it and get good, clear 
copies. It's trouble-free, fool-proof and sturdily built. Copy paper is easily loaded on the 
tray positive automatic paper feed. One turn of the handle gives one copy, ready to use, 
face up. Fluid supply is always visible. Roller moistening—no wicks or pumps—and, of 
course, no stencils, gelatin, ink, type, or ribbons. Smartly styled in eye-appealing, handsome 
two-tone gray finish. 


WRITE TODAY FOR COMPLETE DETAILS —SEE IT AT THE CONVENTION 


WOLBER DUPLICATOR & SUPPLY CO., 1203 CORTLAND ST., CHICAGO 14, ILL. 
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netophone Castelli. 

National cash registers were shown beside the Italian 
CER and RIV and the Swedish Hugin 

As for office furnishings the Italian products were 
practically the only ones noticed. A novelty was the 
rotary card file, the Rotoscar Bertelo, based on the 
long-forgotten Vanzetti patent. Only the baby model 
Wheeldex card index and the Kardex rotary file were 
included in the American representation 








In the stationery section were noticed Eversharp, 
Parker, Saratoga, Sheaffer, Waterman firm names. 
European products included those of Italian, German, 
Swiss and Czech origin. 

A larger space for the next Fair and more efficient 
organization of related office apliances would be bene- 
ficial, we note in conclusion. 

Communications should be addresed to Ufficio Studio 
Costi, Via Serbelloni 8, Milan, Italy. 

















FIRMS EXHIBITING AT 
1949 FAIR OF MILAN 

1. Lagomarsino—Milan 

2. C.LM.U.—Milan 

3. Olivetti & C.—Turin 

4. Vembi-Burroughs— 
Milan 

5. Organizzazione Pozzi 

—Milan 

6. Gelosa Luigi—Milan 

7. Adrema—Milan 


8. Kardex Italiana— 
Milan 
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A TYPEWRITER SCORECARD Dealers will want to read 

















Typical Americans in All Walks of Life Own Hermes —> 





> N\ iilable for all America, Americans, “the only real port- 
. . . . ~ ’. 
the Hern lraws inquiries from _ able on the market. 
ng for a new kind « * * * 
: age kind of DANTON WALKER BOB CROSSON 
rt t sells on sight and There’s a tremendous waiting nationally known Columbia '9, 
5 columnist of the former Army 
uct American market for this porta- New Vork News Ais Force pilot 


made bv Swisscrafts- _ ble, for it has all the performance 


mpact. streamlined, and stamina of heavier and less 


in the words of the compact machines. 





| 35,000 of them to Write for details today. 
PAILLARD PRODUCTS, Inc. BILL STERN MAGGI MecNELLIS 
D; ector ol ports. star of radix 
65 MADISON AVENUE, NEW YORK 16, NEW YORK xe oad calevislen 
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NSA CONVENTION’S EARLY ARRIVALS 
INVITED TO GLTC ANNUAL LUNCHEON 
An important and popular gathering among sta- 
tioners, manufacturers and travelers is the annual 
pre-convention party given by the Great Lakes Trav- 
elers Club. This year it is to be held in the North Ball- 
room of the Stevens Hotel on Friday, September 30, at 
twelve o’clock. This luncheon is the unofficial opening 
of the convention. 
Many notables including President Jack Kendrick 
and General Manager Paul Burbank, and practically 








RUS RAGAN 


all other NSA officers, are expected to attend. Regional 
governors will be there. Visitors from many places 
may join in the camaraderie of the occasion. 

All convention visitors are invited. They should come 
at noon and can stay as long as they like. There will 
be introductions but no speeches. The luncheon affords 
an opportunity to visit with old friends and new. Be- 
cause the attendance has been growing year by year 
the officers of the Great Lakes Travelers Club decided 
to engage the larger quarters at the Stevens to provide 
ample room for all. 

The Great Lakes Club, through its president, Rus 
Ragan, American Pad & Paper Company, invites mem- 
bers of the trade to come early to Chicago and include 
this festive occasion as part of their convention pro- 
gram. The fee will be $3.00, which covers everything, 
including a first-class Stevens Hotel meal. John Gil- 
bert, Orrice APPLIANCES, is chairman of the committee 
in charge of the luncheon. 

oe jadinatben 


FIFTH DISTRICT TRAVELERS HOLD GOLF MEET 


The Queen City Chapter had the host role for the 
Fifth District Travelers Club annual golf party held 
at Kenwood, one of Cincinnati’s noteworthy country 
clubs, on June 28. 

Jack Shafer served as chairman of the event and 
John Long was secretary. Will Winnes of the Will 
Winnes Company, Cincinnati, presented the golf 
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trophy to Carl J. Avra of the Poundsford Company, 
Cincinnati. 

The visiting golfers enjoyed the club’s facilities in- 
cluding the 36-hole course, swimming in a fresh water 
pool, spacious lounge rooms and elaborate cuisine. 





AT GOLF PARTY HELD BY QUEEN CITY TRAVELERS 
l. Harry Nichols, Weis Mig. Co. 


2. Gordon Kickels, C. L. Barkley & Co.. vice-president NSA 


Field Division, making a short talk. 
3. Will Winnes, Will Winnes Co., Cincinnati, presents the 
golf trophy to Carl J. Avra, Pounsford Co., Cincinnati. 


4. Nate Thul and Howard Armstrong, The Armstrong Co., 


Cincinnati, enjoy the club’s pool. 


5. Al Howard, president Globe-Wernicke Co., at the “mike.” 
6. Henry Walden, Wilson Jones Co.; Cal Long, George S. 


Long & Sons, and Art Frey. manufacturers’ representative, 
award the prizes. 
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MEANS BUSINESS 
~«. more business for you 
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Office Management, 
Fortune, Business 
Week and Dun’s 
Review —a strong 
campaign designed 
to arouse plenty of 
interest and inquiries. 
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PLUS COMPUTING MACHINES Inc. 


37 Murray St., New York 7, N.Y. 
Subsidiary of Bell Punch Company— Established 1878 i 
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HOT WEATHER DOESN’T STOP GLTC GOLFERS 

Temperatures in the high nineties may have kept 
some golfers home on July 28, but 37 of the hardier 
(or more foolish) members of the Great Lakes Travel- 
ers Club journeyed to the Calumet Country Club to par- 
ticipate in the second GLTC tournament of the 1949 
season. A few of the more sedate members with seden- 
tary inclinations arrived late in the day to share in 
the dinner and subsequent activities 

Most of the gross scores were not worthy of pub- 
licizing. However, Dempster Possmore, University of 
Chicago Book Store, tallied a neat 87, taking the low 
gross prize. In the low net figures, based on the Peoria 
Systém, where luck is a determining factor, quite a 
number of sub-par figures were posted. The top four 
and their net scores were as follows: Fred Clark, In- 
dustrial Tape Corporation, 64; Clarence Hinckle, Engle- 
wood Blue Print Shop, Chicago, 65; Ken Reister, Min 
nesota Mining & Manufacturing Company, 69, and 
George Maines, A. C. McClurg & Company, 69. As there 
were 19 prizes awarded, nearly half of those present 
received mementos after the dinner 


In accordance with a long established custom, Ray 
Eichenlaub, Service Steel Products Corporation, was in 
charge of ticket sales. He was assisted by Ed Kraft, 
National Blank Book Company, a member of the tour- 
nament committee. Other members of the committee, 
who served under Chairman Norbert Burgess, Sanford 
Ink Company, were Roy Sk!Ibbe, Victor Safe & Equip- 
ment Company; Ken Reister, Minnesota Mining & 
Manufacturing Company, and Bob Vojta, Chicago 
Saddlery Company. 

io 

THIRD O.E.D. OUTING HELD AT PLANDOME 

The third golf outing of the Office Equipment Deal- 
ers of New York was held at the Plandome Golf Club at 
Plandome, Long Island, on Tiursday, July 14. At the 
end of the day’s play, the survivors of the matches 
were as follows: 

For the president’s cup—W. Chisena, National Cab- 
inet Co.; F. J. Bloempot, Bloempot & Wood; Charles 
Lundgren, Dancker-Sellow, Inc., New York, N. Y., and 
Charles Stettler, Berry, Dickie & Stettler, New York. 

For the W. H. Gunlocke trophy—Wallace Good, 





CLUB SWINGERS AT THE GLTC JULY GOLF TOURNEY 


1. Roscoe Benge, Codo Mig. Corp.; Clarence Hinckle, Englewood 
Blue Print Shop, Chicajo. 

2. Ed Kraft, National Blank Book Co., and Ray Eichenlaub, Service 
Steel Products Corp., non-playing members of the tournament 
committee. 

- Tom Bulger. Geyer Publications; Burns Marvil, Ames Supply Co. 

. Ken Reister. Minnesota Mining & Mig. Co.; Stewart McDonald. 
ee Staty. Co., Chicago; Stuart Winslow. Whiting Pa- 
er Co. 

5. Fred Clark, Industrial Tape Corp.; Jay Elwart and Charles Ziesk 
both Stevens. Maloney & Co., Chicago. 

6. Wes MontPas, mirs. representative: M. Rosenthal. Wicker Park 
Stationers; Saul Hurtig. Acme Staty. Co., Chicago; Neil Short. 
mirs. representative. 


So 
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7. Norbert Burgess, Sanford Ink Co.; W. L. Erickson and Nels Malm- 
quist, guests; Ernie Lund, Englewood Blue Print Shop. Chicago. 

8. Norm Bickel, Sanford Ink Co.; Ben Beeler, Associated Stationers 
Suppl Co.; J. McShane. Northern Indiana Staty. Co., Hammond. 
Ind.; bin Bruner, Office Staty. & Equip. Co.., Sbtense. 

8. Rus Ragan. American Pad & Paper Co., president of GLTC; 
George Maines, A. C. McClurg & Co.; John A. Gilbert, OFFICE 
APPLIANCES; Doug Allen. American Pad & Paper Co. 

10. Gordon Kickels, C. L. Barkley & Co.; Ben Allen. American Lead 
Pencil Co.; Eldon Just. Just & Son. Chicago; Ray Achtner, Office 
Staty. & Equip. Co., Chicago. 

ll. Dempster Passmore. University of Chicago Book Store, Chicago; 
Jim Teadtor Higgins Ink Co.; Harry Pinch, University of Chi- 
cago Book Store, Chicago; Tom Gillice. Rockwell-Barnes Co. 
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ACELINER ACE SCOUT 





ACE CLIPPER 


ACE PILOT 


GIVE YOUR CUSTOMERS THIS 


lt Brings them back for Other Products 


@ Merchants the world over have found Ace 
Stapling Equipment one of the most profit- 
able lines they ever handled. It assures them 
id turn-over, reduces their investment 
tO a minimum and brings their customers 
back for other stationery supplies when in 
need of them. Yes, Ace Stapling Machines 
ind Staples are goodwill builders, one of the 
most valuable assets your store can have. 


Every Ace Machine and Staple is produced 
with a degree of skill and watch-like pre- 
cision unapproached in the history of the 
stapling industry. This fine workmanship, 
plus the best materials obtainable, give to 
Ace Products those smooth, efficient, reliable 
operating qualities so greatly appreciated by 
all those who use them. 


DEALERS! Feature and demonstrate Ace Sta- 
plers and Staples together. Customers will 
ippreciate your unbiased judgement. 


THROUGH DEALERS ONLY 


ACE FASTENER CORPORATION 








STAPLE REMOVER ACE STAPLES 


Snaps out clinched Staples in a Have highest tensile penetrating 
jiffy. Saves finger noils strength. Made of finest steel! wire. 


Cross Sections show how ACE STAPLES are made 


Reaee se ss3: 


FIG. 1 FIG. 2 

Shows the ALL-ROUND wire after 
being treated by the ACE PROCESS. 
This gives maximum strength on the 
outer edge where it is most needed. 


Shows cross section of an AllL- 
ROUND steel wire. Ace uses only 
premium made, accurately drawn- 
to-size steel wire 





3415 NORTH ASHLAND AVENUE «+ CHICAGO 





IN CANADA e ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST MONTREAL 
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Lackawanna Leather Co.; Robert Penny, Penny & 
Gordon, New York, N. Y.; B. H. Nemlich, Regan Furni- 
ture Corp., New York, N. Y., and Nat Dallek, Dallek 
Desk Co., New York, N. Y 

For the Harvey Bright trophy—Richard Berry, Ber- 
ry, Dickie & Stettler, New York, N. Y.; Ted Patton, 
Patton Office Equipment Co., New York, N. Y.; George 
Wray, manufacturers’ representative, and Alex Burk 
hardt, Victor Safe & Equipment Co 

For the Jasper Desk Co. trophy—R. B. Hayward, 
Macey-Fowler, Inc., New York, N. Y.; Ben Itkin, Itkin 
Bros., New York, N. Y.; Arthur Bright, Bright Chair 
Co., and Abe Itkin, Itkin Bros., New York, N. Y. 

Prizes were won by: low gross, tie between F. J 
Bloempot and W. Chisena; first kickers’ prize, Charles 
Stettler; second kickers’ prize, Ben Itkin; blind bogey, 
Harvey Bright, Bright Chair Co.; and special prize, 
Jack Schwander, Desks, Inc., New York, N. Y 

The semi-final round play was set for Tuesday, 
August 16, at Braidburn Country Club, Madison, N. J 

— - 
MICHIGAN TRAVELERS, DEALERS HOLD OUTING 

The eighth annual summer outing of the Stationers 
Club of Michigan and the Fifth District Travelers Club 
was held on July 19 at the Tam-O-Shanter Country 
Club, near Detroit. 

Travelers on the committees were: Bill Lashbrook, 
Esterbrook Pen Company; Tom Low, Minnesota Mining 
& Manufacturing Company; Harry Kaercher, Parker 
Pen Company, and Scott Purvis, Joseph Dixon Crucible 
Company. 

Stationers who served on the committees were: 
Harold Fahrner, Miles Fox Company, Detroit, Mich.; 
Howard Denomme, Bussings, Detroit, Mich.; Joe Miney, 
Service Office Supply, Detroit, Mich., and Bob Ball, 
Ball-Marsh Office Supply, Inc., Jackson, Mich. 

Golfers teed off early, several returning with good 
scores. 

Late in the afternoon the stationers opposed the 
travelers in a baseball game. Reports of terrific pitch- 
ing by Jack Cameron, Miles Fox Company, and sen- 
sational acrobatic playing by Gene Grenon, Leonard’s 
Office Supply & Equipment Company, Detroit, Mich., 





5TH DISTRICT TRAVELERS AND MICHIGAN 

STATIONERS GOLF AT TAM O’SHANTER 
John Ross, Jack Cameron and Tom Peggie, all Miles Fox 
Co., Detroit, Mich. 
Harry Kaerscher, Parker Pen Co. 
Joe Miney, Service Office Supply, Detroit, Mich. 
Tom Low, Minnesota Mining & Mig. Co.; R. A. Reindl, 
Peerless Imperial Mig. Co.; Jim Barrett, Minnesota Mining 
& Mig. Co., and Gene Grenon, Leonard's Office Supply & 
Equipment Co., Detroit, Mich. 


Pep - 


could not change the final score, however. Travelers 
chalked up 12 runs to the dealers’ five. 

Harry Kaercher, Parker Pen Company, lead the 
travelers to victory with the help of Chet Harper, Wil- 
son Jones Company, who played first base. Howard 
Denomme expertly managed the dealers’ team. 

A buffet supper was followed by the awarding of golf 
prizes. Top honors went to Howdy Schaefer, Schaefer’s 
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Flint, Mich., for the low gross score. Jim Barrett, Min- 
nesota Mining & Manufacturing Company, won second 
prize with the low net score. 

Other prizes were awarded as follows: third to Bill 
Lashbrook for second low gross; fourth to Scott Pur- 
vis for second low net; fifth to Bill Gove for third low 
gross, and sixth to Ross Clark for third low net. Sev- 
eral others won prizes on net scores. The high score 





MORE PLAYERS AT TRAVELER-STATIONER 
TOURNEY. TAM O’SHANTER C. C., DETROIT 

l. Eric Robinson, Macauley’s, Detroit, Mich. 

2. Tom Perrin, Miles Fox Co., Detroit, Mich.; B. Beckman and 
M. Jaquemann, both Gregory, Mayer & Thom Co., Detroit, 
Mich.; Milt Schuster, Smead Mig. Co., and Bob Ball, 
Ball-Marsh Office Supply, Inc., Jackson, Mich. 

3. Frank Ambler, The American Paper Goods Co. 

4. Bill Lashbrook, Esterbrook Pen Co., and Howard Denom- 
me, Bussings, Detroit, Mich. 

5. Bill Gove, Minnesota Mining & Mfg. Co. 

6. Harry Valentine, Minnesota Mining & Mig. Co. and Chet 
Harper, Wilson Jones Co. 

7. Bill Reeves, W. A. Sheaffer Pen Co.; B. L. Beeler and 
A. C. Burton, both of Associated Stationers Supply Co.. 
and Bill Lashbrook, Esterbrook Pen Co. 


prize went to Oscar Eaton, Service Office Supply, De- 
troit, Mich. 

Doris Lashbrook, Lillian Robinson and Ceil Bigelman 
won first, second and third prizes respectively in the 
women’s competition. 

Although Joe Miney, Service Office Supply, did not 
play his usual good game he was reported to be sport- 
ing a “humdinger of a golf hat.” 

Charlie Rabaut, Beecher Peck & Lewis, Detroit, Mich.., 
made an eloquent speech in awarding the baseball 
trophy to the travelers. Harry Kaercher accepted the 
award on behalf of his team. 

>< = 


W.O.F.I. RESUMES SALES CLINICS 


The Wood Office Furniture Institute recently an- 
nounced the resumption of the Sales Clinic schedule, 
begun in February but suspended during the summer 
months. 

These clinics are conducted by Howard Gatewood, 
Institute trade relations director, and all office furni- 
ture dealers’ salesmen handling Institute members’ 
products are invited to attend. Through the use of 
motion pictures and color slides, information is dis- 
seminated in these meetings on creative selling tech- 
niques, furniture design and layout, the role of lighting 
and decorating in office planning, and selling advan- 
tages of wood office furniture 

So that dealers may split up their sales staffs, two 
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S l L d @.. into a sweet set-up, 


with the fuse Sectional Idea . . 





Illustration above is one of the rev- 

olutionary No. 3456 legs which al- 
ert dealers are using to set up more 
business in steel filing cabinets. 
Read about it and the W&* section- 


al idea on the following pages . . 








HERE’S ASWEET SET-UP F 











No. 1980GS 
With Lock 








No. 1890GS 
P Without Lock’. j 





No. 3456G6S 


Steel Legs 








FIRST YOU SELL YOUR CUSTOMER THIS 


jfee STEEL ONE DRAWER LETTER FILE— 


Here is a distinguished member of the well known Uni- 


versal Steel line. It’s a perfect number to set up new 
business— either new accounts or as an addition to reg- 
ulars Sell it as a personal file or as a file for a new 
or small business. Large offices even use them for record 


storage they’re so economical. The important thing is 
that when you sell the first one, it’s the start of your 


set-up oO! sectional idea. 








SOON YOU WILL SELL HIM THIS 


In most cases your second order will follow close on the 
] ? 


1eels of the first. It doesn’t take long for the sectional 


idea to take hold, and people like everything about #2 


cabinet: Little things, like the drawer pull and lakel 
holder they’re just a little larger. All cabinets are skill- 
fully made from best grade furniture steel, electrically 
welded Wide follow blocks keep contents erect and 
there’s an anchor rod for guides. Smooth baked enamel 
finish 








THEN HE WILL WANT THESE 


pf STEEL LEGS—Last but not least important. 
Here’s what you base your whole set-up on. No need 
to carr iny different size leg bases in stock any longer. 
[he 3456GS fits all size one and two drawer cabinets and 
go Ol . jiffy. But, your set-up doesn’t stop here... 
other cabinets may be added and new set-ups started 


see Ssiz¢ pelow. 








+ {pre ee, 
a 
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S = C a U p S C alr te TS (See Preceding 3 Pages) 


Universal One Drawer Steel Cabinets 4 


1235GS—12" For 3 x 5 Cards 
1246GS—12" For 4 x 6 Cards 
1258GS— 12" For 5 x 8 Cards 
1535GS— 15" For 3 x 5 Cards 
1546GS— 15" For 4 x 6 Cards 
1558GS— 15" For 5 x 8 Cards 
1585GS— 15° For 8 x 5 Cards 
1569GS—-15" For 6x 9 Cards 


1549GS— 15" For 4 x 9 Checks 
1890GS— 18" For Letter Size 





Oniversal Owo Drawer Steel Cabinets 





T325GS—15" For 3 x 5 Cards 
T426GS—15" For 4 x 6 Cards 
T528GS— 15" For 5 x 8 Cards 
T825GS— 15" For 8 x 5 Cards 
T629GS— 15" For 6x 9 Cards 
T429GS— 15" For 4x 9 Checks 
T3518GS— 18" For 3 x 5 Cards 
T4618GS— 18" For 4 x 6 Cards 
T5818GS— 18" For 5 x 8 Cards 





Start your set-up idea now—others are. 


THE WEIS MANUFACTURING COMPANY 


Wis 


MONROE, MICHIGAN 


NEW YORK 138: The Weis Mfg. Co., 54-56 Franklin Street 
CHICAGO 6: Associated Stationers Supply Co 


BOSTON 10; Adams, Cushing & Foster, Incorporated 


OKLAHOMA CITY 1, FORT WORTH 1, HOUSTON 2: Carpenter Paper Compan OFF 





R.C.Allen | 


BUSINESS MACHINES 


CALCULATORS 







To the independent dealer who can recognize an 


exceptional opportunity, R. C. Allen 


Business Machines, Inc., offers a complete line of 
attractive, low-priced bookkeeping machines, 
adding machines, cash registers and calculators 


now available for immediate delivery. 
Opporfunities are unlimited to help salesmen 
and office machine dealers develop profitable 


business in all parts of the country. 





CASH 
REGISTERS 








WRITE FOR INFORMATIO 






y, 





a 7 














| RC. Allen Business Machines, Inc. eis a 
i 680 Front Ave., N.W., Grand Rapids, Michigen 
| { am interested in what you say about Unlimited 
| Opportunities for dealers and salesmen and would 
| like more information. 
| 
H.C. All ee 
i 
owe en | Address _ hsp dette inst nnn th 
a a | 
Business Machines,Inc. =| cm —___ 
680 Front Ave., N.W., Grand Rapids, Michigan | 
State... _ - ee omi——=anps nines 
| 
ks 
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identical sessions are staged in each city, one from 

9:30 to 11:30 am., and the other from 2 to 4 p.m. The 

Institute mails to dealers in each area complete de- 

tails two weeks before the meeting for that area. 
The fall schedule is as follows: 





Date City Hotel 
September 6 Washington Washington 
September 9 Baltimore Southern 
September 13 Philadelphia Bellevue Stratford 


September 16 


New York City 


Commodore 


September 20 Hartford Bond 
September 23 Boston Kenmore 
October 11 Buffalo Statler 
October 14 Pittsburgh Roosevelt 
October 18 Indianapolis Claypool 
October 21 St. Louis Statler 
October 25 Little Rock LaFayette 
October 28 Oklahoma City Skirvin 
November 1 Kansas City Phillips 
November 4 Omaha Paxton 
November 15 New Orleans Monteleone 
November 18 Houston Rice 
November 22 Dallas Adolphus 
November 25 Denver Brown Palace 
November 29 Salt Lake City Utah 


December 2 
December 6 


San Francisco 
Los Angeles 


St. Francis 
Alexandria 


The Institute Sales Clinics conducted last spring re- 
ceived much acclaim and it is felt that dealers in the 
above areas will give every support to this project 


> — + 
JIM WARD TO BE HONORED AT DINNER 

Plans are under way for a testimonial dinner honor- 
ing Jim Ward, vice-president of Shipman-Ward Manu- 
facturing Company, Chicago, on his fiftieth wedding 
anniversary. Mr. and Mrs. Ward are well known to 
the industry, having been active in association work 
for almost as long as they have been married. 

As past-president of the National Office Machine 
Dealers Association and chairman or member of 
myriad committees over the years, Jim Ward has 
endeared himself to dealers and manufacturers alike 
from “Atlantic to Pacific, from the palm tree to the 
pine.” The testimonial dinner is a fitting tribute to 
aman whose philosophy has always been to give more 
than he receives. 

The Edgewater Beach Hotel’s grand ballroom has 
been booked for Saturday, October 8, for 6:30 P.m. 
Invitations and reply cards have been printed and 





JIM WARD 


plans are being made to book an orchestra, as well 
as a master of ceremony, along with several good acts 
to fit the occasion. 

Members of the planning committee are: Jack 
Weiner, Belmont Typewriter Sales & Service, Chi- 
cago, Ill.; Rocky Jones, Office Appliances Mechani- 
cal Institute, Springfield, Mo.; Al Connolly, Reliable 
Office Equipment Company, Inc., Evansville, Ind.; Paul 
Cockrill, Indianapolis Typewriter Company, Indianap- 
olis, Ind.; Byron Gaar, Louisville Typewriter Com- 
pany, Louisville, Ky.; W. AA. Johnston, W. AA. John- 
ston Sales & Service Company, Knoxville, Tenn.; 
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Irving Ritchie, Typewriter Distributors, Inc., New York, 
N. Y.; Bob Randazzo, General Typewriter Exchange, 
Kansas City, Mo., and Bruce Brown, Bruce Brown, 
Inc., Chicago 
_ —-_- - 

GLTC HOLDS THIRD GOLF OUTING OF SEASON 

Thirty-nine Great Lakes Travelers Club swingers 
and guests showed a healthy disdain for 95-degree 
heat at the Elmhurst Country Club on Tuesday, August 
9, in a battle against parched fairways, fast greens 
and some pretty rugged water holes. They were joined 
at 7:30 p.m. by an additional nine members who pre- 
ferred to limit their activities to gustatory enjoyment 
and cards. 

Topping the strictly amateurish performances for 
the day was a creditable low gross 82 by Ray Achtner, 





HIGHLIGHTS OF GLTC’S THIRD GOLF OUTING 
OF 1949, ELMHURST COUNTRY CLUB, AUGUST 9 


1. The golf committee and low gross winner. Left to right: Rus Ragan, 
American Pad & Paper Co., GLTC president: Ray Eichenlaub, 
Service Steel Products Corp.; Ray Achtner, Office Staty. & Equip. 
Co., Chicago, who topped the field with an 82; Norman Bickel. 
Sanford Ink Co., acting chairman. 

2. The low net winners—Bob Krumwiede, Elmer Krumwiede & Asso- 
ciates; Parle Cooley, Bates Mig. Co.. and Maynard Westring. Mid- 
City Stationers, Inc., Rockford, who finished in that order. 

3. Rus Ragan, GLTC president, presents the blind bogey prize to 
Norbert Burgess, Sanford Ink Co. 

Office Stationery & Equipment Company, Chicago. 

First low net was captured by Bob Krumwiede, Elmer 

Krumwiede & Associates, with a net 66, followed by 

Parle Cooley, Bates Manufacturing Company, and 

Maynard Westring, Mid-City Stationers, Inc., Rock- 

ford, with 68 and 69, respectively. A fourth place tie 

between Eldon Just, Just & Son, Chicago, and Harry 

Balch, Quality Park Envelope Company, was recorded. 
The pro’s blind bogey contest was won by Norbert 

Burgess, Sanford Ink Company, and a special high 

scoring prize went to Ed Shapiro, Esco Stationers, 

Chicago, governor of the NSA Sixth District, who 

amassed a 132 total. As is the custom, the after- 

dinner portion of the evening was devoted to cards 


and some enthusiastic elbow-bending. 
oo —ar < 


J. C. MUSSER SETS TOURNEY PACE 
A net of 70 left J. C. Musser at the top of the heap 
in Class A competition of the Stationers Golf Asso- 
ciation of New York tournament play on July 26 at 
Century Country Club, White Plains, N. Y. H. Gar- 
field paced the Class B golfers with a 71 net. Neither, 
however, advanced to near the top in their respective 
divisions. J. Schlanger continues to set the pace in 

Class A while M. P. Berman leads in Class B 
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FITIPIRE FOLDERS ARE BACK? 


Top Quality Folder Line Was War Casvalty 
» For years the EMPIRE name stood for the best there was in folders 
| During World War II and for a long time afterward, paper mills 


could not meet the EMPIRE standard for quality. The line had-to be 
withdrawn. 





=| EMPIRE Is Back. . . Better Than Ever 


Mills are now meeting the EMPIRE standard. We are making the 
} complete EMPIRE line—in all thicknesses, sizes and cuts—both 
single and reinforced top. (Kraft folders are also available in this 
wide selection.) 


EMPIRE Is a Proven Volume Builder 


You will profit more when you sell EMPIRE because it delivers 
greater satisfaction. You can sell EMPIRE Folders knowing that 
there is no better line made. 


| How to Gef Your Share of Year-End Sales. . With EMPIRE 
| Plan your transfer time sales now. Start making calls to nail those 
\ alll sales down. 


Place your orders now for EMPIRE folders and other “Y and’ E” 
supplies. 





Transfer time is the best time to get your customers back in the 
EMPIRE habit. 

Write for FREE Copy of “HOW TO PREPARE FOR AND TRANSFER 
RECORDS” 






Write for New FREE Supplies 
Catalog No. 4070 








ranchise that means 
Merchandise” may 
mn your commun 


Inquiries invited 


YAWMAN > FRBE MEG. ©. 


1015 JAY ST., ROCHESTER 3, N. Y., U.S.A. 
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Vows and Micllam 





ESTERBROOK ANNOUNCES TWO PROMOTIONS 

Robert N. Wood, vice-president in charge of sales 
of The Esterbrook Pen Company recently announced 
two promotions in the sales department of the com- 
pany, both effective July | 

Harry W. Lynn, formerly eastern divisional sales 
manager, has been named general sales manager in 








HARRY W. LYNN 
charge of sales in the continental United States. Harry, 
who has become one of the best known men in the 
stationery field, was employed by Esterbrook as a sales- 
man in New York City in 1914. In 1929, he was named 
manager of Esterbrook’s New York office and was 
appointed eastern divisional sales manager January 
1, 1946. As a result of his new overall duties as gen- 
eral sales manager, he will make his future home in 
the vicinity of Camden, N. J 
An additional appointment was made when Roy L 
Wood was named assistant sales manager with head- 
quarters in Camden. He is extremely well known in 
the Middle West, where he was employed by W. A. 
Sheaffer Pen Company prior to coming with Ester- 
brook in November of 1944. He was to assume his 
duties in Camden on or about September 1 
°° 


CARPENTER COMPANY PROMOTES REX D. SMITH 

Rex D. Smith, who was associated with the Western 
Tablet and Stationery Company, St. Joseph, Mo., for 12 
years before joining Carpenter Paper Company, is the 
new district manager for the firm in Topeka, Kans. He 
succeeds Jack D. Green, who has been transferred to 
the company’s general offices in Omaha, Nebr. Mr. 
Green will be assistant director of purchases for the 
Carpenter organization, which operates 42 distributing 
plants between the Mississippi and the Pacific coast. 

Mr. Smith came to Topeka from Grand Island, Nebr.., 
where he has been district manager for the past year. 
Prior to that he was sales representative for Carpenter 
Paper Company in northeast Kansas, with headquar- 
ters in Lawrence.—_GMH 
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HOELSCHER WAREHOUSE HIT BY FIRE 

A building at 1212 Jefferson Ave., Buffalo, N. Y., used 
as a warehouse by Hoelscher’s, Inc., dealer in station- 
ery and office equipment at 210 Franklin St., Buffalo, 
was swept by fire July 18, causing extensive damage to 
stock. 

Hoelscher’s, Inc., rents part of the ground floor and 
the entire second and third floors of the structure. The 
firm also has a refinishing shop on the second floor. 
Part of the roof was burned away and sections of the 
second and third floors collapsed. 

Raymond J. Hoelscher, vice-president of the firm, 
said office equipment valued at $40,000 was stored in the 
building. He said an inventory will be necessary before 
full extent of the damage can be estimated. Firemen 
estimated total loss at $76,000.—_GET 


— © 

RALPH WHITE TO HEAD DIEBOLD DIVISION 

Diebold, Inc., recently announced the appointment 
of Ralph E. White, former Government record expert, 
as manager of its microfilm division. Mr. White re- 
cently resigned as sales manager of the Microfilm 
division of Remington-Rand, Inc., and he will direct 
the entire operation of the Flofilm division of Die- 
bold, Inc., including the sales organization. 

Mr. White is a graduate of the University of Cali- 
fornia Law School and is a member of the bar. His 
lengthy experience in records, systems and microfilm 

















RALPH E. WHITE 


include service with the executive office of the Presi- 
dent of the United States in the Bureau of the Budget 
where he was in charge of procedures and planning of 
microfilm and record retirement programs for use of 
all Government agencies. He also served as the na- 
tional director of records and microphotography for 
Federal Works Agencies of the national government. 

Mr. White will have under his direction a complete 
microfilm sales and contract service organization that 
will operate through all branch offices of Diebold, Inc. 
He will headquarter at Diebold executives offices, Room 
2165, 45 Rockefeller Plaza, New York 20, N. Y 
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Mh OPUS ta our PROFITS ! 


Stelleo 


THe 4 wortest SELLING 
FEATURES IN AMERICA! 


Offered Only by Stebeco 


Stebco PATENTED 
LIFETIME EDGE 


A special type rein- 
forcing rail that 
prevents edges from 
stuffing, fraying, 
breaking open. Guar- 
anteed for life! 


Stelkco PATENTED 
LIFETIME HANDLE 


Made of solid leather 
for cushioned comfort 
and reinforced by a 





oO” leather covered steel 

\ band. Cannot break 
or tear loose. Guaran- 
teed for life! 


Stebeo TurIDE 


Looks like leather . 
feels like leather . . 


yet outwears leather 
* | as proved by abrasion 

tests. Scuff-proof, 

peel-proof, chip- proof 
LEATHER ture and washable! 


Stebeo MATCHING 
BUSINESS CASES & LUGGAGE 


Perfect traveling 
sompanions — smart, 
distinctive luggage 
perfectly matched 
with sturdy, practical 
business cases. 


ud Stebeo 1) Nairally (drectoed 


SUURY EL PARE RY Bs 
and LUGGAGE 


EYE-APPEAL 


Packed With: BUY-APPEAL 
PRICE-APPEAL! 


TUFIDE Jooks like leather... feels like leather and it will 
actually outwear leather! Yet TUFIDE business cases sell for much, 


much less. 

Ne. 9-6F-120 
TUFIDE BRIEF BAG 
(16x 13x64," )Covered 
steel interlocking 
frame, 3 pockets (cen- 
ter one double size) 
PATENT LIFETIME 
EDGE and 
LIFETIME 
HANDLE. 


No. 9-6F-120 


Ne. 7A-120 


No. 3-120 

TUFIDE PORTFOLIO TUFIDE MULTI-POCKET 

(16 x 12") Three side zip- (16 x 12") Patented tuck- 

per envelope with 2 long away, unbreakable han- 

expanding pockets, pr dies. 2 long expanding 

tected edges. pockets, 1 flat and 1 di- 
vided pocket. Steel wire- 
reinforced expanding ‘sheets. 3-way zipper 
gussets. 


Today, more than ever, your customers want distinctive business 
cases ... sturdily built and attractively styled... all at prices within 
the most rigid budget. That’s why more and more customers look for 
TUFIDE business cases by STEBCO. 


TUFIDE is available in matching luggage, too. Only TUFIDE bus- 
iness cases and luggage are unconditionally guaranteed for 5 years. 
Another reason why it pays to feature STEBCO! 


SEE OUR DISPLAY - STATIONERS’ SHOW.- CHICAGO - STARTING OCT. 2ND, 


Neo. 7A-120 
TUFIDE RING BINDER 
(13 x 11") Three 1" capacity 
metal rings, 2 inside pockets, 
plus an extra zipper pocket, 
booster opening for 11 x 8)" 


. Stet’co PRODUCTS 


1401-17 West Jackson Boulevard, Chicago 6, Illinois 


Stebco Products and Frank Mashek Products Now Consolidated Into One Great Line 
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Calling in a Qualified Architect 
and Designer Pays for Talbert 
Office Equipment, Casper, Wyo. 


Wes THE TALBERT Office 
Equipment Company of Cas- 
per, Wyo., had to vacate a location 
it had been leasing for a period of 
ten years, the owners took stock of 
their experiences over this long 
period and decided to turn this un- 
pleasant necessity into an impres- 
sive demonstration of good business 
sense. 

They concluded that they wanted 
their own building, that they need- 
ed more space, and that the new 
location should imply an increase 
in business as the most obvious 
reason. 

The only suitable building site 
was, as often happens, not in a 100 
per cent perfect location. However, 
the Talberts felt that a good store 
and store front would overcome 
this one drawback. Realizing that 
they had a definite problem, they 
called in a qualified architect and 
designer. The photos show the re- 
sult of exemplary co-operation be- 
tween client and architect 


Costs Are Held Down 


To hold costs down, the Talberts 
decided upon the simplest struc- 
tural plan: a uniform pattern of 
steel pipe columns and bar joist 
roof. The designer was asked to 
build the store and facade around 
this pattern. The resulting plan 
was actually dictated by the build- 
ing frame, and yet the design itself 
emerged so forceful that the fram- 
ing plan is practically obliterated. 

The detailed plan is the result of 
merchandising requirements and 
such factors as store location, di- 
rection of traffic, type of traffic, 
visibility and display “pull,” all of 
which were carefully studied. Two- 
thirds of the store were given over 
to office equipment and office sup- 
plies, the remaining one-third to 
Talberts’ very popular department 
for fine gifts. The office equipment 
section, requiring the larger win- 
dow and displaying items more 
easily identified from a distance, 
was placed to face the direction of 
heavier traffic, and the window 
turned so as to face the street in- 
tersection where traffic, both auto- 
mobile and pedestrian, is heaviest. 
The entrance was turned in the 
same direction. The _ vestibule, 
necessitated by the climate, was 
dramatized through the use of col- 
orful natural wood. 

Ever since opening day, interest 
has centered about the doubly-tilt- 
ed show window glass. This inno- 
vation, one of the very few of its 
kind so far in the United States, is 
in answer to one of the most an- 
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A TRIUMPH OF PLANNING—Talbert Office Equip. Co., new store in Casper, 
Wyo., is hailed as the result of close co-operation between the client and architect 
to produce the wanted design. Top: exterior view. Center: view of the 
machine department as seen through the tilted windows eliminating glare and 
reflections. Bottom: a glimpse of the commercial stationery department. 
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VU asked for it 


.eaas Now here it is! 
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More than 3 years of work and 
more than 2 millions of dollars 
have gone into the development 
of this ALL NEW Remington 
Portable Typewriter. 

Its new, exclusive design will 
be a “stopper” on your counter. 
This new design is packed with 
15 exclusive and plus value fea- 
tures that make it the standout 
portable value of the industry. 

A strong advertising and pro- 


DEALER SALES) 
DIVISION § 






alt 
The Bae REMINGTON 


Personal Typewriter ... 


motional campaign will stimulate 
a high degree of customer interest 
and action. 

If you haven't already received 
your copy, ask your Remington 
Rand Dealer Sales Division repre- 
sentative for the colorful bro- 
chure “You Asked For It’. 

This brochure carries a full 
description of the ALL NEW 
Remington Personal together 
with plans for its promotion. 


Reninglon Rand 


FIRST WITH COMBINED LINES 
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WITH THE EXCLUSIVE 


MIRACLE TAB 





This keyboard keyset tabulator sets and 
clears tab stops from the keyboard with 


one key operation! Takes all guess work 
out of tab setting —speeds the operation, 
adds to typing convenience. 
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noying problems of window display, namely reflected 
glare. Depending on the orientation, such glare can 
blank out entire window displays during daylight 
business hours. At Talbert’s, the tilted glass panes 
reflect in part the dark colored sidewalk, in part the 
relatively dark underside of the built-out canopy. 
Thus, even on bright afternoons, reflection is reduced 
to a minimum and nearly perfect visibility assured of 
every part of the store. The cost of this glazing job 
hardly exceeded conventional methods because for 
the first time, in an installation of this type, standard 
show window settings were used throughout. 

The interior appointments are simple and efficient. 
On the gift department side the keynote is a contin- 
uous hanging shelf, 37 feet long, illuminated by con- 
cealed “slimline” tubing above diffusing glass panels 
Decorative wood fins provide a rhythmic division of 
this space. In order to display gift items to best ad- 
vantage, adjustable shelf units were created that bring 
small objects closer to eye level and permit of con- 
siderable flexibility in location and arrangement 

It is fitting that the modern design of the store is 
complimented by the modern post-war designs of the 
office equipment lines featured by Talbert’s. The Tal- 
bert Office Equipment Company is the authorized 
dealer in Casper and over half of the State of Wyo- 
ming for Smith-Corona typewriters, portables of all 
makes, Victor adding machines, Friden calculators, 
Ohmer registers, Gray Audograph dictating equipment, 
Speed-O-Print duplicators, and the entire Globe-Wer- 
nicke line. In addition, Talbert’s sells and rents all 
makes of reconditioned office machines. 


Area, Plus Flexibility 


The business machines floor emphasizes area and 
flexibility. There is room for every imaginable piece 
of office furniture and equipment. Mock-ups of entire 
offices can be created with a minimum of time and 
work. Even adding machines and typewriters are 
dramatized on a three-tier shelf of 22 feet length, 
covered with red rubber and suspended on pencil-thin 
steel rods. 

In line with the owner’s preference, the office space 
was combined with the store. The entering customer 
is immediately noticed; yet a floating partition pro- 
vides a view-barrier sufficient to hide the less display- 
worthy aspects of an entire office at work. Mr. Tal- 
bert’s office attains privacy through its location be- 
hind the office stationery department, which counter 
occupies the rear center of the store. Inasmuch as 
the Talberts did not wish to store their merchandise 
enclosed, and the designer objected to the appearance 
of long rows of shelving filled with cartons and boxes 


of all sizes, a happy compromise was reached by ar- 
ranging the stock shelves at right angles to the 
counter and placing display bins across the exposed 
ends. These displays are spotlighted and prove that 
even office supplies can become “impulse” merchan- 
dise 

In back of the office equipment area are salesmen’s 
desks, given some privacy of sight and sound by a 
decorative baffle of acoustical material. Incidentally, 
all store fixtures, partitions and baffles are designed 
so that they can be moved in a matter of hours, with- 
out even scratching the plaster surfaces. 


Plenty of Lighting 


At night, the distance appeal of the store is main- 
tained ‘through up-to-date lighting. Ceiling mounted 
fluorescent units, arranged in an unusual overall pat- 
tern, provide about 50 foot candles of illumination. 
Over counter, shelves, and special displays, recessed 
and adjustable spotlights furnish the “punch lighting” 
which relieves the monotony of over-all illumination 
and gives added sparkle to the displays. 

While interest centers on the store proper, customers 
are impressed with the facilities that Talberts have 
assembled under one roof: a well-lighted modern re- 
pair and service department employing five experts 
who give capable attention to customers’ repair needs 
and to reconditioning of used office machine equip- 
ment; a dust-proof paint and spray room, the gift and 
Stationery supply stock room; the adequate general 
warehouse area, and an adjoining garage for Talbert’s 
service trucks. 


Have 60-Foot Facade 


The owners believe that a good color scheme and 
careful choice of materials contribute considerably 
to the success of the design. The 60-foot facade is 
light green glazed tile, the columns and sign, Venetian 
red. The interior walls are three shades of green; the 
ceiling, yellowish-white, and the floor, medium gray 
and yellow asphalt tile. All interior metal work is 
Venetian red, while counter tops and feature shelves 
are covered with red rubber. All natural woodwork 
is high figure birch. Shelf interiors are mauve-gray. 
Floating partitions are covered with painted burlap 
which permits nailing of picture hangers without 
visible injury to the wall. Window settings and light 
fixtures are satin-finish aluminum. 

Design was by Walter Kuetzing, architect, of Bil- 
lings, Mont.; execution by F. A. Ripley Associates, 
Billings, Mont.; general contractor, Fred C. Moore of 


Casper. 





NEW SIGHT LIGHT MODELS FEA- 
TURED AT NEW YORK LAMP SHOW.— 
High interest was shown in the new 
Sight Light models recently featured at 
the New York Lamp Show by the Sight 
Light Sales Division of Bainbridge. 
Kimpton & Haupt, Inc., under the direc- 
tion of M. G. Wheeler. general man- 
ager. New decorative styling and op- 
erating improvements have been added 
to the line, the floor model of which was 
recently publicized by a “New York 
Times” feature writer as idea! for tele- 
vision. This model also has many office 
applications. Record sales were reported. 
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By the very dignity of its appearance you'd expect it to 
reflect top executive authority—integrity, prestige, con- 
viction, all so vitally important in business. 

Executives who would never entrust important con- 
tacts to shoddily-dressed underlings do not realize that 
they may be creating an equally bad impression by 
sending out important letters written in bleary, fuzzy 
typing by cheap typewriter ribbons. 

Silk Gauze silk Ribbons, the biggest value that money 


WROTE YOU A LETTER 


can buy, are the best insurance against type-impression 





mediocrity. Their thin, super strong silk—finest and most 
durable of all ribbon fabrics, assures clearest writing and 
longest wear. Impressions are always sharp, never fuzzy 
or filled in. In performance cost they are far more eco- 
nomical than cheaper ribbons bought on a “price” basis. 
They are made in all colors and color combinations, for 
standard, noiseless and electric typewriters and ribbon 
using business machines. 


RIBBON AND CARBON 
MANUFACTURING CO., Inc. 


Main Office & Factory * Glen Cove, Ll. 1., N.Y. 
New York Sales & Export: 58-64 West 40th St. 
Kansas City, Mo. * Chicago * Detroit * Atlanta 
Milwaukee * Minneapolis * Philadelphio 
Pittsburgh * Portland, Oregon * Fort Worth 
Cincinnati (Harris-Moers Co.) 
Also: Toronto, Canada * London, England 
Milan, Italy * Sydney, Australia 


GAUZE 





SILK TYPEWRITER RIBBONS 


Silk Gauze helps you eliminate “price” competition and 
gives you steady, splendid profits. Write for sample typing 
specimens and sales suggestions. 
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H. DORSEY DOUGLAS, INC., INTRODUCES 
NEW FACILITIES AT OPEN HOUSE 

An open house June 13 served to introduce to the 
general public the enlarged, modernized and more 
efficient home of H. Dorsey Douglas, Inc., proudly 
proclaiming that it is “growing with greater Okla- 
homa” at 123 N.W. First St., Oklahoma City, Okla. 

Welcoming the throng was the new modern store 
front with the large neon sign illustration of the 
office supply business and display windows giving 
passers-by a view of the entire store interior. 

Apparent from the accompanying photographs is 
the fact that the interior is efficiently arranged to 
place the complete stock in view and still provide 
plenty of aisle space. Indirect lighting and air con- 
ditioning are features. The furniture department just 
below the main floor provides a modern setup for com- 
plete office furnishings merchandising 

A striking feature about the new store is one idea 
of Mr. Douglas’. The ground floor is six inches above 
the street level. Mr. Douglas realized that customers 
are hesitant about stepping upwards, so he had the 
front entrance drilled out and the new concrete floor 
tapered in such a manner that shoppers entering the 
establishment do not realize that there is even a raise 

Another development for the customers’ convenience 
is the Couch Drive entrance on the north side of the 
building, thus saving them many footsteps over a 
period of time. This entrance is advertised as well as 
the one at 123 N. W. First St 


General 
reproofing 
PRODUCTS 





Calendar of 
Industry Activities 











September 27-30—Sixth San Francisco Business 
Show of Progress, Palace Hotel, San Francisco, Calif. 
Administrative office, 531 Market St., San Francisco 
5, Calif. 

September 29. Records Management Association of 
New York Conference, Commodore Hotel, New York, 
N. Y., Association headquarters, 299 Madison Ave., New 
York, N. Y. 

September 29-October 1. Marking Device Association 
Convention, Edgewater Beach Hotel, Chicago, Ill. Elmer 
F. Way, Secretary and General Manager, 134 N. La Salle 
St., Chicago 2, Il. 

October 2-6. National Stationers Association Forty- 
third Annual Convention and Thirteenth Merchandise 
Exhibit, Hotel Stevens, Chicago. Paul Burbank, Gen- 
eral Manager, Nationai NSA Headquarters, 740 Invest- 
ment Bldg., Washington 5, D. C. 

October 21-22. Manufacturer-Dealer Sales-Service 
Clinic and Business Show, Shrine Mosque, Springfield, 
Miss. Office Appliance Mechanical Institute, Spring- 
field, Mo. 


——_+—~< —_ 











H. DORSEY DOUGLAS STORE EXTERIOR, INTERIOR AND COUCH DRIVE ENTRANCE VIEW 
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IBM 

SERVICE 

TO 
MANAGEMENT 














World Headquarters Building, 590 Madison Avenue, New York 22, New York 











The entire IBM organization is geared to serve management 
throughout the nation. 


One of its services is provided by IBM Service Bureaus, which 
efficiently perfotm accounting and statistical functions for busi- 
ness on IBM Electric Punched Card Accounting Machines. 
Clients, varying from the smallest organization to the largest 
and representing almost every field of business and industry, 
use this service to obtain inventory reports, payroll records, cost 
reports, sales and market analyses, and for the preparation of 
many other types of accounting or statistical data. All work is 
handled by experienced personnel and is held strictly confidential. 
Service charges are based on the volume of transactions and 
number of reports required. 

IBM Service Bureaus are located in principal cities. 


INTERNATIONAL BUSINESS MACHINES CORPORATION 
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Only a Weber 


provides all these advantages. 


e@ AUTOMATIC EJECTOR. Automatically ejects 
each piece, face up, as it is addressed. Leaves both hands 
free for operating. 
@ HIGH SPEED. Can be operated at speeds from 2000 
to 2500 pieces per hour. 
e ADJUSTABLE FLUID CONTROL. Three-way adjustment 
governs flow to suit the paper stock. Insures perfect 
moistening. 
@ FULL VISIBILITY. Transparent pressure bar gives full 
visibility to name and address . . . insures perfect centering 
e ADJUSTABLE GUIDE. Easily set to accommodate 
various sizes of mailing pieces. 
e STURDY CONSTRUCTION. Streamlined one-piece cast 
aluminum housing . . . one-piece cast aluminum operating 
arm... rich crackle finish. 

They all add up to the best 

in high speed, low cost addressing. 
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here it is... the ALL 
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addressing machine 





new exclusive features 


new higher speed 
new streamlined design 
all at the same old price 


HERE is the machine that puts fast, efficient mechanical ia 

addressing within reach of all. It provides every advantage of oy: 

equipment costing many times as much . . . clear, distinct f e 
typewritten addresses . . . 2000 to 2500 per hour. . . at amazingly ae. 


ee 


ee yg 


low cost. It eliminates delays, insures perfectly timed mailings, 
and reduces the chance of errors. 





Anvone who mails re peatedly to a list of 50 or more names can save 
time and money with the new Weber Addressing Machine. 
It’s the ideal equipment for 


Manufacturers Wholesalers 
Retailers Clubs Churches Schools 


SIMPLE TO OPERATE, Anyone can operate the new Weber. There 


ire no stencils or plates to prepare. Just type the original list on 


a roll of special paper. Place this original on the Weber and address 
directly from it over and over again up to 100 times. 

It does not deteriorate with age. Weber originals more than 

10 years old still reproduce distinctly. 


LOW OPERATING COST. The Weber is a money-saver from every 
standpoint. There are no costly plates or stencils to buy . . . 

no filing cabinets are needed to house them. Sufficient supplies for DEALERS 
1 500 name mailing list are included with the machine and 


additional supplies cost less than 1¢ per name. If you are not already handling the new 


Weber Addressing Machine, write 
HIGH SPEED. The new Weber is equipped with a unique mechanism today for full details. Let us tell you 
which automatically ejects the piece the instant it is addressed. 
he transparent pressure bar gives full visibility to the address insuring 
fast, easy centering. As a result, addressing can be done as fast 


about our dealer plan . . . our 
national advertising campaign designed 


to build sales for YOU. 


as 2000 to 2500 pieces per hour. 
LONG LIFE. The new Weber is sturdily built and precision The demand for the new Weber has 
engineered for years of trouble-free service. It is the result of many far exceeded our expectations and 
years of experience in the design and manufacture of as a result, it may be weeks before our 
addr 1g equip! é it i ari -e i re i + 

c nen g “4 i] — ree it : ey ee rch de representative can call on you. So, 
materiais and workmanship. Sold by leading office equipment dealers. . 

g opre equip don't delay. Get full details at once 


about this all-new, fast selling 


MANUEACTURED BY equipment. Write today. 


(ODRESSING MACHINE COMPANY = 


248 WEST CENTRAL ROAD 
MT. PROSPECT, ILLINOIS 
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IMPERIAL DESK APPOINTS JIM LYNCH 
Norman A. Gerth, sales manager of Imperial Desk 
Company, Evansville, Ind., recently announced the 
appointment of James B. Lynch to represent the firm 




















JAMES B. LYNCH 


in the northern part of Illinois and Indiana and the 
states of Wisconsin, Minnesota, North and South 
Dakota. 

Jim Lynch has spent his whole lifetime in the office 
equipment industry, and is a well known figure in the 
trade. He has always shown great interest in the Na- 
tional Association activities and over the years has 
served it in many and varied ways at the national 
conventions. He recently retired as president of the 
Great Lakes Travelers Club. 

Jim will headquarter at his home, 8232 Ellis Ave., 
Chicago 19, Ill. 


o ——_ } 


R. K. CLARK COMPANY MOVES TO NEW FACTORY 

The R. K. Clark Company, Minneapolis, Minn., man- 
ufacturing steel shelving and bins, has moved from 
108 First Ave., N., to a large modern daylight factory 
at 2840 Fourth Ave. S. Here is available 40,000 square 
feet of manufacturing space, making possible imme- 
diate shipments. 

The new plant is completely equipped with modern 
sheet metal working machinery, including a shearing, 
forming and punch press. R. K. Clark has its own 
railroad siding to facilitate shipments and a complete 
special engineering department for the handling of 
special orders. An erection crew will do special in- 
stallations. 

R. K. Clark Company plans shortly to place on the 
market a number of new items of interest to the com- 
mercial stationery and office equipment trade, includ- 
ing a unique metal bar and office utility storage cabi- 
net, besides a metal desk to be shipped in knockdown 
form to save freight charges. 


NEW MODERN DAYLIGHT FACTORY 
OF R. K. CLARK CO. AT 2840 
FOURTH AVE.. S.. MINNEAPOLIS 
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NEW PENCIL, PEN FIRM ORGANIZED 
A new industry, the Arrowball Corporation, makers 
of ballpoint pens and mechanical pencils, will begin 


operations in Ilion, N. Y., in mid-September, Robert | 


Bishton, president, recently announced. 

Mr. Bishton formerly was associated with Bishton- 
Wheeler Corporation, Ilion, which also made ballpoint 
pens. The Bishton-Wheeler firm moved to Utica sev- 
eral months ago. 

The firm’s products will be matching ballpoint pen 
and mechanical pencil sets and a line of ballpoint pens 
without pencils. Plans call for added lines of more ex- 
pensive pens later. The plant will employ about 60 
workers.—GET 


——o—— 
TWO APPOINTED BY GRAND RAPIDS FIRM 
The Grand Rapids Leather Furniture Company, 201- 
207 Front Ave., N. W., Grand Rapids 4, Mich., recently 
announced the appointment to the sales staff of Ben- 
jamin P. Field and his son. Both are well known to 
the national commercial stationery trade and will rep- 
resent the firm throughout the midwestern states. 
bc. aaa 
CORRY-JAMESTOWN APPOINTS W. W. CANNON 
Corry-Jamestown Manufacturing Corporation, Corry, 
Pa., recently announced the appointment of W. W. 
Cannon as its representative in the Southwest area. 
Mr. Cannon will take over the area formerly covered 
by the late C. C. Ostrander, of Okmulgee, Okla. 
Mr. Cannon, better known as Bill, is a native Texan, 
and has headquarters in Dallas. He’s well-known 














W. W. CANNON 


among the dealers in this territory, having been asso- 
ciated with the office furniture and steel equipment 
business for the past 25 years. 

In addition to his new position as Corry-Jamestown 
representative, Mr. Cannon will continue to cover the 
area for the W. H. Gunlocke Chair Company of Way- 


land, N. Y., whom he has represented for several years. 
—_—_— oo - 
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Easy on the “BUY”! 








All eyes are on the familiar, easy-to- is precisely manufactured under strict 

identify Oakville YELLOW BOX LINE. quality control. Research and tests 
guarantee uniform performance. 

r) itstanding quality of Oakville When you stock the YELLOW BOX LINE, 

paper fastening devices has earned the you deal with one dependable source. 

gr ” of users and dealers everywhere. One shipment, one invoice does the job, 
Think what this means in convemience 

\ Simply because each Oakville item and lowered handling costs. 


STANDARDIZE ON THE YELLOW BOX LINE — IT’S PACKED FOR PROFITS, 


COME IN AND VISIT US .. . BOOTH 61... AT THE NSA CONVENTION 


AKVILLE COMPANY DIVISION 


Scovill Manufacturing Company’ « Waterbury 86, Connecticut 





; + - TV) 
42nd St., Lexington Ave, 1419 N. Broad Street 44) Stwert St. 222 W. Adams St. Charles &. Barry Co. 430 Brannan 51. 
NEW ‘YORK 17, N.Y PHILADELPHIA 22, PENN. BOSTON 16, MASS. CHICAGO 6, ll. SAN FRANCISCO 7, CALIF. 


BROWN BROS. LTD., TORONTO 2 
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—and the Most Valuable Exclusive Franchise 


safeguarding today’s sales, and insuring tomor- 
row’s profits. 


THE EXCLUSIVE MASTER-CRAFT DEALER 
has today’s broadest and best loose-leaf line —a 
double line that includes a wide range of profitable 
specialties, in addition to staple loose-leaf items. 


The Master-Craft Dealer enjoys the support of a 
manufacturer who places the prosperity and suc- 
cess of the dealer above all other considerations. 


The Master-Craft Exclusive Franchise assures the 
dealer all the business in his territory, thereby 











Inquire today about the Master-Craft Exclusive 
Dealer Franchise. It’s worth getting! 


MASITER-CRAFT 


KALAMAZOO, MICHIGAN 














MASTER-CRAPFT Ss THE LOOsE-LEAF 





Diviston 
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—and the Most Desirable Dealer Franchise 


THE EXCLUSIVE SHAW-WALKER DEALER 
offers his customers 4,000 items matched in 


You can fill ail demands for time-saving, space- 
saving and fire-insulated products when you have 


Zz 


9 








appearance and matched for results. All bear the the enormous Shaw-Walker franchise. It’s the 
symbol of quality — “Built Like a Skyscraper” — trade’s most valuable! Ask about it. 
the best-known trade-mark in the office equip- ‘ as 
ment industry. 

The exclusive Shaw-Walker Dealer leads the GHAW-WALKER 
field with products not available elsewhere, exclu- be 
sive items that buyers want. Home Office .. . MUSKEGON, MICH. 


—— 








ARGEST JSive MAKERS OF OFFICE 


FURNITURE 


AND FILING EQUIPMENT IN THE WORLD 
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50-YEAR-OLD STATIONERY STORE IS SOLD 


The R. E. Wenger Book Store, a 50-year-old firm at 
521 Broadway, Greenville, Ohio, was recently sold by 
R. E. Wenger to R. C. McClurg. Mr. Wenger announced 
also that he had sold the store’s warehouse stock to Mr 
McClurg and Mer! Oliver 

The Wenger store has been in constant operation as 
a stationery and book store for the past 50 years, being 
operated by Charles Gibson for ten years before Mr 
Wenger bought the business some 40 years ago. When 
Mr. Weger first went into business he began whole- 
saling post cards, which were a popular item at that 
time, and from that start built up a general wholesale 
stationery business which was sold to Frank Warren 
and associates January 1, 1948, after he had already 
disposed of retail stores in Sidney, Troy, Eaton and 
Winchester, Ind. 

Mr. McClurg and Mr. Oliver, who operate three retail 
stores each, will maintain a buying office in Greenville 
as well as a warehouse to supply their retail outlets. 

a - 
WHITEHEAD ELECTED VISIBLE INDEX OFFICER 

Warren T. Whitehead, Detroit banker for 25 years, 
was recently elected vice-president and treasurer of 
the Visible Index Corporation and VISIrecord, Inc. 
of Long Island City, N. Y. 

He was one of the first employees of the National 
Bank of Detroit, which now ranks thirteenth among 

















WARREN T. WHITEHEAD 


the nation’s largest banks with deposits exceeding 
one billion dollars. 

Mr. Whitehead’s position with the National Bank of 
Detroit was that of administrative assistant of the 
operations division and he has had general operating 
supervision over a group of departments and func- 
tions. He has also served as assistant secretary-as- 
sistant treasurer of the Safe Deposit Company of 
Detroit and vice-president and director of that bank’s 
employees’ N.B.D. Credit Union 

At present Mr. Whitehead serves as standards chair- 
man for Area 6, of the National Office Management 
Association. 


VISIBILITY PLUS—The new store of 
Marks Stationers, Ventura, Calif. A full 
view of interior displays is possible. 





ROYAL OPENS BRANCH IN WHITE PLAINS 
The Royal Typewriter Company, Inc., opened an im- 
portant new branch at 275 Mamaroneck Ave., White 
Plains, N. Y., on August 1 
So significantly does the new office figure into 
Royal's future sales plans that James F. Vreeland, for- 
merly saies manager of the company’s Roytype sup- 

















JAMES F. VREELAND 


plies division, has been given the assignment of open- | 


ing up the territory and managing district operations 
there. 

With headquarters in White Plains, District Manager 
Vreeland also will exercise sales supervision in Bronx, 
Westchester, Putnam, Orange and Rockland Counties. 

Well-known throughout White Plains, Mr. Vreeland 


has resided with his family at 74 Sterling Ave., for the | 
past 24 years and has been active in civic affairs. } 


Walter B. Vreeland, one of three sons, will be asso- 
ciated with his father in the business as a typewriter 
salesman. 

District Manager Vreeland started with Royal as a 
typewriter salesman in 1919. In 1934, he was appointed 
a correspondent in the New York sales department. 
Then, in 1936, he organized Royal’s Roytype division 
and, as sales manager for the following 13 years, de- 
veloped the supply business 


= a 
MARKS STATIONERS, INC., OPEN NEW STORE 


Marks Stationers, Inc., active in Ventura, Calif., 
since 1941, recently moved to new, spacious quarters 
at 79 S. Oak St. The new store, featuring greatly en- 
larged space, modern fixtures and arrangement, is next 
door to the former location. J. J. Marks is the owner. 

The firm carries a full line of office supplies includ- 
ing Royal typewriters, Victor adding machines and 
Yawman and Erbe steel office furniture. Also featured 
at the store is a complete repair service on all makes 
of typewriters, adding machines and other office 
machines. 

Tom Kelly is manager of the store and Burt Lee is 
service foreman. 


TYPEWRITERS 


= = | 
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ANDREW J. PFAFF, DIXON SALESMAN, RETIRES 

A very great salesman has made his last call. An- 
drew J. Pfaff has stepped into retirement. 

For how many years has Andy Pfaff dominated the 
New York scene as district representative of the pencil 
sales department of the Joseph Dixon Crucible Com- 
pany? It seems to run back to time immemorial 
antedating the memory of the current generation 
of men! 

Who was it said that most prominent New Yorkers 
were born elsewhere? That certainly was true of A. J. 
Pfaff, who was born in Pennsylvania, and grew up 





ANDREW J. PFAFF 


there and raised a family there. Then, Dixon pro- 
moted him to Dixon headquarters in Jersey City. But 
before he left Pennsylvania, he had already estab- 
lished a fine reputation as a salesman and had served 
with distinction in the Pennsylvania State Legislature. 

His work for Dixon took him all over the United 
States, Canada, Mexico and Cuba. Wherever he went, 
Dixon pencils followed in volume. 

His success in handling large school contracts in 
Pennsylvania and in other parts of America was very 
marked. 

At conventions and at meetings of stationers in the 
great cities of the country, he was an outstanding 
figure for years and years. 

When shall we see his like again? 





SELL APPOINTS SALES PROMOTION MANAGER 

Ken Todd was recently appointed sales promotion 
manager of Sell Corporation, 531 S. Jefferson St., Chi- 
cago 7, Ill., according to an announcement of S. L. 
Hatch, president of the company. 

Mr. Todd will be in complete charge of the firm’s 
newly expanded sales promotion program. He is well 
known and very well qualified for this position, having 
had extensive experience in the sales organizations of 
several of the larger retail stationers in the Chicago 
area. He also maintained offices in Chicago as a manu- 
facturer’s representative. 

———_ ote 
AURORA FIRM OPENS EL PASO OFFICE 

The Miller-Bryant-Pierce Company of Aurora, IIL, 
makers of carbon papers and inked ribbons for busi- 
ness machines, has opened an El Paso, Tex., office at 
1020 East Overland St. Sam Lattimore, a native Texan 
formerly connected with the Dallas branch office of 
the company, will be in charge as manager, and terri- 
tory will cover this section of Texas and part of New 
Mexico.—JHR 

i ees 
ROCKWELL-BARNES APPOINTS SALESMEN 

Two appointments in its sales division were recently 
announced by Rockwell-Barnes Company, Chicago. 

Having successfully completed the special sales 
training course, Don La Vigne has been assigned to 




















DON LA VIGNE DALE WEITMAN 
represent the firm in Michigan and northern Indiana, 
headquartering in Detroit. 

Dale Weitman, also a graduate of the special sales 
training school, has been appointed to represent Rock- 
well-Barnes in Wisconsin, northern Michigan and in 
the north section of the greater Chicago area. Weit- 
man, a native of Des Plaines, Ill., plans to be mar- 
ried in November. 
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BUILD NEW HOME FOR DIXIE CHROME PRODUCTS, INC., AT IRVING, TEX. 


Outgrowing its facilities at Dallas, Tex., Dixie Chrome Prod- 
ucts, Inc., has chosen near-by Irving. Tex.. as the site for its 
brand new factory and general offices. All operations 
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are being consolidated under one roof, including a wide 
variety of Dixie chrome office furniture, as well as chrome 
dinettes and breakfast sets under the Virginia House label. 
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HAROLDSON COVERS EXTENSIVE TERRITORY 
WITH SOUTH DAKOTA REPAIR SHOP 


The Haroldson Office Supply, Jamestown, N. Dak., 
has the only typewriter repair shop within a radius 
of 100 miles, and this factor alone brings a lot of busi- 
ness from individuals and industries to this company: 

The typewriter shop, located in the firm’s basement, 
is operated by N. E. Johnson, who has had 35 years’ 
experience repairing typewriters. He has been with 
the Haroldson firm for the past ten years. 

The typewriter shop, too, is operated on a sort of 
co-operative basis, with Mr. Johnson receiving 60 per 
cent of the income and the company 40 per cent. The 





HAROLDSON OFFICE SUPPLY, JAMESTOWN, N. DAK. 


shop is equipped with an air compressor, lathes and 
other equipment necessary to do a fine repair job. 
Adding machines and other equipment are also 
serviced. 

All Are Future Prospects 


“When an individual or a firm brings his machine 
here for repair, he eventually is a prospect for a new 
machine, or an extra machine,” says Myron Haroldson, 
who with his father, I. O. Haroldson, owns the firm. 
“We find that a first class repair shop is a big aid to 
our business.” 

The firm also sells all types of office equipment and 
stationery supplies. Mr. Haroldson has a list of all 
firms in the area and he visits them from time to time 
checking on their needs and explaining new equip- 
ment. These personal trips always result in more 
business and more satisfied customers, he reports. 

Another excellent source of business for the firm is 
schools. Mr. Haroldson has made the acquaintance of 
principals and teachers of schools in this section, be- 
come acquainted with their special needs in equipment 
and supplies and made it a point to have such ma- 
terials in stock. This has resulted in a steady patron- 
age from many of the schools. 

Insofar as advertising is concerned, this firm has 
quite a varied program, including newspaper, radio 
and direct mail. Because there is so much territory to 
cover—towrnis are few and far between— Myron Harold- 
son feels that an extensive advertising program can 
keep people in the big trade territory constantly aware 
of what the firm has to sell 


Does Extensive Advertising 

For this reason, Haroldson Office Supply advertises 
in three newspapers in the district, is on the radio 
(local station) about twice a week, and also does some 
direct mail. 

“This advertising program enables us to reach just 
about all prospects in our big area,” says Mr. Harold- 
son, “It keeps our firm name before many people, and 
when they want something in office equipment or 
stationery supplies, they usually think of us.” 
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Located on the main street of Jamestown, this office 
supply firm makes excellent use of its windows for dis- 
play purposes. They are changed quite often so as to 
take advantage of the heavy street traffic. Many an 
executive, many a business man, seeing a fine window 
display at Haroldson’s, walks in and make inquiries, 
and very often makes a purchase. 

“Business is better than last year thus far,” says Mr. 
Haroldson, “and we are determined to keep it that 
way through better merchandising.” 

The firm has a large greeting card section which 
also attracts many people, as does a large stock of 
pens and similar equipment.—NPS 

See 
ATLAS PRESS ADDS OFFIC E SUPPLY STORE 

The Atlas Press, Morris Fischer, proprietor, a print- 
ing and engraving company in Washington, D.C., for 
15 years, has added a complete office supply store to 
the facilities. 

When a small building near the printing plant be- 
came available, Mr. Fischer procured it, had the front 
removed and the building extended to a length of 102 
feet. This building faced F Street and was connected 
by stairway with the ground floor property on Fifth 
Street. 

Besides the new store and the 5,000 square feet on 
the ground floor Mr. Fischer also has a second floor 
that is 70x30 feet in size. 

The front of the office supplies store is finished in 
gray with aluminum trim, neon signs and a visual 
window. Interior walis are gray and yellow with 
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NEW ATLAS PRESS STORE IN WASHINGTON, D. C. 


fluorescent lighting. The floors are of green and yellow 
asphalt tile, and special cabinets for greeting cards, 
pen sets and leather desk accessores are of blond wood. 

Mrs. Alice Taylor Slaughter, formerly with R. P. 
Andrews Paper Company, is store manager. She brings 
almost 30 years of experience to the position and has 
full charge of the buying. The print shop and engrav- 
ing shop enable Atlas to render complete service for 
any kind of office needs. 

2 © 

NEW YORK FIRM TAKES LARGER QUARTERS 

Redi-Record Products Company have announced 
their move to 598 Broadway, New York 12, N. Y. The 
great increase in the volume of business has made 
this move and expansion possible. With these larger 
quarters the company feels that it will be able to 
offer better service to all its many customers. The 
firm was formerly located at 251 Fifth Ave., New York 


16, N. Y 
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FAULTLESs 


DAN A. MAC DOUGALE Mid West Division 
JOHN J. KERNS Eastern Division 
GEO. C. POHNKE New England Division 
WALTER J. WACHS .....South Eastern Division 
ROY T. BANSEMER Great Lakes Division 
BOB WAGNER Western Division 
1. J. FETTIG Production Department 
HENRY ORTH Soles 


STATIONERS 
LOOSE LEAF CO 


r MILWAUKEE I, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 
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UNDERWOOD MAKES TWO APPOINTMENTS 
F. C. Hall has been appointed regional manager at 
the Memphis, Tenn., branch office of Underwood 


Corporation, according to an announcement by W. F. 

Arnold, vice-president and general sales manager. 
Mr. Hall started with Underwood as a sales agent 

in 1932 and later became a sales representative. 
Vice-President Arnold 


also anhounced that Louis 
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LOUIS DROMGOOLE 


F. C. HALL 


Dromgoole has been appointed manager at the Austin, 
Tex., branch office. Mr. Dromgoole joined Underwood 
this year, and was a typewriter salesman at the San 
Antonio, Tex., branch office of Underwood Corporation, 
prior to his present assignment. 
>> ¢ 
GANT & BUTTERFIELD BOOK STORE OPENS 

The Gant & Butterfield Book Store was opened at 
117 E. Third St., Owensboro, Ky., on Thursday, July 28. 
The store, formerly Gant’s Book Store, was enlarged 
and redecorated following a fire of about a year ago. 

The new corporaiton is composed of S. S. Gant, 
president and general manager; Sidney Butterfield of 
Smith & Butterfield, Evansville, Ind., treasurer, and 
Fred Sonnemaker, also of Smith & Butterfield, vice- 
president. 

All types of books, office supplies, stationery and 
greeting cards will be handled and the store will oper- 
ate a lending library. 

Sidney Butterfield has been engaged in the office 
supply and book business all his life. His late father 
was one of the founders of Smith & Butterfield —WBC 


MARCHANT ANNOUNCES THREE APPOINTMENTS 
Three recent appointments have been announced by 
Edgar B. Jessup, president of Marchant Calculating 
Machine Company. 
Frank R. Adams, Jr., is appointed agency manager 
of the Miami, Fla., district. He was formerly a sales 


representative in the Wilmington, N. C., agency of | 


Marchant. 
Appointed to the post of manager for the enlarged 


New Haven, Conn., agency is Albert R. Piel. Marchant } 
service in the area will continue under the direction | 


of Robert H. Rivoir. 


The new agency manager in the Davenport, Iowa, = 


district is Elmer F. Zieger, formerly a sales representa- 
tive for the company in the St. Louis, Mo., agency. 
n> 
SAN FRANCISCO FIRM TO NEW LOCATION 
American Office Equipment Company of San Fran- 


cisco, Calif., recently moved to larger quarters at 672 § 
Market St., the move marking a steady growth for the | 


business established by William R. Inman on May 1 
of this year. 

Mr. Inman had his start in the industry in 1925 at 
Omaha, Nebr., beginning with the typewriter business. 
He also organized the Acme Typewriter Company at 
Omaha, a firm which is still in operation. Previously 


he was sales manager for the Underwood Corporation | 
in the Hawaiian Islands and served Underwood in San | 


Francisco in the office machine lines. 


Service department of the American Office Equip- § 


ment Company is in charge of William McBurney, who 
has been in this field for the past 37 years. 
ae oe ee ba 
LIBERTYVILLE, ILL., FIRM CHANGES NAME 

The Wilcox Press of 124 E. Church St., Libertyville, 
Ill., on July 1 became The Village Press, Inc., the new 
name accompanying incorporation and plans for larger 
quarters. 


Under the incorporation, John Pyle became presi-' 


dent; Jack Swan, executive vice-president and treas- 
urer; Don Maxon, secretary; and Budd Gore, vice- 
president. 

Some months ago, in preparation for an expansion 
program, 4,000 square feet of land was purchased upon 
which will be erected a one-story steel building at the 
rear of the preSent structure. This construction will 
permit the consolidation of printing operations and ex- 
pansion of office supply business. 








OFFICE EQUIPMENT FOR FUNERAL DIRECTORS 
Ziegler & Sampson, office equipment dealers in Cincinnati, Ohio, recently installed 
this booth at a funeral directors’ convention held in their city. They featured items 


which had a definite appeal to the profession in attendance. 
displayed were Samson folding chairs by Shwayder Brothers. 


Among products 
Vornadofans by 


A. O. Sutton Co., Office Valet by Vogel-Peterson Co., aluminum accessories by 
Glaro Machine Products Co., chairs by Wells Office Furniture Co. and Blair 
Aluminum Co., and desks by Security Steel Equip. Co. 
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BURROUGHS 
MICROFILMING OFFERS 


More Space Saving... 


. More ely Countels. 


Your Burroughs office will welcome an 
opportunity to prove these advantages of 
Burroughs microfilming. A demonstration 
of the simplicity and ease of photographing, 


BURROUGHS ADDING MACHINE COMPANY, DETROIT 32, MICH. 


WHEREVER THERE'S BUSINESS THERE'S Burroughs 
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Lowers costs through increased operating 
efficiency, less film consumption and one- 
time purchase rather than continuous rental. 


Photographs documents in less time, with 
greater dependability. 


Permits even greater compactness for filing 
than other methods now in use. 


Operation is far easier, far simpler, through 
important technical developments. 


Enables any business to make wider use, 
more efficient use, of microfilming. 


A broader experience with business systems 
assures effective assistance. 


viewing and reproducing documents through 
Burroughs microfilming will be arranged at 
your convenience. Just telephone your local 
Burroughs office, or write direct. 
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IBM ADVANCES HOMANS AND ASKEW 

International Business Machines Corporation re- 
cently announced the appointment of I. Smith Ho- 
mans, manager in Newark, N. J., to the new post of 
assistant to the president at its world headquarters in 
New York City, and of Benjamin H. Askew, assistant 
to the IBM controller at world headquarters, to the 
new post of IBM controller at Endicott, N. Y. 

Mr. Homans joined the company in 1931 at Louis- 
ville, Ky., and served there and at Detroit, New York 























I. SMITH HOMANS 


BENJAMIN H. ASKEW 


and Hartford in various sales capacities. In 1946 he 
became assistant to the electric accounting machine 
manager in New York and in 1947 was made electric 
accounting machine manager in Newark. 

Mr. Askew joined the company in Atlanta in 1940, 
after his graduation from the University of Georgia. 
In 1948 he was made IBM manager at Raleigh, N. C.., 
and last December became assistant IBM controller at 
world headquarters 


<-> 


WEAIRE JOINS CORRY-JAMESTOWN 
The Corry-Jamestown Manufacturing Corporation, 
Corry, Pa., recently announced the appointment of 
Bertram C. Weaire to the company’s sales organization. 
Mr. Weaire is now associated with the Corry-James- 











BERTRAM C. WEAIRE 


town Chicago office and will call upon office furniture 
dealers in that area. 

From 1944 to 1949 he was manager of the Office 
Furniture and Business Systems Division of Horders, 
Inc., Chicago. Previous to that time, he served as the 
Deputy Collector of the Treasury Department Bureau 
of Internal Revenue at Chicago. 


_—- — 


NEW BUSINESS OPENS AT RANDOLPH, VT. 
Bob Magee recently opened the Magee Office Equip- 
ment store at Randolph, Vt., carrying a full line of 
office equipment and supplies. Typewriters, adding 
machines and cash registers are featured, together with 
safes, steel office furniture and files. 
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SMALL BUSINESS SERVICE MAKES SUCCESS 

The old adage that there is always room in the sta- 
tionery field for an aggressive firm with new ideas 
has been well proven in St. Louis, Mo., by Small Busi- 
ness Service at 4915 Natural Bridge Ave. 

Small Business Service, a complete stationery store, 
which incorporates many Special services for retailers, 
insurance firms, department stores and real estate 
offices in northwest St. Louis, is operated by Hal 
Kloth, who came out of military service determined 
to enter the stationery field in one form or another. 
Surveying possibilities in his home city of St. Louis, 
he was struck by the fact that many small businesses 
located six or more miles from the downtown district, 
were having difficulty in obtaining office supplies 
without making the tedious trip downtown. Therefore, 
he went around to visit numerous merchants .and 
professional men with the suggestion that perhaps 
each would give his business to a close-by stationery 
firm if such a retail store was established 

“We were successful in almost every instance,” it 
was pointed out. “Most of my prospective customers 
complaining that they had no room to stock large 
stores of office supplies, and nevertheless disliked mak- 
ing the long trip downtown frequently.” With Mrs. 
Kloth, Mr. Kloth set up Small Business Service, which, 
in addition to complete lines of office supplies and 
equipment, offers mimeograph direct-mail advertising 
service public stenographer service, a notary public, 
envelope addressing, and cther duplicating services. 





OFFICE SUPPLY SETUP AT SMALL BUSINESS SERVICE 


The store is divided into the retail store at sidewalk 
level, and a mezzanine balcony on which are located 
duplicating equipment, a stenographic desk and mail- 
ing machines. 

“We follow our own suggestions and advertise by 
direct mail,” Mrs. Kloth said. “At one time or another 
since opening we have circularized every small busi- 
ness, of all types, within a two-mile radius of our 
store. As a result, we have found regular customers 
among used-car lot operators, small restaurant owners, 
an ice plant, tire dealers, variety stores and, in fact, 
almost every conceivable kind of business. In addition 
to furnishing them with duplicating service and no- 
tarizing deeds and transactions, we sell each all the 
equipment utilized in their offices. Since we are a few 
blocks away from,the main shopping center in this 
area, it is no difficulty for a customer to drop in and 
pick up two pads of typing paper, a bottle of ink, 
Eversharp lead, a new typewriter eraser, and three 
typewriter ribbons, as a typical order.” 

A large yellow sign, with a red background, lists the 
many services which the company offers, in letters 
large enough that motorists whizzing by at 40 miles 
an hour can read it easily. “All of the services help 
to sell stationery merchandise, and vice versa,” Mrs. 
Kloth pointed out. “Frequently, we have built up 
valuable accounts from a customer who simply dropped 
in to buy thin lead for a mechanical pencil.” 

Business has expanded constantly since its found- 
ing, and will soon require larger quarters.—RAL 
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to let this PROFIT opportunity 


4 VICTOR BOOK VISIBLE 


Here's on easy chance for profit and one 
thet you can handle with no possibility of 
error! A sure ‘‘assist’’ every time, these 
handy Victor Book Visible units will, with a 
little sales help from you, add new fans to 
the thousands of rooters and users they 
already hove. 


Let your display and demonstrator sel! the 
Visible ideo. let if show your customers 
how Victor Book Visible can keep their re 
cords neater, more efficient and more effec 
tive. Then point out the ease and speed of 
posting, the “easy shift’’ pockets, the full 
%” protected visible margins, the “facts at 
@ glance’ signaling system and the handi- 
ness ond portability of Victor Book Visible. 
Hard hitting facts like these will result in 
sales ond repeat soles, bringing home that 
extra margin of profit fo you. 


» keep those 
na home, intro- 
stomers to the 
ectional way of starting a 
The record grows with 
tion by section as the 
minatina the need of antic- 
record capacities, and at the 
ng you repeat sales and 
tomers may choose between 
ections available in grey, 
tandard grain finishes in sizes for 
d 8x5 cards, and 3 slide wood 
h ore available in grey or green 
cards only 
tack rigidly ond have all the 
Visible features easy-shift 
| ¥%” transoloid protected 
practical signal control. Join 
team and watch your sales 
e”” climb. 


Envelope enclosures, newspaper mats and displays are available to help you sel! 
WRITE FOR FULL INFORMATION ON THESE VICTOR "PROFIT-LINE” ITEMS 


THE VICTOR SAFE & EQUIPMENT CO., INC. 


VJ 
vec NORTH TONAWANDA NEW YORK 


OFFICE APPLIANCES, September, 1949 























“Iti the Greatest Inuention 
Since Compound Interest!” 


Says E. B. VANMETER 
of ROCKDALE, TEXAS 


He can tell you: 
THERE IS 
an Excellent Polish 
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Se yr Wrinkle Finishes 


ONCE-OVER POLISH 


Polishes With One Application 


Wrinkle Finish Equipment 


Safes Calculators 
Cash Registers Bookkeeping Machines 
Comptometers 


File Cabinets 


Typewriters 
Adding Machines 


Once-Over does a superb job on smooth finishes 


and non-waxed woodwork and furniture as well. 


Leaves No Smudges, Spots or Oily Film 


Bachman Office Equipment Company, Greeley, 
Colorado, is another user of Once-Over Polish. 
They write: "“Once-Over Polish is the best polishing 
agent we have ever used.” 


Let Once-Over solve your problem of drab-dull- 
dirty office equipment and furniture. Experienced 
Office Machine Dealers will tell you "It's no problem 
with Once-Over." 
DISTRIBUTED TO THE OFFICE MACHINE 
TRADE BY: 


AMES SUPPLY COMPANY 


564 WEST RANDOLPH STREET, CHICAGO 6, ILLINOIS 


BRANCHES 


37 Mufray St. 583 Market St. 
New York 7, N. Y. San Francisco, Calif. 


1913, Commerce St. 
Dallas 1, Texas 


191 Cain St. 
Ationta 3, Ga. 


417 Wall St. 
Los Angeles 13, Calif 














98 





NEW EQUIPMENT, DEVICES AND SUPPLIES 
(Continued from page 46) 
bind. Rigid construction of the entire case is said to 
have been achieved by embossing the sides and bottom 
of the drawer and reinforcing the front and rear. 
Heavy 22-gauge cold-rolled steel is used. Details may | 
be secured by writing the company. 


—— © 


INTRODUCE GOODFREND STEEL FILE TRAY 

Goodfrend Metal Products Company, 6852 Indiana 
Ave., Chicago, is offering the steel file tray here illus- 
trated. This No. 88 unit clips easily on the front or 


























GOODFREND STEEL FILE TRAY 
side of the open file drawer and its manufacturers 
claim that it enables the user to keep both hands 
free for faster filing. 
——— 
WILSON JONES OFFERS NEW DISPLAY UNITS 
New counter display units have been introduced by 


Wilson Jones Company for items in its line. One is 
for the Spend and Save household budget and expense 


} 





WILSON JONES COUNTER DISPLAYS 
book, packed six books to the case. Another is to 
better display the W-J Simplified Bookkeeping Sys- | 
tems. This unit consists of six bookkeeping systems, 
one each for grocery and market, drug store, restau- 
rant, tavern, beauty shop and retail merchant, de- 
signed for any type of small business. 


0 


MONROE UPHOLSTERY ENLARGES LINE 
Herman Hirsch, president of Monroe Upholstery 
Shops, Inc., 400 W. 14th St., New York 14, N. Y., an- 
nounced that he has taken over the post of sales man- | 
ager. Sales representatives in all territories will work 
under his direct supervision. 
The firm has recently completed its new line of 
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HieFRIDEN 
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VLG ST-W ...a new Calculator, designed to meet the Figure Work needs of every 


type of business. The Friden ul/tra-matic ST-W possesses many new 
improvements that give you unequalled performance.This new fully 
automatic calculator excels in ease and simplicity of operation... 
speed of production...economy...dependable performance. Only by 
using the mew Friden on your own work can you judge its advantages. 


Write the Home Office or call your local Friden representative. 








P CALCULATING MACHINE CO. INC * SAN LEANDRO, CALIFORNIA 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY-ONE YEARS con- 
stant adherence to the 
above policy has created 
confidence and good will 
which means much more 
to our dealers than price 
and selling promises. 





Write for details and samples. 














“QUALITY EXCLUSIVELY SINCE 1888" 
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leather upholstered office furniture, which includes qa 
new wing chair with pitched back designed to com- 
pare in comfort with the finest club chair. Its grace- 
ful lines are said to permit complete relaxation. 

A variety of models are available, including sofas, 
club chairs, fan chairs, posture chairs, wing chairs, | 
small pull-up decorative chairs and executive posture § 
chairs; all are upholstered in leather in a variety ot f 
colors. Illustrations and dealer price lists can be had} 
by writing to the company. 

——-— - : 
GENERAL BINDING PROMOTES W. N. LANE 5 

General Binding Corporation, 812 W. Belmont Ave, } 
Chicago, recently announced the recent election by the} 
board of directors of William N. Lane as president, 
For the past two years he has served as sales man- 
ager. 

C. Edward Emmer. has resigned as president and 7 
no longer connected with the management of the 
firm. The other corporate officers are filled by Edgar 
J. Uihlein, Jr., who continues in his capacity as vice- 
president, treasurer and secretary; and John A. §, 
Lane, who continues as vice-president in charge of all 
manufacturing operations. 

William L. Fritz has been appointed as general sales 
manager of all divisions. 

As a step in improvement of service, it is suggested 
by the company that the following personnel be con- 
tacted on these specific matters: Ralph Steiner or 
John Lane, scheduling and delivery dates of all bind- 
ing element and equipment orders; Ed Uihlein, all 
matters pertaining to invoicing, credits and account- 
ing; Hank Rausch, scheduling and delivery of all bind- 
ing work; Bud Fritz or Bill Lane, all matters pertaih- 
ing to sales, advertising and prices. 

—-><« 
ALLIED CARBON APPOINTS PROUTY 

Walter A. Wentworth, general sales manager of 
Allied Carbon & Ribbon Manufacturing Corporation, 
165-167 Duane St., New York 13, N. Y., recently an- 
nounced the appointment of Donald Prouty as district 
representative in New England and New York state. 
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DONALD PROUTY 








| 

Mr. Prouty, a New Englander and Harvard gradu- l 
ate, has had extensive experience in the paper trade t 
and in the carbon and ribbon industry. He leaves his ' 
position as branch manager of the F. S. Webster Com- v 
pany, Philadelphia, Pa., office, to accept the Allied \ 
appointment. 

—-« 
HALF-PRICE TABLES PROVE EFFECTIVE IN 
CLEANING UP THE “ODDS AND ENDS” 

“Tag-ends” and left-over odds and ends from various 

departments in the stationery stock of Branham’s, Inc, 


| stationery and office supply firm of Oklahoma City, 


Okla., are cleaned up rapidly by means of half-price 
bargain tables which are spotted here and there 
throughout the store. 

Don Branham, head of the store, developed this sys-} 
tem shortly after the end of the war, when manjj 


little-known brands and odd-material items were left, BATES 
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No, the Bates Date Finder won't be able to line up a blonde for 
dinner tonight—but it can do practically anything else in the 
field of date-finding! 


MORE THAN A CALENDAR. Shows the first day of each month— 
tells almost instantly what day of the week a past or future date 
falls on—indicates any date from 1940 to 1975. 


And, of course, it’s the perfect current calendar, neat, handsome, 
. practical, useful for home or office. Can be had in four beautiful 
finishes. When imprinted makes a wonderful goodwill builder. 





ndow 


ae Here’s a new, hot, profitable number. 
counter © est. . . . . 
CATCHING MEW "hig om rea” t Be sure to display; it’s attractively priced. 


s, 


THE BATES 
MANUFACTURING COMPANY 
ORANGE, NEW JERSEY 
NEW YORK OFFICE 

30 VESEY STREET 





ft BATES NUMBERING MACHINES e¢ STAPLERS © LIST FINDERS ¢ PERFORATORS ¢ EYELETERS © ETC. 
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in the stock. Instead of merely marking these down 
separately in whatever department they were located, 
he constructed a small wooden display table, near the 
front of the store, on which there are always from 15 
to 35 small items. These appear under a sign marked 
“Any item on this table, one-half price.” Similar spot 
displays appear at the rear of columns near the 
cashier, at the general office supply department and 
near the furniture department. As a result, many bar- 
gain-minded businessmen have made it a point to 
“drop into Branham’s” to look over the half-price 
tables, and they often pick up needed requirements in 
— —-< 


“BENCH ADVERTISING” ADDS TYPEWRITER 
RENTAL SALES VOLUME AT HOLLYWOOD 

A novel form of edvertising—comfortable benches 
installed at streetcar and bus waiting points through 
the city—has paid excellent dividends for Hollywood 
Typewriter Service, office machines retailers in Holly- 
wood, Calif 

The colorful benches are “exposed” to many thou- 
sands of eyes daily, not only passengers awaiting mass 
transportation service, but passengers aboard buses 
and streetcars, according to Hollywood Typewriter 
Service. Therefore, the company has designed short, 
snappy messages, which will be easily read and long 
remembered. 

A typical sign is painted in black on a green back- 
ground, and reads simply “Rent A Typewriter,” with 
a sketch of a popular upright machine to the left. 
Below is the address and telephone number of the 
firm. No rates are utilized on the benches what- 
soever, the customer instead being invited to merely 
call the telephone number and check. 

Steady use of these bench advertising signs have 
shown consistently good results, according to Holly- 
wood Typewriter Service, with the main store located 
at Hollywood Blvd. and Highland Ave., in the film 
metropolis. “Use of the bench sign has brought us 
much rental business from visiting tourists, high 
school and college students, who seldom get into the 
downtown district,” it was pointed out. “For their 
benefit, we offer high-speed delivery service, and a 
variety of rates, according to the use to which the 
machine will be put.” 


Oo 
“BLACK SHEEP” OF STATIONER’S FIRM 

That “something new” in merchandising and sales- 
manship came to the fore recently at Bushong’s of 
Portland, Ore., bringing many a bargain hunter to the 
store at 323 S. W. Park Ave., in search for those “black 
sheep.” 

Instead of the proverbial “White Elephant” sale, 
Bushong’s came up with this new note in merchan- 
dising 

“Just Like House Guests” was the suggestion made 
concerning the “Black Sheep” the Bushong firm 
wanted to be rid of to pave the way for new merchan- 
dise. 

Where “White Elephant” has become trite by repeti- 
tion, “Black Sheep” has an element of novelty. “Maybe 
There are Black Sheep in Every Family” was the way 
Bushong’s phrased it. “Waste Baskets—Wooden Like 
Our Heads” was the facetious manner in which staples 
were presented. Other catch offerings included “Rub- 
ber Bands . .. Look Horrible but Stretch Fine”; “Brief 
Cases ... They Have Outworn Their Welcome Here 
... Offered for Good Riddance”; and “What is Wrong 
With These . . . Desk Sets?”—CML 

<< 

CARL J. GASPERI APPOINTED BY SIMPLEX 

Carl J. Gasperi has been appointed district manager 
of the Iowa office of the Simplex Time Recorder Com- 
pany at 412 Ninth St., Des Moines, Iowa. Mr. Gasperi, 
a World War II veteran and a resident of Des Moines, 
recently received a degree in electrical engineering 
from Iowa State College, Ames.—AL 
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2 750 has the Old Town special-bonding coating that seals the ink in and protects 
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you ever handled! 
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Colors! 
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No Soiled Clothes! 


and clothes from soiling... only Super-kleen 750 gives you such sharp, 


pies and long production runs. No offset, no bleed . . . plus quick, easy erasures. 


Master Units or Sheet Forms (clean edges) 
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750 Pacific 
Brooklyn 17 


Tested by Time and PREFERRED by Thousands 
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SALES AND SERVICE EVERYWHERE 
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all models. 


AM@RICAN 


NUMB@RING*MAC RINGS 








For All Special Requirements 


3 MOVEMENT—S MOVEMENT 
— LEVER NUMBERING MA- 
CHINES—CARBON COPY 
NUMBERING MACHINES— 
HECTOGRAPH RIBBON MA- 
CHINES—DATING MACHINES 
—COMBINED NUMBERING & 
DATING MACHINES — PRICE 
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AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES., BROOKLYN 8, WN. Y 
105 WEST MADISON STREET, CHICAGO 2, ILI 








ADDRESSOGRAPH-MULTIGRAPH PROMOTES TWO 


H. K. McCracken was -recently appointed assistant 
sales manager of the Multigraph division of the Ad- 
dressograph-Multigraph Corporation, and T. H. White 
was named New York Multigraph branch sales man- 
ager. The promotions were announced jointly by J. B. 
Ward, vice-president of domestic distribution, and 
W. H. Wilson, sales manager, Multigraph division. 

Mr. McCracken, who was formerly New York Multi- 
graph branch sales manager, has discharged a number 
of key assignments since joining the company ten 
years ago in Chicago. Since then he has made out- 




















T. H. WHITE H. K. McCRACKEN 


standing contributions as an analyst of paperwork 
problems and procedures for commerce, government 
and industry. He has successfully installed modern 7 
simplified business methods in Chicago, Toledo, Boston, 
New York and Washington, D. C. In Washington he | 
served as a U. S. Government field representative. 

T. H. White, successor to Mr. McCracken, was man- 
ager of the Cleveland Multigraph branch sales office, } 
before accepting his promotion. He has been associ- § 
ated with the business machine firm for more than 43 
years and a resident of Cleveland for 30 years. He has } 
served as Multigraph sales agent in Boston, Toronto 
and Cincinnati, and has held important managerial 
and official positions with Addressograph-Multigraph 
all over the United States. 

——— -o—a 2 CS 
OFFICE EQUIPMENT FIRMS WIN AWARDS 
FOR MODERNIZED ANNUAL REPORTS 

From the 4,200 corporation annual reports for 1948 
submitted in the Ninth Annual Survey, conducted by 
Weston Smith of Financial World, 13 office equipment 
manufacturing companies have qualified for “Highest 
Merit Award” citations. They are: 

Addressograph-Multigraph Co., Burroughs Adding 
Machine Co., Clary Multiplier Corp., Felt & Tarrant 
Manufacturing Co., General Fireproofing Co., Mar- 
chant Calculating Machine Co., The McBee Co., The 
National Cash Register Co., Pitney-Bowes, Inc., Rem- 
ington Rand, Inc., Royal Typewriter Co., Inc., Under- 
wood Corp., and Wilson Jones Co. 

The stockholder reports of these companies have 
thus become candidates for the final judging, and one 
will be selected for a “Best of Industry” award and 
presented with a bronze “Oscar of Industry” at the 
Financial World banquet on Monday, October 31, in 
the Grand Ballroom of the Hotel Statler in New York. 
A year ago the 1947 annual report of Burroughs Adding 
Machine won the trophy in this industrial classifica- 
tion. 

The independent board of judges in this year’s com- 
petition is under the chairmanship of Dr. Lewis H. 
Haney, professor of economics at New York University. 
He is assisted by Dr. Glenn Griswold, publisher of 
Public Relations News; Sylvia F. Porter, financial 
editor of the New York Post; Elmer C. Walzer, financial 
editor of the United Press; Dr. B. Bernard Greidinger, 
C.P.A.; and Paul Carlyle, executive vice-president of 
Van Diver & Carlyle, Inc. 
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It’s the new B. & P. line of popular price, flexible, 
Loose Leaf Memo Books in red and black Fabrihide. 


Assortment No. 300A Three popular sizes, half-inch capacity only, with 
opening boosters, complete with 100-leaf filler, 
ruled faint. 


The colorful display assortment illustrated will 
spark your sales. It’s No. 300A and includes two 
of each of the following numbers: 


Standard 
































at Tcetenlt 
Pears] eq BLACK RED SIZE CAPACITY 
"Tt Tv 
$326.8 | $326/.R | 5x3 Vi.” 
Product $328),B | $328/,.R | 6x3, Yn” 
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CHICA ROOM: 1519 MERCHANDISE Marr PLaza, Cuicaco $4 





Open stock packed 6 of a number to a box. Send in your 
order today for prompt delivery. 
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A NEW MARKET... 
FOR YOU!!! 


WITH THE 





STAPLE-MASTER 


|. For Regular Stapling 

2. For Tacking into Wood 
3. For Pinning Paper 

4. For Heavy Duty Stapling 
5 


. For Twin Fastening 





Indispensable jor Boohheepers 


Drop in at our Booth No. 89 
at Chicago NSA Covention 


or 


Write us for Catalog and 
Dealer Discounts 


MARKWELL MFG. CO. 


DEALER DIVISION 
200 Hudson Street « New York 13,N. Y. 
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“SUGGESTION DISPLAY” BY CASH REGISTER 
BOOMS SMALL OFFICE STAPLE SALES 

One of the most difficult merchandising jobs in the 
stationery store is reminding the customer of the doz- 
ens of small everyday items which he requires, but 
which are so commonplace that he is likely to over- 
look them, according to A. Carlisle & Company of 
Nevada at Reno, Nev. 

The Reno store’s answer to this problem has been 
to set up a partitioned “suggestion display” which 
is curved around a cash-register in the center front 
of the store. Dubbed the “knick-knack table,” this 
is split into 37 partitions for a long list of “com- 
monplace items” which salespeople are instructed to 
suggest whenever a customer pays for a purchase. 

Included among items shown are staples, paper | 
clips, rubber bands, lead pencils, typewriter erasers, 
typewriter ribbons, stamp moisteners, stapler remov- 
ers, pins, clips, scratch pads, ring binder inserts, 
pocket notebooks, memo files, index cards, personal 
file cards and blank forms. 

Since no salesperson can be expected to remem- 
ber all of the list, these are all displayed “out in 
the open”, within two feet of the cash register, 
in a series of eight-tiered shelves running from the 
front of the counter toward the rear. Even if they 
cannot remember everything, however, the manage- 
ment believes, they can remember several “specials 
per day.” Therefore, each morning, a list of from 
six to eight items to undergo “special suggestion for 
that day” are made. These may be lead pencils, 
mechanical pencil lead, ink, pen or pencil erasers 
or ink eradicator. Each employee is asked to remem- 
ber these particular items, and to suggest them to 
customers. A duplicate copy of the list is placed on 
the ledge over the cash drawer of the cash register— 
where every salesperson sees it when ringing up cash 
sales. As a result, each salesperson asks her cus- 
tomers whether they have enough of “the following 
items” and reels off the list. “It has been surpris- 
ing to note how many sales a few seconds spent in 
this kind of suggestion can bring about,” it was 
pointed out. “Almost every customer remembers that 
he needs a bottle of ink, mechanical pencil leads and 
so forth.”—RAL 


—_——o—¢ 
DARTNELL PRINTS SALES MEMOS 

Sales Memos, a monthly vest-pocket booklet for 
salesmen, is published by The Dartnell Corporation, 
4660 Ravenswood Ave., Chicago 40, III. 

The new memo provides space for keeping track of 
calls to make, expenses, reminders of people to see 
again and sales objectives. A page for every day of the 
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DARTNELL SALES MEMOS 

month has space for additional notes. Also included 
is a monthly keynote message by a well known sales 
leader 

Birthday and anniversary pages, postal rates, a name 
and address section, a four year calendar and a sales 
objective page are among the many features provided. 
Measuring 3 x 4% inches, each monthly Sales Memos 
totals approximately 48 pages 
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SINCE 1906 


From the very first item to 


the present line of over 





3,100 stock items, we have 








concentrated on craftsman- 
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ship and the finest quality 


and grades of raw materi- 





als, making our line an out- 


standing quality line. 


We have 5 separate fac- 

















tories for your protection 




















and added service. 


Sw v 


Soo 


VAPOUL 


Write for our Catalog. 


We also invite your 
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inquiries for specially 


niin made products. 
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EXPANDING FILE 
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Export Representatives: UNITY EXPORT CORPORATION, 295 Madison Ave., New York 17, New York 
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WRITE Carbon Papers and Typewriter Ribbons have an important 











ingredient necessary to bring in the repeat business that means steady 
sales and profits. This ingredient is QUALITY. Office managers recognize 
it in the cleaner carbons and longer wear their office workers obtain 
from WRITE Carbon Paper. They like the way WRITE Typewriter Ribbons 


turn out crisper-looking, uniform letters. 


Join the profit-wise dealers who are featuring WRITE for bigger and better profits. 
Order WRITE Carbon Papers and Typewriter Ribbons today. 


Send for samples and discounts 






PROMPT DELIVERIES 






Factory: Bridgeport, Conn. 
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Here’s news . . . famous Champion Clasp 
envelopes are available once again in 
IVORY as well as Kraft. So you now have 

a choice of TWO dependable Quality Park 
Champions that: spell satisfaction to 
your customers who want added protection 
for mailing catalogs, samples, booklets 
...@ choice of Kraft or strong serviceable 
light colored Ivory. Available in 23 sizes — 
packed 100 to the box, 

1,000 to the carton. 


REMEMBER THESE OTHER QUALITY PARK NAMES OF QUALITY 


LEATHEROID EXPANDING WALLETS 


VERTICAL FILE POCKETS 
BANKERS FLAP 


The STRENGTH 
of a Champion 





WIDE REINFORCED FLAPS 
... heavily gummed means 
greater strength to give 
added protection to contents. 


STRONG, SECURE FASTENERS | 
. insure intact arrival of | 
heavy mail. Plated clasp ' 
has round edges for easy | 
handling. 


. and STRING TIES, TOO ) 

. string and button fasten- : 
ers available on all sizes at 
slight extra cost. 


BLUE LINE AIR MAIL | 


AIRWAY EXPRESS | 
FLAT MAILER 


General Office and Factory, Quality Park, St. Pau! 4, Minnesota 
Chicage Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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POMERANTZ DEDICATES CALENDARS 
TO FRANKLIN 


In a simpk eremony honoring the memory of 
Benjamin Franklin, Richard D. Pomerantz recently 
presented i f Poor Richard’s Daily Reminder to 
‘he foremost Franklin adherents in Philadelphia. Dr. 
Henry B. Al executive vice-president of Franklin 
Institute; Jal J. D. Spillan, president of the Poor 
Richard Clu | Arthur Bloch, Poor Richard Club 
member al ationally recognized authority on 
Franklin, received the first press copies in that order. 
Poor Richa! Daily Reminder and Poor Richard's 
Wall Cale e dedicated to the early American 





DEDICATED TO FRANKLIN—Richard D. Pomerantz (seated) 


of A. Pomerantz & Co., Philadelphia, Pa., presented copies 
of Poor Richard's Daily Reminder, a new printing product 
honoring the memory of Benjamin Franklin, to (left to right) 
Dr. Henry B. Allen, Arthur Bloch and James J. D. Spillan. 

itesmal r and printer whose name they bear. 
Pictures of I klin and a sketch of Philadelphia in 
, bean ut the theme. Quotations from his 


unac al rporated on each page of the Daily 

min ern almanac information is printed 

A long er of Franklin, Mr. Pomerantz chose 

him as thi ron of the two new calendars designed 

ind manuf ired by A. Pomerantz & Company, 1525 

Chestnut St., I delphia 2, Pa. An enormous amount 

f earcl into the development of the idea, 

nd the e1 Pomerantz organization is justly proud 

the resu The calendars are now being offered 

ti ribution, and already the sales have 

ng. The Daily Reminder provides 

date for the insertion of memo- 

nda. TI! alendar has large clear numerals 
litable 1 xecutive office 


*—- 
START SHIPMENTS OF TEMPO DUPLICATOR 


Fj j of the new Tempo all-electric du- 
in September, according to an- 
lilo Harding Company of Los An- 

Adval received from dealers will press 


reports Milo Harding, who has 
re m a two-month nation-wide trip, 
ulliz itors and dealers 

The rec accorded our machine at the vari- 
we have exhibited the new Dupli- 
gratifying,” said Mr. Harding 
irs of experimental work that have 
hine, and we are especially happy 
t to hear an adverse comment from 
indreds of critical buyers who have 

tion of this model.’ 
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DATING STAMPS 


MAKE FOR MORE EFFICIENT 8USI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 

SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 





PASTSWAPT 


EGO KANE Ae 


80 DUANE ST.NEW YORK /7,N.Y 











rue DE LUXE 


RANSFILE 





Trademark 


STEEL ROLLER BEARING 
DRAWER SUSPENSION 


This is the fibre board file that 
made such a hit with your cus- 
tomers before the war. |t is avail- 
able once again. All the weight 
of the drawer and its contents is 
supported on steel rollers attached 
to the metal reinforced side frame. 
The heavier the load, the easier it 
rolls. 


The steel front gives the DE LUXE 
TRANSFILE a ‘front office” ap- 
pearance. Completely reinforced 
by steel—front and back—this file 
is destined to resume its rightful 
place as the finest fibre drawer file 
on the market. 


Yow! ALL STEEL BASE 


This new sturdy all stee! base keeps all 
your records free from dirt, damp, dust 
and grime of the floor. An excellent 


foundation for stacking. Interlocks with 
all TRANSFILE files. 


GUIDE SYSTEM & SUPPLY CO. 





e STEEL ROLLER 
BEARING DRAWER 
SUSPENSION — the 
heavier the load the 
easier the roll. 


WRITE OR 
WIRE YOUR 
ORDERS TODAY. 





335 Canal Street, New York 13, N. Y. 
Leader and Regular styles available as usual 
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Among the features of the Tempo duplicator are 
the new paper feed principle, the push-button control, 
the built-in interleaver, the automatic paper jogger, 
and the metered ink control. 

The new Tempo duplicator will be shown this fall at 
the Mail Advertisers Service Association convention at 





TEMPO’S ALL-ELECTRIC DUPLICATOR 


the Congress Hotel in Chicago; the National Stationers 
Association convention at the Stevens Hotel in Chi- 
cago; the National Business Show at the Grand Cen- 
tral Palace in New York and the Pittsburgh Business 
Show at the William Penn Hotel 


oT © 
BAUMAN OPENS A NEW DEPARTMENT 

The Bauman Office Equipment Company, Inc., 122 
N. Main, Wichita, Kans., has opened a new department 
called the Executive Furniture Guild office furnish- 
ings. Exclusive designs are by the Grand Rapids Fur- 
niture Makers Guild, which has carried out intensive 
research to provide color and comfort for the office. 

Miss Ruth Helsel of Michigan is in charge of the 
new department. She has worked with the Guild in 
Grand Rapids following a special course in home and 
office interior and furniture design at the Kendall 
School of Design in Grand Rapids. After conference 
with the company’s clients, she combines their ideas 
and her own in water color pictures of her suggested 
plan. 

Some of these plans are shown in the Wichita com- 
pany’s gallery. A showpiece is an office with furniture 
by Stow and Davis, wedgwood blue walls and a car- 
dinal red carpet and drapes. Feature of the furniture 
itself is a big desk in blonde walnut of selected grain, 
red desk chair and side chairs in warm grey. ; 

Other offices are designed in billiard green and Guild 
gold. 

The Bauman Office Equipment Company, Inc., has 
the franchise for Kansas for the office furnishings 
designed by the Guild, whose home furnishings are ex- 
clusive with the George Innes company in Wichita— 
GMH 


c—- © 
COX & BARTLETT ADD PRINTING PLANT 

The Cox & Bartlett Desk Company, 206 W. Cali- 
fornia St., Oklahoma City 2, Okla., has announced the 
addition of a commercial printing plant known as the 
Universal Press, under the same roof as the office 
supply and furniture business. 

This new branch is a partnership between W. B. 
Cox, G. H. Bartlett, Jr.. and Marshall H. Noel. 

Tom Pulver, store manager for Cox & Bartlett, also 
acts as manager of Universal Press and Marshall Noel, 
with 25 years of experience as a printer, is the produc- 
tion manager. 
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| Guide O 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


Right now is the time to demonstrate to your customers 
how easy and positive it is to file and find when using 
Guide-O-folders. Show them how Guide-O-folders in- 
crease the speed and accuracy of filing and finding— 
how easy-gliding Guide-O-folders eliminate the heaving 
and tugging required to push and pull ordinary folders 


into position. 


The adjustable metal tabs make it easy to use Guide-O- 
folders in every filing system. Tabs are furnished in |/5 
. cut and |/3 cut and can be moved about on the folder 


as required. They attach in a jiffy. 


“e Put your sales force to work on Guide-O-folders today. 


s| Guide Ofek 


ce WITH SLID-O-MATIC 
4 DISAPPEARING TOP 

A personal file, desk high, where in- 
1- formation may be kept instantly avail- 


as able. The Slid-O-Matic top completely 
disappears at a slight push of the 
finger. It slides back into place with 
equal ease. Gray or green finish, 
available with lock. Sturdy all steel 
construction. Mounted on rollers, the 
is Guide-O-file can be moved about 
5S as required 


The Guide-O-file is equipped with 

25 Guide-O-folders complete with 

adjustable metal tabs and an assort- 

ment of inserts for tab headings. 

Z Guide-O-file is also available without 
os the stand. 


| Now is the time to sell 





SEE US AT 
National Stationers 
Convention 
BOOTH 122 
Normandy Lounge 





ann A NEW 


DEMONSTRATION KIT 
TO HELP YOU SELL 








This new handy demonstration kit is 
made of heavy black fibre fully equipped 
with 8/7, x 11 Guide-O-folders and vari- 
ous sizes of adjustable metal tabs, You 
can make a complete demonstration of 
Guide-O-folders with this kit. Attractive 
and light weight, your salesman can use 
it also for his own catalogs, price lists, 
etc. Write today for complete informa- 
tion. 


* ALSO - 


Guide-O. tay 


A steel desk drawer unit to fit the lower deep 
drawer of all standard desks. Using this unit, 
the desk worker always has important and 
vital data at the finger tips—always in an up- 
right position. Write for full information. 


me GUIDE SYSTEM & SUPPLY CO. 


NEW YORK 13, N. Y 
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ROWLES 
CHANGE-A-NAME 


DESK NAME PLATE 


Every executive wants one. A luxurious, “expen ive-looking” changeable letter desk sign that you 


can offer at a price all can afford. Personalize cach 


|| TWO NEW PROFITABLE SALES BUILDERS 
| TO HELP INCREASE YOUR VOLUME 


ROWLES 
MASTERMADE 


CORK TYPEWRITER PAD 
Every Office a Prospect 


Sell new typing speed—improved efficiency—less 
mistakes with the new MASTERMADE CORK 
TYPEWRITER PAD. Absorbs clatter and noise of 
every office machine and cushions the vibration. 
Made of genuine cork, a natural cushion composed 
of millions of cells filled with air. Machines actually 
“float on air.” Entire pad treated to prevent slip- 
ping. Pad is very resilient, flexible, washable and 
will not absorb dirt, dust or grime. Packaged in at- 
tractive attention-getting carton in bright colors. 


V4" Tan Cork, Size 11” x 13” 
Suggested Retail $1.00 


sign with plastic letters in a few minutes. 


Letters are 4,” high and covered with unbreakable Lucite plastic cover. Base is selected hardwood 


finished walnut. Padded bottom prevents scratching. 


Overall size 10" x 2” 


Packed 12 to a carfon with special assortment of plastic letters. Suggested retail $3.75 


FOR COMPLETE INFORMATION, PRICES AND DISCOUNTS, WRITE DIRECT TO 


ROWLES 


rbhington Heights. inoés 


114 


OFFICE APPLIANCES, September, 1949 





COMPAN Y 





) 
| 
| 


. 


ee ae ee 


— 


























HERGENRATHER TAKES IOWA POSITION 
Ss E. R. Hergenrather, a partner in the firm of Leek- 
ley-Hergenrather and Associates, 903 N. Main St., Los 
Angeles, since 1946, has discontinued his association 
© with the firm to accept the position of director of 
: public relations for the Iowa State College Alumni 
Association, Ames, Iowa 
From 1940 1942 he was assistant manager of the 
Y. M.C. A. Hotel, Chicago, while doing graduate work 
it the Unive ty of Chicago in college administration. 
In 1942-194 was staff engineer for Booz, Allen and 
Hamiltor unagement consultants. In 1946 he be- 
yme a partner in the firm of Leekley, Hergenrather 
and Associate manufacturers’ representatives for the 
Invincible Metal Furniture Company, N. T. Shepherd 
Chair Com} y, the Schwab Safe Company, the Greg- 
son Manuil ing Company, and the Hanes Chair 
1 Furnitu Company. 
As of Augu 1 the firm Leekley-Hergenrather and 
Associates was changed to Leekley and Booz. The 
firm will nue operations as in the past. Prin- 
ipal partne re Charles W. Leekley and Frank F 
Booz 
*—- : 
SHAW-WALKER NAMES TOLEDO MANAGER 
Philip W. Hanson has become manager of the 
Toledo, O} inch office of the Shaw-Walker Com- 
yany, 122-124 Superior St., succeeding Harold Budd, 
PHILIP W. HANSON 
nagel e years, who was transferred to the 
Philadelphi inch in an executive capacity. Mr 
Hanson ve of Maine, has been with Shaw 
Walker fi ears in New York.—AK 
[ 
i 
LEATHERCRAFT FEATURED ON “WELCOME TRAVELER” 
BROADCAST.—Tommy Bartlett, master of ceremonies (right), 
presents a Leathercraft briefcase to a lucky member of the 
studio audience on the “Welcome Traveler” show, aired 
Monday through Friday on NBC network to an audience of 
30 million listeners on 150 coast-to-coast stations. The pre- 
sentations represent a concentrated effort on the part of 
Leathercratft, | Chicago, to further increase consumer 
ceptance of the familiar Leathercraft leather goods line.. 
19 OFFICE APPLIANCES, September, 1949 








Hano Forms and Registers 


You'll be surprised how many of your 
customers use or want to use Registers 
and Forms, Snap-a-part One-Time Carbon 
Sets, Continuous and Continuous Carbon 
forms. 

Sell these customers . . . we imprint in 
your name, ship under your labels and 
invoice you. 





SEE OUR DISPLAY 
Booth 65 National Stationers’ Exhibition 
Chicago, Oct. 2 to 6, Stevens Hotel 








SOUTHERN AND MIDWESTERN 
DEALERS WANTED 


PHILIP HANO CO., INC. 


HOLYOKE, MASS. 











Since 1888 
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fron MARKS 
The House of FLEX-ARM LAMPS 











No. 908 
. Stand-up 
or pin-up 










No. 914 


+ « » modern 
and attractive 










No. 912 


« « . our leader 






No. 906 


«+ + extra tall 






No. 901 


. all felted base 





No. 6 


. . two-arm 
fluorescent 





MARKS MANUFACTURING CO. 


700 North Carpenter Street @ Chicago 22, Illinois 
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ROYAL APPOINTS BIRMINGHAM MANAGER 

S. T. Alifii recently was appointed district manager 
of the Birmingham, Ala., branch of Royal Typewriter 
Company, according to the announcement of D. B. 
Starrett, vice-president in charge of Sales. 

Formerly a typewriter salesman in Chicago, Mr. 
Alifi has served the company for many years as a 
Roytype business machine supplies salesman. He was 














S. T. ALIFFI 


named Roytype manager at Baltimore, Md., in May, 
1946 and served there until he was transferred to Chi- 
cago as Roytype Manager in January, 1948. 

Mr. Aliffi began to sell Royal office typewriters in 
January of this year. A top-notch sales record, com- 
bined with proven administrative ability, earned for 
him the post at Birmingham. 

AIGNER TO AGAIN SERVE “COFFEE, AND .. .” 

The G. J. Aigner Company, 426 S. Clinton St., Chi- 
cago, will again serve coffee and doughnuts at the 
NSA Convention, in room 501, Stevens Hotel. This 
practice has become traditional with the Aigner Com- 
pany, celebrating its fortieth year in business, spe- 
cializing in indexes, index tabbing and cellulose spe- 
cialties 

The invitation sent out to its dealers reads as fol- 
lows: 





Heap Big AICO Pow-wow! 
This year the chief will preside 
At the Stevens in Room 501 
Around him assembled his tribe, 
A pow-wow that’s indexed for fun. 


With AICO coffee that’s strong 

With AICO doughnuts so fluffy, 

We'll proffer an AICO-grip 

At a pow-wow that won’t be stuffy! 
—--« 


500 ATTEND OPENING OF ORLANDO FIRM 
Approximately 500 people visited the opening of the 
George Stuart new office equipment and office furni- 
ture showrooms at 23 S. Main St., Orlando, Fla., re- 
cently.—JL 
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A 
Ly OF METAL PRODUCTS, INCORPORATED 
General Offices: 928 Monroe Avenue, Aurora, Illinois + Branches and Dealers in All Principal Cities 
A PARTIAL LIST OF LYON 
e * Shelving ® Kitchen Cabinets ® Filing alin ion cl ® Stornac afin 
* Lockers ® Display Equipment ® Cabinet Benche ® Bench [ we Rox . 
* Wood Working Benches * Hanging Cabinets ® Folding 
® Economy Locker Racks © Welding Benches °* Drow 
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If it’s profitable repeat business you want, nail 
it down tight with Rockwell-Barnes NON- 
SKID* Easel Notebooks. NON-SKID’s are 
an instant favorite everywhere because they 
provide important “‘extras’”’ that mean sav- 
ings in time and effort for busy stenographers. 
Check these features with your own secretary: 


NON-SKID edges on each cover keep 
the notebook upright at ANY angle con- 
venient for better sight and comfortable 
posture. 


NON-COLLAPSIBLE—the non-skid 
edges prevent creeping or collapse from 
desk vibration. 


NON-BULGING—patented special 
method of wire binding permits pages to 
turn easily without tearing— book opens 
flat—every page usable from top to bot- 
tom line. 
NON-SKID Easel Notebooks are available in 
EYE-TINT or WHITE paper, wrapped 12 
books to the package, 144 books to the carton. 





NON-SKID 





* Patented 


EASEL NOTEBOOKS 


for greater Secretarial Efficiency 














OTHER TOP-QUALITY ROCKWELL-BARNES PRODUCTS 


“ROCKBARNES” Typewriter Papers « “SPOTSEALD” Adding Machine Rolls 
Wrapped Typing Papers « Mimeograph Papers 
Duplicator Papers «+ Teletype Rolls «+ Ruled Pads 
Scratch Pads « “SERV-WEL” Clipboards 


ROCKWELL-BARNES COMPANY 


ne, 








Specialists to the Stationer since 1903 


35 East Wacker Drive Chicago 1, Ill. 
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UNDERWOOD APPOINTS J. V. FULLBRIGHT 
J. V. Fullbright has been appointed manager at the 
San Antonio, Tex., branch office of Underwood Corpo- S fai M p fit 
ration, according to an announcement by W. F. Arnold, pee ore ro l Ss 
vice-president and general sales manager. 
Mr. Fullbright first joined Underwood in 1935 as a Your Way 
sales representative. Prior to his present assignment, afte, J 
y 
fo | 
J. V. FULLBRIGHT 
he was manager at the Beaumont, Tex., branch office 
of Underwood Corporation. His headquarters are at 
226 Dwyer Ave., where he will direct the sales and 
service activities of the typewriter, adding machine, 
accounting machine and supply divisions in the San 
Antonio area 
eae SPONGE RUBBER STAMP PADS 
REFUSES TO PAY FINE, TOLEDO MAN JAILED; 
A MATTER OF PRINCIPLE TO C. W. NOGGLE 
Despite all attempts to persuade him to avoid serv- 
ing out a $100 fine in the Lucas County Workhouse, 
C. W. Nogegle 0-year-old operator of a typewriter 
and adding machine repair and service shop in his 
home at 231 University Blvd., Toledo, Ohio, told Judge 
Homer A. Ramey, “My time is yours.” 
Mr. Noggle pleaded guilty July 28 to a charge of 
failure to file a city payroll-income tax return for 
1948, becoming the first Toledo person to be fined 
for failure to submit a return since the tax ordinance 
was passed in 1946 
After being assessed the $100 fine, Mr. Noggle told 
the court he did not intend to pay it. As a result, 
he will have to spend 35 days in the workhouse. Mr 
Noggle was later asked why he had refused to file 
a return or pay 
Explaining that he had paid the 1946 tax, Mr 
Noggle answered that he felt the city government had 
misused the tax, increasing the city’s indebtedness. 28 
Anyhow he added, “too many people are living Customers see it... 2° 
off the taxpayers AK = 
= oe Bay ttf 
Quick turnover and liberal discounts add up to bigger 
profits ... bigger profits for you with Speed-Mo Sponge 
Rubber Stamp Pads. Customers recognize their 12 supe- 
rior features .. . your stock moves almost before you can 
unpack it! 
— * It's Silent * Clean, Sharp * Large, Notural 
VICTOR VISIBLE SCHOOL—Pictured (left to right) at the Victor Visible ° It’s Sweat Proof ‘ poeta Roluked’ — 
training school held June 20-24 at Hotel Lenox. Buffalo, N. Y., are: * It's Dust Proof While. inking indefinitely 
Front + eg Beck seu + Eeuip. <e-- er. N. Y.: ¢ It’s Lint Proof © Full Rich Inkin * No Scraping 
gene Good Goo ce Supp o., Tiffin, Ohio; Thurston G. ° 9 
Sayre, Payne Bros. Office Equip., Inc., Cortland, N. Y.; Robert L. Part- * It’s Sag Proof « Easy on Rubber Before inking 
ridge, Office Engineers, Inc., South Bend, Ind.; Second row—Paul G. * It’s Long Lived Stamps 
Champagne, Russell & Wait, Glens Falls. N. Y.; A. J. Mayer. Jr.. 
Gregory, Mayer & Thom Co., Detroit, Mich.; S. A. Seaman, Central 


Office Supply, Troy. N. Y.: Warren B. Hopkins, Earl W. Thomas Co., 
—— Binghamton, N. Y.; Third row—Bert E. Robben, Matfiert Office Supply. 
Louisville, K Eugene L. Lewis, Victor Safe & Equip. Co., Inc., N 
Tonawanda N Y.: George R. Stokes, Owesso Typewriter Co., Owesso, 
Mich.; R. W. Fehl, E. W. Curry Co., Pittsburgh, Pa.; Rear row—H. W. 

Barnes, Victor Safe & Equip. Co., Inc., N. Tonawanda, N. Y. 701 MAIN STREET ORANGE, MASSACHUSETTS 
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il THE Cy y 
y, DESK? PEN LINE 
on NEED ie 


= 
BECAUSE: 


FOUNT-O-INK Whiting Seis 


are business builders. 


INSTANT STARTING. Capillary tip-filling 
pen is always clean, full and ready. 

PEN ACTUALLY FILLS ITSELF immediately 
when set into the fount. 

CONTROLLED INK FLOW. Storage feed 
holds enough ink for the pen to glide over 
pages of writing or piles of signatures. 
NO MESSY WELL FILLING EVER! A whole 
bottle of ink goes into the set fo last for 
months. Hydrostatically sealed to keep 
fresh. Delivered to the pen just as used. 


SAVES COST. Inexpensive stainless steel 
points. Long years of life with 14K gold 
points. 75% of ink is saved from evapo- 
ration. 

SAVES TIME spent in endless dipping, fill- 
ing, and struggling with dry pens. 

BUSY EXECUTIVES want FOUNT-O-INK, 
the pen that will write when they want to 











































write. They like the prestige of the massive 
Executive Style with. solid gold points to 
wear for long years of smoothest writing. 
They like the streamlined inexpensive sets 
that put efficiency into their organization, 
and earn their cost in upkeep saving. 
SPECIAL TYPE SETS for special purposes 
lead to large profitable installations for 
dealer. Send for the new catalog. 


AND FOR XMAS SALES! 
FOUNT-O-INK is the gift 
everyone wants. 


Visit our display at N.S.A. Convention at 
Chicago. Booth 104, Main Exhibit Hall. 





5 
c} tcle) SMe el!) peer. | Giece 


Los Angeles 41, California 


rR ne 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





A. J. Nordstrom, Correspondent 


Putt Putt Hansen says his stroke is perfect and 
serves notice on Art Grayston and Bob Davies that 





this year’s Northwest Travelers Club golf contest is § 


a walkaway ... and that his last plugged nickel 


says so. 
> ” “ 


R. T. Clark, formerly of Willmar and Redwood Falls, i 


has gone into the manufacturing business at 108 No. 
First Ave., in Minneapolis. 


* * * 


Herb Fall was seen wending his way north to the ] 
Arrowhead Country late in July. Herb was paying a¥@ 
visit to his grandchildren, and probably to enjoy some @ 


of the 50-degree temperature prevalent in that part 
of Minnesota in late July. 
x a a 
Fred Johnson, the Duluth all-around athlete, caught 
his limit of trout and pike in July in the north coun- 
try. Freddie fishes to keep in shape for bowling, and 
bowls to keep in shape for fishing. 
~ * ” 
Mr. and Mrs. Harry Wester drove their new Hud- 
son to the West Coast on a vacation trip the last 


two weeks in July. The Robert Blanchard Valleaus 7 


likewise were visitors in the West during the month 


of July. The Al Sundbergs of Duluth vacationed % 
in Detroit, Mich. The Herb Monsens (A. and E.) of | 


Duluth have built a new home, a step and a half 
from Lake Superior. 
x * 

That noise emanating from 417 S. Seventh St. in 
Minneapolis is none other than Herb Olson, extolling 
the virtues of his “Golden Gophers.” Dapper Dan Mac- 
Dougail has been a bit quiet so far, but so soon as 
the fall tang hits the air, the dapper one will be 
singing the praises of mighty Michiganders. With 
Leo Blied, Bill Goff, Roy Hopko, Bill Jarchow, George 
Schumacher and Al Linde pulling for the Badgers, 
conversation in Madison and Milwaukee should not 
drag during the coming football season. 

” + “ 

Congratulations to the Great Lakes Travelers Club 
for their Wisconsin-Illinois club golf party to be held 
in Waukesha on September 16. 

* * ” 

McCann, the Sheaffer man, was seen wending his 
way northward toward the Arrowhead country late 
in July. 


* * * 


Vic Lundeen, the Fergus Falls office equipment ty- 
coon, reports good business from his section of the 
country; likewise the fishing is very good. (Clarke and 
Schaeffer take notice.) 





| AN ATTRACTIVE ALLIED DISPLAY IN DIXIE.—This traffic- 
| stopping window, featuring the Allied Carbon & Ribbon 
| Mig. Corp. line of office machine ribbons and metallic-back, 
curlproof carbon papers was a July highlight at the Zac 


Smith Stationery Co. in Birmingham, Ala. 
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DEALERS pRIct gs 


sTAPLES 





“A VAIL PRICE SCHEDULE ALWAYS AT HIS ELBOW” 


HE VAIL DEALER welcomes keen 

competition. He knows that in the 
metal paper fastening field, from the 
standpoint of consistent high quality, 
speedy service and low cost, the Vail 
line is the world recognized champion. 
He enjoys the advantage of obvious 
economies through purchase of his 
paper clip, pin, fastener, staple and 
thumb-tack requirements from a sin- 


gle producing source. He can always 
make up a minimum freight shipment 
of short items. His purchasing, ac- 
counting and receiving departments 
do not duplicate effort. One order, 
one shipment, one remittance, and 
the transaction is closed with dispatch 
at minimum cost. 


Write for dealers price list No. 71149C 


900 EAST 95th ST., CHICAGO 19, ILL. 
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VAIL MANUFACTURING COMPANY 
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REG. VU. S. PAT. 











EXHIBITED 
to thousands 
AT THESE SHOWS 


N. E. A. Convention, San Francisco Feb 
SO. CALIF. BUS. SHOW, Los Angeles April 


N\0 M A, Philadelphia ’ May 
NOM D A, Los Angeles June 
see itat... 

SAN FRANCISCO BUS. SHOW 

Palace Hotel... . Sept 
MAS A, Congress Hotel, Chicago . Sept 
N S A, Stevens Hotel, Chicago - 


NAT. BUS. SHOW, Grand Cent. Pal., N.Y. Oct 
Pittsburgh BUS. SHOW, Wm. Penn Hotel Nov 











An Ingenious New 
= Tempo 
© WE) | CABINET 














Whit 


=. 


~ 


For the first time . . . a cabinet with interior de- 
signed to the user's individual needs. Over 10 
cubic feet of usable space for storage of sup- 
plies and stencils — with a new pull-out file 
system that revolutionizes stencil filing. 
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with Push Button Control 


ee “This is it!”, “Here's the machine we've been waiting for,” 
“It bas everything,” are the typical comments of the throngs who have 
seen the new Tempo — today’s most progressive advancement in office 
printing. 

Outstanding among its new features are the Exclusive New Paper 
Feed Principle . . . Push Button Control . . . Built-in Tempo Interleaver 
... Metered Ink Control ... Automatic Paper Stacking. They all add up 
to amazing simplicity of operation — better duplicating results than you 
ever dreamed possible! 


The New Tempo Duplicator is built for lifetime performance — with 
Stainless Steel Feed Table, Receiving Tray and Ink Cylinder; Gramix 
Oil-Sealed Bearings, Custom-designed Built-in Motor and other advanced 
mechanical features. The new Tempo embodies a decade of experimental 
work on this model combined with a quarter century's experience in 
serving the duplicating industry. It is unconditionally guaranteed. 


Manufactured by 
MILO HARDING COMPANY 


ESTABLISHED 1904 
432 West Pico Boulevard * Los Angeles 15, California 
317 Third Avenue * Pittsburgh 22, Pennsylvania 
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APPOINT UNDERWOOD MANAGER AT LOUISVILLE 














% ; M. A. Slifer was recently appointed regional man- 
. ager at the Louisville, Ky., branch office of Underwood 
Corporation, according to an announcement by W. F 
Arnold, vice-president and general sales manager 
Mr. Slifer first joined Underwood in 1940 as a whole- 
A sale portable typewriter representative at the Okla- 
a 
M. A. SLIFER 
1ioma Cit} inch office of Underwood Corporation, 
and in 1941 became a typewriter salesman. He was 
wholesal rtable typewriter representative at the 
Charlotte, N. C., branch office prior to his present as- 
signment. His headquarters are at 226 W. Walnut St., 
in Louisville, where he will direct the sales and service 
activities of the typewriter, adding machine, account- 
ing machine and supply divisions in the Louisville area. 
_—_——?-— 
ROBBERS ASSAULT MEMPHIS PROPRIETOR 

Marshall S. Rees, was reported in a serious condi- 
tion at a Memphis, Tenn., hospital following a beat- 
ing and rt at his office in Kenon Taylor Com- 
pany typewriter, and adding machine sales organi- 
zation of Memphis. 

Mr. Res resident of the firm was working in his 
office on Sunday afternoon, when a man entered, hit 
him on the head and took about $90 from him. 

Mr. Rees was knocked unconscious and lay on his 
office floor some time before he was able to call police. 
He was ba lly beaten about the head with a hammer. 

The hammer and a pair of canvas gloves were left 
in the office CG 

—- — 
= GUSTAVE 
FISCHERS 
peoTeacToRS 
SLIDE RULES ~ te wid 
Patwce Curves 
C-THRU 
GUSTAVE FISCHER CO. OF HARTFORD. CONN., FEATURES 
C-THRU LINE AT 50TH ANNIVERSARY.—tThis effective win- 
dow drew wide interest and much favorable comment at the 
recent 50-year celebration of the well-known stationery firm 
in Connecticut's capital. A demonstrator appeared once 
every hour for a 15-minute showing of the most popular 
C-Thru devices. The full C-Thru line was shown on a color- 
ful backdrop, while the center was occupied by the revolving 
display available free of charge with the C-Thru deal. 
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Feature the new 


STAPLER SENSATION 


Sensational Size « Surprise Low Price 


IT STAPLES 
IT TACKS 





Personal Stapler 


RETAILS AT ONLY 98c 


complete with 500 staples 


30 


Cash in on the bargain and novelty appeal. Looks like a 
lot for the price—and is! Actually shorter than a cigarette 
—works like expensive staplers and tackers. Handy and 
compact for brief case, purse or pocket. Mounted on 
colorful counter card. 





MORE PRESTO PRODUCTS 
TO BOOST YOUR PROFITS 











PRESTO 
33 





Without an equal for smart styling—dependable perform- 
_ance—low cost. A popular model in homes, schools, 
| stores and offices. Choice of rich colors. 


PERSONAL PUNCH 


The original personal paper punch. 
Over 5 million sold. Makes instant 
ring-binder pages of all papers. 
So small... so easy to use... 
so inexpensive. 


PAPER PUNCHES 


Pictured is the econ- 

omy priced Presto two 

hole punch . . . an- 

swers a price demand 

for home, school, of- 

fice and store use. 
The complete Presto line of punches, staplers, and 
staples are real profit builders. Offer them all to 
your customers. Write for catalog sheets and dis- 
counts today. 


“METAL SPECIALTIES MFG. C0. 


3200 CARROLL AVE. CHICAGO 24, ILL. 
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in the manufacture of 


DUPLICATING CARBON 


Another New Rose Gilt-Edged 
Value 
New Rose “Gold Sealed Edges” add three 
© additional features to fine quality Rose 
» Master Units: 
1. Prevent soiled hands. 
Be 2. Have distinctive eye appeal. 
* 3. 
Available on the complete Rose line— 
at no premium. 





Increase sales and repeat business. 


SPIRIT AND GELATIN CARBONS 


MASTER UNITS plain and printed 


HEKTOWRITER ROLLS 


SPIRIT TELETYPE ROLLS 


ae 


HECTOGRAPH RIBBONS 


DUPLICATING FLUID, HAND CREAM 


= SEND FOR SAMPLES 


© Some lucrative distributors’ territories 


still open — write for information. 










0 Motley 


ROSE RIBBON & CARBON 


‘atte’ MANUFACTURING CO. INC. 
ELIZABETH 4, NEW JERSEY 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 

W. S. Freeman of Hamilton, retiring governor of 
District No. 9, Marking Device Association, at the 
group’s annual meeting in Toronto recently, paid 
warm tribute to Canadian marking device manufac- 
turers in not attempting in any way to charge ex- 
orbitant prices during the war years. He said: “The 
records will prove that although we did pay some 
pretty heavy taxes, excess profit taxes and renego- 
tiation charges, we made very little above and be- 
yond the standard six to nine per cent net profit. 
We gained stability however, and stability cannot be 
bought. During the past few months, industry as a 
whole has been subjected to a policy of reduced in- 
ventories and competitive purchasing. 

“One of the first problems which we should con- 
sider is that of a general cost study. Without a firm 
and positive knowledge of costs, one cannot say 
whether one’s selling price is good, bad or indifferent, 
one has not the stamina or the strength to stand 
up to buyers’ market. If we realize that we will lose 
a dollar by selling our product at a stated price, we 
will refuse to sell because we would be wearing out 
our machinery and we would be sending a check 
along to our customer at the same time. If we know 
for certain that we can sell our product at some 
other given price and assure our profit, we shall con- 
stantly endeavour to sell at that price, or we go out 
of business, sooner or later. Let us stay as far as 
we can from price-cutters and the likes of them 

Elmer F. Way of Chicago, secretary and general 
manager of the Marking Device Association, told the 
meeting that manufacturers in all lines, as well as 
salesmen, have forgotten how to sell and must learn 
all over again. Mr. Way told the meeting that there 
are no signs of a real depression in U.S. or Canada. 

J. J. Cairns was elected as governor of District No. 


| 9 for the current term, succeeding Mr. Freeman, who 


was appointed a director of the association. 
Ba x” 

Nearly 200 members and friends of the Stationers 
Guild Club of Toronto recently enjoyed a moonlight 
cruise across Lake Ontario to Niagara Falls. Ladies 
of the group were presented with gifts commemorating 
the occasion. The Lakeview country club was re- 
cently the scene of a golfing tournament participated 
in by more than 50 Toronto stationers, with 65 at- 
tending dinner. Ross Helwig, Grand & Toy, Ltd. 
topped the golfers. 

” A * 

Remington Rand, Ltd., has moved its offices in King- 
ston to 132 Clarence St. 

* . * 

John Binkley, Toronto, won the low net and W. J. 
Preston, Stratford, the low gross in the Toronto Sta- 
tioners Association golf tournament held recently at 
the Stratford Country Club, Stratford, Ont. The 
event is an annual affair arranged by James Preston 


| of the office furniture manufacturing firm of Preston- 


Noelting, Ltd., Stratford. About 30 golfers took part 
in the tournament in the afternoon and 40 attended 
the dinner in the evening. Representatives were 


| present from Toronto, Windsor, St. Thomas, Chatham, 


London and Hamilton. 
> * “ 

Harold Singleton was recently appointed sales man- 
ager of the Victoria, B. C., branch of Smith, David- 
son & Wright, Ltd., succeeding Frank Waring, who 
has been with the company over 40 years. 

x + = 

Eversharp International, Inc., Toronto, recently ap- 
pointed McFarlane Son & Hodgson, Montreal, as dis- 
tributor to the stationery trade for Quebec, Maritime 
Provinces and Newfoundland. 


+ * + 


The Canadian subsidiary of the McBee Company, 
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PARK BRAND MANILA FOLDERS are 
again available in three weights 
and are the finest quality the mill 


has ever produced. 


DIT) sb elon ehu-2@)i lol bbamelel-fer aloha 
Yo Me Ib elohateyehuslol-Meol-seslobelo mB ioys 
IMPERIAL Filing Supplies. 
Their refinements* cost no 
more. Send for new price 


i ae 47, | 


*Under-tabbed—Round Cornered. 
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[jae @me IS BUSTING OUT ALL OVER | 
0 
WITH BRAND NEW MODELS £ 
. Cc 
: 
ae | 
t 
NEW P-22 HAND STAPLER NEW G IMPROVED #105 STANDARD STAPLER | : 
Heavy Duty Industrial Plier Type Streamlined Beauty with Bulldog Performance i v 
Reaches into “Hard-To-Get-At’’ Places Stapler - Tacker - Plier Bs: f t 
Loads 150 Staples Temporary and Permanent Stitch fer , 
Same Machine Takes 2 Size Staples—14", 5/16” Fastens Up To 40 Sheets of Paper ibs 
Reach 21” Reach 23%” Weight 11 oz. 
All Steel Construction—All Chrome Finish Loads 105 Standard Staples 2” x 44” 4 d 
aed f 
NEW T-32 GUN TACKER NEW #202 STANDARD STAPLER 2 h 
1 Automatically Shoots A Staple Wherever A Tack Can Rugged Beauty Stapler For Heavy Commercial Use | I 
Be Driven Combination Stapler and Tacker 
: Replaces Hammer and Tacks at Trigger Rate Speed Temporary and Permanent Stitch 
Same Machine Takes 3 Size Staples—3/16", 4%", 5/16” Fastens Up To 40 Sheets of Paper 
All Steel Construction—All Chrome Finish Reach 334” Weight 16 oz. | U 
Loads 150 Staples Loads 210 Standard Staples 2” x 4” 7 
SEE THEM AT THE NSA SHOW — BOOTH L17 c 
If you cannot get to the Show, send for our New Catalog Sheets — Be sure you're on our Mailing Lists 
ATTRACTIVE WINDOW DISPLAY POSTERS ARE WAITING FOR YOU | 
Vv 
ae i a fi 
: vin, A STAPLING MACHINE FOR EVERY cosisn pissivaor. & 
8 Mauier Street | Lightstone Sales, Montreal #& | 
Brooklyn 6, New York PURPOSE and EVERY PRICE RANGE ‘ California Distributor: p 
_. -EVergreen 7-5144 ' B. Sternberg, Los Angeles 0 
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Athens, Ohio, recently commenced construction of a 
new plant in Toronto for the manufacture of the 
stationery and business forms lines of the parent 
company. 


o * ~ 


Mr. and Mrs. Fred Smart, Stationers Guild of Can- 


ada, Toronto, observed their thirty-second wedding 
anniversary a short time ago. 
- om a 

Ottawa stationers held their annual golf tourna- 


ment at the Gatineau country club, Ottawa, recently, 
with Don Evans capably handling the arrangements 
Nearly 30 played golf and 50 were present for the 
dinner session. Dave Murphy of Barber Ellis, Ltd., 
won the Preston-Noelting low gross trophy, which 
was presented by D. J. McGillivray, Montreal repre- 
sentative. The Powis Bros. trophy for the low net 
was won by Douglas Peacock of Seely Systems, Ltd. 
Montreal, Toronto and Hamilton visitors were present. 
. * * 

Underwood, Ltd., recently paid honor to five new 
members of the Underwood Gold Key Club, when a 
dinner was held in Montreal at which they and 17 
others, who qualified in past years, were guests. The 
22 employees have an aggregate of 752 years of ex- 
perience with the company. The five new members 
are Hazel Kieran, Charles Touke, William Hort, Ed- 


ward Waller and Claude Lafontaine. Col. W. H. Muir- 
head, Quebec province manager of the firm, presented 
the new members with gold lapel keys. 

+ a - 

C. Cole & Company, Ltd., well-known retail station- 
ers and booksellers, Toronto, observed their fifteenth 
year in busin¢ a short time ago 

* * * 

The headquarters of Stationers Guild of Canada, 
Inc., Toronto office, is now located at 53 Yonge St 

~ = > 

The stationery and office supply firm of Manley’s, 
now located in its new building erected at 142 Lochiel 
St., Sarnia, Ont., opposite the original store, was es- 
tablished nearly 88 years ago by J. McMaster. In the 


year 1901, T. H. Manley purchased the business from 
Mr. McMaster and managed it until his death in 


1919. However, his widow, Blanche Manley, carried on 
intil she passed away in 1945, after which the busi- 
ness was bo t out by the present owners. 

7 * a 

The Peerl Carbon and Ribbon Company, Ltd., 214 
King St. E Toronto, has purchased five dwellings 
on nearby Sherbourne St., near King St. E., as possi- 
ble location f manufacturing plant. No immediate 
construction planned. 

* 7 . 

0. A. Dawson, general manager of the Corona Type- 
writer Company, Toronto, was a recent business visitor 
in Edmonton, A Mr. Dawson had a meeting in the 
western city ith Fred Jenkins, the Smith-Corona 
typewriter dealer for northern Alberta 

7 * * 

Much interest was shown in the fine float of Cana- 
lian Office & School Furniture Company, Preston, 
furniture manufacturers, which formed part of the 
huge parade held recently in that town during the 
local Jubilee-Reunion 


* * * 


Controller David A. Balfour, founder and head of 
the office supply firm of D. A. Balfour Company, Ltd., 
73 Adelaide St. W., spent the month of August va- 
cationing at Leith, near Owen Sound, Ont. 


+ - * 


Net earnil f Grand & Toy, Ltd., manufacturing, 
wholesale ar retail stationers and office equipment 
firm with head office in Toronto, amounted to $135,610 
for the year ended March 31, 1949. This amount in- 
cluded $9,393 refundable excess profits tax. For the 
previous ye: et profits were reported at $132,916 
or $5.76 a share. Trading profit of $196,939, after pro- 
viding for depreciation, compares with $257,117 for 
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ReW LOW Paice 


FINEST CUSTOM QUALITY 


4900 SERIES DESK LAMP 











4900 Series 1-tube model. $14.75-$16.75 according to finish 
2-tube model, $18.50-$20.50 according to finish. 


In the NEW 4900 Series lamp, the fine 
quality, efficient lighting and attractive ap- 
pearance associated with all MIDCO port- 
able lamps has been fully preserved. 


This new low priced line will create new 
business immediately for all dealers in 
MIDCO products from an entirely new and 
much larger volume market. 


Business will be stimulated not only for 
the NEW 4900 Series but also for the com- 
plete line of MIDCO portable desk lamps. 


Send for our beautifully illustrated new 
bulletin, prices and discount schedule. 


Make it a point to visit us at our Booth 
No. 84 at the N, S$. A. Convention where a 
complete display of all MIDCO models will 


be made. 


MIDWEST NATURLITE COMPANY 


228 West Kinzie Street Chicago 10, Illinois 
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YOU INCREASED 
SALES AND PROFITS 


771 
stro) You 
CARBON PAPERS 


TYPEWRITER CARBON BILLING CARBONS 
FAN-FOLD CARBON PENCIL CARBONS 
CARBON JACKETS REGISTER ROLLS 


INKED RIBBONS 


TYPEWRITER RIBBONS TABULATING RIBBONS 
Addressograph RIBBONS TIME STAMP RIBBONS 
Bookkeeping Mach. Ribbons ADDING Mach. RIBBONS 


HECTOGRAPH SUPPLIES 


HECTOGRAPH CARBONS MASTER UNITS 
HECTOGRAPH RIBBONS DUPLICATING FLUID 
Hand Cleansing CREAM CORRECTION PENCILS 


| UL 
i 


Codo- “MFG. CORP. 


Wood St 270 Latayert 
Pittsburgh 22 Pa New York | 


Ic tory Cc raopo! Pa 





the year ended March 31, 1948. Working capital of 
$370,188 compares with $293,277 for the previous year. 
* . * 

Henderson's Book and Stationery store, 18 King 
St. E., Oshawa, Ont., operated and owned by Scott and 
Clarke Hubbell, recently entered its forty-second year 
of operation 

> > > 

Copeland’s book and stationery store, Amherst- 
burg, Ont., is now occupying quarters three times as 
large as the original store opened in Amherstburg 
two years ago. The firm has a full stock of office sup- 
plies 

> . . 

Isaac Pitman of London, head of the British firm 
of Sir Isaac Pitman & Sons, Ltd., was a recent visi- 
tor in Edmonton, Alta., where he visited J. Percy Page, 
principal of McDougall Commercial and A. D. Mec- 
Tavish, principal of McTavish Business College of Ed- 
monton. Mr. Pitman, who is 47, is the eldest grandson 
of Sir Isaac’ Pitman, founder of a shorthand system 
that is one of the most widely known 











U 


JOINS U. S. CHAIRCRAFT.—R. V. (Bob) Mitchell has been 
appointed to represent the U. S. Chaircraft Manufacturing 
Company. New York, N. Y., in the Rocky Mountain territory. 
(A story appeared on page 54 of the August issue.) 
—- 
BINCHAMTON FIRM SPEEDS DELIVERIES 

Georgia-Hanks, Inc., 130 State St., Binghamton, 
N. Y., stationery and office appliances, has inaugurated 
a new and speedier delivery service through use of 
its own trucks 

Another innovation, involving the display of furni- 
ture at the Georgia-Hanks salesrooms, is the featuring 
of wood office furniture on one floor, while steel furni- 
ture is displayed on another. This method permits 
Georgia-Hanks office engineers to lay out on the firm’s 
display floors the exact arrangement of any customer’s 
office plans just as it will look when installed in the 
customer’s office —GET 
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TYPEWRITERS & ADDING Mi 





A NOVEL SIGN—Allen G. Starrette (left) and A. G. Starrette, 

Jr.. of the Starrette Typewriter Service, Statesville, N. C.. 

agents for Underwood typewriters and Underwood-Sund- 

strand adding machines, display an original sign for their 

office. They made it of Underwood metal ribbon boxes in 

gold, red. purple and green. The sign. which consists of 127 
ribbon boxes, is approximately 12x2 feet. 
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Another made-to-order use for 
he pli 
Neva-CLOG, the plier-type stapler 
n Desk-ty] taplers are here to stay. But for 
: filing—that’s another one of those made-to- 
order jo r NEVA-CLOG, the plier-type! No 
able or k-top required. And the neatest 
; and nearest-in-the-world to ‘‘loss-proof”’ files 
f e those in which no fastening device except 
apl 
Filing goes mighty fast with NEVA-CLoGc. And 
is of dealers can sell tens of thousands NEVA-CLOG Model J-30 
f Neva-CLocs if they'll tell office managers Also Model J-60 for both permanent and temporary stapling. 
ter way. We’re telling thousands 
; 


- ’ 7 
ice Management and Equipment. 
p . 
ye 


— 











9 OFFICE APPLIANCES, September, 1949 129 















IH! 


catches 
sales... 


SELL 
MERCURY 
aT 









Nowadays, folks watch pennies 
a lot more carefully—and your 
customers are demanding the 
most for their money. Give them 
what they want—give them 
Mercury products. Outstanding 
in value because they're out- 
standing in quality. They keep 
your customers coming back for 
more. 











——— 


URY iT ‘ | 
NEE ih RAPID ROLLER CO 
| a 
, Federal ai 26th D. M. Rapport 


Chicago, Illinois President 
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OTLATCHING itt? 
EGON ERAILERAVELERS 


Wilson G. Turner, Correspondent 


Well, this looks like a big month—it seems like a 

t of thing: e happened, such as: 

Judd’s Stationery Store in Longview, Wash., burned. 

Lou Ann Carruthers, wife of Russ Carruthers, sales- 
n for Fry’s Stationery in Olympia, Wash., died on 
Sunday night, July 24 

‘Earl ‘Hasting s, salesman for Blake, Moffit & Towne, 
Portland, Ort ed very suddenly August 3. 

Bess Zeisler fe of Dick Zeisler, salesman for the 
Boorum and Pease Company, is convalescing from 
a very seriou ration. Although she was operated 
n shortly after the advent of having her house paint- 
ed by “Pur” Pillsbury of Seattle Office Supply, Jack 
Ellis, salesma r F. S. Webster Company, and her 
husband, Dick, I don’t think that’s what caused her 

uble. I haven’t seen the house myself but from 
what I hear worth going out to see 

o > + 


Ted Thompson, formerly with Erickson’s Stationery 


Bend, Or now an outside salesman for the 
Empire Stationery Company of Portland, Ore. 
> > . 


Bob Anderson rmerly of the Blaisdell Pencil Com- 


pany in the Pacific Northwest, is now a salesman for 
The Carter’s I Company in the same area. So 
don’t be sur] when he calls on you if he tries 
to talk you ising a pen and ink to write with, 
tead of pe is he did before. 
. o > 
Bob Keene ne time manager of the stationery 
epartment Lipmann & Wolff of Portland, Ore., 
now ba hem. This time he has 12 depart- 
n to 1 including stationery. His time in 
between wa working for Harper Jamison, sta- 
ner of McM ville, Ore., and past governor of 
trict Ne he National Stationers Association. 
7 > - 
Doug Nash nerly with Seattle Office Supply 
Company of § e, Wash., is now an outside sales- 
nan for the A iated Stationers of the same city. 


Gordon Schmeltzer, airplane distributor and owner 
the Village §& ionery Store in Nyssa, Ore., would 
to have ime for his airplane business. His 
onery st doing a good business but takes 
h of e. So he would like to sell it. 
> . * 
know of nderful set-up managing a good- 
zed stations re for a comparatively young man 
ho has ha i solid background in stationery, 
buying elling. If you are interested, drop 
note this magazine, giving your quali- 
tions, a1 pass them on to the stationer. 
The Pacit N hwest is growing with such leaps 
nd bound there are innumerable opportuni- 
for experi i help in the stationery field. I 
of ma inside and out, that can be had 
if you hav alifications. 
: » o 


Mr. and Mrs. B. F. Granger have just spent a long 


vacation o1 roperty at the north end of Van- 

ouver Isla B. C. I sit entranced listening to him 

tell how pri he country is and how abundant 

the wild li ls a great deal like heaven to me 
> 7 > 


William Harrington is now managing the Baker 
ompany in e, Wash. He was with Zellerbach 
Seattle f rt time and prior to that with 
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THE REYBURN MFG. CO.,INC. 


PHILADELPHIA 32, PA. 
WAREHOUSE: 4048 POLK ST., CHICAGO 24, ILL. 





THERE'S A GOOD REASON FOR 
THE CONSTANT POPULARITY 
OF REYBURN’S SHIPPING TAGS, 
MARKING TAGS, PIN TICKETS, 
GUMMED LABELS, INDEX TABS, 
REINFORCEMENTS, MENDING 
TAPES, SEALS, CREPE PAPERS, 
AND THE MANY OTHER ITEMS 
WHICH MAKE UP THE FAMOUS 
LINE OF REYBURN’S UTILITIES. 

IT’S BECAUSE EACH AND 
EVERY ITEM IS MADE OF THE 
FINEST QUALITY MATERIALS, 


PLUS 


THE MODERN EFFICIENT 
PACKAGING OF REYBURN'S 
UTILITIES, PROFESSIONALLY 
DESIGNED TO PERMIT 
MAXIMUM DISPLAY YET 
PREVENT WASTE OF YOUR 
VALUABLE SHELF SPACE. 

THE HIGH QUALITY OF 
REYBURN’S UTILITIES IN THEIR 
EYE CATCHING PACKAGES 
GIVES YOU AN UNBEATABLE 
SALES-PRODUCING COMBINA- 
TION. DISPLAY THEM PROM- 
INENTLY FOR CONSTANT, 
PROFITABLE SALES. 
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Stockwell and Binney in San Bernardino, Calif. 
- : oa 
Frank’s Stationery & Printing Company of Port- 
land, Ore., has recently moved to 2502 S.W. First. 
The firm has a swell new building with lots of room for? 
both stationery and printing. 
o~<>« 





HEADS CARTER’S INK—The new president of The Carter's 
Ink Company is Samuel D. Wonders, recently appointed by 7 
the board of directors. (Story appeared in August, page 80.) | 


COLOR BOOSTS USED TYPEWRITER SALES 

A simple innovation in used typewriter merchandis- 
ing to increase sales is offering the customer a choice 
of several colors, according to Superior Typewriter 
Shop, Los Angeles, Calif. 

The Superior organization, which rebuilds as many 
as a dozen used typewriters per week, accumulated as 
trade-ins on new machines, used machines, or bought 
outright, has followed the “Hollywood trend” in type- 
writer repainting. An average of six colors are dis- 
played in the typewriter shop window, including ma- 
chines finished in light grey, dark grey with crackle 
or plain finish, several shades of green, red, brown, or 
the standard black. 

The variations in color have proven particularly pop- 
ular with businessmen who maintain small offices at 
home, according to the management—and buy a color- | 
ful typewriter instead of the standard black to add J 
additional eye-appeal to basement dens, rathskellars, 
studies and spare rooms. ; 

Many of the rebuilt machines are “painted to order” 
with a hand spraygun, and spray booth in the type- 
writer repair shop. While standard black and crackle 
finish, of course, remains most popular for business- 7 
office use. there is plenty of market for the brighter- 
colored models, it has been found.—RAL 


—- 


NATIONAL INTRODUCES NEW CARTON PACKING 
National Blank Book Company, Holyoke, Mass., re- 
cently announced to the trade a new carton packing 
program designed to insure savings to its dealers. 
About 100 volume items of the National line are in 
the new schedule by which, for example, analysis pads, 
normally packaged ten to a box, are now provided for 
shipment and handling five boxes to a carton. 
Included in the program besides analysis pads are 
such products as inventory pads, tumbler payroll books, 
stiff ring binders, flexible ring covers, ring book sheets, 
ledger sheets, post binders, and manifold order books. 
It is claimed that although the packages are larger, 
they are still small enough for easy handling and 
are not apt to get lost or crushed. Less time will be 
required for a physical inventory count on carton mef- 
chandise, it is stated, and it will be more accurate. 
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THE SATURDAY EVENING 
rt- @ 
‘St. 3 
for 
i 
| The business these salesmen send your way will cost 
{ you nothing! The Invisible Office Boy is a busy little 
fellow—4,000,000 of him, in copies of the Saturday Eve- 
ad ning Post, will soon be sending the Sure-Rite Green Film 
by Stencil story all over the country to buyers of office sup- 
BO.) plies! National advertising brings customer confidence, 
customer sales—send for the free Saturday Evening Post 
' display aids to boost your Sure-Rite business and profits! 
1S- 
ice 
ter 
ny 
as 
rht 
pe- . * il 
lis- New, Improved Sure-Rite Green Film Stencils increase 
na- ° es ° 
kle Office Efficiency . . . Save Time, Money and Effort. 
Ss A new nationally advertised stencil that 1 Produces sharp, legible copies that 
, look lik ffset int _ to 
op- meons more profit for your store! Office man- “on ate See ee 
at ogers and purchasing agents everywhere 
or- wart the new Sure-Rite Groen Send whh Sow feruvistion machen 8 omen 
: ngly fine for stylus work — just 
1dd the sight-seving green color, dull-finish film ike writing on paper! 
rs Produces finer copy with ( 
a ~y mpgs li ange em wn 3 Sight-saving GREEN color. Pro 
- 15,000 copies per stenc No chopouts, no duces three impressions — light me 
er type cleaning, no swollen platens! dium and dark copy 
pe- 
‘kle 
« 
*SS- 5 
er- 4 





n Stencil wee. co. 








NG | 
re- | 
ing ® 
ers. eS eee eo ee ee ee eee Se SS SS SSS SSS eS eee 
in | , 
.ds | AMERICAN STENCIL MFG. CO 
for | 2714 Walnut Street—Denver, Colorado 
7 | Please tell us about Sure-Rite Dealer plan and Saturday Evening Post 
are | merchandising aids 
ks, ! 
ets, Dealer's Name — — 
Ks. | 
- Business Address 
be ! 
er-@ | City 7 State ied caiabotbi 
! 
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| THESE MEN 
Ww0 Fa K Franklin E. Rising, dr. 

Los Angeles, California 

FO R Y0 lJ Pacific x & Mountain 








Arthur R. Frey 
Cincinnati, Ohio 










Folger Fellowes “ West Central 


"4 


Chicago, Illinois 
General Sales Manager 


oe 





John B. Dwyer 
Boston, Massachusetts 
New England 


¥ 


‘A 





Atlanta, Georgia 
South Eastern 


Jim W. Cooper, dr. 
Atlanta, Georgia 
South East & West 


Robert C. Strafford Ill 
Fort Worth, Texas 
South West 


Meet seven men who are the backbone of Liberty Sales Service in the field—men who 
are on call to help you build your volume of Liberty products. Each one’s experience 
in the commercial stationary field has a value which cannot be determined in dollars 
and cents, but which can be turned into dollars and cents for you. These men know 
record storage in all its ramifications. This plus continual contact with hundreds of 
dealers gives each a wealth of sales ‘know how" which is yours for the asking. De- 
pending upon location one is available to you for sales meetings, service calls or in 
closing large sales. Seek his help—for increasing your business is his business. 


Established 1918 Manufacturers Of 


BANKERS BOX COMPANY Booey eee ccrsrorac unset 


720 South Dearborn St. Liberty Prefab Wood Shelving 


Chicago 5, Illinois Liberty String-Tie Binders 
Liberty Metal Copy Holders 
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~ —dJack P. Cooper, dr, 








Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


y among both office machine men 
ffice 1} dealers, as well as office furniture 
autumn business lies ahead, re- 
ardl al simistic remarks to the contrary. 
A good poi nade by one man interviewed in Au- 
t wl the large city, Los Angeles, has felt 
seasonal | vn, as is customary, this has not 
the small towns—all of which surely 
1 al inst the modern practice of rushing 
the larger places to the neglect of the smaller 
large success is usually associated 
large citi but there is a quiet steadiness to 
cities that has been noted through 
who wish to observe. The per- 
phase of office supply business in 
if he is so constituted, build up 
ersonal friends, operate in a less 
ive m and get through with much less 
ment al ension. At least that is the observa- 
this v is well as many with whom he has 


The generai lee 


decades by people 


. * a 


R. A. Thomas, general manager of the Grimes- 

Stassforth Stationery Company, 737 S. Spring St., Los 

t] ther of a baby daughter born July 18. 

rhe little girl, who has been given the name of Nancy 

Elizabeth is the second daughter in this family, the 
ther, Edith Ann, being 34% years old 


* * * 


> 


Pla 
rn 


H. C. Lyles, 
State Trave 


ediate past president of the Golden 
Association, also reports the birth of 
, The young lady, whose name is 
Linda, born July 29. The Lyles have an- 
laughte even years old. Mr. Lyles is manager 
he Bates M ifacturing Company, 8631 S. Alameda 

St., Los Angel d also represents the F. S. Webster 


’ 


i qaaugi 
Mary 


ner ¢ 


+ 7. 
berts Company, 2223 E. 37th St., 
ken over warehousing for the Shel- 
ville Desk (¢ pany, Shelbyville, Ind. Hunting- 
tributor for Shelbyville in the west- 
ites al ill maintain a complete stock in the 
The line was formerly han- 
lesale Desk Distributing Company, 

destroyed by fire in the early 


enouse 


SE pulidll 
Richard McElhose, who has been in training in the 
funt tobe Angeles warehouse since last 
January, i iled to leave early in September to 

company’s Portland warehouse, 
rthwest dealers 

> > > 

lifornia Office Furniture Associa- 
r fishing trip was held July 16 at 
people braved the early morn- 
Los Angeles at 2:30 a.m., returning 


S Diego. T! eight 


Ray Alba of the 
Mike McMahan 
was in charge 


caught by 
Company 
deri McMahan B Furniture Company 
meeting, held at the Nick- 
Hollywood, was very well at- 
ci ten Tufeld of the Western Office Furniture 
1 chairman. He presented Rob- 
ert Borst, speak« f the evening. Mr. Borst, who is 

e R lz Leather Furniture Company, 

; n “Me lising Leather Furniture.” 

Sam Yocum president, reports that the entire 


,ugust 


O-De!] Re 


Comrt ryt rary 
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Only ATLAS Offers a Complete 
Line of VERTICAL Feling 
$ 


on 
e X-RAY FILMS 


« PHOTOGRAPHIC 
FILMS 


e STENCILS 
¢ PLATES 


THE DELUXE MODEL 


200 to 500 stencils, 300 plates, 
masters or films may be classi- 
fied and filed in the Deluxe 
Model. Available with either 
lug or spring clip hangers. Fin- 
black, gray, 
taupe or green crackle enamel. 


ished in brown, 


OTHER MODELS 
AVAILABLE 


PORTABLE MODEL 
(Capacity 50-200) 


TWIN-DELUXE MODEL 
(Capacity 600-1000) 


JUMBO MODEL with sus- 
pensions now available 
(Capacity 700-1400) 


EFFICIENCY COMBINA- 
TION 
(Capacity 200-500) 


DELUXF MODEL in 15" 
and 24° width 
(Capacity 300) 








Atlas Hanger with Index Attached 





Atlas Hanger with Spring Clip Attached 


These special designed hangers move easily 
along the supporting tracks. Two lugs, one near 
each end of the hanger, support the stencil or 
master. A locking lug in the center of hanger 
holds stencil or master in position. The spring 
clip may be used to facilitate the filing of stub- 
less stencils, masters or films alone or in wrap- 
pers. 

Don't miss the new ATLAS GRIPDEX HANGER at the 

NSA Convention Booths C-2 & C-3 


Write for 
illustrated literature on the complete line 


ATLAS STENCIL FILES COMPANY 


Cleveland, Ohio 





135 








| 
ii 
; 












































of manufacturing 


STEEL 
EQUIPMENT [is 


tested and 


Pus years, Supreme Steel Products have enjoyed great accepted 
prestige with the world’s largest firms. Wise commercial 
and governmental purchasing agents continue to vote their 
preference for SUPREME precision, skill and craftsmanship. 


Now, the addition of new plants and more modern mass- 
production facilities, makes possible distributing SUPREME 
tested and accepted steel products at prices that are attrac- 
tive and competitive. Instant comparison proves their 
superiority for utility, appearance and sturdy construction. 





SUPREME STEEL PRODUCTS, Inc. offers its complete line of 
Storage Cabinets, Lockers, Shelving, etc. to responsible dealers. 
Your application for distribution in your territory is invited. 











27 DRAWER CABINETS 
2934"x1242"x37e". 
Standard Finishes. 
Adjustable Drawer 
partitions available. 
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CLOTHING LOCKERS © 


Made in a variety of | 
popular sizes to fit 
every need. Sup- 
plied in standard 
finishes. 





ADJUSTABLE SHELVING 


to fit any and all 
storage require- 
ments. Standard 
finishes. 


STORAGE CABINETS 


Commercial and 
Standard Grades. 
Knock-down con- 
struction. Easily as- 
sembled. Variety of 
sizes. All finishes. 





SUPREME Stee! Products, inc. 


52-55 74th STREET, MASPETH, LONG ISLAND, NEW YORK 
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STORMS 


QUALITY PRODUCTS 


CARBON PAPER 
INKED RIBBONS 
CARBONIZED ROLLS 


“The Complete Line” 
DEALERS... 


INCREASE your sales. Compete with confidence. 


Sell highest grade merchandise produced and 
guaranteed by a reputable manufacturer with a 
thorough knowledge of DEALER requirements. 


H.M. STORMS COMPANY serving the DEALER 
TRADE EXCLUSIVELY for more than HALF 
CENTURY is exceptionally well equipped to 
provide everything required in CARBON PAPER, 
INKED RIBBONS AND CARBONIZED ROLLS. 


We have complete modern facilities for pack- 
aging and imprinting under dealers private 


brands. 


Investigate our PERSONALIZED service. Carbon 
paper and inked ribbons permanently identified 
with your brand name printed directly on each 
sheet of carbon, each typewriter ribbon. A sure 
way to build repeat sales. 


Write NOW to Dept. H for details. 








H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 
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membership has subscribed to the United Jewish 
Relief Fund. 
a * * 

H. B. Black, manager of the Marchant Calculating 
Machine Company, 804 S. Spring St., Los Angeles, re- 
ports an upturn in business during the past 60 days, 
E. R. Bennett of Moore Business Forms, Inc., 1001 §, 
Hope St., Los Angeles, also expresses optimism Over 


business prospects for the coming months. 
* ” - 





Blake Lockard, secretary of the Southern California 
Stationers Association, 215 W. 7th St., Los Angeles. 
says Southern California will be well represented at 
the NSA convention to be held in Chicago, October 
2 to 6. 

al * ~ 

Leo Miller of the Miller Desk and Safe Company 
states that the remodeling and modernization of the 
company’s store at 219 W. 2nd St., Los Angeles, will be 
started in September. 

Ned Levin, formerly with the General Office Fur- 
niture Company, 927 S. Los Angeles St., is now man- 
ager of Miller’s Second Street store. 

Herman J. Klein, also of Miller’s, and his family at 
this writing are vacationing at Balboa. 

A. F. Madden, one of the Miller salesmen at 219 Wag@g@ 
2nd St., spent his vacation in northern California 


visiting in San Francisco and the Redwoods 
* e ( 


L. C. Wolter and W. A. Harnden, proprietors of the 
Hollywood Office Appliance and Furniture Company, 
5820 Hollywood Blvd., and their families spent their 
vacations at Laguna Beach. The Wolters were there 
during the month of July and the Harndens took 
their vacation in August. 

On July 29 the company’s annual summer party w 
held at Zuma Beach. Forty-five were present. 





* * * 


The Typewriteria, 5216 Wilshire Blvd., Los Angele 
has been completely remodeled. An additional 1006 
sq. ft. of floor space has been added, making room 
for a larger stock of furniture. The new area als¢ 
affords ample room for attractive displays. 

E. D. Glossman, proprietor of the Typewriteria, was 
scheduled to leave some time in September on an 
eastern buying trip. 

* : 

The July meeting of the Southern California Dealers 
Association, held July 15 at the Roger Young Audi- 
torium, was in charge of a factory representative and 
service superintendent from the L. C. Smith @ 
Corona Typewriters, Inc., who conducted a clinic on 
late model machines. 

F._R. Spencer of the Hollywood Office Appliance and 
Furniture Company gave a talk on “Servicing Ma- 
chines.” He also pointed out the proper way to in- 
struct customers in the use of office machines. 

A similar program for the August meeting will be 
conducted by representatives from the Underwood 
Corporation and Remington Rand. An adding machine 
clinic will be conducted at a later fall program. 

Howard Mann, executive secretary of the association, 
states that attendance and interest in the meetings 
are growing. Five new members were added in July 
and non-members are beng invited to attend the 
meetings as guests. 

David Ligon, the president, appointed Robert Pico 
as the new membership chairman 








- * ® 


The West Coast Platen Company, 643 S. San Pedro 
St., Los Angeles, has been awarded a Federal supply 
contract to do platen work for all Federal agencies in 
the western states, according to Norbert F. Mayer, the 
proprietor. 

Mr. Mayer says he finds the natural summer decline 
in business in Los Angeles, but business in the smaller 
towns seems to be holding up very well. He feels that 
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All the customer -interest evoked by 
our big, colorful national advertising 
campaign is tied right to this eye- 
catching display for your counter... 
dramatizing with a real red feather 
the wonderfully easy action of the 
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008) finest stapler that ever saw the light 
also} of day... 
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PUT IT ON YOUR COUNTER 
AND WATCH YOUR SALES 
GO UP! 


The new “feather-touch’’ HOTCHKISS 
DIRECTOR staples, pins or tacks with 
the least possible pressure . . . loads 
in the least possible time . ... delivers 
a lifetime of smooth stapling with the 
least possible attention. It’s all-steel 
for strength...all-chrome for beauty 
...with new horseshoe base for 
greater stability—new broad top for 
greater comfort—new front plate for 
easier cleaning—new anvil for positive 
pinning or stapling—new feed-control 
for jam-free operation. 
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Home and Industrial Stapling and Tacking Equipment 
NORWALK, CONNECTICUT 
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Two end chairs pictured above are of Duran Plastic. Ths center 
chair shows special fabric covering. Wide selection of colors 
in both materials. 








Any piece can be furnished without arm-rests; with single arm 
rest (either side)... or as a club-chair, with two arm-rests. 





The “Regent Sectional’ fits everywhere because it is adaptable 
to any multiple grouping 


DIXIE CHROME PRODUCTS, INC. 


IRVING, TEXAS 


EVERY CHAIR AN Eeaychain 
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The Dine Regent Protional” 





MASSIVE 


VoL 


FOR THE SUCCESSFUL 
BUSINESS OFFICE 





5 alee display the Dixie “Regent Sectional” 
with pride... because there is no finer chrome} 
furniture made! All-steel coil springs encased in| 
“Flex-o-lator” bags are used in both seat and back | 
cushions. Over this is a heavy layer of top grade felt,| 


with covering of either Duran plastic or high quality | 
fabric, exquisitely tailored. 

The Dixie “Regent Sectional” display will be the 
most popular place in your 
establishment. Write today for 


illustrated catalogue. 
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ition recently held in Los Angeles 


the NOMDA 
‘eal \ to the community as a whole. Many 


was ol real 


delegates visit the West Coast Platen Company’s 
shop and ex] interest in its work, he says. 
* 7” * 

Hal Petit, er of the California Typewriter Ex- 
‘~hange, 543 | ng St., Los Angeles, reports a very 
satisfactory pi in business which he feels will | 

tinue uM t the fall months 
s o . 

The Al ewriter Company, of 531 S. Spring 
St has con ed the redecorating of its store 
und offic: I rescent lighting has been installed 
above the and window 


2 > * 
manager of the Henley Typewriter 
Hollywood Blvd., returned early in 
xtended vacation trip. He first at- 
International Convention at At- 


Paul R. Reed, 
Company, 6/7 
August from 
tended the Kiv 


lantic City, v e he was a delegate from the Holly- 
wood clul He en visited New York City, Chicago 
and several] n Wisconsin, including Milwaukee, 
his former hon In fact, Mr. Reed says he touched 


the U.S.A. and also had the pleasure 
ew Shasta daylight train on its in- 


all four bo! 


of riding OI 


tial trip from Portland to San Francisco 

> » + 

Martin Mirofi of June 1, became general sales 

manager for the General Office Furniture Company, 
927 S. Los A St. Mr. Miroff was formerly with 
he Royal M« Manufacturing Company of Chicago 
ind Los Ange 

Ss iiote 


Harold W. Scott, proprietor of the Beverly Hills 
Typewrite1 reports that his brother Carl has 
the | ree as a mechanic ; 


> + » 


jwolned 


R. J. Burns, proprietors of Boulevard 
Wilshire Blvd. (Miracle Mile), are 
the ening of a warehouse and store at 
ilver City. The store will be a 
5406 Wilshire Blvd. Merchandise 
pla 1] ip as an accommodation for buy- 
ers in this f wing Culver City area 
* * > 


Laurence 
Statione rs 
planning 
3828 Cardiff A C 


4. R. Hamm prietor of the Park Adding Machine 
ind Typev mpany, 6024 Pacific Blvd., Los An- 
ele y Mrs. Hamm, at this writing 
I t t 12 for a month’s vacation at 


8 lm ee 
H-H-M SAFE USED FOR CONTEST 
yney Island Amusement Park, Cin- 


O rs a “Crack The Safe” contest, 

h valu as an incentive. Herring-Hall- 

Marvin v iven the privilege to furnish 12 of 

anda this contest. Dates of the contest 
vere from J intil July 21 

ions were printed on cards and 

it the area—only one of these 


combination. Over 80,000 
ne minute, tried their skill in at- 


“roact 
orrect 


se Safes 


The if ked on June 21, and the prizes 
onsiste 19 Chevrolet, 1,000 gallons of gaso- 
line, $301 groceries and the Herring-Hall- 
Marvil was opened. Those prizes were 
awarded to t ed individual 

— 
AVERY ADHESIVES APPOINTS MANAGER 

Mart B recently appointed manager of 
he Clevs office of Avery Adhesive Label 
Corporati ia, Calif., manufacturers of Kum 
Klee re itive labels 

Mr. Be itive of Cleveland, is a graduate 
f Ohi tat ity. He was formerly office man- 
ager for t eland branch of Spaulding Fibre 
Company recently office service supervisor 

Gene! 1lemical department 
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Collier-Keyworth presents 









outstanding engineering in 
revolving chair controls with 
patented “ Equi-Balanced”’ 
action that assures smooth, easy 
motion. Modern in design and 
appearance, these all-steel 
chair controls are construct- 

ed to give enduring com- 


fort and satisfaction. 





COLLIER-KREYWORTH CO. 
NERY SSCS 
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THE DOORWAY 

Opening wide in in- 
spiration to this indus- 
try are the pages of this 
Fortieth Annual Special! 
Office Furniture Section. 
The articles, installation 
pictures and new prod- 
uct details are designed 
to spur the profits de- 
served by those who can 
create demand for trans- 
formation of today’s of- 
fices. The scene is at 
Hafner Associates, Inc., 
New York City, with 
desk installation by S. S. 
Silver, Inc., New York, 


Tortictl 


Annual Special 
Pfice Furniture 


PICTURE ON THE FRONT 
COVER—<An installation by Her- 
bert Buhler & Co., Detroit, Mich., 
im the City Bank of that city. 
The total order included 74 Wilt- 
shire modern desks made by the 
Imperial Desk Company. 
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Knock on Every Door to Sell to the “Home Office”’_____. ...147 
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A Model Office 


must mean just that to the successful dealer in office furniture— 
both metal and wood. He must “model” every step of the way if 
he wishes to become more than an “over-the-counter” salesman. 
The office which is starved for inspiration in furnishings needs 
his ideas from the ground up in furniture arrangement, wall 
colors, floor coverings and accessories. Today’s selling goes be- 
yond the realm of peddling just a desk or chair—it means trans- 
formation of a workaday place into a scene of comfort and 
utilitarian beauty. The setting pictured is a display at Spak & 





Natovich showrooms, Chicago. 
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Advance Industries 313 Equipte Div. Aurora Equip. Keystone Steel Equip. Co. Protectall Safe Co. 240 
All-Steel Equip Ine 154, 55 Ce. 196 245, 46, 47, 48 Quigley Faurn. Co. 256 
Alma Desk Co 150, 51 Federal Equip. Co. 188 Kreuger Metal Products Co...270 Remle Corp................. 187 
Art Metal Construction Co 205 Fritz-Cross Co. 271 LaSalle Products Co. 268 Riteform Chair Ce., Inc.......230 
Art Steel Sales Corp General Fireproofing Co., Leopold Coe., The. 191 Rockwell-Barnes Co. = 
209, 10, 11 12 The 179 Lien Steel Equip. Ce. 269 Royal Metal Mfg. Co.....158, 59 
Automatic File & Index Co...268 Glare Machine Products 239 Lyon Metal Preducts, Inc.....117 Schwab Safe Co., The 269 
Bareale Mfg. Co 274 Glebe-Wernicke Co., The 41 Marble, B. L., Chair Co. 255 Seerbe, Freak. a Sens, Inc...208 
Bassick Co 256 Grand Rapids Leather Furn. Masland Duraleather Co. 199 Seng Co., ws 260 
Bentson Mig. Co 270 Ce. 269 Mase Steel Products.. --.889 
on . : : : pede Roig Co. wsesund 87 
Bolta Co 177 Gunlecke, W. H., Chair Co.....219 MeLeed & Ce....... 231 Shepherd, N. T., Chair Co. 233 
Bright Chair Co., In 180 Hammond Desk Ce. 261 Meilink Steel Safe Co... 232 
— ~ > Sikes Co., The 271 
Browne-Morse Co 279 Harter Corporation, The 272 Metal Office Furn. Co.. 193 
ps . ae Standard Furn. Co.............-... 171 
Brush-Punnett Co 258 Haskell Mig. Ce. 257 Metalstand Co., Ine. 238 Sean) Mfg. Co 22) 
C & R Sales Co 240 Herring-Hall-Marvin Safe Midwest Folding Products. 270 Sead F Mf C a "260 
Cardinal Sales, In 241 Co. 261 Midwest Metal Mfg. Co... 268 S a De iy ty wee 
Cole Steel Equip. C« High Point Bending & Chair Monree Upholstery = 264 ~ a o ee ee ne 
i ~— Sturgis Posture Chair Ce.......257 
173 ‘ S, 76 195 Mosler Safe Co. 192 3 Steel Prod i 
Cellier-Keyworth Co 141 ies Mfe. Co. an 270 Murphy Chair Co. 259 Supreme St wets, 596 ar 
Columbia Steel Equip. Ceo 207 Hoosier Desk Co. 160 Murphy-Miller, Ine.. 267 Task ~ Chaise C eee . eH 
Corry-Jamestewn Mfg. Corp...161 Imperial Desk Ce. 206 Murray Furn. Co...... 186 aysse Dovereececoone mas 
Cramer Posture Chair C« 277 Imperial Leather Furn. Co...178 Myrtle Desk Ce.... 162, 63 Thomas Furn. Co. -- 197 
Darnell Corp., Ltd 241 Indiana Desk Co. 220 National Desk Co. 229 Tiffany Stand Co... .............. 264 
Dependable Mfg. Co 270 Invincible Metal Furn. Co.....223 Nestler-Fields Mfg. Co. 71 Toledo Metal Furn. Ce........... 244 
Dixie Chrome Preduct 140 Jasper Chair Co. 148, 49 New Indiana Chair Co. 190 U. 8. Chaireraft Mfg. Corp.....189 
Delin Metal Products, Im 271 Jasper Desk Co. 152, 53 Nieman, Ine. etiintn 170 Watson Mig. Co., Inc............. 198 
Domore Chair Co 185 Jasper Office Furn. Co.....156, 57 Parker Steel Products, Inc...267 Weis Mig. Co. 7, 68, 69, 70 
Dere Mfg. Co 271 Jasper Seating Co. 222 Peerless Steel Equip. Ce. 239 Wells Office Furn. Co. 228 
Deten-Dunton Desk 204 Jasper Table Co. 258 Pronte File Corp. Western Mig. Co.. 218 
Ehrman, M. FE & « 265, 66 Jehnson Chair Ce. 172 173, 74, 75, 76 Yawmen and Erbe Mfg. Co... 7 
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Help Yourself to Sales by Helping 


Customer Plan His Office 


HE YEAR 1949 may well be the 
turning point for many office 


furniture dealers. The realization 
has come to many that their busi- 
nesses have once again become 
normal. Office equipment, both in 
metal and in wood, is back in full 
supply. Taking our industry as a 
whole, the shortages and order 
backlogs of a year ago are now, 
perhaps to some, fond memories 

The productive capacity of our 
industry, along with all American 
industries, has been greatly ex- 
panded. A vast force of trained 
intelligent salesmen is needed to 
move the products of this ex- 
panded economy. Competition for 
the sale is the order of the day 
and will become more severe as 
time goes on. Office furniture 
dealers, along with sales execu- 
tives of other industries, face 


changing conditions, and will 
have to develop new plans, new 
ideas and utilize new strategy 
in selling if they are to emerge 
successfully in the next decade 
The office furniture salesmen, 
through critical  self-analysis, 
must realize that creative selling 
will take the place of the order- 
taker. 

It has been said that a prophet 
is without honor in his own coun- 
try. Nevertheless this prophet has 
been “beating the drums” with 
this theme since 1946. In speeches 
at Buffalo and Chicago in 1947, 
he said in substance “Prepare 
Prepare!” Now that the time for 
action is here this specific sugges- 
tion is offered—train office furni- 
ture salesmen to help themselves 
o sales by helping prospects and 
customers plan their offices! 





EXECUTIVE OFFICE—Fine walnut wood pieces are arranged to provide a setting 

of quiet dignity for this executive office of the Vaisey-Bristol Shoe Co., Rochester. 

N. Y., an installation sold by Bill Fisher of Heinrich-Seibold Stationery Co., as 
told in the accompanying article. 
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By A. A. Plosscowe 


Vice-president, 
Heinrich-Siebold Stationery Com;any, 
Rochester, N. Y. 


Very often we hear selling 
referred to as an art or a science. 
But selling deals with people, and 
in dealing with people a knowl- 
edge’ of human nature will help 
the office furniture salesman han- 
dle the strategy of a sale. It is 
human nature to react favorably 
to an act of service. What greater 
service can the office furniture 
salesman offer to his prospect 
than to help him plan his office 
to operate more efficiently and to 
streamline his methods, so that 
he is better able to cope with the 
changing conditions: in his own 
field? The rendering of such a 
service will develop a bond of 
loyalty and friendship between 
the dealer and his customer that 
will be a barrier to competition. 
Can you imagine a competitor 
trying to break down this barrier? 
He would have a difficult time 
doing it. 

The fear that such an approach 
comes within the province of the 
efficiency engineer or the decora- 
tor may deter the timid soul. In- 
deed the approach toward fur- 
nishing an office today is not un- 
like that of the decorator in fur- 
nishing a home, or the manage- 
ment consultant who is called in 
to streamline the production line. 
It is well to emphasize that the 
business office is a place to live in 
as well as a place to work in. It is 
no longer difficult to convince 
people that the proper office en- 
vironment with greater comfort, 


OFFICE APPLIANCES, September, 1949 








=e mam elUrrtlCUef 


— — = A - 


c 





ne: 
Ple 
Le 


0! 





9 
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office ventilation, the wise use of 
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DESK 


the degree of noise. Distracting 
noises are present, whether they 
come from outside or whether 
they originate from the clatter of 
office machines. Effective sound 
control may be achieved by per- 
forated metal squares containing 
sound-absorbing materials. These 
units are applied to existing ceil- 
ings or hung as a suspended ceil- 
ing through the use of structural 
members made for the purpose. A 
less costly treatment may be had 
by the use of fibrous squares in 
which a pattern of grooves or per- 
forations has been formed. They 


TYPICAL MODERN OFFICE—Careful arrangement of furniture to make the busi- 


ness office a fins 


rioss Ww in 


place to live in as well as work in—a point stressed by Mr. 
ompanying article—is demonstrated here. 


Desks from The 


Leopold C Burlington. Iowa, were installed in the First Bank & Trust Co., South 
Bend, Ind., by Business Systems, Inc., of that city. 
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BY LEOPOLD—Another installation of Leopold desks is 
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this setting 
arranged for Peoples Federal Savings & Loan Association, Peoria, Ill. by Business 
Equipment Co., also of Peoria. 


are usually available in a variety 
of colors and sizes and their ap- 
plication over existing ceilings is 
quite simple. 


COLOR AND DECORATION 


More and more we hear of the 
importance of color. In the field 
of color and decoration excep- 
tional service can be rendered. 
The subject cannot be covered in 
a paragraph; nevertheless some 
basic facts are offered to guide 
the office furniture salesman. 
Each office may present its own 
peculiar problem but a study of 
each problem and suggestions to 
remedy it may be made on the 
basis of good taste and propor- 
tion. The wise application of the 
principles of color harmony re- 
quires no mysterious technical 
knowledge. Two widely used prin- 
ciples, viz., contrasting color har- 
mony and analogous color har- 
mony, one using colors on the 
opposite spokes ofthe color wheel, 
the other using a combination of 
colors that are adjacent on the 
wheel, offer a sound basis for good 
taste. 

One may start with the choice 
of finish on the furniture, then 
select suitable colors for the up- 
holstery materials, followed by the 
choice of color for the walls and 
ceiling, and last by draperies and 
carpeting, all to be determined at 
one time. At times building faults 
may be modified by generous use 
of color. Color is a tool that can 
add warmth or the opposite—it 
can be gay or depressing. The cool 
colors are those with a blue or 
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green base, the warm colors are 
those in red, orange, or yellow. 
Dark colors absorb light, light 
colors reflect light. Color wheels 
or charts which may be obtained 
from a reputable paint company 
will furnish more data and prove 
quite helpful. 


ARRANGEMENT OR LAYOUT 


In planning the arrangement a 
list of the various units is usually 
made and the proper space allot- 
ted. By units we refer to the 
reception space, general offices, 
conference rooms and individual 
private offices and executive 
offices. There may be others de- 
pending on the size of the com- 
pany, such as rest rooms, library 
or sample rooms. Each unit is 
then located in its relation to the 
rest of the office and the proper 
furniture recommended, depend- 
ing on the purpose for which each 
unit exists. It is well to plan with 
constant reminders of the funda- 
mental principles of layout, such 
as that work should flow in one 
direction, related departments 
should be placed adjacent to one 
another, work should be brought 
to the worker, desks should be 
placed in the same direction, and 
partitioning should be avoided be- 
cause it interferes with air cir- 
culation. It should be recognized 
that each worker requires about 
50 square feet of space to prevent 
overcrowding. Sometimes smaller 
desks, properly designed to elim- 








STYLING AND EFFICIENCY—Such was the aim of the Heinrich-Seibold Stationery 
Co., in sale of this installation of Shaw-Walker metal desks for the general offices 
of the Vaisey-Bristol Shoe Co. 
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inate portable machine tables, 
will add as much as 15 per cent 
more workers in a given space. 

This still leaves the subjects of 
ventilation, electrical outlets, 
drapery suggestions and carpeting 
to be discussed, but since the au- 
thor was asked to write a short 
article and not a book, these sub- 
jects will be covered at another 
time. Enough has been written, 
however, to indicate how we can 
help ourselves to sales. Business 
furniture is not bought every day 
and the buyer will turn to the 
man who is well-informed and 
who can make himself useful 
Through his knowledge the sales- 
man will establish that confidence 
which enables the buyer to feel 
that he is safe in making a pur- 
chase without an exhaustive in- 
vestigation. With this knowledge 
he will glow with pride, he will 
have that inner satisfaction such 
as Bill Fisher, a young office 
equipment salesman, experienced 
upon furnishing an office installa- 
tion which will be described as a 
typical example of serving the 
customer 


A TYPICAL EXAMPLE 


Bill Fisher, salesman on the 
staff of the Heinrich-Seibold Sta- 
tionery Company of Rochester, 
N. Y., had been making regular 
calls on the Vaisey-Bristol Shoe 
Company of that city. He had 
learned that the company from a 
modest beginning in the war years, 














perfecting a new scientific devel- 
opment in shoes for children six 
months to four years old, had 
progressed steadily. Having out- 
grown rented space in a loft 
building; a large building, offering 
greater production facilities to- 
gether with sufficient office space, 
was purchased. 


Bill saw an opportunity for a 
fine office installation and en- 
tered into the job with intensive 
zeal. He delved into the owners’ 
history for hints, not with a nosey 
type of curiosity but for clues to 
the background and taste indicat- 
ing the type of furniture they 
would prefer. He got into a hud- 
dle with the author, who is the 
“Father Confessor” for the young 
sales force of the Heinrich-Seibold 
Stationery Company. After the 
huddle it was decided that furni- 
ture consisting of completely har- 
monious pieces and displayed in 
a unified ensemble would be set 
up in a portion of the display 
room for the prospect’s inspection. 


RECOMMENDATIONS VARY 


For the general offices where 
modern styling promotes effi- 
ciency, the sleek rounded surfaces 
of the Shaw-Walker metal desks 
with their light reflectance value, 
enhanced by the Silvertone finish, 
were suggested with chairs to 
match them. For the private 
offices it was decided to recom- 
mend fine walnut wood pieces ar- 
ranged to provide a setting of 
quiet dignity. Before the display 
was assembled, however, a rough 
floor plan was prepared, showing 
the suggested arrangement of the 
various pieces. Using an 11x8%- 
inch ring book equipped with cel- 
luloid envelopes, Bill prepared an 
illustration of each piece and sub- 
mitted it to the owners for a 
critical analysis. On another visit 
a portfolio with the significant 
title, “Planning the Office,” show- 
ing illustrations of outstanding 
offices, was left. It permitted the 
prospect by merely turning pages 
to go through offices possessing 
outstanding appeal. Bill went fur- 
ther. He studied the building 
plans. He studied color schemes 
and, with the aid of an expert, 
suggested a color plan for the 
offices. He secured samples of 
fabrics and made suggestions for 
draperies and carpeting. His aim 
was to furnish a harmonious set- 
ting so that one group did not 
outshine the other. Only after 
these suggestions were offered did 
he invite the prospect to view 
samples of the furniture arranged 
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made it simple 
new offices. 


in a manner tnat 
to visualize in the 


Was it any wonder that Bill’s 
client was sufficiently impressed 
and placed a sizable order for the 
company’s requirements? 

The last, but by no means the 


ervices performed 
ins taken by Bill 
ery and final in- 

various pieces. 


least of the 
was the extra pa 
to check the 

stallation of the 


By this last gesture the satisfac- 
tions of the customer was assured. 
The common thought of the old 
office as a workshop, nothing else, 
was dramatically changed. The 
new office has a pleasant atmos- 
phere. It is cheerful, comfortable 
and hospitable in its makeup and, 
what is more important, it was 
not necessary to spend lavishly to 
achieve genuine beauty and 


charm. Is it any wonder that 
Bill’s blue eyes glow with pride 
and satisfaction when this sale is 
mentioned? Office furniture deal- 
ers may well emulate his exam- 
ple; their salesmen may well offer 
such expert advice and practical 
assistance in planning and help- 
ing their own prospects, thereby 
laying a sound foundation for 
future sales. 





Knock on Every Door to Sell to the 
‘Home Office’ 
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The Untapped Market of Office Furniture 
for the Home Awaits Aggressive Campaign 


the domestic. Today every well 
balanced home NEEDS office facil- 
ities just as it needs a refrigerator 
or a kitchen set. The kitchen or 
dining room table no longer con- 
tains the required space for home 
paper work. Whether it be a room 
set off by itself or a nook with a 
desk, chair and typewriter space, 
it is a necessary utility. How many 
homes in your community harbor 
such facilities? The potentialities 
for sales open the door to vastly 
increased volume and the holiday 
season presents just the wide 
wedge for a toehold. Expand the 
NEED into sales. 

The greatest building program 
in our history is still swinging and 
most homes have empty spaces 
that must be decorated. Have you 
staked your claim in this market 
too? Aim to put an office in every 
home. Get your share of the busi- 
ness that can be done through 
Mrs. Housewife, who is looking 
for a refreshing new approach and 
different cast furniture accessor- 
ies, too. Prospects abound by the 
millions for the enterprising deal- 
er salesman with imagination to 
promote the notion into healthy 
profits. Impress on her’ how it 
can do double duty—first, serving 
the family more efficiently and 
second and important, beautifying 
an otherwise drab room or taste- 
fully filling an empty corner. 


Suggestions Are Needed 


Suggest the proper pieces. An 
especially attractive portion would 
include a small desk, flat or kid- 
ney style, six-drawer type. There 
is a good selection of woods and 
colors—a matching leather side 


1949 


By Grace Beyers 


Correspondent 


arm chair; brass base, old fash- 
ioned type lamp with monotone 
shade in rust or blue, or bookends. 
Promote persistently. Feature your 
suggestions in your newspaper ads 
and follow up with direct mailing 
including at least one illustration 
in each envelope. 

There is a small flat surface 
desk on the market upholstered 
overall in simulated leather plas- 
tic. It retails for less than $100 
and is available in a choice of 
colors. A matching chair is equal- 
ly reasonable. Especially attrac- 
tive is the rose pastel shade, which 
is ideal for domestic use and can 
be placed in any part of the house 
for which its size and depth are 
particularly fitted. It is all dressed 
up by itself and requires no dec- 
orative touches but a lamp of deep 
wine or green toned base and 
shade combine wonderfully. Small 
corner bookends of the same or 
contrasting shade also prove dec- 
orative. Its flexibility is un- 
reserved since it will also make 
an attractive present for the jun- 
ior bedroom where it blends easily 
into any color scheme. 

The desk and bookcase com- 
bination with matching side table 
for typewriter and small “office 
type” chair are alternate ideas to 
install in this program. 

The opportunities abound, but 
it will take “work to sharpen up 
to it.” 
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No. 840 
Solid American Walnut 
Upholstered in Genuine Leather 





No. 600 
Quartered White Oak 
Also available in Walnut 
or Mahogany Finish 
Solid American Walnut 
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Jasper Chai ay-FAMOUS FOR 


No. 878 RQ 
Solid American Walnut 
Upholstered in Genuine Leather 





No. 817 SQ 
Walnut or Mahogany Finish 
Also in Solid Walnut 
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QUALITY CHAIRS AT DOWN TO EARTH PRICES! 











NO. 840 AND NO. 841 CHAIRS MADE THIS EXECUTIVE OFFICE MORE COMFORTABLE + MORE EFFICIENT +» MORE INVITING 


Be sure to visit Exarrr Booru No. 118 at the N. S. A. Conven- 
tion—-Chicago. See our new Executive LEATHER Posture CHAIR 
is well as other new numbers which will be presented to the 


trade for the first time. 


REMEMBER—BOOTH NO. 118—N. S. A. Convention 


—Jasper Chair7 


Sere JASPER, INDIANA 











) REPRESENTATIVES James S. Fowls, (Southern) R. A. Browne, (Weet) 
a $27 Sunset Drive, North 269 Marlowe Drive 
Geo. A. Litchfield, Sales Mer St. Petersburg, Florida Oakland, Calif. 
—_ al Oo Fred Deutsch, (Southwest) W. H. Brown, (Chicage-Midwest) R. J. Freeman, (Eastern) 
ASPE R. in 1525 Southwestern Blwd 6708 Glenwood Ave.,.Chicage 26 185 Madison Ave. 
Dallas 5, Texas Phone ROgers Park 4-3644) New York, N. Y. 
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"2 *is YOUR key 10 more 


profit . . . increased volume... 





repeat sales. Alma‘’s Wise Economy 
key opens the door for you... 
right into the middle of the buyer’s 
market this fall. With a little wide- 
awake merchandising, plus a good 


line to offer, there is no reason why 





this shouldn’t be your most success- 
ful season. Make it a certainty .. . 
show the desk that appeals to the 
economy-minded buyer . . . show 


(and sell!) the complete Alma line. 


the standardizer 
a sturdy, smart, smooth one that 
rates top shelf in acceptance. 
Available in Walnut, Oak, Ma- 
hogany of Softone Oak. 
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the unequaled 1100 


key to volume sales in the Wise 


DESK 


Economy line. 
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the new 900 


the fastest moving period 
currently offered. 


We hope to see you at the 
National Stationers Conven- 
tion, Stevens Hotel, Chicago, 
October 2-6. Visit our exhibit 
504-A, 505-A, 507-A. 


COMPANY, HIGH POINT, N. 


stands on its record as one of 

















@) The best desks are made of WOOD 


September, 


1949 
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Snerica’s Outstanding a ae 


JASPER DESKS ‘‘ON LOCATION’? 


GEO. C. VAUGHN CO.— HOUSTON, TEX. 








DEALER—NEVILLE B. JOHNSON 


HOUSTON, TEXAS 


wr. B- VAUGHN'S 


JASPER DESKS 
ARE SOLD EXCLUSIVELY 
THROUGH 
DEALER CHANNELS 
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THE JASPER DESK COMPANY 
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—— JASPER, INDIANA —W— 
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share JASPER DESK SUCCESS! 


VW proudly GANMROUNCE «2422 « 
c 


The Jew CORONATION DESK 
ANd a New CORONATION SUITE 





OUTSTANDING FEATURES — Genuine Walnut— inside and out- 

Matched Butt Walnut drawer fronts—Ball bearing Suspension deep 
drawer—Yale locking device—Large Utility slide in back— Metal 
runners for hanging file—Statuary bronze pulls. Hand rubbed 8 
process finish—-Chemical wood sealer to reduce sticking drawers.— 
Complete suite accessories: Bookcase, hutch cabinet, phone console, 


wastebasket. costumer. and 60” to 36” occasional tables. 


ON DISPLAY — N. S. A. CONVENTION — ROOM 546 
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$401—4-Drawer File—Broad 
est A-Grade File Line, plus 
additional suspension and 
non-suspension lines, assures 
you of meeting the require 
ments of every class of buyer 


The complete line of 
A-S-E Blueprint Cabi- 
mets is made in four 
sizes. Both three- and 
five-drawer styles with 
suitable tops and bases 


A-S-E Dead Storage Files are 
available in 16 standard sizes 
to meet the majority of dead 
record filing needs. 2100 sizes 
obtainable when ordered io 
quantity. 
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A-S-E Aurora Desks—Convertibility of this line lets 














you give your customer quicker service—without 
need for stocking single-purpose furniture that must 
wait for the right buyer 



















Convertibility, a salient 
selling feature of the 
desk line, is also in- 
corporated into the 
4-S-E Table Line. Four 


sizes of tops, all inter- 
hangeable. Ideal 
companion piece for 


the A-S-E Desk Line. 
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Locker needs vary and A-S-E 
has recognized these differing 
needs with the one complete 
locker line. Built in many sizes 
with a variety of interior equip- 
ment. A-S-E also makes Wall- 
Robes and the popular Unit- 
Robes for maximum storage 
in minimum space. 


Complete Cabinet Line in- 
cludes over 37 standard types 
and sizes. You're certain to 
find in A-S-E the solution to 
your customer's most perplex- 
ing storage problem. 











Dealers from coast to coast who sell the A-S-E and non-suspension lines, equip you with a product 
Line know from steady demand and rapid turnover for every class of buyer .. . 37 types and sizes of 
that in A-S-E they have the answer for profit-building Cabinets to solve every storage problem, from cloth- 
office equipment sales. ing to keys .. . Lockers for every purpose . . . Blue- 
Here’s a line that leaves no “weak spots.”’ Regard- rint Cabinets for the engineering department and 
less of your customer’s needs in steel equipment, DS Files for orderly storage of dead records. 
there’s a product bearing the A-S-E trademark to A-S-E’s 37-year record of quality, is your assurance 
meet those needs—and profitably. that every A-S-E product will give the kind of per- 
[he A-S-E Aurora Desk and Table Line is un- formance that brings you repeat customers. 
matched for beauty and convertibility . . . A-S-E’s Write for the complete facts on an A-S-E Dealer- 
broad Grade A File Line, plus additional suspension ship TODAY! 
® DESKS and TABLES © STORAGE and WARDROBE e UTILITY RACKS * DEAD STORAGE FILES 
* FILING CABINETS CABINETS * CARD FILES * KEY CABINETS 
* COUNTER-SECTION * UNIT-ROBES * TRANSFER CASES 
* CLOTHING LOCKERS 





FOR THE LINE THAT EQUIPS YOU TO MEET EVERY SELLING 
OPPORTUNITY —"'SWITCH TO THE A-S-E LINE IN '49” 


LL a A a 
ALL-STEEL EQUIPMENT INC. 


I EQUIPMENT * BLUEPRINT FILES 















600 CLEVELAND AVENUE AURORA, ILLINOIS 
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JACKSON DESKS-----R/GHT FOR} | 


An executive office of the Dierks 

Co., Kansas City, Mo., outfitted Ne 
by Cramer Safe & Office Equip. for 
ment Co., Kansas City, Mo. Desks flo 
are JACKSON DESKS. 
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Clerical office of the Dierks Co.., 
Kansas City, Mo., outfitted by 
Cramer Safe & Office Equipment 
Co., Kansas City, Mo. Desks are 
JACKSON DESKS. 
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-EVERY BUSINESS OFFICE! 


THE OFFICEMASTER LINE 


No. ST!759L—Adjustable height typewriter plat- 


form—five positions of height—26" to 32" from 
floor. Walnut desks are genuine Walnut exterior, 
frished in Sunt No. 2 Walnut. 

Oak desks a jenuine comb grain White Oak, 
and are finished Softone Oak No. 2. 

nteriors are of Oak and all drawers are dip 
treated with a preparation which inhibits shrinking 


snd swelling and which eliminates sticking. Top size 


s 58!/.""x30!/- All desks have Hardened Legs on 
each side of kn 

No. F1765—Ex tive desk in Walnut or Oak has 
dictation slid back of desk. Double file drawer 
is mounted on ball bearing roller suspension. Finger 


tip operation. All desks are adjustable for height 


from 29"' to 30!/,". Top size 64!/,"x34!/>". 
No. CFI776 ference desk for executives who 
have frequent conferences with small groups. Top 
size is 76x39". The desk has 9"° overhang on both 
ends and back. This desk embodies the most desir- 
able features { ticiency and utility. 

Desks are . silable on short notice. Write 
for literature describing the complete line of 
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No. STI759L 





No. F1765 





No. CF1776 
WELCOME N.S.A. CONVENTION—VISIT THE JACKSON DESK DISPLAY. ROOM 515-A 
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JASPER OFFICE FURNITURE COMPANY 
JASPER, INDIANA 
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a dramatic new... 


EMPIRE SERIES 1000 


———— 


This room 
scene of 

Empire Series 
1000 selected 
from New 
Catalog No. 55 







by HOOSIER DESK CO. 


Hoosier Features Make Desk Selling Easier. 
New attractive semi-flush hardware. 
New Fingertip formed arm slide pulls. 
Adjustable height utility base. 
New interlocking construction for maximum strength. 
New models and sizes. 
New improved satin smooth rubbed finish. 
New “Densiwood” desk posts. 
Conference style overhang top desk in both the four 
drawer pedestal Chief Executive Model and in the 


three drawer pedestal Junior Executive Model. 


HOOSIER 


JASPER, INDIANA 


DESK COMPANY 


Added features such as: organized center knee space 
drawer. Deep file drawer in Executive Models on ball 
bearing roller suspension slides, deep file drawer fitted 
for all makes of hanging files and drawer treated with 
chemical solution for resistance to moisture. 

22 items in the Empire Series to select from, a 
variety of models and sizes to answer every office 


requirement. 








Visit ua.. 


Room 509 + N.S. A. This New Empire Series 
: 1000 and the New Hoosier 
Convention * Stevens 


Desk Catalog No. 55 


Hotel, Chicago, IIlinois available about Oct. 1. 








Write for your copy of 





catalog now 
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STEEL AGE— 


the name that 


adds smiling to filing? 


STEEL AGE Quality 
Veans effortless operation 
and extra years of service 


The amazingly easy operation of STEEL rigid construction and baked-on wear- 
AGE files adds wonderful new pleasure resisting finish and you have the reason 
and efficiency to filing. Even when why STEEL AGE files are first choice 
loaded to capacity, the ball bearing, full for year-after-year service and quality 
suspension drawers glide out at a touch. that means economy in the long run. 
Add to this jewel-like action, the posi- Sell STEEL AGE and you sell the best 
tive locking compressors, welded, super- in steel office furniture! 


A Lordial Invitation 


us at the 
CORRY-JAMESTOWN EXHIBIT 
, ~ ons 147-148 CORR Y—JAMESTOWN 
a iar the on HICAGO MANUFACTURING CORPORATION « CORRY, PA 
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See MO MO. AM. 








Meet us in 
Chicago! National 
Stationers Conven- 

tion, Oct. 2-6. Spaces 
504-A, 505-A, 507-A, 
Hotel Stevens 
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Smart new styling now supplements the 
basic values for which the 3500 and 


5400 Series have been known for years. 


The EXPEDITER and CAVALIER Series 
provide new sales stimulus for Myrtle 


Dealers in a popular price range. 


If the Myrtle Line is not represented 
in your area, write today for complete 
information on the profit possibilities 


of our Franchise Agreement. 


THE BEST DESKS ARE MADE OF WOOD 
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The Expediter — in Island Base or Leg models. 
Choice of all currently popular finishes. Write 


for literature describing the complete series. 


The Cavalier — 5400 Series — Combination 
Walnut. Featuring a 66 inch Executive Model 
in addition to a complete selection for 
equipping an entire organization. Write for 


literature. 


MYRTLE DESK COMPANY ¢ HIGH POINT, NORTH CAROLINA 
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ABOVE—The employees’ lounge of the 
National City Bank's main office, New 
York, N. Y., used Kalistron covered fur 
niture by Thomas Furniture Co. Samue 
Lakow & Sons made the installat 


BELOW—The Hoosier Empire series of 
factured by the Hoosier Desk Come 


ceives prominent treatment in this 














American Bowling Congress, Milwaukee 
stallation was made by Northwestern 
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ABOVE—This_ installation of General 
Fireproofing Company's products was 
made in the First National Bank, Min- 
neapolis, Minn. Shown are No. 1660F 
desks, as well as Nos. 2123, 3324, 3326 
and 3129 chairs and filing cabinets. 





BELOW—The new Mode-Maker desks, manufactured by The 
General Fireproofing Company, Youngstown, Ohio, are used in 


the general offices of The Prudential Life Insurance Company 
of America. The company's beautiful new West Coast offices 
are located in Los Angeles, Calif. G-F chairs are used also. 








ABOVE—Savannah's Chamber of Con 
merce chose Globe-Wernicke Stream 
liner steel desks for their recently mod 
ernized offices. The Review Company 
Savannah, Ga., handled the installation 


BELOW—Directors’ room at the General Adjustment Bureau 
Inc., features solid comfort with genuine walnut chairs uphol- 


stered in top grain leather. Manufactured by The Sikes Com 
peny, Inc., Buffalo, N. Y., the No. 1780 chairs were installed 
by Berry, Dickie & Stettler, Inc., 38 Waren, New York, N. Y 






































ABOVE—To save space, Charlies S. 
Nathan, Inc., chose Globe-Wernicke five- 
drawer files for the N.Y.C. headquarters 
of Interstate Department Stores. 3,000 
A to Z subdivision tab guides are used. 


BELOW—The well-executed, modern local office of the Ameri- 
can Type Founders’, San Francisco, Calif., features furniture by 
The Globe-Wernicke Co., Cincinnati, Ohio. H. S. Crocker’s 
Market Street store in San Francisco made the installation. 
Streamliner steel desks and matching chairs were selected. 





ABOVE—Visible through large window: 
on intersecting streets is the Texas Bank 
& Trust Co. in Dallas. Leather uph: 
stered chairs by Stanley Manufacturing 
Co. were installed by Vance K. Miller C 


BELOW—tIn the director's room of the St. Joseph Valley Bank 
Elkhart, Ind., Do/More chairs nave comfort as well as 
beauty. The “Aristocrat” j rved for the chairman while 


other directors use the new feree'’ model. Stationers of 
Elkhart made the _ installation vering a departments 























ABOVE—Leather upholstered chairs by 
the Jasper Chair Company, Jasper, 
Ind., were installed by Geo. Morrison 
of Indianapolis in Cooling-Grummer- 





Mumford Insurance Company's offices. 


BELOW—Dauphin County Court House in Harrisburg, Pa. is 
well provided with Bank of England chairs, manufactured 
by the Jasper Chair Company of Jasper, Ind. This very success- 
ful installation was made by the Cotterel Company, also of 
Harrisburg, Pa. Lowrie and Green were the architects. 
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NIEMANN FURNITURE 


CHOICE OF AMERICA’S FOREMOST FURNITURE CL 


AMERICAN FURNITURE MART, CHICAGO 





Illustrating one section of the complete installation 


Trust furniture men to make the best 
buy when choosing furniture for their 
own use. When the Furniture Club 
of America, located in the American 
Furniture Mart, Chicago, decided to 
redecorate their club lounge, they 
turned to NIEMANN for “LUXURY 
in LEATHER” and “LUXURY in 
FABRIC” as well. 


Our dealers and prospective dealers 
should be elated that NIEMANN up- 
holstered furniture merits such dis- 
tinction. We invite inquiries from 
dealers who seek to provide their busi- 
ness friends with the ultimate in fine 
furniture. Fully illustrated catalog 


on request. 


See Our “Luxury in Leather’ Display—Room 544A—N.S.A. Convention 


REPRESENTATIVES 


or a one [ea in COR PORATED 
ceman Fea Sartng aareet 4 ee PS 
RF 5, EAST — Sv¥..CMECAGO , thE. 


Arthur R. Frey . 1848 


ID EE 


mt 





REPRESENTATIVES 
James H. Davison 
Henry L. Guth 
Ralph A. Bender 


NIEMANN—A Century of Fine Furniture 
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. offers the Buyer of Office Furniture today’s most progressive development in Wood 
Office Furniture! Here is a product upon which one can rely for utility, style and depend- 
able quality! Dollar-for-dollar return on the original office equipment investment is in 


me GOr (ROSE WHO GROOED .. . .. oc cnc dnccncscsvasenneatseeoasuuee 


THE NEW 


Check Some of the Wany METAL-INTERIOR 
ESK 
Features of “This Hew Desk —— : 


COMPLETE INTERCHANGEABILITY OF ALL 
DRAWERS WITHOUT TOOLS! 


/ EXTRA-HEAVY PANEL CONSTRUCTION ... 








MOISTURE RESISTANT! 
J HEIGHT-FROM-FLOOR ADJUSTMENT 
RANGE 
SNAG-PROOF DENSIFIED POSTS FOR 
MPENETRABLE WEAR! 
/ DURABILITY AND BEAUTY OF SELECTED 
WOOD EXTERIORS! 
WIDE RANGE OF ATTRACTIVE, LUSTROUS 
¥ FINISHES . .. INCLUDING THE WONDERFUL 
NEW PAI NM NO! 
REMOVABLE PANELS POSITIVE-ACTION AMPLE KNEE-SPACE 
. ¥ AND TOF DRAWER CONTROL! FOR POSTURE SEATING! 
TAMPER-PROOF LOCK REMOVABLE PONTOON.- INCREASED OVERALL 
v SECURES ALL DRAWERS! TYPE BASES! STRUCTURAL RIGIDITY! 


The Units illustrated below are available with the New Metal-Interior. Bookcases, Tables, Telephone 
Stands, Costumers and Waste Containers are furnished to match. 





5807 — CLERICAL DESK 5875 — TYPIST DESK 





b 


RETARIAL DESK 5817 — COMPTOMETER DESK 





~~ mE peer e 


STANDARD Office Furniture is sold by leading Office Equipment dealers in principal cities and communities. See your 
representativ« or write us — for details concerning the Metal Interior Desk or any other STANDARD products .. . 


~onesen 


9¢' 3 not standard untess t's Manufactured by the Standard Furniture Company, Herkimer, N. Y. 
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MONTHLY REPORT TO DEALERS OF 





Johnson Chair Company 1" 
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PUBLISHED EVERY MONTH BY JOHNSON CHAIR COMPANY, 4401 W. NORTH AVENUE, CHICAGO 39, ILLINOIS 





JOHNSON STILL EXPANDING |. 
LINE TO BOOST YOUR PROFITS 


Newest Members of 
Johnson family 





HIGHLIGHTS IN. 
FAST-GROWING. 
JOHNSON LINE 


These smart models have beet 
redesigned from Johnson’s favor- | Presenting the new Johnson “modernwav” swivel 
ite best-sellers—popular for mor 
than 12 years. They’re back with 
more sales appeal than ever 
Wood is finest solid walnut. Up 
holstery comes in choice of Dixir 


1418W and 
natching armchair #1417W. Here is the perfect combination of 
iltra-modern sophisticated styling with form-fitting comfort and 
the exceptional durability which is the hallmark of Johnson crafts- 
nship. See them at the N.S.A. convention, or write Johnson for 


irther information 


_World’s most 
comfortable 
chair 


This magnificent Executive-Pos- 
ture 1950 is designed for 
men who are accustomed to the 
nest. Solid walnut frame, deep 


urious spring-filled top- 

ed le 
ir will make its debut at the 
N.S.A. convention. Watch for it. 


[It’s bound to be a hit. 


ither upholstery. This 





Grade or Snuffed Top Grair 
leather. Seat edges are welted 











Perfect comfort is provided by 
newest type oil tempered springs 
set on best grade of tough, dur 
able webbing. Executive chair 
(top column) is model No 1494LL 
has smooth-rolling ball bearing 
casters. Leg chair (above ¢ 
model No. 1493LL—rests o 
rubber cushioned glides. Order 


All these and more to be shown for the 
first time at the N. S. A. Convention 


OCTOBER 2-6. 5th Floor, Room 519A. 








now for September delivery 
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Johnson’s new 
chippendale 
office chairs 


MODELS No. 1497LL below 
and 149SLL above W ood 18 


genuine walnut. The fine custom | 








tailored upholstery comes in 4 
variety of top-grained leathers 
Designed to provide all the lux 
ury and dignity of highly popular 
period furniture, these Chippen- 
dales combine the richness of 
Georgian period chairs with the 
comfort of Johnson's famous 


modern styles. 




















During the first 6 months of 1949 
| Coles sales to dealers throughout 
the U.S. set a new all-time record | 


Ww 








Cole dealers have increased 
their sales and opened many new 
house aceounts in gpite of the 
down swing in business. 


We can help you do the same. 
Write today and you will hear 
from us by return mail, 


COLE STEEL EQUIPMENT CO., NEW YORK 17, N. Y. 














i 





FEATURE 





STORAGE AND WARDROBE CABINETS 


Reinforced doors have 2-way locking device, controlled by parancentric lock. Olive green 


Solidly built of heavy gauge furniture steel 


or Cole gray crinkle finish 


No. 760 Storage Cabinet, 4 adjustable shelves 76 high, 36” wide, 18%" deep. $59.00 
No. 760R Wardrobe Cabinet, chrome coat rod 76” high, 36” wide, 18%” deep 57.50 
No. 760C Combination wardrobe & storage cabinet76" high, 36” wide, 18%” deep 63.50 





“COLE” BEST SELLERS 


BLUEPRINT CABINET—Droawers on ball. 
bearing rollers. Green or Gray 

No. 4030: 5 drawers $86.95; Base, $14 
Inside drawers: 37 w, 25 d, 2%” b 












Cabinet size: 40” w, 28” d 15%" hf 


No. 4332: 5 drawers $124.95 

Inside drawers: 43” w, 32” d, 2%," % 

Cabinet size: 46% w, 35%" d, 15%" b 
LARGER SIZE AVAILABLE 





STEEL 
wedge 
bolts. 
deep. 
No. 2 
Some 
nstea 


Wainu 











PORTABLE ““JUNIOR’’ FILE — Desk PORTS 
height for both hanging or regular fold- top sli 
ers. Lock and 2 keys. 30/2” high, 24” | ‘rolls o 
deep. Olive green or Cole gray finish No. 85 
No. 2654—letter Size $20.00 No. 85 
Se neal 








STEEL CARD CABINET (1500 Capacity) 


Green or 





STEEL CARD BOX —A beautifully ; No Card Height Width Gray 
streamlined steel tickler box for 3x 5 C335 3x5 5%, 6,” $2.90 
Index Cards. 300 card capacity. Olive C346 4x6 6%" 7" 3.90 
green or Gole gray finish C358 5x8 %7%”" 9%” 4.90 
No. C35 $1.25 C369 6x9 «= BY” Sid” 6.90 








STEEL CARD CABINET (3000 Capacity] | 


Green of 

No. Card Height Width Gray 
C3352 3x5 5Y_” 12-5/16” $5.15 
C3462 4x6 6%” 14-7/16" 5.90 
C3582 5x8 7%” 18%” 8.15 
C3692 6x9 8%” 20Y,” 10.15 


PRICES SLIGHTLY HIGHER IN ZONES 2 AND 3 


COL 


285 Madison Avenue, 


ie ie ae oe ee ee ee ee ee Oe 
New York 17, N. Y 





BANKE 
Compre 
15y,” ( 
No. C4C 
No. C4( 








IN YOUR ADVERTISING! 
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4-DRAWER “AIR-FLO” FILE — With 
STEEL SAFE—With a Yale wheel screw ball-bearing cradie suspension for 
14 wedge combination lock and locking COMBINATION CABINET — Top is a smooth operation. Green or gray. 
bolts. 30%” high, 143%,” wide, 28%" safety, lock compartment. Bottom is a Letter Size No. 1004 $59.60 
deep. Olive green or e gray letter size ‘‘Air-Flo" suspension file. 14y,” - 51%” h 28%” d 
95 No. 2906 $49.50 Size 30%" high, 14%,” wide, 28%” legal Size No. 8004 $68.40 
Some as above with adjustable shelf deep. Olive green or Cole gray. 17%” w, 51%” h, 28%" d 
stead of 2 Vault Boxes. No. 2900 $49.50 No. 5002 $37.95 Automatic lock $11.00 additional 
Walnut or Mahogany $9.00 additional Walnut or Mahogany $9.00 additional. Walnut or Mahogany finish-add $15.00 

















esk PORTABLE DESK FILE Desk height; CHROME ARMCHAIR—Upholstered in TYPEWRITER TABLE — Al! steel table. 
yd top slides closed; has lock and key vinyl-coated simulated leather. Triple Linoleum top with fine aluminum edging. 
4 olls on castors. Green or gray finish plated chrome finish. 31” high, 21” Green or gray finish. 25%” high, 29%" 
sh No. 854—Lletter Size $36.95 wide, 22” deep. Choice of colors. wide, 15%" deep. 

00 | No. 858—legal Size $44.95 No. 4000 $39.00 No. 755 $15.00 














es ee — 








oF TEEL SECURITY BOX — Combinoti 

hor | BANKER'S NOTE FILE mproved : be a. oe gee a = STEEL SECURITY BOX — Sturdy lock 
15 § Compressor. 5%” higl ¥%,” wide, eck. = > — ow with two keys. 11%,” x 7%” x 4%”. 
90 2°44 deep. Greer r gray finish crinkle finish No. C1505 — $13.50 Green crinkle finish. No. C180 $5.50 
15 No. €C40—with flat k k $15.00 Same as above with Yale lock— Same as above with Yale lock— 

; 40Y—with Y k $18.50 No. 1505Y $14.50 No. 180Y $9.00 
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PHOTOGRAPHS OF ALL COLE PRODUCTS ARE AVAILABLE ON REQUEST 


ae a ee ee Oe Oe ee 
New York 17, N. Y. 
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The sensational All-in-One Filing System 
Se A a 
that’s sweeping the country! 















































The “SECRETARY’’ 


The most efficient office cabinet made. Designed to keep all your 
office records and supplies neat and compact right at your finger- 
tips. Made of heavy gauge steel. Equipped with a storage com- 
partment containing 2 adjustable shelves under lock and key, two 


letter size drawers which glide smoothly on roller bearings and 
AND IN YOUR WINDOW 





four card file drawers for 4 x 6 cards. 6000 card capacity. 
37 ¥2” high, 30” wide, 17%” deep. Olive Green or Cole Gray. 
Prices 20% higher in Denver and West of Rockies. 


FREE PHOTO OR CUT OF ABOVE ITEM ON REQUEST 


only 


$3.Q8: 


No. 470 


Cabinet with locks on 


both letter size drawers 


No. 470LL $43.95 




















ON YOUR FLOOR 


COL STEEL EQUIPMENT COMPANY 


285 Madison Avenue, New York 


17, New York 
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\\\. An office that says, “WELCOME!” 
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Office furniture by Thomas Furniture Co., High Point, N. C. 


lake a good look at this come-hither office with “Welcome” written 
all over it in Boltaflex. Boltaflex-covered furniture, color-fresh 
and color-bright. can make indoor sunshine even on Blue Mondays. 


Gone are the drab “office” colors that “wouldn't show the dirt.” 
Boltaflex is the exciting, proven, all-plastic covering material that 
takes as much a l ives. Boltaflex doesn't peel. chip or dry out: 
it resists scuffin ching. fading and stains —and it comes clean 


with plain old-t lioned soap and water. 


Offices all spruced up with Boltatle x-covered furniture not only 
put out a welcome sign but they also say, “ Business ts good!” 
Somebody once Th * lo be successful look successful.” And 
with Boltaflex, you can have the expense-means-nothing look 
without the exy ( . because. although Boltaflex-covered fur- 
niture has all the irmarks of costly furniture, it’s priced to please 
your office bud 

You'll find { ture covered with Boltaflex at all leading furni- 


ture and department stores. It will be worth your while to see for 
vourself. Write Dept. O-9. 
THE BOLTA COMPANY 


Lawrence, Massachusetts 


Mo ith St.; Chicago, Space 211 American Furniture Wart; moe 
St.: Philadelphia, 230 Arch St.; Low Angeles, 8820 Weat th “t 


SEE BOLTAFLEX-COVERED FURNITURE AT THE NATIONAL STATIONERS CONVENTION 
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Here is a couch to suit every customer’s 
pocketbook. Covered with finest plastic 
material and made with the famous NOSAG 
springs, these couches keep their shape 
and resiliency and are designed to give 
years of satisfactory service. 


Build up your profits - stock these couches 
now. Write for our complete catalog of 


2 steenaish quality leather furniture. 
e ‘ 


76 1/2’’ Long 

28 1/2”? Wide 

16 1/2’’ High 

List Price $ 115.00 
F.O.B. N.Y. 


No. 807 

73”’ Long 

28’’ Wide 

16’ High 

List Price $ 68.00 
F.O.B. N.Y. 


74’ Long 

28’’ Wide 

17’’ High 

List Price $ 80.00 
F.O.B. N.Y. 


IMDERMM cite Ferien C2 


315 WEST 47th STREET © NEW YORK 19 
A COMPLETE LINE OF UPHOLSTERED LEATHER FURNITURE 
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If you were 
designing a desk 


4 f 1U would want utility, convenience and 
ity. In Mode-Maker you get all three 

durability and low lifetime cost. 
is a desk that will bring beauty and 
tion to any office. What’s more, it is as 
| as it is beautiful. It has features never 
contained in a commercial desk. From 
| writing surface of Velvoleum to the 
ed aluminum arched base supports, it is 
e desk of distinction. Mode-Maker is of 
e metal construction, finished in lustrous 
1 is available in 29” or 30%” heighis. 
crowning achievement of the world’s 

t manufacturer of metal desks. 

le-Maker is available in 34 different 
s—a desk for any office job. The line is 
splayed at local GF showrooms. Write 
terature and the name of our nearest 
or dealer. The General Fireproofing 
ny, Department A-9, Youngstown 1, Ohio. 


Foremost in Metal Business Furniture 


DEALERS THROUGHOUT THE WORLD 


Mode Waker 


DESKS BY 


Here are 


features youll like 


TaMmialeleioeetialel acta 


Mode-Maker has many fune- 
tional and utility values never 
before offered in a business 
desk. Among its unique fea- 
tures, these are outstanding: 


Resilient Velvoleum top 
provides ideal writing surface 
—satin-smooth, quiet, durable, 
cigarette-proof, stain-proof, 
moisture- proof. 


Improved locking mecha- 
nism in center drawer unlocks 
all pedestal drawers by one 


simple finger-tip latch. 


Recessed drawer pulls, 
faced with decorative aluminum 
panels, eliminate projecting 
hardware, add to streamlined 


Interchangeable drawers 
and suspensions permit quick 
rearrangement of any and all 
drawers to suit user's needs, 


Space saving 30” depth 
brings entire desk top within 
arm’s reach, at the same time 
saving valuable floor space. 


Distinctive arched bases 
of sparkling aluminum come 
in two sizes to provide either 


29” or 30%” desk height. 


Rugged metal construction 


throughout ...no splinters or 


rough edges . . . no warping, 
shrinking or swelling . . .mois- 


ture-resistant, fire-resistant. 


Flexible unit assembly 
simplifies conversion of one 
model into any other model. 
All units —top, pedestal or 
base are easily replaced. 





nr ne ee $Y 9 ee 


National advertising similer te this is 
acquainting your prospective buyers with 
Mode-Maker. Take advantage of this by 
showing Mode-Maker at every opportunity 
and demonstrating point by point why itis 
the world's foremost line of metal desks. 


—Gas— 


Desk illustrated is Mode-Maker No. 1760 F 
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Craftsmanship at its very best is 
exemplified in our grand new 

line ... the fine flower of 26 years’ 
intensified experience! For ut- 

most STYLE and VALUE... 












. it's BRIGHT! 








Write for 
complete NEW 










MANUFACTURERS OF Ustol red bealher® a A 


127-133 BLEECKER STREET, NEW YORK 12, N. Y. 
PHONE: GRAMERCY 7.5661 
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To Sell Replacements, Look for 
Drawbacks in Use of Outmoded Files 


G. D. Arnold of the Office 
Equipment Co., Denver, 


Tells Sales Experiences 


ANY OFFI equipment re- 
M taile1 erlooking an 
nt f additional 
replacement 
n ret ling to G. D 
Arnold, sale itive of Office 
, 1442 Welton 


My expe! las been that 
furniture and 
july iilers are con- 
centrating ellit the new file 
rket, ri n looking into 
possibliitie lacing existing 
files,” Mr. A iid. “By that 
ew businesses, 

new offices tly being cre- 
i1 rth-while mar- 
ket for filh ilipment, there is 
tually arger market 
n office man- 
n headquarters 
sing the files for many 
I benefit from 
installation of ¥, modern files.”’ 
There ure y offices, the 
retailer 
ited, tl getting by’ 
metal or 

to work with 

s from dam 

possibility of 

I h are dropped 
While it i hat the usual 
1e serving its 
pur] years, there 
lave bee! vances in de- 
which will 
ppeal 1 ively - minded 
rospe M ld said. “For 
every call I 

rers, or pur- 

hasi empt by some 
a look at 

specifically 

files. It is sur- 


fice pment 


peek into file 

tnat unsup 

have curled 

with much 

é ippearance to 
within be- 

ins of sup- 

a rigid, up 

investiga 
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tion of this type frequently reveals 
that there is no provision for re- 
moving the drawer handily for 
work on a desk, without danger 
of dropping it—primarily, because 
there are no handles, or provision 
for lifting the drawer at the rear. 
Not the least important considera- 
tion, of course, is also the appear- 
ance of the files. If the business is 
such that customers frequently 
visit the general offices and see 
worn, scratched, or otherwise un- 
attractive files, the impression 
made is bound to be deleterious.” 


Customer Inspects Modern File 


Whenever the opportunity pre- 
sents itself, Mr. Arnold invites the 
office manager to look over folders 
on new, modern files, handled by 
Office Equipment Company, while 
at the same time, deficiencies of 
the long-used equipment are 
pointed out. “In many instances, 
I am able to prove to the prospec- 
tive customer that the file he is 
using is not the correct model for 
the specific business involved,” 
Mr. Arnold said. “For example, 
in insurance companies, sales or- 
ganizations and headquarters of- 
fices where records of a great deal 
of correspondence must be kept 
up, it is easy to demonstrate to 
the manager that suspension type 
files, which hold folders rigidly in 
place and support thin tissue car- 
bon copies and original letters in 
a perfectly perpendicular position, 
will preserve the legibility of such 
records for a much longer period 
of time, and provide much more 
space. I usually point out to such 
managers that the old 28-inch 
drawer, most commonly found, 
actually permits only about 23 
inches for record storage space 
With the new model, at least 26 
inches is available, so that in a 
four-drawer file cabinet there is 
actually a full 12 inches more 
storage space. With high cost of 
office rentals limiting the amount 
of space which the firm is willing 
to maintain, and with vastly more 
tax forms and business records to 
be maintained for the Govern- 
ment, this additional storage space 
in the files is an attractive con- 
sideration to the usual prospect.” 

In offices where the files are 
used almost daily, such as direct 


1949 


mail organizations which lift out 
entire file drawers for carrying 
out mail programs, Mr. Arnold 
concentrates on pointing out that 
the suggested model suspension 
type file is equipped with a slot- 
handle at the rear, which permits 
grasping the drawer by the loop 
handle at the front, and the slot 
handle at the back, for safe, easy 
handling, when transferring the 
drawer from the file to a desk or 
tabletop. He stresses here the fact 
that an overloaded file drawer, 
without such “rear handles” is 
likely to fall and injure an em- 
ployee’s toe or shins. Likewise, of 
course, there is the likelihood that 
the contents of the file will spill 
out, become mixed up, and require 
wasted time to resort and reposi- 
tion it. 

Where women make constant 
use of files, Mr. Arnold likewise 
points out, new steel files with 
ball-bearing rollers, easily-oper- 
ated thumb-catches, and drawers 
tilted one-fourth of an inch or 
more at the rear, are much easier 
for office girls to handle. They 
may be readily moved in and out, 
and changed in position, without 
aggravating effort and “sticking” 
which is likely to be a factor with 
old files, without the ball-bearing 
rollers. 

Double-thickness drawer fronts 
are another feature which the 
Denver retailer has found is ef- 
fectual in selling companies who 
use huge batteries of files. The 
“flimsiness” of single-panel sheet- 
steel drawers is likely to con- 
tribute to dropping of the draw- 
ers or spilling of contents, where- 
as extreme rigidity is present 
where double thicknesses are 
used. 

Last, but not least, Mr. Arnold 
emphasizes the long wearing dura- 
bility of baked-on enamel finishes, 
which will withstand all but the 
most serious injury without 
scratching or leaving permanent 
marks. “Too many office tenants 
are getting by with modern, eye- 
appealing lounges and desks, but 
worn, unattractive files,” he point- 
ed out. “Invariably, a close exam- 
ination of old files will reveal a 
few drawbacks, which form a 
springboard on which to launch 
new file sales approach.” 
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Increased Profits Necessary in the 
Office Equipment and Supply Industry 
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by Fac Smith 


Zac Smith Stationery Company, 
Birmingham, Ala. 


Editor’s Note—Zac Smith of Zac 
Smith Stationery Company, Birm- 
ingham 1, Ala., a leader in the in- 
dustry and a prominent figure in 
NSA, sent the following article in 
response to a request for material 
to be used in the special office fur- 
niture number. His views on prof- 
itable selling are of such general 
value to any phase of the industry 
that they are presented here in 
full, 


ECENTLY, sales of office sup- 

plies and office equipment 
have receded from previous 
months. This has caused man- 
agement, for the first time in 
years, to carefully examine costs. 
Expenses like office overhead, de- 
livery expense, taxes and dona- 
tions have greatly increased. 

Management must concentrate 
on increased attention to create 
sales of profitable items. 

A salesman in our industry will 
make his greatest effort to sell a 
steel filing cabinet which bears a 
36 per cent gross profit. Unfor- 
tunately, many, many dealers will 
give a discount of 10 per cent or 
15 per cent. 

July OFFICE APPLIANCES—‘Effect 
of Sales Discount on Profit’— 
should be read by every deal- 
er. This 15 per cent discount 
on steel files leaves only a 21 
per cent gross profit. This is 
not sufficient to cover the many 
expenses of operating and the 
file or files is sold at a loss. 

The real profitable items—sys- 
tems guides, folders and so forth, 
to go into the file, are often neg- 
lected by many salesmen. Creat- 
ing sales for systems is a most 
fertile and profitable field that is 
greatly needed by business firms 
today. 

Discussions at recent regional 


MAXIMUM USE OF WAREHOUSE 
SPACE.—Top photo, taken in ware- 
house of Zac Smith Staty. Co. at Birm- 
ingham, Ala., demonstrates, by use of 
steel shelving, how 28 chairs may be 
stored in space normally occupied by 
seven. Below: electric lift handles high 
stacking of desks and filing cabinets. 
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FURNITURE DEPARTMENT AT ZAC 
SMITH’S NEW GRAYMONT STORE.— 
The new store, at 608 Graymont Ave.., 
caters particularly to motorist cus- 
tomers. for whom ample parking space 
has been provided. Top: one of the 
private office displays at the new 
store. Center: a section of the wood 
office furniture display. Bottom: an 
attractive showing of steel furniture. 
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our industry unless we pursue a 
policy of creating profitable sales 
of quality merchandise and equip- 
ment and giving service with less 
emphasis on discounts 
Stationers and office equipment 
dealers devote years of study, 
time, and money training sales- 
men to know our many, many 
lines in order to be able to render 


service to the business commu- 
nity. Then, some dealers disregard 
principles of doing business, evi- 
dently not knowing cost and sell- 
ing discounts. There seems to be 
one or more of these distributors 
in many cities that affects the 
entire success of all 

There should be some solution 
to this problem. Possibly an edu- 





cational program. A manual 
could be prepared as a guide to al} 
dealers. 

A uniform cost system installed 
by all dealers like the Ford Com- 
pany, would be a big help but this 
could hardly be done. But if 
every dealer would think of profit 
sales instead of just a sale, it 
would greatly help our industry. 





Your Store's Personality Is Intensely 


Ways in Which an Office Furniture 
Dealer Can Make His Place of 


Business Stand Out Favorably 


By Frank Farrington 


Feature Writer 


STORES’ Personality? I don’t 
mean the personnel—the 
people connected with its man- 
agement. I mean its own individ- 
uality, only I think personality is 
a-word that -means more and 
humanizes the business 

Any office furniture store is the 
lengthened shadow of its propri- 
etor but, unfortunately, if that 
person is short on business ability, 
imagination, manners, merchan- 
dising, salesmanship, advertising, 
display, or any or all of the qual- 
ities essential to successful retail- 
ing, his shadow will not be long 
enough to do more than darken 
his own doorway. 

The smaller the store, of course 
the more the personality of the 
operator impresses and the more 
easily he can develop a personal- 
ity for the business, but such store 
personality is sure to be almost 
entirely human. It is the larger 
store that has opportunity to build 
up an individuality that will make 
it stand out as different from its 
run-of-the-mine competitors 


What Builds a Reputation? 


Think of the best known stores 
you have seen, stores with wide- 
spread, outstanding reputations 
There is more about them than 
mechanical efficiency, large stocks 
and low prices. Such store qual- 
ifications are possible without 
personality or individuality of the 
business. They are the qualities 
to be expected in any good store 
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But personality is based on 
something that may not be as 
tangible. Tiffany’s, for example, 
is what it is, not because it has a 
large stock or a prominent loca- 
tion. It began being Tiffany’s be- 
fore it had all the other qualities 
I have never heard anything 
about the Tiffanys behind the 
business. I don’t know what they 
are like personally, but I know, 
and you know, that Tiffany’s store 
has what we may call personality 

individuality, if you prefer. Or 
take Brentano’s famous book and 
stationery store in New York City 
There probably have been and 
there may today be one or more 
Brentanos back of that business 
but without them, Brentano's has 
its own personality as a store 

An office furniture dealer who 
does not himself have a pleasing 
personality may yet so manage 
his store that it will stand out 
with a definitely pleasing individ- 
ualism. If he has the ability to 
make an outstanding success of 
his business, he ought to have the 
ability to make it something more 
personal to his public than just 
successful store of its kind 


Individualism Needed 


An office furniture store need 
not be the biggest in the city or 
the best known. It need not be 
outstanding for great variety of 
stock or for lowest prices, or for 
the heaviest advertising or the 
flashiest store front. But if it is 
to acquire and hold a following 
of a good class of users of office 
furniture, it should have the 
something that is best defined as 
personality — not personality on 


Important 


the part of the persons, but per- 
sonality in the way of an out- 
standing individualism. 

What are essential are those 
characteristics that make people 
think of the store as an interest- 
ing place of business, one they 
feel they’d like to patronize, one 
that they like to go back to after 
going there once. They want a 
store where they feel at home, 
on the first visit, where they are 
not in fear of being high-pres- 
sured, where they know they can 
buy or not and Still feel free and 
unembarrassed. They may have 
this kind of a regard for a store 
without even knowing its owner. 

What are some of the essential 
oualifications for a store individ- 
uality people like, people who may 
be high school students or office 
help or big executives? 

1. Pleasing, unique, external 
appearance—neat, not gaudy 

2. Orderly, clean internal ap- 
pearance 

3. Stock displayed interestingly, 
rather than merely voluminously. 

4. As much beauty or artistry 
as can be given a well-stocked 
store interior 

5. Avoidance of overcrowding 
of display space or customer space. 

6. Immediate notice taken of 
incoming people 

7. Treatment that will bring 
customers back for more such 
treatment 

8. Only reliable merchandise 

9. A stock to keep visitors in- 
formed about the latest in new 
offerings as found in the trade 
journal advertising pages 

10. The friendship of all the 
people who use office furniture 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 


ANCES, September 1949 
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MURRAY-GRAND RAPIDS 


announces 


TOP EXECUTIVE OFFICE GROUPS 


FOR TOP EXECUTIVES 





A New, Distinguished Line of... 

Executive Office Groups... 
Characterized by a Level of Craftsmanship... 
in every way Appropriate... 

for America’s Business Leaders... 





MURRAY FURNITURE COMPANY OF GRAND RAPIDS 
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ADJUSTABLE 
STEEL SHELVING 


Your stock or storeroom crew needs adequate facilities if they are going 
to keep = and materials properly stored and displayed — where they can 
be found when needed. Provide them with plenty of shelving and bins for 
these purposes and you can expect everything to be in its proper place at 
all times. 

Wherever you have need for shelf space, you will find Remle Adjustable 
Steel Shelving can fill the bill. Rigidly constructed and easy to assemble. 
Built on the unit principal with 4 posts supporting each unit independent 
of adjoining racks. Standard sections consist of 4 posts (punched on 1” 
centers), 6 shelves and 1 kick plate — all units 83” high. 


























PRICES ON STANDARD UNITS 
Stock No. Description Price 
COMMERCIAL 
A-1224 12° x 36” — 24 Ga. Shelves . . . . . $13.75 
A-1820 18” x 36” — 20 Ga. Shelves . . . . . 118.75 
EXTRA HEAVY REINFORCE. A-2420 24°x36" — 20 Ga. Shelves . . . . . 22.75 
MENTS AVAILABLE INDUSTRIAL 
Cieine = A-1220 12x36" — 20 Ga. Shelves . . . . . 15.50 
ng A-1818 18° x36" — 18 Ga. Shelves . . . . . 21.50 
Vy A-2418 24" x36" — 18 Ga. Shelves . ... . 26.00 
ur HEAVY DUTY 
t t needed A-1218 12x36" — 18 Ga, Shelves . . ... 17.50 
for storas isually A-1816 18%x36" — 16 Ga. Shelves . . . . . 24.50 
heavy materia A-2416 24” x 36” — 16 Ga. Shelves 3+ eee 


CLOSED UNITS EASILY PREPARED 
Remle Steel Shelving can easily be 
converted into bins by merely adding 
Extra shelves available if desired. back and end panels to the stand- 
ard units. Meet your particujar need 
conveniently and economically. 


BIN UNITS 


All types of parts and small packaged items can be stored or a 
in Remle Bin Units. All dividers are adjustable to meet your individual 
requirements by the use of Remle Push Buttons . . . no bolts or nuts re- 
quired. Shelves furnished with 1%" wide name strips. All bins are 36” 
wide, 12’ deep, 83° high. Finished in Remle Green Baked-on Enamel. 
Shipped K.D. in wooden crates or set-up in fiber cartons. 


RUNTS 


——| ft : at. = Our most popular line of all steel compartment 
= shelving and bin units. You will find no end of 
uses and applications for them. Precision made 


Finished in REMLE Green Boked Enamel 
— Shipped K.D. with all necessary bolts. 













ne 


R.601 
$61.50 each K.D 


$4.95 added | F 
for assembly —— | and finished in office green baked es All 
a . 4 units are 39" high, 36” wide, and 12” deep. 
$44.75 sock KD. = a = Completely assembled and packed in individual 
$3.85 added R-502-A é = — a : cartons. All shelves and drawers have card slots. 
AN for assembly $30.00 each F “ t 
Wes 2 b 
ie x —<—— >" — 
= a R-501- 
= $17.50 
, = = 
( WE —4 
\ G xy s 


2 RUNT BINS MOUNTED B8ACK-TO- 
BACK ON RUBBER TIRED DOLLY. 





CORPORATION * W. CENTER at 54th ST., MILWAUKEE 10, WIS. 
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A MODERN CONCEPT IN DESIGN AND 
CONSTRUCTION OF BUSINESS FURNITURE 
FOR LIFETIME DURABILITY, UTILITY AND BEAUTY 





“THE WORLD'S MOST VERSATILE DESK" 


THE NEW 3000 SERIES 


4 FEDERAL ” 
porn 


DESKS AND TABLES OF PRESS-FORMED, LAMINATED 
VENEERS, WITH STEEL DRAWER INTERIORS, SUSPENDED ON 
SMOOTH GLIDING ROLLER SUSPENSIONS 







COMPLETE INTERCHANGEABILITY OF PEDESTALS, DRAW- 
ERS AND TOPS AFFORDS GREAT ECONOMY AND FLEXI- 
BILITY OF DEALERS' INVENTORIES. 


ALL OF THE BEAUTY OF SELECTED WOODS WITH THE 
EFFICIENCY AND DURABILITY OF STEEL HAVE CREATED 
AN OUTSTANDING ADVANCEMENT IN THE CONSTRUC- 
TION OF FUNCTIONAL BUSINESS FURNITURE OF HIGH 
QUALITY. 


ON DISPLAY DURING THE N.S.A. CONVENTION, IN CHICAGO 
OCT. 2-6, 1949, SUITE 114-115, THE BLACKSTONE HOTEL 


DESIGNED AND 
PRODUCED BY 


EXCLUSIVE 
DISTRIBUTORS 


2412 PENNSYLVANIA AVE, N. W.ee Tel. Di. 6868-69 ¢© WASH. 7, D.C 


188 OFFICE APPLIANCES, September, 1949 





Des 
An 
tuti 
Up 
ing: 


48. 


| 
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Can also be had 


with side arms 













\ 


TABLE 
Is made in several 
styles and sizes. LOUNGE CHAIR No. 510 
Can also be had 
in settees of two 
and three seats. 


NEW Distinctive 


QUALITY ALUMINUM FURNITURE 


of outstanding beauty 
ANODIZED for durability and perfection 


PRICED at less than you would expect to pay 


} 
<a 2 ¢ 
Mowe ow NY 





MODEL No. 850 


Designed by Chaircraft, makers of the famous line of 
Anodized Aluminum Furniture for offices, hospitals, insti- 
tutions, hotels, restaurants, reception rooms and others. 


Upholstered in a choice of nationally advertised cover- 


ings in all the wanted colors. 


Write for illustrated catalog, 
dealer prices and discounts. 


(*haircraf t 


MANUFACTURING CORP. 


~~ 


48-50 WEST 21ST ST. NEW YORK 10, N. Y. 
CHelsea 2-0470 











OFFICE APPLIANCES, September, 1949 189 














CHAIR CRAFT = 


i at its beast... 


COMFRONT means 


1. Better Posture 


2. No rubbing. . . 
no sharp edges 


3. No creases . 
no snags 


i 


MODEL 
No. 1408 


Stenographer 
Posture Chair 





Adjustable to pro- 
vide maximum com- 
fort with full sup- 
port. These posture 
chairs are available 
in genuine leather 


and DURASOL plas- 


tic coated fabrics. 


MODEL NO. 1/408 





— Me. 


MODEL 213 


New 
chair for general of 
fice use that defies 





low priced 


competition. Steam 
t bent back posts and 
slats with edges of 
all parts wel! 


rounded. 





.. 













Write for complete catalog 


MANUFACTURER OF OFFICE AND SCHOOL 


ASPER, IND 


w/ 
am MEMBER OF WOOD OFFICE FURNITURE IN 











NEW INDIANA CHAIR COMPANY 


omfront- 
> 







MODEL 1411 
Executive 
Posture Chair 
Offers: 


Correct Posture 

Sitting Comfort 

Scientific 
Relaxation 


Seat 
Also 
18° 





tion. 


_ wee 
MODEL 30 


heights 
of seat 14". 
well rounded. Full 


box rail construc- 


TAT NEN ANGLE IA 
CANIR COMIOR 


height 30”. 
available in 
and 24" 

Diameter 


Posts 








CHAIRS 






IANA 


STITUTE 


OFFICE APPLIANCES, 


Bon Display ... 


AT THE NATIONAL STATIONERS 
CONVENTION 
ROOM NO. 523 


HOTEL STEVENS, CHICAGO, ILL. 


September, 1949 
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profit from 
the quality of 


€900/de 


office furniture 








Leopold office furniture installation for Council! Bluffs 
Gas Company by Emarines, Counci] Bluffs, lowa 







OP executives demand that the appointments of their offices have 










the high quality of design and workmanship such as Leopold has supplied 
to progressive business organizations tor generations. 

[he character and dignity of Leopold styling appeals strongly to the men 
who make decisions to buy. And, these men appreciate the added 
efficiency which Leopold has given users since 1876. 


Dealers and office buyers alike, profit from the quality of 


I eopold furniture. 


nt LEq00/e vunrANt 


BURLINGTON, IOWA 


MEMBER OF THE WOOD OFFICE FURNITURE INSTITUTE 
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“Its something NEW in safes!’.. 





What's behin.1 +} 
hats behing the dial 
Business ¢ 
Week 
Nation’s 
Business 
Nationaj 
Geographic 
Dun’s 
Review 





says JOHN A. WAGNER, 


Lucas Brothers, Inc. American 
: Busin 
Baltimore, Maryland mo 


@@ Our Mosler line 

was always good for a 

safe turnover each year. But 
I never imagined that safes 
could move as fast as they 
have done since Mosler 
added its strong national 
advertising campaign. Now 
the Mosler line plays a 

big part in our total net 
profit for the year. @ @ 








If you’d like to make more money, 






all kinds of too, write for details on the exclusive 
protection Mosler franchise with protected territory. 
Safes 
Money chests _____ 7” Nlosler Safe c 





insulated — 
Record Containers | 7 : 


Builders of the U.S. Gold Storage 


Vault Doors Vault Doors at Fort Knox, Ky 
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Factories: Hamilton, Ohio 


Largest builders of safes and vaults in the world 


ee 





































STEELCASE 


at the top in 
QUALITY, DESIGN and 
PERFORMANCE 





@ MULTIPLE-15 DESKS — America's most fl 
desks and tables... engineered to comb 
in space saving with maximum — 
and finished to bring moderit beauty toa 


@ STYLEFILES —with the famoclieal too 


sion .. . drawers hold more, ‘operate e 
engineering and sturdy construction a 
satisfactory service. Rt ae 


@ EASYREST POSTURE CHAIRS—O: atstanding 
style, durability and economy. A full line o ’ ture. calc | a : 
chairs for every office use. Beautiful ; 1 i Miele Bree Se 
arm and straight chairs. Worle | in vi lu STE E LCAS E 


Business fF Git arrerir . 


o 


oe: ats . ee — 
Pie - eee 5. eal ; 
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By invitation = 


issociate manulac turers 


of the 


De a aa. 


Grand Rapids Furniture 


Makers Guild 


Fix FURNITURE is a primary essential in the development ol any important 
quatutive office. FINE FURNITURE possesses a unique quality olf radiating the 
judgement, character and integrity of those who recommend its use . . . as well as 
of those who use it. FINE FURNITURE has been the honored product of the 
designers and craftsmen of STOW AND DAVIS for more than fifty years. You 


should acquaint yourself with the extensive group of executive desks, tables and 





chairs, both Traditional and Modern, currently ollered. Write for information. 





STOW & DAVIS FURNITURE COMPANY 


80 FRONT AVENUE S. W. © GRAND RAPIDS 4. MICHIGAN 
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HIGH POINT BENDING & CHAIR CO. 
SILER CITY, NORTH CAROLINA 
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announces the WORLD’S FINEST 


= TEE 
SHELVIN 


(AVAILABLE IN AINY SIZE WITH ALL EXTRAS) 








IRON 
GRIP 















The More You Load It the Tighter It Grips 


TES «IMMEDIATE DELIVERY FROM Story 


AND YOU SELL SATISFACTION, 
REPEAT BUSINESS, MORE PROFITS 


your customers and listen to them insist¢ 
EQUIPTO GIANT STRENGTH, IRON Gi 






Entirely new design giving the most rigid, 
yet most easily adjustable giant strength 
shelving on the market. 

Order a sample 





unit; see for yourself; show Priced competitively. 








NO NUTS - NO BOLTS - NO TOOL 
peedy Shelf Assemb 


AS ’ 
; € 
Ons ¢ ~<a 
} 
\ oO 4 





ONLY A STUD for S 







on the stud to 


























CLOSED TYPE 
AS SHOWN 
OR OPEN 
















NEVER Dip 
ITE FOR 24. A 








DIVISION OF AURORA EQUIPMENT 








new sectional 








{Armchair by Thomas’ 


3 great features: 


|. ARMS THAT RAISE AND LOWER 
ARMS UP: Chair is a handsome armless 


chair to be used singly or combined. 


ARMS DOWN: Chair is a luxurious 


club-type armchair. 


2. CAN BE USED AS SECTIONS 


Two or three of these units combine to make a truly magnificent 


sectional seat or sofa. 


b NEW COLOR, BEAUTY, DURABILITY 


Covered in Kalistron, the new prize-winning covering material, these 





chairs combine outstanding beauty with absolutely new wear resistance. 
Kalistron is transparent Vinylite with color fused to underside. Won't 
scufl, scratch, chip, crack or peel. Cleans with a damp cloth. Available 


in wide color range. 
l’at Pencing 





FURT ITURE COMPANY HIGH POINT, NORTH CAROLINA 
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We extend to you a cordial invitation 
to visit our exhibit in Room 561A, HOTEL 
STEVENS during the N. S. A. Exhibition. 


Our quality line of stock files will be 
on display and Watson sales and engine- 
ering executives will welcome an oppor- 
tunity to discuss many new features of 
the line with you. 


- 2 4 MH 
one 
(~~ 
——— 7 
eee bee 
- 


ry * 
‘< % 





* Representing WATSON will be: 


A Watson custom built bank installation 
DON BRALEY, president 


} FRED CHINDGREN, soles monager 
, JACK LAGERQUIST, monaoger contract div 
HOWARD WELSHOFER, manager stock div 





A special streamline counter and gate 





New York 





WATSON MANUFACTURING 









COMPANY, Inc., Jamestown, 
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UPHOLSTERY COVERING 


FOR EVERY OFFICE DUTY 


F.. smarter offices, Duran is the colorful beauty that 
extends an impressive welcome in the reception room. . . 
that adds the correct touch of dignity in executive offices. 
Duran’s soft, pliant comfort scores a sure hit with everyone 
from the chairman of the board to the office boy. 


For cost-wise office management, Duran is economical 
beauty because it cleans so easily with a damp cloth. Duran 
is highly resistant to oil, grease, water, perspiration and 
ordinary stains. Occasional use of soap and water keeps it 
bright and fresh, despite the daily grind of office use. 


Whether you buy or sell office furnishings, insist on seeing 
the Duran tag—your infallible guide to all-plastic upholstery 
at its colorful, cleanable best. 


THE MASLAND DURALEATHER COMPANY 
3264-90 Amber Street, Philadelphia 34, Pa. 


Only genuine Duran bears this tag. / 


( Z yran 


all _ 
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ABOVE—Manager's desk in this Omaha insurance office 
is in the new Silvertone finish. Manufacturer is The Shaw 
Walker Company, Muskegon, Mich. A feature of the desk is 
the plastic-bound tan linoleum top. H. J. Lee, Rader Office 


Equipment Company in Omaha supervised the installation 


BELOW Tan-topped Silvertone desk 


contrast with green files in this Shaw 


ifn 


Walker installation of more than 1|00 
desks at the Sprague-Warner Co 


scheme promotes employee eff 
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ABOVE—The overhanging top is one of the main features of 


these Jackson desks in the semi-private office of the Dierks Com- 
pany, Kansas City, Mo. Jasper Office Furniture Company manu- 
factured the No. CF 1776 desks which were installed by Cramer 
Safe and Office Equipment Company, Kansas City, Missouri. 


BELOW—Dierk's outer clerical offices 
feature the “Jackson” line of flat top 
desks, together with the secretarial 
model which is equipped with an ad- 
justable height typewriter platform. 








ABOVE—A section of the lounge n 
the Furniture Mart, internationally knowr 
center of furniture activities. Niemann 
Inc., equipped this room for the Furn 
ture Club of America, Chicago 


BELOW — Occupying spacious quarters 
floors of the Furniture Mart in Chicaa 

















of America's lounge. Niemann, In 330 E 


lil., manufacturers of upholstered fur 
equipment trade, furnished the comf 














ABOVE—A doctor's office is furnihed 
with Duran upholstered chairs manu- 
factured by the Phoenix Chair Company, 
Sheboygan, Wis. Matching office sets 


such as this are a Phoenix specialty. 


BELOW—Union Pacific's offices in Omaha feature a battery of 
60-inch tariff desks made by Automatic File & Index Company, 
Chicago, Ill. Each desk has four drawers with a total capa- 
city of 102 filing inches. Drawers are equipped with a device 
for expansion which creates a _ nine-inch working 





space. 
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Vaster Craftsmen 


WZ 


Kor more than fifty years Doten-Dunton 
Master Craftsmen have been revealing the 
inherent charm, beauty and durability of 
wood—nature’s own masterpiece—in execu- 
tive desks. So steadfast have they been in 
their adherence to the fundamentals of honest 
workmanship, so clever in interpreting the 
artistry of the masters that they have estab- 
lished and are maintaining a world-wide tradi- 


tion for integrity. 


The Doten-Dunton trademark is a guarantee 
of character, dignity and distinction in the 
finest of wood office furniture. The most 
discriminating buyers are easy to satisfy from 


the Doten-Dunton line. 






DOTEN-DUNTON DESK CO. 


FACTORY—210 Broadway, 
Cambridge, Mass. 


91 Federal St., Boston, Mass. 
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THE DUNTON CORPORATION, Distributors 
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V4 
( Art Metal 
\ amestown New York 
XX USA 


~ 
— 


n files—Art Metal Director 
today of buyers who want 
rformance—ease of operation 


pace—and product leadership 


bid in ope mal 








@ GREATER CAPACITY . .. File drawers extend fully # 
; beyond front of cabinet—offer more usable space for P 
all filing purposes. v 









c o ‘ee 


@ PROVEN PERFORMANCE ... . Patented ball-bearing 


roller cradle drawer suspension allows drawers to roll 
at a touch. Suspension is constructed of heavy gauge 
steel—and drawer is carried on 12 steel rollers, eight 


of them ball-bearing. Rubber bumpers eliminate noise. 





@ FASTER FILING _.. Speed file spacers (adjustable 


file supports) smooth out filing operation 







make 
. . far more efficient and 


. more dependable 


filing easier, faster . 
finding more rapid . . 















@ LONGER LIFE . . . Welded and doubly reinforced 

front frames make cabinets distortion proof. Four- 
thickness interlocking construction at spot-welded 
seams and one-piece base construction gives greater 
strength, durability . . . makes cabinets dust-tight and 
vermin-proof. Entire case and drawers represent finest 


steel construction possible. 


@ EASIER OPERATION ... Snap-out guide rod .. . an 


Art Metal original . . . simplifies and speeds work of 
setting up guides and making changes. Drawer latches 










are durable, positive, easy-in-action . . . and all hard- 
ware is of cast aluminum of handsome design and 


with satin finish. 








in engineering and design. Art Metal Director 
Files come in 5-drawer, 4-drawer, 3-drawer and 
2-drawer sizes—and all have the same big fea- 


tures that are worth more to your customers. 


Art Metal 


BUSINESS EQUIPMENT 
Art Metal Construction Co. 


Jamestown, N. Y. 
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Architect's conception of modern Dea 
coness Hospital, Evansville, Indiana 


(top) Desk of A. G. Hahn, hospital! 
administrator. This is the spacious 
Executive model... Softone finish.. 
nine inches overhang on three sides 
One of several Wiltshire Modern insta! 
lations recently made by Smith & But 
terfield of Evansville 


w MEMBER WOOD OFFICE 


FURNITURE INSTITUTE 




















Wiltshire Modern 


goes on 
hospital 











another 
mission... 


e Albert G. Hahn, administrator 
of Deaconess Hospital in Evans- 
ville, Indiana knows the necessity 
of round-the-clock efficiency in 
successful hospital administration. 
That's why Wiltshire Modern wood 
office desks were chosen for the 
general offices at Deaconess... 
for their time-saving, utility-wise 
features . . . and, of course, for 
their smart good looks. 


No doubt about it... Wiltshire 
Modern is blazing sales trails for 
dealers everywhere. Prospects who 
see it... like it... buy it— 
dealers who stock it... sell it... 
profit from it! 


desk company 


MANUFACTURERS OF WOOD OFFICE FURNITURE 


EVANSVILLE 7, 


INDIANA 

















206 


OFFICE APPLIANCES, September, 


1949 





ot ee 














OFF 


COLUMBIA STEEL EQUIPMENT COMPANY 


LINCOLN-LIBERTY BUILDING 





ANCES, September, 1949 
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FRANK CERBO AND SONS,“INC. 
SCERBO MANUFACTURING CO 


536 Pearl Street . New York 7, N. Y. 




















IS LOCAL... 





Sef masers BGO Solse Otiancins 


is planned to assure the independent office furniture dealer and stationer 


his share of volume sales of Steelmaster office equipment in his local and 


metropolitan markets and centers. 


Steelmaster gladly offers this further series of fast-moving sales-promoting 
“must” items of Steelmacter filing equipment and Yatera space-saving 


units — priced right — some lower than pre-war. 


Extensive and powerful sales campaign aids are available to the dealers in 


reasonable quantities and without charge. 


Tidy Desk-Master Junior Card Filing Systems 


Filing Uprights 


ale B@ lem @ristitag Moldmaster Plastic Trays Rotarian Plastic Letter Trays 


Futura Cash, Bond and Office Boxes Hang Files iaite Molt lem @iitic: 


Desks * Chairs 
Law Blank Cabinets Higher Than Wide Cabinets Wistirist) mer lacm er | 


Box Files Security Boxes 


\ 1s ables 


Letter Trays 


fort Steel Sales (orf. 170 West 233rd stREET - NEW YORK 63, N. Y 














iH! 





















f use Stelnaster 











FOR Scy FILING NEE 








The Triple AAA valve in filing 
uprights. 





Steelmaster presents — proudly so —i 
Waster-Fller series of distinctive filing 


equipment. 


America’s most modern file, complete ir 
every detail. 





A new concept of functional service fo 
life-time use. 


America’s most beautiful modern file fo 
the discriminating office furniture buyer 


The “2600” Series of low-priced 
high quality filing uprights. 








LAS 








The Metropolitan series of filing equip 
ment. 


52 different types of filing uprights, com 
binations, splits, ete. 


A Steelmaater file for every filing need 


Priced right - priced low - for ver 
sales. 


A Steclnase> FILE 
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F1610— Steelmaster's combo-unit of 10 drawers 
and storage compartment. Original design by Fatara 
—precision manufactured by Sieelmaster —a dur- 


able unit to guarantee lifetime service. 


T UTMOE Oren toons “ew eT 
esc MPTIO } ; 
| now | wore oert™ roan, 
ombe-Cabinet 36%" | 24 16 100 lis 


te Grey or Steelmaster Standard Green 




















£1620—Sitcelmasters 20-drawer utility cabinet. 
Original design by Fatara —precision manufac- 
tured by Sreelmaster —a durable unit to guarantee 


lifetime service 











hed in Futura lustre-lite Grey or Steelmaster Standard Green 





F1612— Steclmasters newly redesigned check and 
odd-size document storage case. Original design 


by Futura — precision manufactured by Sreelmaster 
—a durable unit to guarantee lifetime service. 





OUT MOE Deen Ones — wT 


T 
santbs a I mete wom | corm toan 
let? Chech ond Document Storage Cose wos 24 16 \20 Ie 





Finished in Futura lustre-lite Grey or Steelmaster Standard Green 





F1624— Stcelmasters Jr. blueprint, small X-ray 
and large form flat cabinet. Original design by 


Futura —precision manufactured by Steelmaster 
—a durable unit to guarantee lifetime service. 


Thm we | ork meTOm OUTSOF Dust ~seOoed ww 
~tGm | wot ] otre roan, 

; + 
#1624 i dr Bive Print Cabinet Jon 24 16 116 te 


Finished in Futura lustre-lite Grey or Steelmaster Standard Green 
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F166—F266— Sicelmasters newly designed, effi- 


ciency engineered Law Blank utilitarian cabinet — 
singles and doubles. Original design by FYatara 
—precision manufactured by Sreelmaster —a dur- 
able unit to guarantee lifetime service. 
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Steelmaster Standard Green 





Finished in Futura lustre-lite Grey 





FI1600— Sicelmaster's Jr. Storage Cabinet. Origi- 
nal design by Fatara —precision manufactured by 


Steelmaste. —a durable unit to guarantee lifetime 
service. 
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Finished in Futura lustre-lite Grey or Steelmaster Standard Green 
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F1605— Sicelmasters newly designed desk-high 
monitor cabinet. Original design by Futura — pre 
cision manufactured by Sreelmaster —a durable 


unit to guarantee lifetime service. 
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FIGOOKSL-Sicclmasters knee-space unit. Origi- 
nal design by Fatara — precision manufactured by 
Steelmaster —a durable unit to guarantee lifetime 


service. 
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Finished in Futura lustre-lite Grey or Steelmaster Standard Green 
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Bill—Pre-war Self-made Salesman, and 


Bill_Post-war Dealer-trained 


Salesman 


by R. S. Engle 


Pound and Moore Company 
Charlotte, N.C 


(Editor’s Note—The following article 


was submitted to Office Appliances in re- 
sponse to a request for material timely to 
the special office furniture issue. The 
theme is applicable to any phase of the 
industry and it is presented as an out- 
standing example of what can be done to 
train salesmen in office furniture or other 


produ t selling ) 


ee THE WAR period, most 
tationers experienced the loss 
of thei eatest assets, 


tra and ex i salesmen 
Most of us ni five years 
afte he w a real asset 
these fellows were You say to 
elf, if to 1 ne else, “Gee! 
If I had B Boy! That 
guy really knew | operate. If 
Bill had just been here, we would 
have gotten that order last week 
for office equipment from that big 
hosiery manufact vho’s build- 
ing the new pla the outskirts 
if the city 
Bill. What a w and what a 


y loved Bill and 
wanted 
to give him th business for 
office equipme! ationery and 
printing. Bill i them sold, 
always at a nice profit to the 
store. He wa knew that 
we had to have profit to stay in 
busin and it those bonus 
checks at the f the year 
And what checks Bill got! They 
would make fellows green 
with envy. Y ed to sit and 
a ynder why 

and how he ell so much 
profitable busi to so many 
‘ompanies, so 1 made up your 
mind to study al nalyze him 
You would think that a fellow 
ith many ! nds would have 
playboy, 
probably spend t of time on 
the golf cou! fishing, and 
possibly do quit bit of enter- 
taini rtying around 
Not Bill 


salesman! Every! 


| seemed everybody ist 


Dé omewnhat I a 
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Are You One of the Stationers Who Has Taken 
Steps to Insure Your Post-War Volume and 


Profits Against Decline? 


He was a business man—wanted 
to make hay while the sun was 
shining. He was out of the store 
every morning early and wouldn’t 
get back until late afternoon. He 
would phone important orders in 
rather than to waste time coming 
to the store. We have heard him 
say many times that there were 
only about eight hours a day in 
which you could see these guys 
and that every hour counted. 
About rainy days, he used to say, 
Boy! I'll catch them in today. 
They won’t dare go out in this 
rain and they will give me more 
time to go over my proposition as 
they won’t have so many sales- 
men calling on them, as most 
salesmen don’t make too many 
calls on a rainy day.” 
Yes, Bill was quite a boy! 


He had Desire to Learn 


Oh! I almost forgot! I told you 
that I made up my mind to find 
out what made Bill tick. Well, it’s 
an old story, one that some people 
don’t have too much faith in to- 
day. Bill had an insatiable desire 
to learn, to learn all he could 
about the stationery, office equip- 
ment and printing business. When 
we first employed him, we put him 
in the store to learn the stock and 
it wasn’t long before he was able 
to wait on the store trade. Now, 
when I look back, I remember how 
this boy worked, never an idle 
moment, always doing something, 
asking questions about what this 
or that was used for. When fac- 
tory representatives came to town, 
it was a gala day for Bill, espe- 
cially if the representatives knew 
their stuff. Bill would pump them 
dry for information about their 
products. Construction, sales and 
competitive angles were his chief 
concern. He learned and he didn’t 
forget. Bill liked to read as he 
knew this to be a source of knowl- 
edge. So he spent his hours at 
night pouring over manufacturers’ 
catalogs, sales literature and books 
on salesmanship which he secured 
from the library. 


1949 


Most stationers at this time 
didn’t hold sales schools with lec- 
tures, movies and records to teach 
salesmen about their products and 
how to sell them. I guess the sta- 
tioners at that time thought if a 
fellow wanted to learn bad enough 
and had enough ambition, he 
would find someway of learning 
for himself and this is the way 
Bill learned—the hard way! May- 
be someone told Bill that there 
was no easy road to success and 
he believed it. 

Soon, we put Bill out as a city 
salesman and he got away to a 
fine start as the basic training he 
had acquired stood him in good 
stead. Sometime after Bill went 
out as a city salesman, and due to 
his unusual success, is the period 
when I made up my mind to find 
out just how Bill did it. 


Bill Knew the Answers 


After several months of contact 
with customers, I learned that 
they didn’t place their business 
with Bill because of his person- 
ality, appearance or friendship. 
Rather his customers had come to 
look upon him as a consultant in 
his field when they were in the 
market for his products. 

Bill had learned through hard 
work, study and application that 
progress comes through trial and 
error, invention of better methods 
and systems 

He knew that these better meth- 
ods, systems and inventions had 
to be sold to business—his cus- 
tomers. He knew that if he could 
show them a better way of doing 
a job to save time, increase pro- 
duction, or cut down costs, that 
they would buy his products to 
do the job with. 

Bill was a tremendous success 
in his business because he sold 
ideas, not just merchandise. He 
took time to study his customer’s 
or prospect’s requirements before 
presenting his proposition. He was 
thorough in examining all aspects 
of the problem from his cus- 
tomer’s point of view as well as 
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his own to insure the workability 
of his plan, or his solution, of his 
customer’s problem. 

Bill was the type of salesman 
that knew that solving problems 
required hard thinking and hard 
and long hours of work. He also 
knew that to the victor goes the 
rewards. 

This story about Bill will convey 
the point that I would like to be 
able to put across in this article 


What Became of ’Em? 


Before the war, your organiza- 
tion probably boasted of one or 
more salesmen with Bill’s knowl- 
edge, ability and willingness to 
work. What became of these fel- 
lows after the war? Some of them 
probably never came back, others 
that did get back decided to go 
into business for themselves, some 
got jobs as manufacturers’ repre- 
sentatives, or switched to another 
field, and, of course, some are back 
on their old jobs, hitting the old 
ball as hard as ever. The fact re- 
mains though, that there is still a 
severe shortage of good stationery 
and office equipment salesmen. If 
you don’t believe this, just try to 
hire one. 

Some stationers who knew sup- 
ply would eventually catch up 
with demand, and who also real- 
ized that they wouldn’t have time 
to wait for Bill to train himself 
before it would be time to sell 
again, instituted sales training 
courses two or three years ago 
After many casualties, these sta- 
tioners are well on the road to 
building some more “Bills.”” You 
will probably find these same sta- 
tioners leading the “hit parade” 
in sales and profit. As long as we 
have decided to spend time and 
money training these men, let’s 
do a good job of it and teach them 
that the stationery business is just 
as much of a profession as being 
a lawyer, doctor of medicine or 
an engineer. Imbue them with the 
fact that they will, or are, repre- 
senting the finest and greatest 
classification of retail business 
there is. 

Who could conceive of a finer 
business to be in than the sta- 
tionery business? You have for 
your clientele the finest people in 
your community. Also, the braini- 
est. So you have to know your 
stuff if you expect to sell these 
fellows an idea or a product 

Teach your “would-be Bills” to 
sell ideas instead of just mer- 
chandise. Ideas sell for money at 
your price and fair profits and 
they will put your Bill in the pro- 
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fessional and consultant field. 


As a youngster and a very un- 
trained salesman, as a matter-of- 
fact, I believe it was the first time 
I ever called on a banker, I had 
conceived of an idea to sell a 
product that I thought a banker 
would be interested in. I thought 
about it a couple of days trying 
to build up my sales presentation 
Finally, I decided to give it a try 
For my prospect, I picked out the 
largest bank in the city and the 
president of the bank. I remem- 
ber distinctly how afraid I was to 
make that call after I got to the 
bank. As a matter-of-fact, I 
walked past the bank two or three 
times before I could make up my 
mind to go in. Finally, I got up 
sufficient courage and walked in 
To make matters worse, and my- 
self more jittery, the president’s 
secretary said he was busy and I 
would have to wait for a few min- 
utes. Eventually, she said that 
Mr would see me. I am 
sure the well-worked-out presen- 
tation wasn’t presented as I had 
planned, but I somehow told him 
the idea and showed my product, 
or sample. His response was that 
he would take it up with the board 
and for me to call back Thursday 
When I came out of his office, I 
was feeling quite elated that I 
had even been able to get him to 
consider the idea. The thought 
ran through my mind what a fine 
looking man he was and how nice 
he had treated me—these big 
shots were not so bad after all 
When I called Thursday afternoon 
for the verdict, I wasn’t quite as 
jittery, nor did I have to wait. I 
remember when I went in his of- 
fice that afternoon, he stood up in 
front of his desk and spoke to me 
and I said, “I hope, Mr ' 
that your board thought favorably 
of my proposition.” He said, “Son, 
your article isn’t worth a D 
but your idea is splendid and we 
have decided to use 3,000 of them 
That was $2,500.00 worth and I 
nearly fainted. After working out 
the details and thanking him for 
the order, I started to leave when 
Mr. — said, “Son, how would 
you like to have another order?” 
I didn’t understand, so MF. - 
said, “you go over to the bank on 
the other side of the city and see 
Mr. ————. He is the president of 
that bank and a good friend of 
mine. Tell him I sent you and I 
think he'll buy your idea also.’ 
He did, $1,500.00 worth. 

So, that’s the way to sell?—Sell 
ideas?. It must be, hadn’t the 
biggest banker in the city said so, 


and he must know all about busij- 
ness. Anyway, I took his cue and 
the very next day, in a city 10 
miles away, another banker told 
me what he could do with my ideg 
if I would let him use it. It cost 
this banker $2,000.00. Not bad for 
a green young salesman, $6,000.00 
in less than a week, and $900.00 
for myself in commission. 

Maybe the president of the big 
bank never knew what a powerful 
lesson in salesmanship he taught 
me when he said, “Son, your ar- 
ticle isn’t worth a D——, but your 
idea is splendid.” Or maybe he 
did—those bank presidents are 
smart! 

So teach your salesmen to sel] 
ideas. 

It is going to take a lot of basic 
training and they will probably 
have a lot of headaches as they 
will have to think, study and plan. 
But after all, it pays off and who 
wants to be a mediocre salesman 
working for peanuts when he can 
just as easily be a consultant, 
selling ideas. 


Others Think the Same 


Our industry isn’t the only one 
that needs some “Bills.” In the 
financial section of today’s paper, 
the president of one of the lead- 
ing electrical appliance manufac- 
turers said, “Salesmanship is 
needed to get across the idea that 
the electrical appliance industry 
has made its price reductions and 
there is no reason for consumers 
to wait.” 

In the same article, the presi- 
dent of a large soap manufac- 
turer urged business to get out 
and sell its wares: 

“SALESMANSHIP—selling ideas 
to get people to buy. All industry 
is dependent upon it. The wheels 
won't keep turning if the produc- 
tion can’t be sold.” 

So this puts salesmanship and 
sales training at the top of the 
list of essentials for business and 
industry. 

If you haven’t been able to get 
the right men, try a few college 
graduates. These boys have been 
taught to study through reading 
and lectures. Also, they are usual- 
ly ambitious. I’m not discounting 
the boy without an education. 
Some of these boys really know 
how to work and only need the 
training you can give them W 
make top-flight men. 

Only yesterday, I talked with 4 
friend who is a salesman for af 
accounting machine manufac 
turer. This fellow is one of the 
hardest workers I have eve 
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So it will probably be to your 
interest to see that you have a 
good training course and that 
your men get the fundamentals 
or the basic training, for a good 
salesman, like a building, is no 
stronger than his foundation. 
By basic training, I mean, to see 
that he knows all about his prod- 
ucts that he will have to sell, 
construction and sales angles, also 
competitive angles. If it’s an ar- 
ticle that he has to demonstrate, 
have him practice it until he can 
do it blindfolded. Teach him all 
you know about an article and 
have factory representatives do 
the same. Tell him what classifi- 
cation of business are users of the 
article and how it can be sold. It’s 
a tough, hard job building a sales 



























force and it takes a lot of plan- 
ning, a lot of hard work, and 
sometimes it’s most discouraging. 

At other times when some of 
the boys have followed your in- 
structions and used a little com- 
mon sense and ingenuity of their 
own to bring in a nice order, you 
begin to feel that you and they 
are beginning to make progress. 
Field work with the boys, calling 
with them on some of their pros- 
pects, or having them call with 
you on a deal of your own, will 
furnish them with knowledge it 
may take months to acquire 
otherwise. 

If we do the job right, it won't 
be too long before we have some 
men to fill the jobs for the “Bills” 
that didn’t come back. 





Office Plan Service Sells 


Experience of Paul Anderson Company, 
San Antonio, Tex., Proves the Point 


by J. H. Reed 


Field Correspondent 
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firms just starting in business or 
making their first move into new 
quarters and do not feel jus- 


fied in engaging an architect or 
a decorator on a fee basis 

‘By suggesting furniture of a 
adapted to 


style and material 


Furniture 


their building, business and space; 
by insisting that their chairs be 
of a pattern consistent with their 
desks; by offering recommenda- 
tions as to color, not only for 
equipment, but for walls, draper- 
ies and even floor coverings, and 
by staying on the job to make 
sure that the end effect is the one 
desired, the alert office equipment 
specialist—and I prefer the word 
‘specialist’ to ‘salesman’—can give 
a man an office which is beautiful 






























DELIGHTFUL CONTRASTS—The private office of Clint Thompson, Mercury auto 
dealer in San Antonio, Tex., an installation by Paul Anderson Co., San Antonio. 
The carpet is two-tone beige, the walls above the walnut paneling are yellow 
cream. The ceiling is gray white. The business side of the office is in suntone 
walnut and pastel tan leathers, the hospitality side in green and yellow leathers. 
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as well as efficient, regardless of 
the price which he is able to pay 
for his furniture. 

“Let’s look at our types of cus- 
tomers and their office furniture 
problems. 


Three Types of Customers 


“There are three general types 
of customers for office equipment. 
There is the customer who needs 
and will appreciate your help. 
There is the customer who knows 
exactly what he needs or wants 
and who will resent any offers of 
help. And there is the ‘in between’ 
customer who needs help but does 
not realize it. 

“Mr. Brown’s business is good— 
so good, in fact, that he has de- 
cided to move into larger quar- 
ters. He leases a suite of offices 
or larger space in some down- 
town building, and prepares to 
decorate and furnish it. Then he 
finds he is up against a new prob- 
lem—that of decoration. He re- 
ceives advice on color from his 
wife, his partner, his brother-in- 
law and maybe even the janitor. 
This conflicting advise on color, 
plus his own experience, usually 
confined to buying a blue suit and 
a green automobile, leaves him, at 
the start, in a state of hopeless 
confusion. 

“This man is ready for the office 
equipment specialist, who lives 
with just such problems every day 

“But it is not for the specialist 
to take the problem completely 
out of his hands. Mr. Brown, even 
though secretly thankful to get it 
out of his hands, would resent 
that. Rather, the specialist should 
listen patiently to Mr. Brown's 
problems, find out what he likes, 
and then, taking the feature 


‘which he favors most strongly, 


make suggestions and recommen- 
dations. Finally, if it becomes 
necessary, he should demand that 
the entire scheme of design and 
color be consistent with the basic 
theme which Mr. Brown really 
wants.” 


Can Ge Too Far 


Mr. Wittig admits that there 
are plenty of customers who know 
exactly what they want and that 
the business of planning a cus- 
tomer’s requirements can some- 
times be carried too far. 

“T recall,” he says, “one particu- 
Jar instance when a new sales- 
man—not yet quite an ‘equipment 
specialist’—was exposed to this 
sales theory. A customer sent his 
delivery boy over to buy a 24-inch 
one-drawer letter file. The only file 
meeting this requirement at the 
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time was a steel transfer file. The 
obvious thing to do was to sell 
him this file. 

“But the salesman, in his zeal, 
telephoned the customer to ask 
him to what purpose the file was 
to be put, figuring that in this 
way he could better fill the cus- 
tomer’s requirement. 

“The reply was: ‘None of your 
business!’ 

“And the sale? 

“It was, of course, lost—and we 
were fortunate that the customer, 
also, was not lost to us.” 


As a typical example of a class 
of customers who need help but 
do not realize it, Mr. Wittig cites 
doctors. 


Doctors Sold on Green Desks 


“Hundreds of doctors,” says he, 
“have come out of the Army in 
the past three years thoroughly 
sold on the efficiency and utility 
of green steel desks. 


“Sometimes it takes real sales- 
manship to convince one of these 
doctors that, in private practice, 
he will need the warmth and 
friendly atmosphere which is cre- 
ated by walnut office furniture 
But, once convinced, you will find 
such a doctor everlastingly grate- 
ful to you for your advice and aid 
in selection. 


“One of my most interesting 
‘case histories’, 


incidentally, is 


that of a large machinery com- 
pany, which recently moved into 
new quarters. 

“Officials of this firm were 109 
per cent loyal to one of our com- 
petitors, which made our task dif- 
ficult at the start. Its new build- 
ing was beautiful. And every fea- 
ture of design, construction and 
material called for island base 
furniture of Softone oak. I sug- 
gested the use of this type of 
equipment, and sent out a desk 
and chair to substantiate my rec- 
ommendations. 


“T lost the sale, partly because 
of loyality to this competitor and 
partly because of price. 

“Then what happened? 

“Our competitor’s salesman sold 
the company a commercial grade 
of golden oak furniture and de- 
stroyed the whole effect of the 
beautiful architecture. 

“Today, we have a new machin- 
ery firm on our books.” 

Be helpful, Mr. Wittig says, and 
your office furniture business will 
be profitable 

For, beyond deriving pleasure 
from creating an efficient and 
beautiful office, there are resulting 
friendships for the “office equip- 
ment specialist” which aid him in 
making future sales and finding 
new customers and last, but not 
least, the extra income which 
comes from the resulting in- 
creased sales 







































DESIGNED FOR EFFICIENCY—Installed in a printing shop where the emphasis is 
on speed of handling, this steel shelving unit was manufactured by The Hileo 
Manufacturing Company, Chicago. Paper stock is stacked according to demand 
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Package Air Conditioners Are Office 


Furniture—Plus 
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One of the most effective sales 
points in presenting package air 
conditioning is merely pointing 
out the store’s own air condition- 
ing system—which consists of a 
7¥_-ton carrier package unit set 
up in the left rear corner, which 
keeps the store at a cool 80 de- 
grees during Oklahoma City’s no- 
torious 100-degree weather dur- 
ing the summer months 


“We have found it best to stick 
to a type of air conditioner which 
is built around a sealed unit, with 
a simple replacement operation 
guaranteeing constant operation,” 
said Mr. Branham. “Our experi- 
ence has been that every instal- 
lation must be carefully planned, 
for if any package air conditioner 
fails to offer the comfort prom- 
ised, its high price will so irri- 
tate the customer that Many po- 
tential future sales are _ lost 
Therefore, we are careful to size 
every job correctly for the amount 
of cubic feet, number of people 
concerned and the amount of 
load.” 


heat 


Estimates Done Carefully 


Sizing” and estimating work is 
done by any of the regular out- 
Side salesmen of the Branham or- 
ganization, by means of simplified 
tables and estimating charts, 
which are furnished by the re- 
frigeration equipment manufac- 
turer. Allowing plenty of leeway 
for “overpowering,” no air con- 
ditioners of too small a size for 
the job have ever been installed 

and thus, Branham’s has has no 


complaints whatsoever. Inciden- 
tally, the one-half ton air con- 
ditioners, of the type which fits 


into any small window, has proven 


inadequate for most Oklahoma 
City summer weather, and thus 
amounts to a very small per- 


centage of the yearly volume 
“Merchandising” in the package 
air conditioning field has taken 
many facets. By far the best 
prospect group, Branham’s has 
found, are professional men, in- 
cluding doctors, lawyers, dentists, 
consultants and psychiatrists. 
These professional men, whose in- 
come depends largely upon pleas- 
ing their patients or clients, are 
likewise the bracket who are most 
likely to be able to afford a pack- 
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Branham’s, Inc., Oklahoma City, Finds 
Them a Major Profit Source 


By Robert Latimer 


Field Writer 


age air conditioning unit. There- 
fore, during the initial stages, the 
Branham organization concen- 
trated on this market, and was 
extremely successful in conviric- 
ing both business and professional 
men to give package air condi- 
tioning a try. “One installation 
usually sells another,” it was said, 
“and we have even sold many for 
home use, primarily because the 
purchaser was so pleased with the 
comfort cooling in his office.” 


Direct Mail Used 


Direct mail is consistently used 
by selecting one group of profes- 
sional men at a time, doctors for 
example, and circularizing them 
extensively until results are ac- 
complished. Every response or in- 
quiry to advertising or direct-mail 
letters is followed up by a store 
salesman, with a high percentage 
of sales per call. 

Unlike many office supply firms 
who have gone into the field, 
Branham’s, Inc., has never found 
it necessary to set up a “rental 
plan” whereby the office-holder 
may try out the package air con- 
ditioner over a set period of time 
in his own office. Whereas many 
dealers have set a rate such as 
$50 or $75 a month, during which 
the air conditioner is given a 
thorough workout by the renter, 
Branham’s has been able to sell 
a successful volume without any 
such service—and intends to stay 
away from it as long as possible. 

In addition to store sales, the 
entire staff of outside salesmen of 
the store have been put through 
“air conditioning training classes” 
sponsored by the loca] distributor 
or manufacturer at intervals. 
Each man has gone through 
enough training that he is able 
to correctly size up the air con- 
ditioning requirements of a small 
store, business office, or bedroom, 
and to expertly recommend the 
proper size. 
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A new Wesco star performer is the 
900 line Steel Storage and Ward- 
robe Cabinets, carefully engi- 
neered to give years of service. 
Equipped with four adjustable 
shelves, three point locking system 
and fabricated of heavy furniture 
steel. It is truly an item of beauty 
for any office. 


* BEAUTY-—-LOWER PRICE 
® DEPENDABLE QUALITY 
* DURABILITY 


Manufactured by 
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Style No. 982 


available in 


finishes. 
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Style No. 1504 


WESTERN MA 


—— 


The WESCO three drawer file 


widths, with or without general 
automatic lock, is designed for 
counter installations as well as 
other special applications where 
height is of importance. Avail 
able in standard grey or green 
as well as specia! grained 


ROOM 504 


geese See Seeeee &eeceee. 


letter and legal size 


Style No. 1533 


x 


The Wesco four drawer file, ac- 
claimed by dealers everywhere 
as the best non-suspension file 
available, offers top quality at 
low prices. Ease of operation 
and engineered construction 
guarantee many years of de 
pendable service 


st MFG. CF 


NUFACTURING COMPANY 
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Matched Gunlocke Executive Chairs 


Jop Management 


"Executive" line guest chair is styled to accom- 
pany - swivel chair. It is conservative with the built-in 
comfort of coil springs in the seat and back. The arm 
interiors are of foam rubber. 


Sit up or relax with easy comfort in this Gunlocke 
adjustable chair. You get a new idea of 

mfort can be when you sit into 
bber mounted cushions of the seat 


. ; 

cxecutive 

wnat office cna 
t 

The aeep, toam ' 


ana back 


feature is that the seat tilts with 
the back. But svoid the customary irritation of 
having your feet rise from the floor, because although 
the seat tilts, the rise at the front is not perceptible. 


Another 


A custo s assured by four separate hand adjust- 
ments. Genuine top grain leather, with the exception 
of hard-wearing fabric in match- 


Chairs tor Your 





























For your 


most discriminating customers . . . 


the ||| 5000 line 





Headliner of the 5000 series 
No. 5014 Double Pedestal Fla; 
Top Desk, available in two sizes 


Face veneers are four joint Butt 
Walnut, selected from the very 
best stumps for the rich, beauti 
ful markings. Matchless cabinet 
work. Hand rubbed, satin smooth 
finish. 








prestige associated with executives. This suite is rep- 
resentative of all of the exacting skills of expert 
woodcraftsmen. Only the highest grade materials go 
into its manufacture. And the product is backed by 
an organization with 44 years’ experience in furniture 
making in one of the largest, most modernly equipped 


plants of its kind. You'll want the ID 5000 suite for 


your most discriminating customers. 


We invite you to inspect this outstanding Georgian Executive Desk 
at the N.S.A. show, Room 523, Stevens Hotel, October 2-6 


The ID 5000 suite expresses the distinction and 


W wdsana desk co. 


JASPER, INDIANA 





———— 
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Luxurious Comfort Makes 


CHARLES OF LONDON 
4 TOP SELLER 














STANLEY SO 





No. 15¢ 
TAMUEY 
[he most particular connoisseurs of fine furniture approve the 
simple dignity, the genuine beauty, and the luxurious comfort of 
this CHARLES OF LONDON Sofa, styled by Stanley. Finest top 
grain leather and perfection craftsmanship make this a life-time 
investment. Everyone loves this pillow-type back design. The 
OO marvelous cushioning retains its elastic life indefinitely. The best 
Rb: te ; . ns ihe of Biv type of all-hand-tied coil springs adds still greater comfort. Avail- 
esther taraitere by Stanles able as illustrated or with straight legs and all-welt trim. Display 
includes swi chairs. side this best-seller and watch it move. 
hairs, sofas, and settees in 
numerous styles and designs 


r office and club uses. All 


pieces are available in red, S>~ ‘ v Lm Oi ~~ 
ereen, blue, bi u n, and tan ay \ a A L 4 LN 
n te p Lrain fealbe? Offe red 


so in machine buff and MANUFACTURING COMPANY 






lastt oles , — ia 

2310 N. MAIN STREET 
a SSS E Ree ee eee EE 
FORT WORTH 
x STANLEY MANUFACTURING COMPANY . 
TEXAS Dept. OA-949, 2310 N. Main St., Fort Worth, Texas . 
i 
. 
Please send me descriptive literoture and prices on your Chorles of $ 
SALES ESENTATIVES : London Leather Upholstered Sofc : 
Henry Deutscl H. T. Sullivan : | om interested in handling the complete line of Stanley office chairs, : 
$103 Pershing 553 First Avenue 4 sofas, and other furniture > 
Dallas, Texas Salt Lake City, Utah : 4 
Dave C. Neuha }. B. Wilson : — : 
2 th St 114 W. Tenth H [. 2 
Kansas City 5. M Charlotte, N. ¢ : : 
. » . . 
Wm. Tonkin }. B. Tompkins : ADDRESS ; 
3515 Griffith Park 60 E. 42nd St . : 
Los Ar es 27. { New York, N y : CITY STATE - : 
. . 
a * 
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AN IMPRESSIVE CHAIR LINE DESIGNED 
TO SELL MORE CHAIRS FOR YOU! 


ADDS DIGNITY TO 
EVERY OFFICE 
















CORRECT STYLING 
BEAUTIFULLY 


CORRECT POSTURE TAILORED UPHOLSTERY 


Finishes Available* 


QUALITY GENUINE WALNUT 
MAHOGANY 
CONSTRUCTION INDIANA QUARTERED WHITE OAK 
AND FINISH * No. 1600 and No. 980 Lines Only 


BEAUTY, EFFICIENCY 
and SEATING COMFORT 


Our new chairs will be displayed 







at the 
NSA CONVENTION—Room 534-A 










No. 46LR 





We will be happy to see you. 








This Efficient-Modern Factory is the Source of Greater Chair Sales for YOU! 


Jasper seating Lompany Ww 


JASPER. INDIANA 
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NEW DESIGN FOR BUSINESS LIVING 


welded construction. Tops are extra-reinforced to with- 
stand heavy-weight loads, They're built from carefully 
designed standard units for uniformity of appearance 
... for low-cost big profit sale. For detailed dealer in- 


there 


| 
sie 
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Modernaire 
Features You'll 
Like! 


wa 


New 30” 
big sovina in floor spoce 
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w different models and sizes of In- 
desks designed to make business 
give you something really new and 
stable height to fit individual require- 
for writing ease. Non-glare lino- 
lay eye comfort. Smooth-sliding and 
easy reaching for work papers. 
Finger-Touch locking compressor in 
fast filing — no strain pulling files 
them 1n, 
from heavy-gauge steel, with all- 


office models meons 
desk height from 29° 


—~ 
= . 
ble Finger-Touch Com- 
oction progressive 
@ tuspension 


ent 
strength here! 
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Rust-proof, sturdy, screw-jack type glides. Adjust 


Worm's eye-view of top ribbing on 
Moderncire Desks . . . 


formation on these great new desks — how each model 
and size fits a specific office need — write Dept. D, 


METAL FURNITURE CO., MANITOWOC, WIS. 


Note specious drawers. Box drawers equipped with 
one divider odjvstable on 1” centers. Lop drawer 


to 30%,” with compartmented convenience troy. 


All **Moderncire’’ desks hove stoiniess stee! bind- 
ing ond corner protection. Precision die-cast 
hordwore to match. 


Invincible 
no worry obovt lock of 
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SENIOR EXECUTIVE DESK—Executive Furniture Co., 
City 1, Okla., is offering the senior executive desk pictured here with matching 
accessories. It is engineered for comfort and utility, combined with dignity and 
The edge veneered tops are produced by expert craftsmen. 


office distinction. 


GLARO WARDROBE 
RACKS —New alumi- 
num wardrobe racks, 
both large and small 
for 20 and 8-garment 
capacity, as illustrated. 
have been introduced 
by Glaro Machine 
Products Co., 37-11 
Edgemere Ave., Far 
Rockaway, N. Y. No. 
909 has a height of 77 
inches, width of 48 in- 
ches and depth of 17 
inches. The No. 808 
smaller rack is 74 in- 
ches high, 20 inches 
wide and has depth of 
10. inches. Both are 
made from heavy 
gauge aluminum. 
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em nail 





P. O. Box 1048, Oklahoma 











A-S-E PRESENTS TWO NEW FURNITURE ITEMS.— 
Long adherents to the slogan, “A Cabinet for 
Every Need,” All-Steel Equipment, Inc., Aurora, 
Ill., herewith presents (left) one of their 37 styles— 
the No. 3487 storage cabinet. Equipped with five 
shelves, the cabinet measures 36” wide, 18” deep 
and 78” high. Doors have concealed pin-type 
hinges; hardware is die-cast and chrome-plated. 
Locks are adjustable on 11/2" centers without the 
use of tools. Above: one of the new ASE Aurora 
Line calculating desks. With small inventory of 
ASE desk pedestals, easy-to-store tops and pan- 
elled table legs, dealer can offer a wide line. 





G-F HOLDSALL CABINET—This Holdsall cq 
inet, a utility device making systematic gg! 
age of small parts easy. 
from 
Youngstown, Ohio. 
in all, 
seven with adjustable dividers. 
mensions are 20-3/16" 
and 15}/,” 
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is now availa 
Fireproofing Com 
There are ten dr 
three with fixed compartments @ 
Outside é 
wide, 30-9/ 16" 
deep. Finish is olive green 


the General 
































CHANNEL STEEL CHAIR—Krueger 
Products Co., Green Bay, Wis., porid 
seating manufacturers, have introdu 
channel steel chairs of the type 
trated, welded and riveted for durab 
Seat size is 14/2 inches wide by 
inches deep, 17 inches from the floor 
postured for comfort. The heavy ga 
channel steel frame is one-inch dow 
beaded. Chairs are finished in 
ard school brown. taupe or olive g 
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ART METAL A 
DESK.—A new 
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N.Y. The new 
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NNOUNCES NEW MODEL EXECUTIVE 


jel of executive desk. available in 
s, has recently been added to their 


Art Metal Construction Co., Jamestown, 


. has a recessed back providing 
knee space, which contributes 
convenience and working effi- 

phers in taking notes, as well as 
to work together at the same 

ng none of the privacy of the con- 

k desk. An added feature of the 66- 

ew model is the 13 inches of in- 

he pedestal drawers, providing more 

ng in cross file trays. Although 

t new to the industry, it is the 

Metal has offered a model in their 
Execuive Series. 
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FURNITURE FIT FOR A KING.—Designed for 
his Royal Highness Crown Prince Saud Al- 
Saud of Saudi, Arabia. were this desk and 
chair by Frank Scerbo & Sons, Inc., 536 Pearl 
St.. New York 7, N. Y. All carvings and gold 
embossing were reproduced from original 
Arabic designs. Coat of arms and detail on 
moldings, borders and pedestals were hand 
carved. The chair, upholstered with foam rub- 
ber, is finished in green hand-glazed leather. 


STURGIS ANNOUNCES NEW SENIOR SPRING-REST EXEC- 
UTIVE POSTURE CHAIR.—A new large-size swivel armchair 
that combines a spring back and Follow-Flex backrest sup- 
port has just been announced by Sturgis Posture Chair Co. 
Sturgis, Mich. Named the Senior Spring-Rest. No. 1805, it is 
cushioned with foam rubber and coil springs in the seat 
and with foam rubber in the backrests and armrests. Up- 
holstering shown is top grain leather on back, armrests and 
sides of seat, with Bedford Cord on seat. Frame and base. 
of welded metal construction, are offered in a variety of 
colors in infrared baked enamel finishes. Sturgis also an- 
nounces a new smaller companion chair called the Spring- 
Rest general office posture chair, No. 1255. Both will be 
shown at NSA exhibit at Hotel Stevens. Chicage, Oct. 2-6. 
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DO/MORE ANNOUNCES CONFEREE CHAIR. 
—The Do/More Chair Co., Inc., Elkhart, Ind., 
recently announced a new mode! known as 


the Conferee—a health chair claimed to pro 
vide an entirely new application for seating 
in furnishing of directors’ and conference 
rooms. It is said to be ideally suited for the 
man who would provide his callers with the 
last word in sitting comfort and for the man 
who has been wishing for a chair at home 


that would be comfortable and yet induce 
harmful slump. The new chair has the ad 
justable, oscillating back with controlled 
spring tension found in Do/More executiv« 
models. Designed in the modern trend by 
Vavrik, yet sufficiently conservative to be 


appropriate in any fine surroundings, the 
Conferee health chair is available in a 
variety of upholstery coverings. 


TWO POPULAR NUMBERS IN THE REMLE 
CORP. PARTS BIN LINE.—Produced by the 
Remle Corporation, 5408 W. Center St., Mil- 
waukee, the bins find wide use in assembly 
line and repair shop setups. Above: one of 
the Remle “Runts.” a 42-opening bin designed 
for gaskets, small packages, light bulbs, 
gauges and special tools. Individually 
packed and completely assembled, the bins 








OFFER ADJUSTABLE FEATURE—Jasper Office Furniture Co, 
Jasper, Ind., has introduced this secretarial desk with adjustable 
height typewriter mechanism as illustrated. The typewrite; 
mechanism is adjustable to height in given positions from 261), 
to 32 inches. These heights may also be varied by means of 
the adjustable guides under the desk bases. The spring counter. 
balance is said to be carefully adjusted to typewriter weight 
so that very little effort is required to operate the mechanism. A 
latch locks the door to the platform while in operating position, 


s 7 


FRITZ-CROSS INTRODUCES CHAIR 
—This new management model 
chair No. 655, is being offered to the 
industry by the Fritz-Cross Co., St. 
Paul, Minn. A feature of the chair, 
ready for immediate shipment, is the 
new and sleek aluminum base. A 
descriptive brochure is available. 








TELEFACTS CABINETS AGAIN AVAILABLE— 
The General Fireproofing Co., Youngstown L 
Ohio, announces the availability of its Tele 
facts cabinets, popular before the war. As 
pictured, Telefacts is a two-drawer filing 
cabinet on rubber-tired, ball-bearing casters: 


are 39” high, 36” wide and 12” deep. Right: one of the larger Remle bin units. it has a swing front, self-adjusting divide-a- 
Shelves are adjustable from top to bottom on one-inch centers. Bins are individu- files, and a lift cover that permits excellent 
ally packed K. D. in wooden crates or set up in fiber cartons. The shelf bin is accessibility of contents. Dimensions are 30); 
36” wide, 12" deep and 83” high. Finished in office green baked-on enamel. inches high, 25 inches deep. 
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NEW INDIANA CHAIR ADDS TO LINE.—The No. 30 all- 


wood stool and the No. 213 all-wood chair are new additions 
to the line manufactured by New Indiana Chair Co., Jasper, 
Ind. Dimensions of the chair are: seat height, 18 inches, seat 
width, 17 inches; seat depth, 15 inches; height of back from 
seat, 17 inches; over-all height, 34 inches. The stool has a 
seat height of 30 inches and diameter of 14 inches, or may 
be obtained in 18- and 24-inch heights, as well. Both items 
offer saddled seats well scooped with rounded front and 
sides. Material elected northern hardwood in walnut, 
mahogany. sunta school brown, light oak or natural oak. 
COMBINATION 

ING. STORAGE 

INET.—The S« 

a iow cost 

is flered by 


Steel Equipment . 
285 Madison Avs 
New York 17, N 
Built of heavy 

steel, the cabinet 
two letter-size drav 
in addition to tour hil 
drawers having a 6,00 
4 x 6-inch capacity. 
The storage compart 
ment contains tw 
justable shelves 


lock and key. Ths 


inet, available in 
green or Cole g 
3714/2 inches high 
hes wide and 

inches deer 





NEW ORNA DESKS—The Skyliner Typist desk (left) and the 


Skyliner Secre-typist desk are new offerings of Orna Metal 
Products Co., 2412 S. Seventh St., St. Louis 4, Mo. The Typist 
desk features a non-glare Armstrong lincleum top, 34x45 
nches, and knee space of 19 inches in one-piece pedestal 
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ECONO-FORM DESK—Federal Equipment Co., 2412 Pennsy]l- 
vania Ave., N.W., Washington, D. C., has announced produc- 
tion of the new Series 3000 Federal Econo-form desk line of 
press-formed laminated veneers with steel drawer interiors and 
roller bearing suspensions. Improved features are declared to 
include interchangeable pedestals, drawers and tops for greater 
flexibility of dealers’ inventories due to standardization of all 
components and fastening fixtures. File drawers are equipped 
for hang-file indexes with sliding convenience tray and dicta- 
tion board in the box drawers. Desks are available in top sizes 
of 30x58 inches, 39x58 inches, 30x45 inches and 39x76 inches. 


od 


WORDEN’S NEW CHARLES OF LONDON SOFA.—Designated 
the No. 1255, the sofa is one of several fine leather pieces 
recently marketed by The Worden Co., 200 E. 17th St., Hol- 
land, Mich. The No. 1250 chair is the same design as the 
sofa shown. The company manufactures suites and occa- 
sional pieces as well as swivel chairs in genuine leather 
only. Structural features include double-doweled and glued 
hardwood frames, webbed bases with oil tempered coil 
springs tied eight ways with Italian twine, ten-ounce bur- 
lap spring covering stitched to springs and back, and moss 
and cotton filling. Genuine top grain or buff grade of Eagle- 
Ottawa leather upholstery is immediately available in brown, 
green, maroon or blue. 





, 


* 


construction. This desk is available also with left pedestal 
(S-457). The Secre-typist desk shown at the right has similar 
top construction, same size, with full-size pull-out shelf in 
pedestal. Like the Skyliner typist desk. the Secra-typist 
model is also available with left pedestal (S-460). 


227 











; 
: 

; 
| 
; 
i 








OPFICE FURNITURE COMPANY, 


eee this IS... 
WELLS ‘‘ALUMA-STEEL’’ 


The Most Beautiful Office Chair Line in the World 


e iw he 
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“ALUMA-STEEL” 
No. 824 


This chair and matching chairs will be on display 
at the... 


NATIONAL STATIONERS CONVENTION ROOM SO1-A 





SS $ELl Wwetis GENERAL OFFICES 
SELL WISELY 725 S. LA SALLE ST. 
eft CHICAGO 5, ILLINOIS 


* 
TELEPHONE 
HARRISON 7-1100 


ae 
we et. 


CABLE ADDRESS 
WELLOFF, CHICAGO 
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No. 8420S 
Extension down 60 x 36 





NATIONAL’S NEW 
CONFERENCE DESK 


functionally suited to group meetings 


Versatility in addition to NATIONAL’S Quality craftsmanship 
gives this beautiful walnut desk marvelous se lling appeal. Nor- 
mally, a 60” executive desk, it opens into an 84” conference table 
around which 8 persons can sit with ease and comfort. A secret 


84 inches compartment in the rear is ideal for storing samples, records, etc. 
Made in best quality genuine American walnut, beautifully fig- 
8 people can sit ured matched veneers and walnut interiors. Order a sample for 


around it in pertf« 


vour floor. today. 


comfort when « 


en a ae ee NATIONAL DESK CO. INC. HERKIMER, N. Y. 







includes 







table and « 

bination 

hae amd 8420S 

storage cab Extension in use 84” x 36” 
net. 
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DEALERS ... WRITE TODAY 
FOR FULL DETAILS ON THIS 
NEW POPULAR PRICED LINE. 


No. 435—''S'' Adj. with Spring- 30—Fio Se 
back , i 2 eo 
Yo 3>—Same. Arr ha 
No. 430—Same, No Arms 





No. 225—''S'' Adj. with No 425—"'5"' with No 30X—Men's Larg 
Springback Springback er Seat 

No. 220—''4" Adj. withe No. 420—''4'' with. No 30XA—Same with 
out Spri ingback out Springback Arms 


Riteform can fill dealers’ complete needs—from 
low priced to deluxe, in our own modern plant at 
lowest prices. Try us. Win increased sales . . . in- 
creased profits. Get a Riteform Franchise. Write 
today for new Catalog No. 4990A. 


and dont forget 





efor CHAIR CO., Inc 
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LIST PRICE *397 EACH 
LESS OUR USUAL DEALERS DISCOUNT 


Sensutionally Priced 
Sturdy Construction 
Framed-In Panels 
Dovetailed Drawers 
Hardwood Bottoms 
File Drawer 

Metal Pulls 


Oak, Walnut and 
Mahogany Finish 


Rubbed Top 


SHIPPING 
WEIGHT 
60 LBS. 











& 
No 140 }6x24” Single Pedestal Desk 
No. 136 Aval rie in Single Pedestal 36x2 ” Write for Illustrated Catalog 
lurned Leg List Price $41.90 Less Our Usual of complete McLeod line of 
Dealers Discount Desks and Costumers 
No. 148S——Available in Double Pedestal—48x24” 
List Price $ 90 Less Our Usual Dealers Dis- 
count 
No. 148—Availal in Double Pedestal—48x24” 
furned Leg—List Price $61.90 Less Our Usual 
Dealers Discount 
No. 1407 36x24” Single Pedestal Drophead Type- 
writer Desk—List Price $59.90 Less Our Usual 
Dealers Discount 
No. 13617 56x24" Single Pedestal Drophead Type- 
writer Desk. Turned Leg List Price $61.90 Less 





Qur Usual Dealers Discount 


1735 W. DIVERSEY PARKWAY CHICAGO 14, ILL. 
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Hurry, hurry, hurry . . . you 
» can't afford to miss these star 
sales performers, these Dealer 
Qo eye) =r 6 delights .. . the fastest-moving, 
highest-profit line in the field! 
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lar series of Hercules Home. 
Vaults, Closet-Vaults, Sale-T. 
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Sie med to the world-famous Meilink Safes. All SMNA oak Ais S 


wrchandise. Underwriters labels, too, on the easiest-to-sell line | > 4 

U t This is the Main Attraction . . . be sure to see it! / | 

nam ape ead Z \ / ' 
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DONT MISS 


these All-stat Attractions 


AT THE 


i woven stevens 


CHICAGO 


ROOM 545 
4 
BOOTH 4 ¥ rY ; 


and 2-drawer in 
legal size. Something you've been 
= x “waiting to’sée—and buy. Insulated - 


ip pigmeramens =: en oo me ot 
a. 


...AND THAT'S ONLY THE BEGINNING! 


“Ss K fa Imagine! Insts files, &-drawer 
letterhead and 





plas 
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SHEPHERD Zomgo”” Posture Chairs 


elects) ate) Ete] (-tia-tdeld: CETL? 


... and here's why: 


1}. Business people are now de: 
changise at the best price 
in Nlal-Jolal-Ige! astelia: 


Shepherd Dealers ore pilir 
Shepherd's extra « Uh-340) 801-3 an el. 


Dealers and customers alike ben: 
herd’s plus features ‘dale 
level mio) + 10) e-Mlelaclohi tae -Teelalelaany 
aelsahiclar 


Sliding Seat Moulded Foam Rubber Cushion 
Shu-Guards All Steel Life-time Construction 
New Lift Back Support Easy Fingertip Adjustments 


(All these features found on Mode 


*During first six months of 
1949, more Shepherd Pos 
ture Chairs were sold than 
in any like period in our 
10-year history 


epherd Comfortaire Chair 
e seating need—from the 
the newest steno. Write 
covering our complete 


\. T. SHEPHERD 
CHAIR COMPANY 


Executive and Sales Office Shepherd 


P.O. Box 1656 Salt Lake City, Utah Comfortaire 
aio Model No. 1023 
Factory and Shipping Point Chicago, Illinois Priced 06. ketal Ginlles 


$40.00 


See Shepherd Chairs at the National Stationers Convention 5th Floor, Stevens Hotel — Chicago — October 2-6 
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ABOVE — Moore Busing 
Forms, Inc., San Francise 
Calif., was recently equippa 
with desks by The Leopa 
Company, Burlington, low 
Beier & Gunderson Come 
of San Francisco made thet 
stallation. To complete 
friendly impression, framed pe 
tures decorate the walls 
drapes are hung to the ff 
Carpeting in the above o 
also adds to the home-like 
pearance. An end table 
to couch holds ash trays 
lamp for the convent 


of friends and custo 


LEFT—A modern conference desk gives the busy @ 
tive ample room for the many items that would oth 
clutter his desk at his busiest moments. The overha 


edge was designed for the convenience of others 


often are called in for important discussions. Ma 
tured by The Leopold Company, the desk was inst 
by Emarines in a private office of the Council Bluffs 
Company in lowa. Drapes provide the finished look ; 


an office already made cheerful by plants in wi 


POF A Ne MEA at 














STALLATIONS: 


RIGHT—Quick, efficient serv 
has always been the mark 
bank. Like many others 
City Bank, Penobscot Build- 
Detroit, Mich., solved 
of its problems by choos- 
ne of the many fine wood 

k lines being made today. 
wn are Wiltshire Mod 
executive desks, part of the 
ner series of the Imperial 
Company, Evansville, Ind 
that combines modern 

yn with important utility 
tures. A huge mural and 


eled walls enhances room 


of the H. B. Humphrey 
agency, stresses color 
stered couch. A neutra 
jes a pleasing harmony 
well as the pictures (not 
added feature of the 
mmunity to peeling 
decided advantage for 


of the hucksters 








ABOVE—iIn the office of th 

Dallas Morning News sped 

and efficiency are the prim 

requirements. Answering # 

these needs are Corry-Jame 

town desks installed by Sugg 

Office Supply, Dallas, Te 

a | Several model No. 3560 exem 


43F° cWWSii,..., 


tiva desks are shown in & 
foreground. No. 3760 dow 
pedestal stenographer's 


can be seen in backgre 
Steel Age tables and se 
files also stand up under & 


,8 
, 

, ' 

i! 


terrific pace common“ 
metropolitan daily. Pos 
chairs give needed comfot 


LEFT—150 five-drawer letter files, manufactured by @ 
Corry-Jamestown Manufacturing Corporation, Corry, Fé 
have been provided in the central filing department # 
the Gibson Art Company, Cincinnati, Ohio. Kelsall-Vow 
heis, also of Cincinnati, made the installation. Fluom 
scent bulbs hang from the ceiling to insure proper light 
ing over the entire area. To guarantee ample room @ 
adequate filing needs, these five-drawer files have bee 
selected with the allotted office floor space in mit 





HVS TALLATIONS: 


- 


»>HT—An executive office of 
e Jasper Wood Products 
mpany is appropriately in- 
ed with the “Senior Six’ 
sk made by The Jasper Desk 
mpany, Jasper, Ind. Con- 
ted of genuine walnut in- 
e and out, the desk has 
svy panels and an inset back. 
Aatching chairs were manufac- 
ed by the Jasper Chair 
mpany. Light drapes con- 
with darker walls, adding 
the cheerful appearance of 
room. Fluorescent bulbs 
used to create even light 


throughout entire office 


ts Company's general offi- 
eatment. “Junior Six’ desks 
ear white oak were man- 

k Company, Jasper Indiana. 
The "Junior Six" series 
dern suite, has a lighter 
st to the heavy panels and 
ne of desks. Harmoniz- 


Jasper Chair Company 





\ 








THE HARPER FILE 


by Metalstand 


A full suspension, quality file at sur- 
prisingly low cost! 22, 20 and 16 gauge 
furniture steel used throughout. Dust- 
proof, enclosed bottom shelf. Full sus- 
pension—I!0 rollers to each drawer. 
Handsome cast aluminum hardware. 
Beautiful baked enamel finish—green or 
gray. Legal or letter size—2, 3 or 4 
drawers. Style shown here; 4-drawer 
letter file. Height 52”, depth 26”, 
width 1442”. Drawer clearance 12%" 
x 10%" x 25%” 


Write today for illusirated circular showing com- 


plete line and prices with dealers’ discounts. 


METALSTAND COMPANY, %c. 


1615 to 1625 MELON STREET 
PHILADELPHIA 30, PENNSYLVANIA 
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PEDAL TOUCH Hi-Lo 


TYPEWRITER STAND 


Amazing new device makes raising, lowering 
really easy! Touch right pedal to raise—for 
smooth, swift rolling. Touch left pedal to drop 
and lock into firm typing position. Construc- 
tion: heavy gauge, welded furniture steel—set 
up, ready to use. Two spacious piano-hinged 
side leaves steady, absolutely level 16" x 36" 
working space. Four handsome finishes: walnut, 


maple, gray, green. 
Other style METALSTANDS for every office use. 
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cure additional volume, you cannot afford to be 


without my services. My well dressed appear- 

< ituation ance and sturdy build will immediately appeal 
to vour prospective customers. 

ld, ht f I represent a complete line of modern steel 

a 4 office furniture. Greater detail regarding my many 


sales potentialities will be furnished upon re- 


; Se quest. Write: 
Experienced s¢ ller desires position on sales 


f al ers handling steel office furniture. 
& steel office fumiture. STEEL FILING EQUIPMENT 


have ha ears of experience in creating new 


mers, profitable sales, and good will: Care Peerless Steel 
Equipment Co. 


able of ting your present sales force se- Unruh and Hasbrook Aves., Philadelphia 11, Pa. 


} . P 
[f you are seeking the services of someone 


CHICAGO NEW YORK LOS ANGELES 
First Nat’! Bank Suite 854 Bush Tower 1429 S. Los Angeles 
Bidg 130 W. 42nd St. : Street 

















They re hore! 
jhe NEW 


ALUMINUM 








) RACKS 


Sensationally 
Priced! 


They‘ll Sell 
on Sight! 














ORDER A SAMPLE 
TODAY No. 909 WARDROBE RACK 


Accommodates 20 Coats & Hats 


A Complete Catalog of SAND URNS * SMOKERS « COSTUMERS + RACKS + UMBRELLA 
STANDS, ETC., Sent Upon Request. 


v= Lay GLARO MACHINE PRODUCTS COMPANY 


WARDROBE RACK 
mmodates 8 Coats & Hats 3711 EDGEMERE AVENUE FAR ROCKAWAY, NEW YORK 
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FIRST LINE QUALITY 
AT A POPULAR PRICE! 


The Russell 
Posture Chair 


$9879 


List 
Price 
F.O.B. FACTORY 
Shipping weight 24 Ibs. each— 
packed | to a carton 


SOLD ONLY 
THRU DEALERS 

















Style No. 105 


‘NOTE THESE OUTSTANDING FEATURES 


@ Rigid Posture Back, Upholstered 
with Comfortable Foam Rubber 


@ Boltafiex Plastic Covering 


@ Faultiess Ball-Bearing Hooded 
Casters 


@ Adjustable Back Rest 
@ Adjustable in Height 


@ In Green and Grey or Brown and 
Brown 


C and R Sales Company 


SERVING THE OFFICE SUPPLY FIELD AND 
SOLE DISTRIBUTORS OF THE RUSSELL LINE 


P. O. Box 5601, Dallas, Texas 
















240 








There 1s Room 


for YOU in the 
Sate Business 






lf you sell paper clips—or carbon 
paper — furniture or files . . . if 
you carry legal forms or birthday 
greetings . . . if you are in the 
stationery or office equipment and 
appliance field... 


You Can Sell 
Protectall SAFES 


Every place of busi- 
ness, every factory, 
every office, every 
farm, every home — is 
a prospect — wherever 
there are records that 
should be protected 
from loss by FIRE— 
needs a Protectall Safe. 


Every so-called iron 
safe — built before 
1917—is obsolete now 
and should be replaced. 





You can make the 
sales—and a hand- 
some profit for doing it. 


You don't have to be an expert “safe man" to 
sell the Protectall line. Protectall Safes are easy 
to sell — easy to handle. 


Seven Sizes. Three Color Finishes. 


Every Protectall Safe carries the Underwriters’ 
“C" Label. Assurance of security in fires up to 
1700° for one hour. 


Get the Protectall Story Today. Write 






PROTECTALL SAFE CO. 
926 S$. Salina St., Syracuse, New York 
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SEND FOR 
YOUR COPY 
TODAY 


DARNELL CORP. LTD 
LONG BEACH 4, CALIFORNIA 


60 WALKER ST., NEW YORK 13, NY. 
36 N. CLINTON, CHICAGO 6, ILL. 
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DESIGN 
PERFORMANCE 
VALUE 
IMPROVEMENTS 


¢A NEW COMPLETE LINE 
OF STEEL FILES 





Anderson-Hickey Co. 
1800 Line 


CARDINAL 
SALES, INC. 


Exclusive Distributors 


NEW 


Sales Appeal 
e Construction 


e 28” Full Depth 


Finger-tip Control 
Side Locking 
Compressor 


WITH tHe NEW 

“FREE ROLLING BALL” 

PROGRESSIVE CRADLE 
SUSPENSION 


Even distribution of weight and perfect balance is 
achieved, friction and noise completely eliminated, 
with this entirely new and different suspension. 


This and other improvements listed above give to 
the Anderson-Hickey Line, added "sales features” 


that bring extra profits. 


For complete details—write 


at Sa - oy 4 
Cardinal 52&, fic 


wy <a 


eas 5631 W. MADISON ST., CHICAGO 44, ILL. 
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Recent Arrivals 
on the Office 
Furniture Market 





DESIGN NEW OFFICE DESK—The Standard Furniture 
Co., Herkimer, N. Y., claims many innovations in this 
new wood-metal office desk. The pedestals are built 
around a metal unit which forms all of the structural 
parts, including the drawer runners. All drawers oper- 
ate on roller bearings and they are interchangeable. 
Since the panels are merely closure panels and do not 
form an integral part of the pedestal or desk, they are 
simply hung in place and can be attached or detached 
with ease. Different size tops may be used, ranging 
from 58x30 inches to approximately 75x38 inches. 


McLEOD DESK — The 
new No. 140 desk of- 
fered by McLeod & Co., 
1735 W. Diversey Pky.. 
Chicago, Ill, has 
framed-in panels, dove- 
tailed drawers and a 
rubbed top, available 
in oak, walnut and 
mahogany finishes. It 
is made in 36x24-inch 
size, a single pedestal 
turned leg model nor- 
mally. but may also 
be had in double 
pedestal style with 
either turned or straight 
legs, size 48x24 inches. 





JURY CHAIRS BACK ON MARKET—The B. L. 
Marble Chair Co., Bedford, Ohio, announces 
the return to manufacture of swivel chairs 
with metal bases for use in jury boxes and 
witness stands of court houses and city halls. 
These jury chairs were off the market dur- 





NATIONAL PRESENTS ITS NEW 5412-S DESK.—A new execu- ing the war years and immediately there- 
tive desk, the No. 5412-S, 54x30 inches, has just been an- after. Illustrated are Nos. 2267!/, (top) and 
nounced by National Desk Co., Inc., Herkimer, N. Y., as a 55921/.J (bottom). The fixed metal bases are 


secured to the floor with expansion bolts or 
heavy screws and the revolving mechanism 
can be furnished either with or without the 
tilting action. Swiveling action can be con- 


popular answer to an important need in small offices. Similar 
to the 12 Series, the desk has kneehole space large enough 
to accommodate a full-size swivel chair. Exterior of the desk 
is of walnut, the interior of hardwood. Complete details may 


be obtained by writing direct to the manufacturer. trolled (to left or right) to desired degree. 
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A “MAGIC WHEEL”’—The new Rotary record 
file manufactured by Herring-Hall-Marvin 
Safe Co., Han Ohio, is described as “an 
yenious device that brings any one of 
than 5,000 card records to the opera- 

s fingertips and in full view without effort! 
hangs n on his part... a magic 

el that s y holds over 5,000 cards in 
position the wheel. Finished in mod- 

jray the f available for 3 x 5-, 4 x 6-, 

a; 2 @ h and tabulating cards. 


ed 
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save 60 per 
to needs 
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SHELVING—A new style of easy-to- 
ving, the Iron-Grip. has been an- 
Equipto division of: Aurora Equipment Co., 
4 11 Iron-Grip stud is declared to 
mbly time—no nuts, bolts or 

T tud slips into a hole in the shelf 


a key! the upright. The shelf is then 
own and embly is complete. Shelves are 


1k 2-inch centers, dividers on one- 
TI .-Grip construction, described in 
24-pags atalog, is available in both 
sé shelving, parts bins and counters. 
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SCERBO DESIGNS MODERN CONFERENCE DESK.—An un- 
usual L-shaped conference desk is now being offered by 
Frank Scerbo & Sons, Inc., 536 Pearl St.. New York 7, N. Y. 
Available in walnut, mahogany or oak in any desired finish, 
the new desk measures 84 x 36 inches. The extreme width 
on the right-hand L-shaped side is 60 inches. Prima Vera 
wood, said to be the best of mahogany veneers, was ob- 
tained for the execution of this design. Clean, simple lines 
have been emphasized for appeal to the executive with a 
predilection for modern styles. List price of the desk is $700. 





UTILITY TABLE—No. ST 2148 as illustrated is one of a new 
line of utility tables introduced by the Jasper Table Co.. 
Jasper, Ind., for offices, schools and institutions. This par- 
ticular table is 48 inches long, 20 inches deep and 24 inches 
high but three top sizes are available—20x48 inches, 30x60 
inches and 30x72 inches. Two large drawers are provided 
for one side. Legs, rails and drawers are made of selected 
oak with rails four inches deep. The legs are 1%-inch 
square with attractive pencil rounding. Shipping K.D. 





CORRY-JAMESTOWN PRODUCT—A detachable typewriter 
stand which fits in the space occupied by the top box drawer 
of any pedestal desk made by Corry-Jamestown Mig. Corp.. 
Corry. Pa. It is available for both right and left pedestal. 
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807'2 


Sales Opportunity 
in TAYLOR'S New 800 Upholstered Line 


Economy Priced 
COMFORTABLE UTILITY CHAIRS... 


the minimum priced TAYLOR Upholstered Chairs 


Chairs that offer the most in 
comfortable seating at a lower 
price than usual for top-quality 
merchandise—the most in up- 
holstered chair building for the 
price paid. Taylor built chairs 
—Taylor quality with all of the 
sound and basic values of Tay- 
lor Chairs, merely stripped of 
extra features. Extraordinary 
value in SADDLE LEATHER up- 
holstery . . . beautiful satin fin- 
ish, soft and pliable. 


OED 
—_> 808 


‘Taylor 807 Matching Guest Chair 


CHAIRS 8072 Revolving Arm Chair 
808 Side Chair 


The‘Taylor Chair Company 


eenroreo, OM'O uta 


FOUNDED i816 


THE TAYLOR CHAIR COMPANY, Bedford, Ohio 
Date 


Please send dealer proposition and open territory. 


State 


Position 








LOOK 


The Toledo Metal Furniture Co. 
PRESENTS 


Little Dandy 


Typewriter Stands 


No. 671-LSX 


TWO SIZES 
With or without side leaves 
With or without locking device 
FIVE-PLY WOOD TOPS 


and side leaves 


COL ROLLED STEEL 


bases 


Our name is your guide to 
quality 


IMMEDIATE SHIPMENT 


Send for catalog and price list 


The Teledo Metal 
Furniture Co. 


1001 Hastings St. ° Toledo 7, Ohic 
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Keystone Stecl Equipment C. Se 











*« 


Non— Suspension 


*« 
Letter & Legal 


* 


Files 


* 








REASONS FOR & 


@ Available in 2 drawer, 3 drawer 
and 4 drawer letter and legal 
sizes. 


@ Made of heavy gauge furniture 
steel throughout. 


@ Choice of Olive-green or mod- 
ern Gray baked enamel finish. 


@ Individually packed in sturdy 
cartons which are reinforced 
for best protection in transit. 












ISTANDING PERFORMANCE 


Il CROSS-RAIL CONSTRUCTION 


Numerous reinforcements where cross rails 
connect assure maximum rigidity. This added 
strength to sturdy 16 gauge steel channels, 
welded to the cabinet frame, keeps cabinet 
alignment under hardest usage and helps 
smooth drawer glide. 


D REINFORCED DRAWER 


























CONSTRUCTION 


Sturdy drawer construction and design gives 
even distribution of pull. Drawer movement 
based on four ball bearings on each drawer. 
“i Two bearings on drawer and two on cabinet 
\ results in smooth gliding comparable to high 
priced cabinet standards. Channelled roll- 


N ers prevent drawer sag even when drawer is 
fully extended. 
COMPRESSOR TYPE 
Compressor deVice jis built on an easy operat- 
ing principle permitting.finger tip control 
for effortless adjustment. 

3 QUALITY HARDWARE 

a All hardware is of finest quality usually found 


on more expensive files. Long lasting bright 
metal finish adds the look of qualify and the 
assurance of better performance to a 
superior cabinet file: 








STEFL STORAGE CABINETS * WARDROBE CABINETs} 
COMBINATION Whrdrobe and Storage CABINETS 


SPECIAL FEATURES 


@ Sanitary clozed bace. Chrome-plated hand'e with two keys. @ Combination Cabinets equipped with 4 
@ Shelves have returned edges for extra strength All cabinets shipped set-up 

and are adjustable on two inch centers. All Storage Cabinets equipped with 
@ Steel coat-rods securely anchored to ide adjustable shelves. 
@ Strong three-point locking. rack end coat-rod. 


SPACE SAVERS 


adjustable shelves and hat rack. 
@ Wardrobe Cabinets equipped with hat 





COMBINATION WARDROBE 
AND STORAGE CABINET STORAGE CABINET 
CAT. #7218-CW CAT 
Height 72"' x 18"' Depth x 35"' Width 
CAT. #7224-CW 
Height 72" x 24"' Depth x 35"' Width CAT. #7224.S 
Height 72" x 24'' Depth x 35"' Width 


#7218-S 
Height 72"' x 18"' Depth x 35"' Width 


SINGLE DOOR CABINETS 


Height Width Depth 
824.S 72" 24 ig" 
424-S 72" 24' 24" 


* 


Single door wardrobes 


are also available 


All 72" Cabinets 


also available in 78" 


WRITE FOR 


WARDROBE CABINET 
CATALOGS 
CAT. #7218-W COUNTER HIGH , 


CAT. 3 —— CAT. #4218-CH 
Height 72" x 18" Depth x 35" Width AND Height 42" x 18" Depth x 35" Width 


CAT. #7224-W CAT. #4224-CH 
Height 72" x 24" Depth x 35" Width PRICE LISTS Height 42" x 24" Depth x 35" Width 


KEYSTONE 


STEEL EQUIPMENT CO., INC. 
15 LOMBARD ST. PHILADELPHIA 47, PA. 
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hat 
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The Trend Is Toward Higher 


Quality Furniture 


|’ IS OUR belief that business 
profits and growth stem directly 
from the ability of the salesman, 


proper advertising, and the finest 
display rooms that can be created 
to provide the proper environment 
for the merchandise to be sold. 

The office furniture business 
has come a long way in the few 
years since the close of the war 
and the change is most noticeable 
in the trend toward higher qual- 
ity, proper decoration, and sur- 
roundings. We do not believe an 
executive can be interested in the 
better quality furniture unless it 
is properly displayed and sold by 
a salesman who understands what 
he is doing and with whom he is 
doing business 


Potential buyers of executive 
furniture must be shown why 
they, as heads of their companies, 


or men in responsible positions, 
should equip their offices with the 
finest quality furniture. They 
should be provided with a har- 
monious ensemble of desks, chairs, 
and tables in that are 
beautifully carpeted, decorated, 
and provided with the same type 
and quality accessories they would 
expect in their own homes. We 
believe they are beginning to real- 
ize that in such offices their own 


offices 


working efficiency is enhanced 
and the prestige they enjoy with 
their customers and clients is im- 
proved. We feel that the success- 


appreciate 


ert ; ae 
Iul executive can well 


these basic facts 


“Musts” for Salesmen 


The salesman who sells execu- 
tive furniture must, of course, be- 
lieve in himself and the merchan- 
dise he sells. Without these quali- 


ties, even the advantages of con- 
sistently excellent advertising, 
and splendid displays cannot 


achieve the desired results. After 
our firm became a member of the 
Executive Furniture Guild of 
America and started the construc- 
tion of our Guild rooms, we knew 
we were definitely on the right 
road. We realized that executives 
were not with their 
Their offices did not re- 
flect their standings in the com- 
munity, or as heads of concerns 
Being a realist, I knew that with 


<aticf ; 
Savlisileda 


offices 
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Better Selling, Advertising and 


Display Techniques Needed 


the proper salesmanship they 
could be shown a new trend 
toward finer, higher quality furni- 
ture. The old idea “that my father 
used this office as it is” is fast 
disappearing. Executives are not 
satisfied with their offices and are 
buying higher quality furniture. 
Our calls and our showrooms have 
definite proof of this fact. 


Recently a call was made on an 
individual who had just moved 
into a new office. We endeavored 
to interest him in a complete 
Guild office of higher quality 
furniture. He was using an old 
cane, highback, swivel chair. His 
first reply to our suggestion that 
he refurnish his office in a new, 
modern, colorful manner was, 
“What’s wrong with my office?” 

I said, “Didn’t you recently fur- 
nish a new home? You furnished 
it elegantly. The dining room 
suite is very beautiful, very ex- 
pensive, and you do not use it 
very much. Look at your office 
objectively. It was furnished some 
25 years ago.” Comparison was 
made with his present office fur- 
niture that was not functional, 
but was indeed antiquated. Then 
a trip was made to our display 
rooms, and he was very much 
interested in a Stow-Davis ensem- 
ble—chairs, desk, a sofa, pictures 
and other accessories. Subse- 
quently he purchased what we 
had suggested, primarily because 
he actually saw it on our display 
and saw our Sales effort. 


An Example in Memphis 


A large Memphis concern re- 
cently completed an office build- 
ing that cost over one-half mil- 
lion dollars. We were at a com- 
plete disadvantage because our 
second floor display rooms were 
under construction, and we had 
high hopes of selling the execu- 
tives higher quality furniture. We 
did the next best thing while 
construction was going on. We 
took a corner of the building, 
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By Harry Cooper 


President, 
Cooper Office Equipment, Inc., 
Memphis Tenn. 


placed a rug on the floor, and set 
up a complete Stow-Davis Adam 
ensemble with high back swivel 
chair. The president of the com- 
pany sat in this chair and said, 
“I have selected my office.” After 
completion of the order for the 
president, the balance of the ex- 
ecutives soon followed and placed 
orders. The sale of higher quality 
furniture to these executives gave 
us an entree with the committee 
to complete the sale for the entire 
office furniture. Steelcase desks, 
chairs, tables, steel files, and other 
equipment made the total order 
more than $50.000. 


Professional men, such as doc- 
tors, lawyers, and insurance men, 
are beginning to refurnish their 
offices with higher quality furni- 
ture. We impress upon them in 
some instances their present fur- 
niture certainly does not stand 
out or gain for them prestige with 
their clients or patients. And 
since they are unable to advertize, 
the appointments of a fine, well- 
equipped office, which naturally 
requires higher quality furnish- 
ings, gets across to their clientele 
their success and prominence in 
their respective field. 

We have found the better class 
of potential buyers of office fur- 
niture are financially able to buy 
what they like, and they have a 
natural inclination not to be sat- 
isfied with the “run of the mill” 
offices. On the contrary, they 
want their offices to reflect their 
own thinking and at least to ex- 
tend their station in life and pro- 
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fessional status. It is up to us to 
be able to sell the idea of a com- 
pletely co-ordinated office and to 
do this, the better quality of office 
furniture equipment is essential. 
Individual preference and dislikes 
must be given consideration, but 
no real job can be done until the 


customer can be shown with some 
degree of accuracy what he can 
expect to enjoy when he has fur- 
nished his office along the lines 
we suggest. 

In summing up, we can only re- 
emphasize the need for a modern 
and adequate display of the bet- 


ter quality furniture that we have 
for sale, the necessity of getting 
the respective buyer in to see 
this display and then, of course, 
the touch of good salesmanship 
that can make him want the mer- 
chandise bad enough to put his 
name on the order. 





Place of Wood Furniture 
In Offices Today 


NOTE.—From the two basic ma- 
terials used in the manufacture of 
office furniture—wood and steel— 
have been developed many fine 
lines of desks, chairs, filing cabi- 
nets, bookcases and other supple- 
mentary items. Each type of ma- 
terial has been particularly 
adapted to certain kinds of furni- 
ture, both from the standpoint of 
manufacture and that of utility in 
the office. Despite the distinctive 
qualities of each material, and as 
a result of skill in designing and 
aggressive sales promotion, there 
has developed an inevitable over- 
lapping in the theory of utility 
and placement for wood and steel 
office equipment. Advocates of one 
material or the other are quite 
naturally, and rightly, “sold” on 
the widest application for their 
kind of furniture. There is plenty 
of room for honest differences of 
opinion. For 40 years OFFICE Ap- 
PLIANCES has recognized that fac- 
tor in reference to wood and steel 
office furniture. In June 1927, we 
published on facing pages two 
articles on the subject, one titled 
“A Brief for Steel” and the other, 
“A Brief for Wood.” On two sepa- 
rate occasions in later years the 
“Briefs” were repeated in con- 
densed form. In June, 1949, an 
address by Harvey Rockwell, Yaw 
man and Erbe Manufacturing 
Company, given at the meeting o/ 
NSA District No. 2 last March, was 
presented under the title, “The 
Future of the Steel Office Furni- 
ture Industry.” To some of the 
statements in Mr. Rockwell’s ad- 
dress, Howard Gatewood, trade 
relation director of the Wood 
Office Furniture Institute, takes 
exception. As in the past, we open 
the pages of OFrrice APPLIANCES fo 
comments of disagreement. Ap- 
pended is a letter from Mr. Gate- 
wood, which might be headed, 
“The Place of Wood Furniture in 
Offices Today.” 
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HE AUTHOR of “Future of the 

Steel Office Furniture Indus- 
try” implies that there have been 
no official production figures since 
1935 comparing the volume on 
steel and wood desks, but that, 
based on a preliminary survey 
which his company is conducting 
among its dealers, he would esti- 
mate that steel desks represent 75 
per cent of the volume. May I call 
his attention to the fact that the 
U. S. Department of Commerce re- 
leased over six months ago official 
figures comparing the volume on 
these two products for the year 
1947. The Department of Com- 
merce shows a total volume of 
$21,200,000 for wood desks for the 
year and of $14,100,000 for metal 
desks for the year, a share of less 
than 40 per cent for steel desks 
rather than the author’s opti- 
mistic guess of 75 per cent. It is 
unfortunate that these are the 
latest official statistics obtainable, 
since it is my opinion that current 
figures would be even more favor- 
able to wood due to the tremend- 
ous improvement recently made in 
design and merchandising policies 
by the manufacturers of wood of- 
fice furniture. It is natural to con- 
clude that any survey conducted 
by a manufacturer with his deal- 
ers on this particular subject 
would not be very authoritative. 


Softone Is Developed 

The article states “the public 
has become color-conscious and is 
not only accepting but demanding 
finishes on office furniture that 
add to the comfort of the occu- 
pants,” (up to this point I thor- 
oughly agree with the writer, but 
then he most arbitrarily adds) 
“which is grey.” The Wood Office 
Furniture Institute engaged the 
services of Faber Birren, who is 
nationally recognized as a fore- 
most authority on color, to de- 
velop for our industry the one 








By Howard Gatewood 


Trade Relations Directors, 
Wood Office Furniture Institute 


most exactly proper color for of- 
fice furniture, both from a stand- 
point of proper light reflectance 
and the proper’. psychological 
color. Mr. Birren’s answer was 
Softone, which has been widely 
adopted by the manufacturers of 
wood desks and chairs and an at- 
tempt has even been made to 
simulate Softone by one of the 
manufacturers of metal chairs. We 
have the authority of Mr. Birren 
that Softone is the exactly proper 
color for office furniture; had he 
recommended grey then we would 
have adopted it. 

The article in question says, 
“Tests proved that the light re- 
flection was less with a neutral 
grey than with other colors.” This 
statement is without any meaning 
whatsoever, since any color other 
than the darkest black possible 
would have a light reflection value 
less than some other colors. How- 
ever, since the subject has been 
brought up, it is interesting to 
note that the Illuminating Engi- 
neers Society, The General Elec- 
tric Company, and other experts 
in this field specify that from a 
visual comfort standpoint the 
light reflectance value of desk tops 
should be from 30 to 35 per cent. 
The light reflectance value of Sof- 
tone is 31 per cent. According to 
the Armstrong Cork Company, the 
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light reflectance value of their No. 
426 grey desk top linoleum in 
standard usage by the metal desk 
manufacturers has a light reflec- 
tance value of 14 per cent. 

This writer also states, “it is no 
’ imitate wood 
by graining teel equipment.” 
However, it has come to our atten- 
tion that three major manufac- 
turers of metal desks have re- 
cently introduced new metal desk 
models with an imitation wood 
grain finish, apparently admitting 
the desirability natural wood 
grain for office furniture. It is 


also interesting to note the fact 
that one of the largest manufac- 
turers of metal chairs has recently 


come out with a new combination 
metal and wood chair and this 
manufacturer states in his adver- 
tising pamphlet describing this 
chair “body contact only with 
warm and pleasant wood surfaces 

touching no metal at any time.” 


The author of this article also 
refers to the fact that most filing 
cabinets are now made of metal 


and implies that at some point in 
the future all office desks will also 
be made from metal. The steel in- 
dustry quite naturally is con- 
stantly trying to establish the use 
of steel for more products, as, for 
instance, in the case of metal beds 
which enjoyed fleeting popularity 
25 years ago but then disappeared 
from the market as the public dis- 
covered that wood is preferable 
for articles which come in close 
contact with the body. It is also 
true that due to, on the one hand, 
an admitted lack of modern mer- 
chandising and design up to a few 
years ago in the wood desk indus- 
try, and on the other hand, a 
metal desk industry with their ag- 
gressive merchandising policy 
(which included lowering the 
dealer’s discount making possible 
a lower price to the consumer, and 
selling in some cases through their 
own factory branch offices), they 
had by 1939 captured almost 40 
per cent of the market. It is in- 
teresting to note that, according 
to the official statistics, they made 


no further inroads in the eight 
years up to 1947. 

More and more employers are 
furnishing their workers with of- 
fice furniture of wood, which the 
general office employee prefers 
and is entitled to for the same 
reason that he prefers and buys 
wood in his household furniture, 
and for the equally human reason 
that top management prefers 
wood for their offices. Of course, 
the new functional features in 
wood desks deserve a lot of credit 
in this trend back to wood. I am 
referring to such new features as 
Swell-proof drawers,  splinter- 
proof desk legs, burn-proof tops, 
secretarial desks with adjustable 
height typewriter platforms, and 
the many other significant im- 
provements in size and design. 
Modern wood office furniture of- 
fers to American business a prod- 
uct which cannot be surpassed for 
functional utility and still retains 
the beauty and warmth which we 
discriminating humans just na- 
turally prefer. 





Style Is a Profitable Factor in the 
Office Furniture Market 


By Bert Merrill 


Staff Correspondent 


N EXCELLENT market for 
A completely stylized office fur- 
niture, but strongly resistant to 
high prices, characterizes the of- 
fice supply situ yn in Portland, 
Me., according George Smith, 
manager of the Loring-Short-Har- 
mon Company fice furniture 
dealer 

f most office 
g-Short-Har- 
! 45x20-foot dis- 
play space on t third floor to 
fice furni- 
ickboards. The 
}-year-old store worked out 
! l ombinations 
display space, in which 
{ accessor- 
from dé wn to waste- 


basket. One of the outstanding 
advantages of the compact office 
furniture display is a two-level 
chair display fixture, which will 
show 12 hardwood chairs at eye- 
level, and ten below, separated by 
a platform, to simplify chair pur- 
chasing. 

The store has been able to catch 
up on orders held over a long 
period, according to Mr. Smith, 
and has discovered since the in- 
ventory began to approach normal 
that many orders have been lost 
through cancellation — indicating 
that office furniture buyers are 
“shopping the market” carefully. 

The Loring-Short-Harmon store 
maintains a staff of ten outside 
salesmen, who cover all of Maine, 
and surrounding territory, all of 
whom are carrying the idea of 
better style, and handsome offices 
to their prospects. With Maine 
industry at a normal plane, the 
demand is for conservative office 


furniture, however, with better at- 
tention to overall impression and 
efficiency, says Mr. Smith. “Few 
businessmen seem content to get 
along anywhere with a dozen odd- 
assorted pieces of furniture in the 
office,” it was pointed out, “and 
thus, a lot of our market is 
replacement of obsolete, non- 
matched pieces.” 

Even smaller offices, of the type 
that hold only two desks, a pair 
of files, and so forth, are being 
modernized, according to Loring- 
Short-Harmon. 

General tightening of cash 
throughout the area has resulted 
in a heavy increase on credit office 
furniture sales, according to Mr. 
Smith. Whereas a year ago, busi- 
nessmen clamoring for office fur- 
niture and equipment of any kind 
were likely to pay spot cash for 
it, the majority of today’s cus- 
tomers ask for time-payment ar- 
rangements. 





Some hidden flaw in the construction of mankind will induce 
hours of physical labor rather than submit to a few moments of 


mental gymnastics.—D. Mead 
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Modern Furniture for Modern Building 


ae PEMBERTON - CADILLAC 
building at the southeast cor 
ner of Jefferson Ave. and Fif- 
teenth St. in Toledo, Ohio, which 
recently won high honors in a na- 


Offices and Showroom of Automobile Agency Equipped 
Appropriately and Completely by Toledo Dealer 


tional competition in which it was is just as interesting on the inside The colorful new building has 


entered as the outstanding mod- as it is beautiful and appealing in 
exterior appearance 


ernized sales building in the city 





floor-to-ceiling plate glass walls in 
its display area, an attractive cor- 


CONTEMPORARY FURNITURE AT PEMBERTON-CADILLAC IS ANOUTSTANDING EXAMPLE OF FUNCTIONALISM AND BEAUTY 


ABOVE: LEFT—The display room of Pemberton-Cadillac, Toledo 
Ohio, employs the stage-setting idea as background for new 
cars. Specially designed drapery is a Ben Rose fabric called 
Chinese Clouds. Mahogany clouds on a gray background blend 
with the mahogany Vitrolite wall. Drapes conceal wide doors 
by which cars are admitted to the show room. Stage lighting is 
arranged to achieve the spotlight effect. RIGHT—The president's 
office is done in pale gray-green and brown with a lighter tone 
in the carpet and chair leather. The end of the room is finished 
in pickled brown wood wall paper. Dramatizing the large picture 
window are Goodall drapes carrying out the South American 
motif in brown on gray-green againt a white background. Desk 
and tables are by Herman Miller, Zeeland, Mich. Table lamps are 
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in free form modern carved wood. A ship's clock and oil painting 
add to the warmth of the room. BELOW: LEFT—Plate glass walls 
completely enclose the office manager's office. At the rear is 
the bookkeeping department with a functional wall which keeps 
files, safe and shelving all quickly available. Desks are in an 
eye-comfort finish of pickled oak made by Commercial Furniture 
Co., Chicago. Matching chairs in soft brown leather were made 
by the Taylor Chair Co., Bedford, Ohio. RIGHT—Also com- 
pletely open to view is the sales manager's office. Not only 
can customers see whether he's in but he also has an unobstructed 
view of the sales floor and entrances. Glass admits light from 
the main room while the flutex transom area prevents glare. 
Lewis Business Furniture Company, Toledo, made the installation. 
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rugated facia bearing the maroon 
colored, translucent, iluminated 
plastic name sign and Cadillac 
coat of arms in ameled color on 
the second fi front, and the 
whole is tied together with ma- 
hogany colored Vitrolite covering 
the structural piers and the back- 
ground walls display room. 
Satin aluminum fluted store front 
metal furnishes the trim of a pro- 
jecting canopy the window 
walls of the display area 


Has “Visual Front” 


There 
visual front 


Pemberton-Cadil 


mpletely open 
racter to the 
building. The 


approaching customer on .this 
one-way street first sees the entire 
automobile display and then the 
business office 

Likewise, the istomer who 
drives his car into the rear service 
area comes in through wide all 
glass and met well lighted 
b de and uppe ndow areas. 

The display ea itself, at the 
suggestion of H. Creston Doner, 
director of design for Libbey- 
Owens-Ford Glass Company, was 
designed on the stage-setting idea. 
A floor-to-ceilir irtain, operat- 
ing on a curved track, conceals the 
large doors whi 1dmit cars to 
the display room from the service 
area. At the same time it serves 
as a backdrop f 1 club-like area 
where customers may wait or dis- 


cuss their business with sales rep- 
resentatives of Pemberton-Cadil- 
lac. This curtai if course, may 
be changed for seasonal displays 


or special event If manikins or 
models are ust connection 
with some specia ir display, they 
will appear to be a part of the 
scene quite naturall y. Concealed 
lighting is de to spotlight 
an area in front of the curtain 
the stage area , high level of 
shadowless illumination places the 
ent how dsplay both 
da d neh eflections are 
greatly minimize even in the 
daytime. In tl whole open at- 
mosphere the ning offices 
al k They have 
wall f plate ind the tran- 
som areas of Blue Ridge Satinol- 
ishe flute erned glass to 
diffuse the | from interior 
One advantags he open type 
ffice is that es executives 
may observe the v le selling area 
while busy at di york. The sales 
manager, the office manager and 
the manage! ised car sales 
é ive private offices but at all 


times are in touch with 
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their area of operations. Even the 
more secluded office of the presi- 
dent has its picture window which 
enables him to observe customer 
cars coming off service lines to 
await pickup by owners. Not only 
may one see out of the offices but 
most of them _ borrow light 
through the glass walls so they 
are cheery and bright. 


Light, Plus Privacy 


For the customer-closing rooms 
there is a translucent corrugated 
screen which gives a feeling of 
privacy and yet generously admits 
light. 

Office furniture is of pickled oak 
in an eye-comfort finish and was 
planned to be an integral part of 
the general building design by the 
Lewis Business Furniture Com- 
pany, Toledo. Office desks were 
made by Commercial Furniture 
Company, Chicago. Files, safe, and 
storage space were all built into a 
functional wall in the bookkeeping 
offices, which by the way, are ac- 
cessible from the service side of 
the building as readily as from the 
sales side, but by separate ap- 
proaches. In the whole operation, 
therefore, there is no office traffic 
contact between the workmen in 
the service department and the 
customer on the sales side. 

In the office of Thomas E. Pem- 
berton, president and general 
manager, the desk and tables were 
made by the Herman-Miller Com- 
pany, Zeeland, Mich. Chairs were 


made by the Taylor Chair Com- 
pany, Bedford, Ohio. Free form 
modern lamps are by Hodeline of 
California. The entire room is 
done in a pale gray-green and 
brown color scheme with carpet 
and chair leather in a lighter 
gray-green and end of the room in 
pickled brown wood wall paper. 
Traverse draperies relieve the 
overall scheme with the same col- 
ors duplicated in a South Ameri- 
can motif. A large picture window, 
which looks out upon the display 
of used cars and area where cus- 
tomer cars may be picked up after 
routine servicing, with the land- 
scaped main Toledo post office in 
the distant view, is a feature of 
the office which emphasizes the 
whole daylight engineering 
thought in the design of the build- 
ing. 

Kar! B. Hoke, architect, in plan- 
ning this modernization project, 
combined the shell of an out- 
moded two-story building, with 
considerable new construction to 
give the whole finished structure 
the appearance and utility of a 
completely new structure. 

This was the first structure to 
be designed and built according 
to recommendations set forth in 
the new General Motors book en- 
titled “Planning Automobile 
Dealer Properties,” prepared 
under direction of Merle E. St. 
Aubin, director of service section. 
and R. L. Paulson, director of 
dealer building design and layout. 








AN EYE-CATCHING WINDOW DISPLAY.—Featured here are Sturgis posture 
chairs at Ream’s the newly-opened branch of Cotterel’s at Lancaster, Pa. The 
Sturgis senior executive, executive guest and stenographic chairs are attractively 
arranged to show each model to its best advantage when catching attention. 
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The Demand Is for Better 


Office Furniture 


T IS PROBABLY safe to say that 

a majority of office furniture 
establishments have been in busi- 
ness for 25 years. What a quarter 
of a century that has been. We 
have experienced the boom of the 
wild twenties, the bust of the 
thirties, the war years of scarcity 
and recently the lush post-war 
years. Now with _ production 
mounting, merchandise becoming 
more plentiful and the buyer 
coming back into his own we are 
entering another period. Some are 
calling it recession, others adjust- 
ment, but perhaps with it all, it is 
a return to sanity. 

Previous to 1929, the office equip- 
ment business was more or less an 
institution of convenience to the 
average customer where he could 
get a file, a desk or a chair, if and 
when he needed one. A desk was 
a desk in “them days’’—we used to 
boast, as we demonstrated a Bank 
of England chair as being de- 
signed for the Bank of England 
100 years ago, yes sir, and it could 
stand the gaff—so good it hadn't 
been changed in 100 years. 

The buyer would boast that he 
could do just as much business on 


FOR PRIVATE OFFICE—General Fireproofing Modemaker desk and table as well 

as G-F Goodform aluminum chairs are used in this installation by John A. Marshall 

Co., Kansas City, Mo., for the private office of J. Neil Smith. treasurer of Employers 
Reinsurance Corp., Kansas City, Mo. 
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a cracker box as on one of those 
fancy flat top desks with the deep 
drawer for filing, nope, $57.00 was 
too much for any desk. As for a 
chair, he might buy one of those 
with the saddle-shaped perforated 
leather seat, because a fellow has 
to be comfortable when he spends 
ten hours a day at his roll top. 
Steel files? What’s the idea of 
making files out of steel—rattle 
like a tin pan—too much noise in 
the office—no, the old wood file 
would be good enough for his life 
time and besides think of how 
dad made his first $100,000—used 
flat files against the wall, took up 
less floor space, easy to take out 
and lay on the desk and all that. 
Those were the days when selling 
was tough. 

Well, the steel files did come 
along. The office furniture busi- 
ness has arrived at a new age—it 
is keeping abreast, yes ahead of 
the times, in a way comparable to 
the automobile and the aeroplane. 
I think it is the modern business 
man who is requiring the change 
in our industry, and we, as mer- 
chants and manufacturers of the 


tools of modern business, have 








By John A. Marshall 


John A. Marshall Company, 
Kansas City, Mo. 


been tested and prepared for the 
days ahead by the experiences of 
the last two decades. 

What are we doing to meet this 
demand on the part of the buyer 
for higher quality and more effi- 
cient office equipment? Are we 
keeping ahead of the horse and 
buggy age? 


NSA Plays a Part 


Well, in the first place, our Na- 
tional Stationers Association has 
had a great deal to do with bring- 
ing about a better understanding 
between manufacturers and deal- 
er. Our national convention brings 
together exhibits that make a 
show equal to the best. The pro- 
grams are constructive and edu- 
cational. The tendency has been 
to send those who attend back to 
their communities with an ever- 
increasing pride in our industry. 
Salesmen are replacing order 
takers. They are pulling door 
knobs, yes, but they are bringing 
a message the buyer wants to 
hear. 

We have discovered something, 
too, about these younger sales- 
men, many of them GI’s who had 
no business experience before 
their entry into war service. But, 
they came to us resourceful and 
ready to tackle a tough job 

Some of us old timers wondered 
about how we could sell a filing 
cabinet for $95.00, a chair for 
$75.00 or a desk for $125.00 after 
the period of scarcity was over. 

We discovered that these boys 
never knew that a file ever sold 
for $29.25, a desk for $52.00 or a 

(Turn to page 273, please) 
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Fina wat the Lut Word, 


in design andes equipmentd 


Every B. L. Marble chair is an individual 
expression of the last word in design, 
construction and equipment. Made of 
highest quality materials and work- 
manship. Backed by the specialized 
knowledge derived from over half a 
century of experience in the manufac- 


ture of fine office chairs. 


Tenite (plastic) base foot protectors, 
now standard equipment on most re- 
volving chairs, are the latest contribu- 
tion to added B. L. Marble value. Another 


feature recently announced is the 





MARBLTILT mechanism for executive 





@ Non-breakable 


posture chairs, which provides a slight Seatte seul aauiae 


tilting action at the back of the seat. (patent applied for) 
protect ends of base 
feet against unsight- 
ly mars and scratches. 


Progressive dealers find it profitable 
to display and promote the B. L. 
Marble line. If you are not the B. L. 
Marble dealer in your city, write to 
determine whether or not the fran- 


chise is available. 


@ No. 4040“VAF, 


@ Visit our exhibit in Rooms 517-A and nad cast abies 
528-A in the Stevens Hotel, NSA Con- to the extensive line 
vention, October 2nd to 6th. of B.L. Marble execu- 


tive posture choirs. 
Underneath uphol- 


e 2 e Pry @ “” a & ie stery is luxuriously 
soft foam rubber 


© Jor such an intimate pptece of feererlure ai «a chaua, there 4 mo iathiAfactory sudslilule jor WOOD 


THE B. L. MARBLE CHAIR COMPANY 


Foremost Manufacturers of High Quality Business Chairs 


Bedford, Obie 


OFFICE APPLIANCES, September, 1949 255 














eee eS eee ee eee ee a seen ee ee 
7 ; 


your customers 
are looking for! 


» Comfort’s the main idea in any 
swivel chair. And when you can 
prove to a customer that you're 
™ supplying the tops in swivel-chair 

comfort — you've made a sale! 


Over 1,000,000 You've got that proof in 
in use! 
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“Pep Up” Your Sales 
RE ... the ‘‘heart’’ of top-quality swivel 


. 
Get that Quigley Catalog chairs . . . Bassick’s revolutionary de- 
. vice for controlling the tilting and swivelling 
out of your files which is all-important to seating comfort 
In Flo-Tilt, the method of encasing rubber un 
der extreme hydraulic pressure in a steel sleeve 


and put it to work! has been scientifically developed to provide 


smoother control of the tilting movement. This 





eliminates two disadvantages — bulky springs 
, and the need for lubrication — while assuring 

Wardrobes, Supply Cabinets, neater appearance, greater safety and maximum 

comfort. 
Telephone Tables, Telephone Ask for “‘Bassick Flo-Tilt’’ controls on the 

chairs you sell and take advantage of this im- 
Cabinets, Costumers, Hat portant sales feature 

Your customers are learning to “look under the 

and Coat Racks, Umbrella seat for Flo-Ti/t’’ through nation-wide advertis- 

ing in The SATURDAY EVENING POST. Be 
Stands, Check Desks, Recep- ready for them! THE BASSICK COMPANY, 

Bridgeport 2, Conn. Divisionof Stewart-W arnerCorp. 
tion Room Tables, Display In Canada: BASSICK DIVISION, 

Stewart-Warner-Alemite Corp., — 
Tables, End Tables, Book Ltd., Belleville, Ontario. we 
Cases, Magazine and Type- Ww : . 

. \ = 

writer Stands. Your customers <> | Z 







Like comfort best. 





Fio-Tilt always 
Meets the test! 





Quigley Furniture Co. 


Whitesboro, New York 
PHONE, UTICA 6-321 
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ALL-STEEL DESKS 








Now, at last, you can complete your selling-line 
of steel furniture. For here are desks that are 
just what the low-price market ordered!" Desks 
that even can compete with used wood desks. 
| It's your chance of a lifetime to crack the 
| bargain’ market! 








HASKELL SPECIAL 


SINGLE-PEDESTAL 


All-stee struction—including steel top 
overed with linoleum. Completely welded 
issem| e roomy all-purpose drawer 
nd on file drawer. 42”x30"x30%". 


HASKELL speciat 


DOUBLE-PEDESTAL 


and welded assembly, same as 
our all-purpose drawers and 





c 











*aieche * POSTURE CHAIR CO. 
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Jasper UTILITY 
TABLES for... 
School, Office 












NO. ST2148-—48" long, 20” deep, 24” high. 2 big 
drawers one side. Inside drawer dimensions, 14% 
wide, 22" high, 13%" deep 


Top Sizes FINISHES—Natural, Light Oak, 
& a Schoo! Brown, 
” ” 
20° x 48 TOPS—% thick solid oak. 
Z P 18 different heights available 
30° x 60 Standard K. D. construction with 
heavy steel corner braces. 
30” x 72” Tables are shipped knocked 
down 





NO. ST3160P*—-60” long, 30” deep, 29” high. Two bookracks, on 
each side, six compartments. 
24 different heights available 


TOP SIZES Finishes—Natural Oak—Light Oak and Schoo! 
rown, 
24” x 48” Tables available with or without bookracks. 
Suitable for Kindergarten thru High School and 
30” x 60” College. Also ideal for libraries and cafeterias. 
Tables available with 5-ply Oak veneered tops 
t. “ or solid Oak tops. 
30° x 72 *P designates plywood top. 
Bases constructed of plain Oak with choice of 
36” x 72” tops. Tables are “tops” in Design, Materials, 


Strength, Durability and Finish 


Write for Complete Literature 


ASPER TABLE CO., INC. 


JASPER, INDIANA 




















Vast new market open 
to dealers who 


SHOW NEW SENTRY 
WALL SAFE to BUILDERS 





You can loose a flood of new business in sulated to withstand up to 17 kK. tor 
your community by showing builders, con one hour. Masonry itself provides fire 
tractors, architects, and building owners proofing for shell. 
what this new built-in wall safe means in Show prospects how little the Sentry 
extra protection. she Wall Safe costs—yet how much it adds to 
Easily set in poured concrete or built in property value. Demonstrate with actual 
with block, brick, or masonry, Sentry installation or sample in construction right 
affords ample protection for on your premise—how simply it is in 
priceless heirlooms, silverware, stalled. You'll get results. 









cash, securities, and other,val- 
uable papers. 

Regular Sentry safe door 
with ‘tampe r-proof lock is in- 


Write today for complete details, prices, 
sample. 





ONLY SAFE OF ITS TYPE ON 
| BRUSH-PUNNETT CO. THE MARKET—NO COMPETITION 


545 West Avenue, Rochester 11, N.Y 
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Office Queens... 


will stick to their desks when they use 
this superior MURPH-EASE Steno 


Chair. 




































No. 227 POSTURE CHAIR 
Weod—Pecan, Walnut or Mahogany fin- 
ish; Oak, Light Oak or Brown Oak finish. 
Seat 174%,"x14%". Height of back ad- 
justable 16” to 18”. Weight 37 Ibe. 








Step up your customers’ office effici- 





ency with this comfortable chair. No 
more standing around the water cooler 


to relieve the tension of an aching back. 


Smoothly rounded front rail prevents 
pressure at the back of the knees.... 
FIVE adjustments of spring tension, 
seat and back height provides firm, 
gentle supports for individual comfort 


requirements. 


Of course, some 
bosses may get mad 
when their favorite 
stenos avoid their 
laps in favor of 
Murphy Chairs— 
BUT most of them 


will remember you in 











their wills for selling 
them this comfort- 


7 Murphy Gair @mpany 


SINCE 1872 OWENSBORO, KY. 


able “efficiency” 





chair. 


. - - PRODUCTS OF THE WORLD'S LARGEST EXCLUSIVE CHAIR MANUFACTURER 








t, Now ROYAL’ 


ALL STEEL 


ELEVATOR STAND! 

















Curved Legs for Looks, Comfort! Only 12 Bolts, 10 Minutes to 
Tip-Toe Right Foot Control! Assemble With Maso's New 
Special Molded Rubber Feet! Exclusive Leg Bracket! 


In Efficiency & Looks It Has No Equal! 
Beautiful smooth hammerloid finish in office gray, green or 
‘ hire xe brown with heavy rubber long lasting feet to deaden sound, 
extra hold stand in place. Requires only the tip of the right foot 
to lower or raise the foolproof elevator device. 
np: 1” curved steel tube legs. 


916". Elbow type of drop © K-D. To Save On Freight—Storage Space 
o hinges: Free, strong, easy | Shipped K.D. you have only the legs to attach with 8 bolts 





All These Outstanding Features! 


Feet, 1” diameter with 2” —_ and _ the elevator device with 4 bolts. Packed one complete 
" : aod, p as =} a when —_unit to 2 cartons, storage space is no problem. 
Wisconsin, ene ELLE SSS DON'T DELAY—ORDER YOUR SAMPLE TODAY! 








yi > A 5le) 2) Ley eo eee ee 


Steel and Wood Office Equipment Chicago 5, Illinois 
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» © BEAUTY 
© SERVICE 
e ECONOMY 


DE LUXE EXECUTIVE FILE CABINET 
for hanging file folders. Sliding 
top for extra convenience. Silent 
rubber casters for easy availabil- 
ity. A useful and attractive office 
unit in enameled or hammerloid 
finish in Office Green, Gray or 
Walnut. Letter or legal size. 


DE LUXE WASTE 
BASKET 

Heavy gauge steel, styled for lasting 
beauty, with rolled edges, rubber 
corners and rubber-tipped legs to pre- 
vent snagged clothing and scratched 
floors. 1214”x1214"x14\4"”. Gleaming 
baked enamel finish in Office Green, 
Gray or Walnut. 





EXECUTIVE DESK TRAY 

The “silent secretary” that elim- 
inates desk clutter. Exclusive 
add-a-tray feature gives sep- 
arate compartments for each 
work classification. Can be 
tiered to suit individual 
requirements. No wires, no 
screws. Rubber grommets pre- 
vent marring. Of heavy (22 gauge) 
steel with baked enamel finish in 
Office Green, Gray or Walnut. 


ee 


MULTI-PURPOSE 
ALL-STEEL TYPEWRITER TABLE 
Double drop leaves for 
added efficiency. Carefully 
molded, reinforced legs 
prevent snags and torn 
clothing. Engineered to 
provide ample leg room 
» and comfort. Of heavy- 
gauge steel with large, 
oiseless rubber casters 
pr easy mobility. 













se and other STEEL-PARTS equip- 
will increase your sales! Write 
catalog today! 


STEEL-PARTS MANUFACTURING CO. 


A Division of Blackstone Mfg. Co., Inc 





4630 W. HARRISON STREET 
CHICAGO 44 ILLINOIS 
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+' Those customers are 
=——— your best prospects. 
The satisfaction they 
: enjoy will show itself in new orders 
they place with you...orders for more SENG- 
equipped chairs and for the other products 
you handle. Consumer satisfaction with indi- 
vidual products always leads to general deal- 
er volume. 


SENG Chair Action Controls meet every re- 
quirement of your most particular customer. 
Balanced tilting keeps chairs stable; carefully 
engineered moving parts respond instantly to 
any body movement; oil-less bearings give a 
lifetime of no-squeak service. These SENG ad- 
vantages add up to freedom from fatigue, an 
important factor in keeping customers happy 
—and receptive to new sales approaches. 
Sell SENG . . . and you sell satisfaction! 


1450 N. DAYTON AVE. 
CHICAGO 22 ILLINOIS 


> QUALITY PROTECT UR REPUTATION 
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: Looking For New... Tested. 
= ... Proven Office Equipment? 
: BOOST YOUR SALES WITH THIS | 


TYPEWRITER TABLE 


Featuring an exclusive 
Adjustable Typewriter Platform 


Priced to Sell 





> 


Patent Pending 


ADJUSTABLE 
26" to 30” 


Free chart with every table 
showing how to adjust to 
proper typewriter height. 


e Increases Efficiency 

e Adds Comfort 

e Reduces Fatigue 

e Increases Typing Speed 


Specifications: Top—width, 18 inches; length, 
34 inches; height, 27 inches. Typewriter base 
instantly adjustable to any height from 26 
inches to 30 inches. Made of Indiana white 
Sturdy legs — 1%” x 1%" — tapered. 
Rigid construction. No vibration. Beautiful 
golden oak finish. Shipped knocked down. 
Easily assembled. Shipping weight: 36 pounds. 


oak. 


MANUFACTURED AND SOLD BY 


HAMMOND 0, 


5248 Hohman Ave 2 





Hammond, Indiane 
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UG 
7 hss { 


These modern transfer files 
can be used over and over 
again, are good for years 
of service.” 


Fas 


4 





Prove this for your next customer 
with a few figures on cost of replacing 
paperboard boxes every year or so. 
You probably won't even have to men- 
tion the other advantages of 


HERRING » HALL - MARVIN 


STEEL TRANSFER FILES* 


@ how they lock together, stack 
safely to any height and save 
valuable floor space 


@ how the drawers slide 
smoothly, making it easy 
to get at papers 

@ how they keep trans- 
ferred records clean, safe 
from moisture, and re- 
duce fire hazards 


@ how they are so smartly 
finished in modern office 
gray that they can be used 
anywhere 

@ how they are available in al- 
most any size: letter, legal, in- 
voice, tabulating card, check, 
ledger sheet, microfilm, freight 
bill, 5 x 8" card, 4 x 6" card, 
3 x 5° card, document file and 
deposit ticket file. 


Tell the RIGID-STAK facts 
and watch profits pile up! 


*with optional follower block 


RRING - HALL - MARVIN 
SAFE COMPANY 


General Offices, Hamilton, Ohie 
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modern display 


achieved by oper Office Equipment, Inc., 

f Memphis, Tenn. With the help of George W. 
Reinoehl, design and marketing co-ordinator of 
the Executive Furniture Guild of America, 
Cooper's sh ms dramatically illustrate the 
details necessary for the effective presentation 
of the complete office. Desks and chairs by 
cC Furniture Co., Grand Rapids, are 
sdvantage against backgrounds 

xecutive Guild color schemes. } 


ABOVE—Chairs in the receptionist's office 

are of primrose yellow leather against bottle 

green walls. Lamps and nylon gauze curtains 

are white, while Tumbletwist carpets harmon- 

ize wtih the walls. LEFT—Stone gray and 

white are used in the advertising director's 

office to accent the color used in his profes- 

sion. A wall of felt (not shown) at the right 

provides a mounting board for proofs, lay- 

outs and other art work that the advertising 

director may want to exhibit. Stow & Davis 

cheirs and sofa are of white leather. Drap- 

eries are of white Portland by Mitchell-David 

Company. Silvestri Art Manufacturing Com- 

pany, Chicago, supplied the stone gray 

lamp. The matching carpet was made by 

and floor of the loggia are in Katzenbach the Philadelphia Carpet Company. Ash trays 

ed marble wallpaper with two coats of varnish. are all by America House in New York City. 
Century rugs and olive green damask drapes 


traditional furniture gallery at Cooper's. 

































MONROE ote: ... 


QUALITY- 
WORKMANSHIP- 
V ALUE- 


In a complete line of leather upholstered office furniture designed 
and fashioned by master craftsmen 


We cordially invite you to visit our show room and factory. 





No. 470 
Club Chair 






No. 192 
Posture Chair 


The chairs illustrated are well porportioned, combining beauty 
and comfort so much in demand by the most discriminating exec- 
utive. Quality leathers, the finest hard wood frames, hair filling 
plus grade -A- construction and reasonable prices make them 
fast, profitable sellers. 

Write for Illustrations 


and dealer price list 


MONROE UPHOLSTERY SHOPS, INC. 
400 West 14th St. New York 14, N. Y. 




















TIFFAN Y—4. 
fcc Whithas Chote / 















Ask 

The 

Workers 
Who 
Use 


TIFFANY STANDS 


The model "SS" shown above designed especially 
for non-electrically operated typewriters, adding 
machines, etc. Office workers everywhere know that 
TIFFANY STANDS are built to fit a need... 
THEIR need. Sturdily constructed TIFFANY 
STANDS are now available in many models. Point 
by Point—TIFFANY STANDS are tops. 















1. PATENTED ADJUSTABLE TOP .. . adjusts 5 x 5 to 
14%, x 16% and provides secure foundation for ma- 
chines. 


2. TEN WELDED CORNER BRACES ... 
and assure full rigidity. 


3. NEW TIFFANY DROP LEAF HINGE . . 


for heavy articles on leaf. 


4. ALMOST TWENTY-FIVE POUNDS OF SOLID STEEL 


security under your machine. 


5. FINISHED IN DARK OFFICE GREEN 


baked enamel. 


6. CONSTRUCTION ROLL-FORMED, DEBURRED 
EDGE... angle and channel steel '/g inch thick. 


7. RIGID CONSTRUCTION . guaranteed by precision 


tolerances used in manufacturing. 


8. MANUFACTURED BY A FIRM .. . who makes one item 
only . .. TIFFANY STANDS. 


9. BASSICK QUIET BALL SWIVEL CASTERS .. . standard 


on all models. 


10. DROP LEAFS OF 18-GAUGE SHEET STEEL . . . attach 
able either side of stand flush with top or low for posting 


eliminate sway 


. solid support 





. or soft gray 




















POPLAR BLUFF, MISSOURI 
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STACK/A\FILE 


TRANSFER CASES 


TRADE MARK 


Note These Features! 


FULL ROLLER BEARING SURFACE. 4 ROLLERS TO EACH UNIT. 


RIGID CONSTRUCTION OF ENTIRE CASE, BY EMBOSSING SIDES AND BOTTOM OF 
DRAWER, AND REINFORCING FRONT AND REAR. 


LOCKING DEVICE. 
HEAVY 22 GAUGE COLD ROLLED STEEL. 


] ‘DIMENSIONS 

MODEL | : | INSIDE DRAWER | OUTSIDE FILE 
NOS. DESCRIPTION = Hgt |lgth| Wdth| Hgt | Ugth 
=5R | Letter File | 12%" | 10%"| 244 13” | 11944 25%" 
=6R | Legal File 15%" | 10%”| 244 16” | 11%’ 28%] 
=11R | Vouchers or Freight Bills ”~ | 6 | 24% 9% 7 | 25% 
=12R | Invoice File 10” | 8” | 24% 10%% 9 | 25%" 
= 14R Check File 9” | 4” | 24" 97" 5” 
=15R | Tab Cards — 2 Drawers 79" 3%” | 24” 16” 4% 
=16R | Time Cards — *SRw Insert | gv 7%"| 24° 13” 11% 
é 

92 





| 25%" 
| 25%" 
25%" 
| —-3 Compartments | 
=18R | 6x 4 Cards — 2 Drawers 6%" 4%"| 24” 13% 1 
=19R | 5x 8 Cards — 2 Drawers 54" 8%”"| 24% 11% 25%" 
=20R Doc. File—*=5R w 1” Divider | 512” | 10%”| 24” 13” 11%" 25%’ 
| — 2 Compartments 
=21R | 8x5 Cards 8%" | 5%”) 244 9 | 6% 25%’ 
=22R | Ledger (12 x 12 sheets) 12%" | 12%") 24% 13” | 13%" 25%"! 
OTHER SIZES ON REQUEST 


W.€.Elvuman & Co. 


30 N. LASALLE ST. * CHICAGO 2, ILLINOIS 


25%" 





’ 
‘ 

‘ 
‘ 
‘ 








CONSTRUCTION FEATURES | 


* 


ROLLERS—FOR EASY OPERATION WITH FULL 
ROLLER SURFACE THE ENTIRE LENGTH OF THE 
CASE. NO STICKING OR BINDING. DRAWERS 
OPERATE WITH A LIGHT TOUCH 


BACK TO BACK — 
LOCKING DEVICES FOR 
GREATER SAFETY AND 
RIGIDITY. IN MULTIPLE 
UNITS 


ome STACK-A-FILE BASES— T ‘ 
REINFORCED IN NECESSARY LOCKING SLIP KEY © AC 
PLACES FOR EXTREME SAFETY COMMODATE ANY SIZE 


AND RIGIDITY 


- 





FOLLOWER BLOCK — FOR PARTIALLY FILLED DRAWERS 
EASILY AND QUICKLY INSERTED OR REMOVED. CON- 
TENTS STAY PUT 





Poagte Keane 
FEE —— ee cmH tI 








LOCKING METHODS FOR STACKING 


The NEW ! 
STACKAFILE oF | 
Tamper 


SHOWING INSIDE BACK TO BACK loc 


FRONT TOP TO BOTTOM LOCKING cal 


OFFERS ALL THE EFFICIENT FEATURES ~—vosiriow’ < 











net 
FOR EVERY EFFICIENT OFFICE! 
* 
These Simplified Features are found > 
only in STACK-A-FILE cases ns 
+. wr 
ak 
OLIVE GREEN BAKED ENAMEL FINISH - 
2 ENLARGED VIEW Ma 
OF LOCKING SLIP 
IMMEDIATE DELIVERY KEY IN POSITION 
Economical in Cost e Quality 
Material and Workmanship e P, 
Space Economy e Good REAR VIEW — LOCKING SIDE TO SIDE 
Appearance e Easy Installation 34 








STEEL SECTIONAL BOOKCASES 


The Bookcase is of stand- 
ard size with disappearing 














Ses tne: gaits oleae VALUE IN AMERI Al 
visibility. Available in three ’ : hat eee hs mae 
different sectional sizes: BY 2 ree eg 

MURPHY- MILLER : A 





H WwW D 
12" x 35%" x 12" 
15" x 35%" x 12" 
18" x 35%" x 12" 





STEEL TRANSFER FILES 


EASILY BUILT UP TO ANY 
DESIRED HEIGHT 


MADE IN SPECIAL SIZES 
AS REQUESTED 





LEGAL & LETTER 
Steel Transfer 


HIGHER QUALITY — 
Li | 


LOWER PRICES | 














No. 1421 














STORAGE — WARDROBE 


AND COMBINATION CABmETS.. | A ily Casas 


Made of heavy gauas 


welded ‘<omirocto Remarkably LOW Price 


forced throughout 
shelves adiustat 


Mur-Mill’s famous No. 1421 Swivel Chair has been 
made larger and reduced in price. The width between 


every twe nches 

Gependabie three way : J : 2 
alien deuian Gtieam ums is now 20 Upholstered in improved Duran, 
Mur-Mill’s own die-punching pre-cutting method of 


cabinets measure 


x 35" x 18". Wardrot fabrication to prevent ripping. Equipped with Seng 


ne RES Ta iyeies . 
and pine Controls. Individually cartoned. Brass or chrome nail 
nets als availa & | 
trim. Posturized back rest 
ad Made of Beech or Pecan Wood. Also available in Oak 
wood in Softone. Limed Oak or Gre-Tone finishes. 
The + new IM 


PROVED Parker St 


Duran upholstering,—Green, Red, Brown, Chartreuse, 
Cabinet featurir 


or, in fact, in any color vou desire 


seackle Setce 
Green and Gra A i ~ , 

’ To retail at $39.95. Side chair to match retails at 
Dbaked-on ename ‘ 
sh in Green-Gray $29.95 Also available in genuine leather at a modest. 
Grained Walnut idditional cost 
Mahogany 





Americas greatest value in an upholstered office chair. 


WRITE FOR YOUR LATEST CATALOG 
AND NEW DEALER PRICE LIST 


PARKER STEEL PRODUCTS, INC. 


Manufacturers of Steel Office Equipment 


54-60 COLUMBIA ST. BROOKYLN 2, N. Y. 


Write for Mur-Mill Catalog 


MURPHY-MILLER 


INCORPORATED 
OWENSBORO, KENTUCKY 
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HOW ARE YOU GOING TO COMPETE 
WITHOUT AUTOMATIC? 


M EA NS . 20% Additional Capacity—9” Working Space—Easier Filing Operations 
« Lower Costs—(1) First Cost, (2) Floor Space Cost, (3) Operating Cost 










NO SPACE 







REGULATORS 







NECESSARY 







Mr. DEALER 


How are YOU meeting swing front and drop front file competition? AUTOMATIC, with both EX- 
PANDING and COMPRESSING drawer, eliminates competition. The AUTOMATIC DEALER has 
something EXCLUSIVE—something MODERN—PRACTICAL —EFFICIENT—DIFFERENT to offer 


his customer and prospect. 


A PROFITABLE LINE—one YOU should investigate. 


- . 
Automatic File and Index Co. 2s % WaWAsnineron seve. 













The VEART 
La Salle SMOKERS 
ASH TRAYS, COSTUMERS BIOOEST BUY, 


and SAND URNS WARDROBE 
... CABINET o” 
COMBINATION 


No. 210 No. 155 \ 
SAND URN COSTUMER 

Designed for per- 
fect balance under 
heavy loads. Base of 
16 gauge steel, 2! 
in. spread, 5!/> in 
decorative discs 
Overall height 68 in 
Post I'/p in. Hooks 
made from solid rod 
with ball-turned ends. 

Packed in units of 
6. Shipping weight 
60 Ibs. 
PRICES RECENTLY 
REDUCED 20% 













SOMETHING NEW! 


This serviceable wardrobe is 





See Us 
Booth 142 72” high, 30” wide and 21” 
N.S.A. deep. Finished in olive green, 
° office gray or walnut brown, 
1S Ib. tt in with two-way lock and insulated 





cast iron base 
prevents tipping. Easy-to-remove and clean 
10 in. sand-container. 
2 beautiful combinations:—Black & bright 
Chrome and Gray and Satin Chrome 
Individually cartoned. Shipping weight 


doors. Packed one per carton. 
Weight 90 Ibs. For a storage 
cabinet, shelves can be supplied. 
Total weight 100 Ibs. A rare 
combination. A real buy! F.O.B. 











23 Ibs. WRITE FOR CATALOG St. Louis. Write 
La Salle Products Ca. 
2216 N. CLYBOURN AVE. CHICAGO 14, ILL. MIDWEST pnt 
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PROTECTION 


"i Y eae 


~.-"” , 





for the Vital 


Records le 
of Business a* 
ad 
Never Ends! ; 


The ever present hazard 
of fire and theft necessi- 





Steel SHELVING... 


STURDY CONSTRUC- 
TION HEAVY GAUGE 
STEEL. STANDARD & 
SPECIAL SIZES. OPEN 
OR CLOSED TYPE. 
SHIPPED KNOCKED 
DOWN. EASILY AS- 
SEMBLED. OLIVE 
GREEN OR GRAY. 


tates adequate protection 
for valuable records, 


documents and cash. Safe- 


SPECIAL DISCOUNT 
ON LARGE ORDERS. 
guarding these things is 
the function of Schwab 


Safes. Schwab Safes are 
available in a wide range 


QUOTATION ON 
SPECIAL WORK 


of capacities and fire- CHEERFULLY GIVEN 


proofed for all emergen- 





cies. Consult us if your 
business friends need mod- 
ern fire and theft protec- 
tion. 


THE SCHWAB SAFE COMPANY 
_LAFAYETTE, INDIANA 


Write for price list 


LION STEEL EQUIPMENT CORP. 


1338 INWOOD AVE. NEW YORK 52,N. Y. CYPRESS 3-3434 




















Two More New High Grade Ehrlich Designed 
LEATHER UPHOLSTERED OFFICE CHAIRS 


No. 935-P. No. 940-P. 


17-18" between 
arms 


20" between arms 
27" overall width 


20" height from 
seat adjustable 


21" sitting depth 
27" overall depth 
35" overall height 


23'/2"" overall width 


20" height from 
seat adjustable 


19" sitting depth 
24" overall depth 
35" overall height 










We also manufacture 


DAVENPORTS and RELATED FURNITURE 


for Reception Rooms and Executive Offices 





Write for Photos of Entire Line 
and Dealers’ Price List 











IMMEDIATE DELIVERY «¢ SATISFACTION GUARANTEED 


REPRESENTATIVES WANTED—SOME TERRITORY AVAILABLE 


A Line Popular for 26 Years Past 


GRAND RAPIDS LEATHER FURNITURE CO. 


201-207 FRONT AVENUE, NW. GRAND RAPIDS 4, MICHIGAN 
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FOLDING CHAIR 


@ Seamless tube 
steel frame 





ea Tru-Posture 
) SECRETARIAL 
CHAIR 


@ Large curved, 
hardwood 
veneer seat 


@ Dome gliders 


heavy 
white rubber 
covered 








l t ? 
aoe 
ei E I 
> 
“ a ; » . 7 ‘fp 
r ownt on this Mode f - . 
FOR C08 GOERT G8 fae We. 617, fe @ Expertly engineered to provide 
make a fast move off your sales floor, . . f ‘call C 
because it’s made to SELL ITSELF maximum seating comfort—-and economically 2 
priced to meet every budget. Seamless tube 
Fully adjustable for height regulation from 17 to 24 inches, backrest cor construction including die-formed leg stretchers ) si 
be raised and lowered, brought forward or backward, with or without ter for extra rigidity. Write for folder showing complete . hi 
panic hater enageeer tate eas le yer name ea line — and popular steel frame chair truck. fc 
over. air-foam rubber cushion. Steel-constructed tt yhout 4 electrica : th 


ly-welded. Other heights in similor cha 


Model 622, 22 to 28 inches; Mode! 624, 24 ¢ he } Model 627 = ce 
27 to 33 inches. For other fast moving, profit-making iter te f 
catalog . . . TODAY ; : 


Oy oe boy: 4-5 ee CP GLO = METAL PRODUCTS © GREEN BAY © WISCONSIN | 


OMAHA NEBRASKA 


Sell Quality! 
Sell BENTSON 


Sell 
Jiffy Operation 


bd <= ; 
e j 
ee 9 @ Compactness F 
TOP Fi / TF . @ Convenience W Sold thru 
e 


Strength—Beauty ; Dealers Only 
3200 Series 


MIDWEST FOLDING PRODUCTS 


1844 West 14th Street . . a ile \clom-maieal, le)h 























=: 












The “Top-Flite” Series contains 





all of the essential qualities of 





steel filing cabinets developed 





through many years of expert 


research and engineering. The ADJUSTABLE 


master craftsmanship long asso- 
smc | | STEEL BINS & SHELVING 
duced a truly finished product. 

"Top-Flite cabinets assure OPEN & CLOSED TYPES 


long-lasting performance with 


d 7 boas - ; 
sistas eneretten beauty in Standard and Special Size Choice of Colors 


Sturdy Construction © Baked enamel finish 
Shipped K.D. ® Easily assembled ® Priced Right! 


Satisfaction Guaranteed ® Can Meet Any Shelving Need 


desian and flexibility in appili- 
cation. If you sell BENTSON 
“Top-Flite,” you sell quality. 


“Ste tine of Rest Agietenes” Write for Dealer's Prices 











WRITE FOR DETAILS Job Estimates—Circulars 
rHe BENTSON ore. co.| | HILCO MFG. CO. | 
AURORA, ILLINOIS Dept. A—1721 N. Elston Ave. CHICAGO 22, ILL. 
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Here’s Two Brand New Reasons Why You'll 
HAVE ABIG"SMO-KING” SEASON 


“SMO-KING” No. 26 & No. 28 ; 
the all-purpose classic-styled lf you're looking for 
Aluminum Smokers Exclusive "¥ smoker profits, look 


: to "SMO-KING” # 26 
with NESTLER-FIELDS. pi rng rey Bebe 


of our dealer sampling 
survey, they'll be the 
sensations of the season 
for every surrounding. 


One of the nation- 
ally-famous NESTLER- 
FIELDS line of quar- 
anteed _triple - plated 
smokers and SMOKE. 
RACK — "SMO-KING" 
#26 and #28 have spun 
aluminum cup and base, 
brush finished. Ash re- 
ceptacle: 6"x2!/,"; 3- 
bar cigarette rest also 
serves as receptacle 
handle; rim prevents 
roll-off; cup easy to re- 
move and clean. Ht. 
26"; cup: 6x6"; heavy 





THE TERM FOR A WELL- 
POSTURE-POISED” Fritz POISED BODY IS THE WORD 








Cross Chairs reflect ove FOR A FRITZ-CROSS CHAIR Left: "“SMO-KING" #26 has solid 9." base. 
20 vears of buildin wood twist post. Available in blond 
sade x wkd maple, walnut or mahogany. Immediate delivery; packed 
rect posture-features Right: ""SMO-KING" 228 has genuine set-up in individual carton 
handsome steel seating leather post, 2\4,'" diameter, trimmed for customer shipment. Ask 
‘ae H - with 24k gold tooling. Available in for descriptive literature. 
ile rcaiges age Po ncapeph -f brown, green or maroon 
sda thee 0 ITZ-CRO 
competes thot re ; = 99 
so. Sears eMoANy CEM | cscy sen “SMO-KING 
New Brochure Read f . early. 
adiiens fa Designed and Manufactured by 
be’ - ,. 
A ie NESTLER-FIELDS MFG. CO., INC 
OUZ2 WYTHE AVE B’/KLYN 1 N Y 
OWN A MC 








TYPEWRITER | 
TABLES 


No. 2700 — Made of 
finest Oak & Bir h 
lumber. Standard of 
fice furniture firishes 


Prompt Delive y | 
LIST PRICE 
$13.90 each 

less our usual dealer 
discount 


Write for Cat-log | 
of Complete Line | 





ABINETS—OFFICE TABLES 


DORO MFG. CO. a2AICAGO 10. ILLINOIS” | 





DEALER- 
) SHIP 


FOR IMMEDIATE DELIVERY 


DOLIN Szee/ TRANSFER FILES 


A SIZE FOR EVERY NEED 


means 


LEADERSHIP 












What line otters as much? @ The line that has all the most wanted features 
1. STYLE Authority plus advantages that _mean extra value and 
2. INTEGRITY of Product permanent customer satisfaction. 
3. Nationally Advertised Send for Descriptive Literature on All Sizes 
4. Dealer Advertising Aids 
5. Exclusive POSTURE Mechanism 
Write for details DOLIN METAL PRODUCTS, INC. 
The SIKES COMPANY, Inc. 189 VARET STREET . BROOKLYN 6, N. Y. 
20 Churchill St. Buffalo 7, WN. Y. 
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Harter’s new “HandiStand,” No. 71-A, has 
all the sturdiness and attractive appear 
ance of its predecessor, the 41-A stand. 
But improved design on the new model 
makes its utility value even greater for 
large offices and small. 

The 71-A features a spread of 15% inches 
between the legs, an increase of 1} inches 
over the old stand. An extra %-inch clear- 
ance is provided when casters are in the 
“down” position. This added clearance 
permits the stand to be moved freely, 
without dragging over carpets and thresh- 
olds. The top of Harter’s 71-A “Handi- 
Stand” is wider and shallower than the 
old 41-A top, which gives the typist a 
more convenient working area. A fourth 
improvement in design now has the caster 
pintles, or stems, covered. A 
better grade of casters are also 


used on the new stands. 


NEW DESIGN eee NEW CONSTRUCTION eee When casters are raised by 


SAME OLD HARTER QUALITY! 
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Visit Harter’s Display 
ROOM 505 
STEVENS HOTEL 
at the 
N.S. A. CONVENTION 
Chicago, October 2-6 





i 
0 HAR 








the easily operated elevating 
device, the stand remains 
firmly in place on legs of | 
inch (outside diameter) tubu- 
lar steel. Angle irons brace 
both sides of the 71-A, while the rear is 
braced by a channel iron. Both leaf and 
top are of five-ply birch plywood. The 
top measures 18 inches wide by 15 inches 
deep, and the leaf is 12 inches wide by 15 
inches deep. Height of stand from floor 
is 26 inches. 

You may order Harter’s 71-A “Handi- 
Stand”-—as well as the 71 and 71-AA 
in green, gray, or brown enamel finish. 
The leaf on No. 71-A is furnished on the 


‘eft unless otherwise specified. 


TER 


M | i GAN 
POSTURE CHAIRS © STEEL CHAIRS 
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THE DEMAND IS FOR BETTER 
OFFICE FURNITURE 


Continued page 254) 
chair for $22.50 » they quoted 
their product at prices in line 
with today’s ( production 
and distribution, and got the 


business We found that 
many of the fello behind the 
buyer’s desk were newcomers and 
ollection of 
a couple of 
i furnish an 


they too had 
those days back when 
hundred dollars w: 


Their thinki adjusted to 
present-day conditions and they 
are buying accordingly. So, we are 
in an entirely new day. We may 
as well turn o backs on the 
years 1931 to 1945 and place our 
selling attention on the present 


and the future 

Why Live in the Past? 
return to the 
days of the $29.25 file anymore 
wants to drive a Model 2, 
rr smoke a $.05 Our market 
has come to look upon quality 

onomical mer- 

ifacturers have 

building into 
efficiency features 


No one want 


mercnandalst 
chandise. Ourn 
shown vision 


their products 


with beauty and symmetry 
The dealer i ise who goes 
takes to his 


f how a $92.00 
ile is less expensive 


I he end thal $29.25 file. 
Take, for example, the newly 
des d desk 30 inches deep 
It cc more ey than the 60x 


36-inch desk of a few years ago, 
but it saves the customer 360 
square inches of floor space. What 
do you think the wise 1949 model 
buyer is thinking about? His re- 
action is the same as ours would 
be under similar circumstances. 
He is thinking something like this 

$125.00 for a desk for an office 
worker—that’s a lot of money, but 
I’m paying $4.50 per square foot 
for my office space. This desk 
saves me 360 square inches. For 
ten desks, that’s 3,600 square in- 
ches, or 25 square feet, or $112.50 
a year rent—almost the price of 
one desk. 

The efficiency features built 
into office equipment today, and 
the need for giving office workers 
the best tools in order to get max- 
imum work done are large factors 
in creating the desire in the busi- 
ness man’s mind for better fur- 
nished offices. 

The acceptance of the 60x30- 
inch desk and the five-drawer 
mechanized file and the adjust- 
able posture chair is proof of the 
fact that the office furniture in- 
dustry is giving his majesty, the 
American businessman, what he 
wants. He is smart, he has learned 
how to have the best and make it 
work for him, so it will be some- 
thing he can well afford 


Open te New Reasoning 


Generally, he likes working 
shorter hours just as the man at 
the machine does and he wants to 
work under better conditions too. 
He is receptive, therefore, to the 


Suggestion that the upholstered 
adjustable chair is a _ practical 
device that will save his energy 
and keep him fit for his work. 

He will listen to you when you 
remind him that we are all work- 
ing under high pressure these 
days, and a few minutes relaxa- 
tion on a couch or divan after 
lunch will ease the strain. 

He is not skeptical when you 
tell him he seldom uses the back 
four inches of his 60x34-inch 
desk, by going modern he can 
save high-priced office space, or 
relieve a cramped condition now 
existing in his offices. 

Yes, we have been through the 
mill in the last quarter of a cen- 
tury in the office furniture indus- 
try, and our customers, the mod- 
ern businessmen, are thinking 
alike in regard to style and effi- 
ciency and good sound economy. 

That’s why our industry is pre- 
senting to business, almost for the 
first time, something new and 


- startling in office equipment ideas, 


and that is why Mr. Businessman 
is in a mood to take on these 
ideas. 

If we know our business today 
and take it seriously, we can get 
a lot of satisfaction out of the 
thought that we are bringing to 
the merchant, the industrialist 
and the professional man the fin- 
est tools with which he ever 
worked—modern, stylish, efficient 
business equipment. We can go to 
sleep at night with the feeling of 
a day’s work well and usefully 
done. 








N. Y., Chambers of Commerce. 





available men. 


NOFA ELECTS J. R. 
GRAY EXECUTIVE 
DIRECTOR 
John R. Gray, 51, of 
Yonkers, N. Y., was re- 
cently elected executive 
director of the National 
Office Furniture Asso- 
ciation. The board of 
directors made the an- 
nouncement after mak- 
ing a thorough study of 


For the past five years 
Mr. Gray has been ex- 
ecutive secretary of the 
Peekskill and Corning, 
Prior to that time he 


was management representative in charge of clubs, 


recreation and business features for Lago Oil and 
Transport Company of Aruba, Netherlands West 
Indies 

Besides managing numerous organizational and 
promotional activities for Community Chests, hospi- 
tals, social work agencies, colleges and industrial de- 
velopment corporations, Mr. Gray breeds English bull- 
dogs, among which are several outstanding specimens. 
He is also interested in all kinds of sports. 
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SIT DOWN, 
MR. DEALER!? 





And you'll see how easy it is to sell the 


BARCALO EXECUTIVE Reclining Chair 


NE thing every businessman wants in his office is a really 
comfortable chair to sit in. Here's a chair that gives any 
office all the comfort of a living room, and then some. The 
Barcalo Executive Reclining chair is the only one on the 
market that lets the busy executive relax completely during 
a busy day. Adjusts instantly to any position from upright 


sitting to full reclining. Supports the body at 5 vital points. 


It’s a cinch to demonstrate. Once your prospect sees the chair 


and sits in it, he'll be sold because it can’t be matched for 
complete, scientific relaxation. And it’s loaded with quality 
construction features too! Covered in rich leathers or plastics 
with shredded foam latex seat cushion ar d graduated spring 


tension in back and seat. Try it yourself, Mr. Dealer, and 


you'll see how easy it is to sell ! 
See these great chairs on exhibit in the English Room, 
Blackstone Hotel, Chicago, October 3rd to October 6th 


or 
THE ONLY CHAIR PU A co 
MADE WITH wy . . a2 
PATENTED \ \ y ‘ 
“BLOATING COMFORT” | i. 
READ REST RELAX 


Executive Chair Division 


BARCALO MANUFACTURING CO. 


166 Chandler St., Buffalo 7, New York 
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MAKE YOUR PURCHASE DOLLARS DO FULL DUTY 
(Continued from page 16) 


progressive buyer or dealer knows this. It may be nec- 
essary to buy certain goods cheaply (or certain “cheap 
goods”, as the situation may be) in order to meet a 
competitor’s price, but the sale of goods at regular, full- 
profit prices, after a dealer has been smart enough to 
buy those goods at a better-than-ordinary discount, is 
the true profit-producer. 

Of recent years, the better salesmen and houses in 
the wholesale field apply a measure of discipline 
against the small dealer who is disposed to overstock 
that sometimes amounts almost to actual restraint, be 
it said to their credit. That is as it should be. 

The controversial aspects of trade discounts for 
quantity buying in the business of the smaller dealers 
does not exist at all in the matter of ordinary cash dis- 
counts for prompt payments. I say: By all means, take 
that discount! It means easy money—the easiest any 
dealer can honestly make. If he hasn’t the available 
cash and his credit is good at his bank, or if he has 
ample security, he can borrow the money to discount 
ten or a dozen large bills. Assume that a dealer stood 
in need of $2,000 for this purpose. If borrowed at the 
local bank, the loan will cost him about $10.00 a month 
Should he be unable to repay the bank for four months, 
he will at least have broken even, but even at that, he 
can count a desirable gain—the reputation acquired 
thereby for prompt payment—always a valuable asset 
in the trade 

Here’s a Way to Figure 


By the way, speaking of this borrowing expedient, if 
a dealer permits an account to run for 30 days before 
paying (at which time the sum becomes due net and in 
full), he is really borrowing money from the manufac- 
turer or wholesaler for 20 days, though few dealers ever 
think of the matter in this way. He is allowed ten days 
out of 30 days in which to earn the cash discount. This 
offer means, in reality, that the dealer pays two per 
cent for 20 days use of the money represented by his 
invoices when he neglects to take the cash discounts 

Figure it out. This equals three per cent for 30 days 
or 36 per cent a year. No retailer could afford to bor- 
row money at such a high rate, which is the strongest 
argument of all for taking every possible cash discount 
when there is no short-shipment or other adjustment 
to defer settlement of an invoice. 

This analysis proves that any retail merchant could 
well afford, if need be, to take a short-term loan from 
his bank at the conventional rate of six per cent to 
liquidate a number of large invoices on the two per 
cent in ten days basis. Any interest payments, however, 
represent charges against operating costs and profits; 
therefore, skillfull management always strives to pay 
merchandise costs out of working capital as distin- 
guished from bank loans which are virtually capital 
expenditures. 

Comes the Light 


The progressive stationer who, in the light of this 
information, experiences an awakened realization of 
what it costs him to forfeit ordinary cash discounts in 
operating a business of any mentionable size and sales 
volume, will doubtless resolve henceforth to gobble up 
all possible cash discounts in the future as avidly as a 
hungry turkey gobbles up corn. 

I have observed that the discount-conscious buyer is 
a veritable hound—always on the scent of any slow- 
moving item, because after he discounts the invoice for 
a shipment of goods, he doesn’t want the discount he 
las earned to be consumed by carrying costs. He wants 
to recover his investment in the stock quickly, and 
when he sees that he can not do so with the full profit 
that he had anticipated, he then takes immediate steps 
for stimulating the sale of the goods so that he will at 
least accomplish turnover without loss 

This article recommends taking all cash 
all times. It also recommends, of course 


discounts at 
due respect 
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VOLUME PRODUCTION ENABLES US TO OFFER 


15 1c 30% PRICE REDUCTION 
New on the oll new... 


'CLARK LINE SHELVING ) 


e /mmediate Delivery 

® Complete Size Range 
e Superior Quality 

@ Stronger 

@ More Attractive 

e Heavy Gauge Steel 


@ Colors: Olive Green 
Harbour Grey 











$ Was $24.50 
Now 419.76 
LIBERAL 
4 Neu STO RAGE BINS DISCOUNT 
' «© Modern Appearance Sold only to Dealers 
+ Completely Adjustable WRITE FOR NEW PRICE LISTS 


Conserves Space « Controls Stock 


PRICES $32° & UP 


Shipped either knocked down 
or assembled. 


“You Furnish the Orders 
We will fill them.” 








All Shipments— 
F.0O.B. Minneapolis 





She Clark Lire 

















R. K. CLARK CO., INC., 108 Ist Ave. No., Minneapolis 1, Minn. 
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BOOST SALES 
with 













Here is a discovery that’s tailor-made 
* for the furniture industry . 

a hard, durable finish, easily applied 
on the production line, that produces 
incomparable furniture beauty and 
boosts sales potentials. 


GU 52115 YOUR PRODUCT Beautiful and DURABLE 


One furniture manufacturer who experienced sales 
impotency on a competitive basis, produced sample Platon is highly resistant to acids, alcohol and other 
pieces finished with PLATON. In less than a month’s deteriorating materials which normally harm a finish. No 
time, the sales personnel handling these sample pieces checking, crazing or peeling will mark a Platonized 
realized greater sales increases on that one item than surface. Write today for full information and sample. 
ever experienced before. The credit was given PLATON. 


PT ized finish h ffice furni 
gives the added selling punch necessary to volume sales. ff MINNESOTA dado CORPORATION 
PIPESTONE, MINNESOTA 





































The CHAMP will get you & Sales fo 1 
against all opposition 
THE ea 
Cc HAM F MMAKioUM CAPACITY 


ALUMINUM 
DESK TRAY psi x ton 


“A Better Desk Tray in Every Way” 


















































The name NU-CRAFT PRODUCTS ——— ~ 
CO. stamped on every tray is your guar- CORNERS FOR 
antee of quality and construction art th 


POINTS OF SUPERIORITY 











e Constructed of one solid piece of aluminum— CUT OUT TO Give 
not three pieces. EASY ACCESS AND AVOID 
e Riveted for extra strength—not spot welded FUNBUNG FOR PAPERS 





We eliminate all danger of broken spot welds 
Made in five finishes to blend with every type a 
of office furniture. RUBBER | = 





e Colors are baked on tray—not air dried FEET 
Rubber feet securely eyeletted to tray will not 
scratch or mar finest furniture 


¢ Neat streamlined design and pleasing fir 1es ’ a al —— - 
makes THE CHAMP a welcome addition to TURDY ALUMINUM POSTS : 
any office. ® STACKING INTO ' NISHES 
2 TIERS MAHOGANY — WALNUT - GREEN 


Write today for illustrated circulars and 
; ; GRAY- SATIN FINISHED ALUMINUM 
complete information on dealers prices rig 


and discounts. AVAILABLE IN LETTER AND LEGAL SIZES 


NU-CRAFT PRODUCTS CO. 


163 Pacific St., Brooklyn 2, N. Y. 
Triangle 5-8831 Dept. A. 
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that offer some incre- 
according to the quantity 


for legitimate als ints 
ment in ultimate net profit 
purchased at far as “special deals” are 
concerned, they should always be appraised with cold 
calculation according to that wise and time-tested rule: 


one time tL SO 


“Buy merchandise—n ils or terms”. This applies 
especially to new 0! ely unpedigreed items be- 
cause, aft ll, the irance of profit is in assur- 
ance of ready salabilit the goods bought 

Finally, always res t the discount terms of the 
wholesaler or manufact r as indicated in their in- 
voices. Most manufact make sure that the goods 
are in transit befor are mailed, thereby an- 
ticipatin e marg time for possible delays in 
delivery. They underst that.a busy establishment 
may need pack, examine, and check 
the shipment, the1 the invoice for payment, 


BUT when there is 1 : iment to prompt payment, 


such as | or damage hipment, they warrant- 
ably expect dealers t uny cash discount offered 
by faithful npliance v the terms prescribed. 
In othe yords, “T Per Cent In Ten Days” means 
st that t two per t off in 15 or 20 days 
' —_ @ 
AMERICAN PHOTO ANNOUNCES PRICE REDUCTION 
Ameri Photo I ries, 28 N. Loomis St., Chi- 


y 


ago 7, Ill., ] announced a reduction in the prices of 


the models No. 5, 6 trimming boards, due to 
avinegs effected in tl ; of materials. The same 
naterial vorkmans] nd usual features are in- 
luded 

List price for the 154%-inch board is now 


$14.00, formerly $14.5! the No. 6-18%-inch board 


is now $20.00, formerly $21.00, and for the No. 7-2414- 
inch board is now $30 formerly $31.00. Prices for 
the Nos. 3 and 4 boal $5.00 and $7.00 respectively, 
are still the um 
°° —~—-- > 
ENNIS TAG APPOINTS THREE SALESMEN 

Scott Denny, sal nanager of the Ennis Tag & 
Salesbook Company Tex., recently announced 
the appointment of fl new district representatives 
for the states of Texas, Oklahoma, Arkansas and Ten- 
nessee. Murray Cole, formerly of the Dudley Hodgkins 
Compan if Fort W will cover the southwest 
Texas territory, inclu the Rio Grande Valley, 
with headquarters at San Antonio. 


10wn to the retail and whole- 

Southwest, who was for- 
Paper Company and store 
Company at Houston, Tex., 


John A. McKim, well 
sale stationery 
merly with the Cal 


manage: 


trade in the 


will cover the north Texas territory, and the states 
of Oklahoma and Arkansas. Mr. McKim will make 
his headquarters at Dallas 

Charles C. McDaniel, formerly sales representative 
from Columbia Ribon & Carbon Manufacturing Com- 


pany, Inc., and Bainbr Kimpton and Haupt, will 
cover the states of Tennessee and Kentucky with 
headquarters at Men Tenn. These men will also 
represent the Ameri Carbon Paper Manufacturing 
Company of Ennis hich is a division of the Ennis 


book Col 


Tag & Sale 
— ee 


PURCHASE SHOP AT LAKE WALES, FLA. 


Mr. and Mrs. Walt Burke, owners of the Blue 
Heron Gift Shop ’ rchased Gilman’s Stationery 
Store at Lake Wale F 

The vy owners ¥ tinue to operate the business 
in the e loca Gilman’s store has occupied, 
and it will be know the Blue Heron. They also 
K 01 gift store on the other side 

he viding ample space for en- 
irge in both locations.—JL 
A 
ORGANIZE IOWA MICROFILM SERVICE 

The I Microfiln e has been started at Des 

Moines, Iowa, by t } Donald Bookkeeping Serv- 
t 1227 Twenty-!I John Plotts of Des Moines 
OFFICE APPLIANCES, September, 1949 





PRICES REDUCED 


ON 
AIR-FLOW CUSHIONS 





We As them, 
Pioneers 
Say... COMPARE! 


LIST 
MODEL APPROXIMATE SIZE PRICE 
LC-1 15” Wide, 14” Deep, 2” Thick $ 5.50 
LC-2 17” Wide, 14” Deep, 2” Thick 5.95 


LC-3. 17” Wide, 164%” Deep, 2” Thick 6.70 


Subject to Usual discount 


A PACKAGE 
with 
EYE APPEAL 


Every Cramer Air-Flow Cushion 
is wrapped in pliofilm with a 
multicolored label that serves 
es an individual display in 
your store. 


Write today for detailed in- 
formation or place your order 
for immediate delivery. 


Cramer Posture Chair Company, Inc. 


1205 CHARLOTTE ST. ®* 





KANSAS CITY 6, MO 
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Barrett 


GRAYTONE 


A NEW Hand-Operated Machine for 
Adding-Listing and Calculating with 


DIRECT SUBTRACTION 


ITEM AND TOTAL 
Capacity $9,999,999.99 


ALSO AVAILABLE IN ELECTRIC 
MODEL B-192E 


Rapid Multiplication or Division with 
Printed Proof * Visible Printing * Visible 
Adding Wheels * Automatic Totals * 
Non-Add and Non-Print Keys * Item Cor- 
rection Key * One Position Back Spacer 
* Sub-Total Key * Automatic Ribbon 
Reverse * Weight, 12 Ibs. * Size, 6x9 ins. 


DEALERS: It pays to sell the Barrett Line... your 
territory may be open... write for details 
about our Exclusive Sales plan. 


Barrett Addin g Machine Division 


LANSTON MONOTYPE MACHINE COMPANY 
Monotype Building, Twenty-fourth and Locust Streets, Philadelphia 3 Pa. 
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is head of the microfilm department. In the indexing 
and office supply business for five years, he did micro- 
films for three years in the Navy. 

Business records are placed on 16 or 35-millimeter 
film, to save space, and make them more readily avail- 
able. This firm has been named Iowa distributor for 
Diebold microfilm cameras, projectors, and developers. 

—AL 
‘avciniodindaiaamalanla 3 

ROYAL PRODUCES FOUR-MILLIONTH MACHINE 

More than 5600 employees of the Royal Typewriter 
Company factory in Hartford, Conn., returned to work 
this week following their annual two-week vacation 
and promptly turned in a history-making achievement 

-the production of the four-millionth Royal office 
typewriter. 

Taking pride in the record, Vice-president and Fac- 
tory Manager Henry J. Hart told his force at the 
plant: “I extend both congratulations and appre- 
ciation. Your exacting skill is giving typists through- 


ly 








4000000™ 
Rovat Orrice 
TYPEWRITER 





~ ‘2 » 
JUST OFF THE ASSEMBLY LINE.—Royal's four-millionth office 
typewriter passes inspection at the Hartford, Conn., plant by 
Henry J. Hart, vice-president; J. C. Reynolds, production su- 
perintendent, and F. M. Martin, mechanical superintendent. 


out the world an unapproached standard of writing 
ease.” 

Royal President Maxwell V. Miller announced that 
the four-millionth Royal would be reserved for and 
inscribed to the district manager in the organization 
who had given the finest service to customers by virtue 
of having turned in the highest record of sales for the 
month. 

Commenting on the achievement, Mr. Miller said: 
“With the entire country prescribing better salesman- 
ship and higher production as the solution to the re- 
cession which has hit business in recent months, we 
are especially proud of our sales and production rec- 
ord which has enabled Royal to reach the four-mil- 
lion mark.” 

—_<-  -—-— 
DICK LOWE ON FULL TIME WITH BROWNE-MORSE 

Dick Lowe, who has been connected with the 
Browne-Morse Company for 11 years, has been ap- 
pointed district manager for the Southwest, including 
Texas, Oklahoma, Louisiana and Arkansas. He is well 
acquainted in that area, having served the company 
there as a manufacturers’ representative. Activity in 
that area has made it advisable for the company to 
have someone give it his full time. Dick has released 
his other lines and is concentrating on Browne-Morse 
products. 

ee 
J. L. MAY APPOINTS REPRESENTATIVES 

The J. L. May Company recently announced the 
appointment of Ray Williams Associates, with offices 
at 6118 McCallum St., Philadelphia, Pa., as the sales 
representative for the following territory: Philadelphia 
and environs, Baltimore, Washington, and the state 
of Viriginia. 
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The BROWNE-MORSE 
Glider File 


a smooth performer 


= 


A 


outstanding features 
greater durability 
increased F. Q. 


What's the F. Q. (filing quotient) of your filing 
operation? It can be measured by the efficiency, 
accuracy and capacity of your filing clerks. It’s an 
important part of your business and a measurable 
cost of your business operation. 

Browne-Morse Glider Files help to increase the 
F. Q. of your filing department. Only a 5% ounce 
pull is required to open the drawer of a Browne- 
Morse Glider File. This factor alone greatly reduces the fatigue factor in 
filing permits your filing clerks to file more accurately . . . increases 
their capacity. This plus the many other outstanding features of a 
Browne-Morse Glider File cuts this measurable cost of your business 
operation. The smooth performance, durability and dependability of 
Browne-Morse Glider Files make them the best designed, best engi- 
neered and biggest value on the market today. Check the features below: 


The extension arms on Browne-Morse files carry a fully loaded drawer swiftly, silently 
and easily on six case-hardened steel balls strategically fitted into the extension arms 
Key to BROWNE-MORSE with engineered ball running ratios. No lubrication required. 
oli li a ti Bearing Type Raceways. The contour of the balls exactly fits the contour of the 
_ i ing action raceways of the extension arm. This scientific bearing feature eliminates the possibility 
of excessive wear... prevents the drawer from sticking or jamming. 


L dl 
Patented channels and extension 
slides permit the installation o! 
inserts in all openings by any 
one without the use of tools 
Automatic locks may also be ir 
stalled in the field. rigidity < 


—_ oo 5 ws iccy’ ; Write for the com- 
Architects of Efficiency for America’s Office siete Gow Bulletin 


on the Browne-Morse 
Glider File. Learn 
ow you can in- 


weecon Borowne-Mlorse women ees: 


your filing operation. 
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TODAY YOUR CUSTOMERS DEMAND QUALITY MERCHANDISE 
So Stock Up On DAN-DEES 


The Name that Denotes Quality 


Dan Dee Round & Square Steel Waste Baskets, 
Cushion Corner Hampers, Self Closing Containers, 
Letter Trays, Boxes and Sand Urns. 


Dan Dee Products Are Known Throughout the 
World for Their Sturdy Construction and Attrac- 
tive Appearance. 


Specified by Offices, Schools, Hotels, Insti- 
tutions and Factories because they are built 
to withstand rough usage and afford fire 


ARE YOU GETTING YOUR 
SHARE OF THIS BUSINESS? 


Write Us for Our Attractive 
Discounts and Prices. 


ERIE ART METAL CO., INC. 


18th & Schaal Ave., Erie, Pa. 




















CHECK THESE 





NOUS w 


5B0 50 Plus Tox 


IMMEDIATE DELIVERY. 


DEALERS are REQUESTED TO WRITE FOR 8 
COMPLETE CATALOG AND DISCOUNTS. ; 


ND = 


EIGHT HILCO 
FEATURES: 


Front Paper Stop. Assures Accurate Registration. 


Automatic Roller Release. Eliminates Smudged 
Sheets. 
Automatic Counter. Counts only printed sheets. 


Enclosed Drum. Automatic Inking. 
Hilco Slipsheeter can be attached. 
Automatic Feed. 


Paper Pusher is automatically lifted and carried 
back to feeding position, to eliminate lint on the 
stencil. 


Drums are quickly interchangeable for color printing. 


Reet Reit tes 





AN RE SO 














TECHN’ 
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PACIFIC NORTHWEST NOTES 


C. M. Litteljohn, Correspondent 
The De Voss Di & Equipment, Inc., of Seattle, 
Wash., has recent een duly incorporated, with a 
capitalization of $50,000. Frank R. Johnson, John L. 


Hagen, et al, are ed as the incorporators of this 
office furniture erprise 
- » 

J. E. Allen & ( ny, Portland, Ore., distributors 
for the Cincinna rime Recorder Company, in sur- 
passing its qu the Pacific Northwest by July 
sales is in to] tion with the company. Second 
was H. D. Ba Company, Inc., office appliance 
an isiness machi firm at Tacoma, Wash. 

Lowman & Hanford Company, Seattle, furnishes 
stacks of colored rams with well-chosen typogra- 
phy for the musi d art lovers who flock by the 
thousands to Seatt] new park program. 

o = 

Three lady aut] were on hand for an autograph 
party, uniquely by J. K. Gill Company, Port- 
land, Ore. Lucia W. Moore, Nina W. McCornack and 
Gladys W. McCre: autographed their book, “The 
Stor ft Eugens 

> > 

Burt’s Typew! eam of Seattle, Wash., surprised 
he e tennis e—leading team of Hoyt Battery 
in the Puget So etropolis, recently—although the 
triumph was a < e shave. 

7 ” 

Fea ig all é of stationery goods, books 
and supplies ma ip for followers of the Catholic 
faith, the Central Catholic Gifts and Supplies has 
been established at 317 Seneca St., Seattle. Herbert 
D. Norris is the « er of this new business. 

: * - 

Alfred John Mitchell, manager of the Multigraph 
sales agency at Ss e, was called upon recently to 
give evidence testify in Superior Court at 
Seattle in the ca concerning Malcolm L. Vice, for 
15 yeal with the mpany, and now a senior sales- 
man for Multigraph, who with his sales territory cut 
in half, request at from lessened earnings he 
should have sup] noney to a former wife much 
reduce This v inted. 

a - 

Bra Layn ypened a new stationery store 
at 228 S. Toppenish Ave., Toppenish, Wash., featuring 

é mple of stationery and all manner 
( Y: ers machines and office appliances 

—_-e___ 

BASSICK-SACK NAMES SALES REPRESENTATIVE 

Joseph N. Gi been appointed Eastern sales 
representative Bassick-Sack division of The 
Ba Compal report 2, Conn., according to a 
é 1 f Ray Martin, general manager 

I tl Ba ICK-oa it 

Mr. ( A ales of furniture knobs, pulls, 

al ornam é 1 other decorative hardware to 
ful e m: and to the hardware jobbing 
fie I 1e! for RCA at Camden, N. J., he 


le acau e among radio manufacturers 


re N. J. His territory includes 
all Ne Engla1 New York state west to and 
includ Syra N Jersey, New York City, east- 
ern Pennsylvani Delaware, most of Maryland and 
Was t D. ¢ 





Olt’ 0OG*4t oe 





Time ill ma es on,” proudly proclaims George 
C. Ohland of M« Office Furniture Company, Grand 
Rapids, Mich., in ent “Ohland Bulletin” announc- 
ing the arrival hird grandchild. A son, Wesley 
James s born J to Mr. and Mrs. Thomas E. 
Ohlar 
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VICTOR 


| ADDING MACHINES | 





are useful everywhere 













20 MODELS 
FROM $89.50 TO $377.50 
Easy to Operate. Anyone can use. Versatile 


@ Victors add, subtract, and multiply. Auto- 
matic Credit Balance. 


See What You’re Doing. All items immedi- 
ately visible at all times. 


Carry It With You. Sturdily built Victors 
@ casy to carry. Light, compact; occupy desk 
space no larger than ordinary letterhead. 


Precision made, fully guaranteed. Electric or 
hand operated; choice of full key or 10 key 
keyboards. Liberal trade-in allowances; con- 
venient credit terms. Victor branch offices or 
authorized dealers in all principal cities. 


@ World's Largest Exclusive Manufacturer of 
Adding Machines — Now in Our 3ist Year 





VICTOR ADDING MACHINE CO. 


Gi liasll-Men-Pllllalel i 
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it, you'll see the Sea Foam Salesman go 
to work on customers. One glance at the 
top of the box, and they know the whole 
SEA FOAM Sales Story. 6 ways better 

for office use. 


A SALESMAN [2=) xxx) 

FREE 

with 
Every Box! 


Yes, that’s what you get with SEA FOAM BOND 
BUSINESS PAPER. This box doesn’t just sit on the shelf... 
it actually sells itself. Maybe you don’t believe this... 


But when you stock it and display 


THE SEA FOAM BOX is the only one that fells 


and sells your customers with words and pictures. And too, 
it’s nationally advertised ...a name that quality 
famous. For 35 years, it's been the buy-word with offices 
AND office suppliers. 


made 





BROWNVILLE PAPER COMPANY, 12 Bridge St., Brownville, N. Y. 


1 could use an EXTRA SALESMAN. Please rush sample of 
your SEA FOAM BOND PAPER in the famous self-selling box. 


eee 


ene 







| STATIONERY 





NEWS NOTES FROM NSA DISTRICT NO. 4 





W. J. Schroeder, Correspondent 





In the summer a vacationer’s thoughts lightly turn 
to the highway, and stationers are-no different from 
other people. Southerners go North, Northerners go 
South, Easterners go West, and Westerners go East— 
a good exchange of population. Stationers from the 
Fourth District have roamed all over the U.S.A. this 
summer, and have visited stationers in all parts of 
the country, exchanging ideas and information which 
should be very beneficial. A good time was had by all 

-wish you were here. 

” ” - 

H. P. Griffith, outside salesman for A. Hines Mc- 
Waters of Columbia, S. C., underwent an operation on 
July 7, and was to have been hospitalized for a month. 
We have not had any late reports on “Griff,” and sin- 
cerely hope that he has recovered fully and is back 
on the job by this time. 

+. 7 + 

J. W. Myers is the new store manager at Bishop 
Office Equipment Company, Orlando, Fla. He is doing 
a grand job, and we wish him all the success in the 
world. He will appreciate the co-operation of the 
members of the club. 

” - * 

George Stuart, Inc. of Orlando, Fla., has opened a 
new office furniture and machines store, three doors 
up the street from the present location. 

* - + 


We regret to announce the death of Mrs. Charlton, 
mother of Tom Charlton of The Office Supply Com- 
pany, Tampa, Fla., in July. The club extends its deep- 
est sympathy to Tom and the members of his family. 


* * * 


Bill York of Fulghums Office Economy Index, Tam- 
pa, Fla., spent his vacation at Boca Grande, bemoan- 
ing the fact that every time he went fishing, the big 
fish would bite on his light tackle, and only small fish 
would bite on his heavy tackle. No co-operation from 
the fish at all. 

- . * 

The only way Bill Knocke of Bryant Office Supply 
Company, Miami, Fla., could catch anything on a re- 
cent fishing trip down among the Florida Keys, was to 
hook a blow fish by the tail. 

* . ” 

E. B. Peterson of Pinellas Printing and Stationery 
Company, St. Petersburg, Fla., took a vacation trip to 
Wisconsin in July to visit his family. 

———> = 2 _— 
NEW YORK FIRM HAS LONGEVITY RECORD 

Henry Frank, Inc., stationers of 429-431 Fourth Ave., 
New York, N. Y., in a recently-issued brochure points 
to an unusual record. 

This business has been in the same family since 
its inception, in the year 1864, by the late Philip 
Frank. Henry Frank, its present head, has been with 
the firm for more than 57 years and his son, James N. 
Frank, has been associated with him for the past five 
years. 

The company is pardonably proud that it is going 
strong at the ripe old age of 85 years. 

—_>-———— 
SMITH NAMED PACIFIC COAST REPRESENTATIVE 

R. L. Smith, 604 Mission St., San Francisco 5, Calif., 
recently was appointed Pacific Coast sales representa- 
tive for the Artistic Desk Pad & Novelty Company, 2703 
Bailey Ave., Bronx 63, N. Y. 

Associated with Mr. Smith are Bob Heath who will 
work out of the San Francisco office and O. Clinton 
Martin who will work out of Seattle, Wash. Dealers 
in 11 Pacific Coast and western states will be contacted 
regularly. 

The firm manufactures the nationally known Artco 
Quality Lines. 
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As advertised in these NATIONAL MAGAZINES 


Ads are current or scheduled) 


rIME . NEWSWEEK 
NATION’S BUSINESS 

BUSINESS WEEK « FORBES 
AMERICAN BUSINESS 

MODERN INDUSTRY 

GEYER’S TOPICS ° OFFICE 
JOURNAL OF COMMERCE (New York and Chicago) 
EXPOSITOR ° THE PRIEST 
BEST’S INSURANCE NEWS (fire & Casuatey) 
SUPER SERVICE STATION 

SALES MANAGEMENT 





These advertisements will help you sell the Master Addresser. ; 
Write for price lists, dealer discounts and other dealer helps. 


fuller LALLA C2 5508-D Excelsior Ave., Minneapolis 16, Minnesota 


WIZ ddd ddlddlliddlddddddddddddddiiiddiliddddadddddddddddddldddddddddaadilaiia 


LLLissssissisissisissisilssiisiiiiiiiiiiiaild 
WLdddddddidiiidididiiidiiaddidadiiddidaddlillll 


















They Correct Mistakes 
in Any Language 


No. 333 INDIA — The quality- 
standard, all purpose red rubber 
eraser (two sizes: 333, 334). 


Keep stocked always in these two, fast 
moving, all purpose quality erasers. 


WORLD’S QUALITY STANDARD 


WELDON ROBERTS RUBBER COMPANY 


Newark 7, New Jersey 





OFFICE APPLIANCES, September, 1949 283 




















TO SELLIT.... Display 9 








FREE S./; BOOSTER 
FOR Sinart DEALERS 


Experience tells us that quality merchandise 
attractively displayed will sell 5 to 7 times more 
than similar merchandise not displayed. To help 
you to more ruler sales and greater profits, West- 
cott Rule offers with every 3 dozen of Eyesaver 
Rulers this colorful, attractive display card. 
Order today from your wholesaler and watch 


ruler sales climb. 











Ruler Makers 





WESTCOTT RULE CO. INC.| iy: 


SENECA FALLS, NEW YORK 

























No. 3558 GRANADA No. 2258 FORTEBELLO 
DUO-TANG LOOSE-LEAF COVERS 


This distinctive group of DUO-TANG covers is designed to 
fit many needs and priced to fit any budget. Attractive, well 


made and so simple to use that they sell on sight. 
Duo-Tang Covers offer an outstanding feature of 3 built-in 
double prong fasteners and reenforced metal eyelets. This fea- 


ture insures firm, neat compression of bound sheets, eliminating 
use of loose brads or screw posts. 











CATALOGS 
MANUALS 

PROPOSALS 
REPORTS 






No. 1258 LEATHERINE No. 1658 STURDIFLEX 


WRITE FOR SAMPLES AND PRICES 


ELLINGSWORTH MFG. CO. 


200 SOUTH PEORIA ST. 
CHICAGO 7, ILLINOIS 
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PASSED AWAY HIGGIAS 


WILLI AM ANDREW HAYMAN 


: . 
William Andrew Hayman, 67, president and general D | k 
r of t ( yf e Equipment Company of Canada, rawing n S 








manage! I ne 
Ltd., s e 1909, died July 1 at his home in Montreal, 
Cana 
Born in Montre 1882, he was a charter member Draw Customers 
of the Kiwanis Clu f Montreal and past master of 
Westmont Lodge, A. F. and A. M. 
He i irvived | widow, the former Margaret t YOU 
McCarthy; a broths Ernest Hayman, Portland, Ore.; o 
a son, William M. H an, Dorval, Quebec; two daugh- 
ters, Mrs. James Aird Wooliven, Dorval, and Miss Edith 
Haymal f Monti ind three grandsons.—RC 
oo ys ole = tans <> 5% => 
R. J. LOVELL 
R. J. Lovell, one of the oldest manufacturing sta- 
ioners in Canad ed July 27 at his home in To- 
ronto, Ont., after a illness. 
Mr. Lovell and his brother, George, established a | 
stationery busine Toronto known as Lovell | 
Broth Later, R. J. Lovell purchased his brother’s | \ <4 B 
interest und found: the R. J. Lovell Co., Ltd., of : 
which he was prt intil the time of his death. YY 
on HIGGINS: iy 
oo ote ole | AMERICAN INDIA INK 
JAMES D. YOUNG wg eat Se = 
James D. Young, 78, owner of the James D. Young . HIGGINS 
Company, printing a1 tationery firm of Middletown, : ; 
Conn., died July 27. He and his brother, the late Mark 
Young, established e business 50 years ago. Surviv- 
ing are his widow sons, James H. and Harold E. 
y na ] hiar Mr -ray VT. > 
Youn qa daaugnt Mrs. Murray J. Walter. T H E Q u A L ] T y re) F HIGGINS... 
bok - 
JAMES P. ADAMS the consistency of greatér advertising ... build your sales 
James P. Adan e former president of Brown & 
Saenger. Inc., Sioux Falls, S. Dak., died at Tucson, Ariz. | ..-+ your profits. The strong consumer acceptance of 
on July 11. Mr. Adams had been with Brown & Saen- we ; 
ant ieee Samed 08. until his retirement in Sep- Higgins Inks carries many an-artists’ supply department. 
tember, 1948. Death followed an illness of considerable 
qaura 
ce che ah 
a Li 
NEWTON R. HAEN he | 
Newton R. Haen, 7 ho operated a stationery store unm your sa es 
in Baltimore, Md.., f i17 years until his retirement last 
» dis fa hea ick whi é otor trip near ee ee : “a . . . 
Sage - vi aedrrvergesh 5 nieve ty A of Higgins Drawing Inks to Higgins Sealing Wax, with 
siaber survives,._<iitl grades, colors and sizes to meet your customers’ needs 


COURSEY NAMED RICHMOND MANAGER . also to related Higgins accessories . . . which sell them- 


D. B. Starrett, v resident in charge of sales for | selves... sell each other. . » for your increased profits. 
the R ypewrite Company, recently announced 
the elevation of D. A. Coursey, formerly district man- 
age! Birmingha! \la., to the position of district 
manager at Richmo! Va 

Mr. Coursey’s re with Royal dates back to 
November, 1935 whe was employed in the shipping 
department at the Atlanta office. After transferring 
to the service depart t the following year, Coursey 
began to sell typewriters in 1937 

He took over a distributorship at Rome, Ga., in July, 
1940, and then entered the Navy in November, 1947. 

Upon leaving the Armed Forces, Coursey became 
distributor for Roy it Wilson, N. C. In April, 1948, 
he was selected t i the Birmingham branch. 

°—- — 


HONORED BY ROTARIAN GOVERNORSHIP 

W. Ernest Japhet, president of the Southern Blue 
Print Company ir Houston, Tex., has been named 
governo! 1e 190th district of Rotary International. 
A graduate of Texas A. & M. College and Cornell Uni- 
versity, Mr. Japhet ilso a past president of the 
International Association of Blue Print and Allied 
Industries—JHR 


of ti 


HIGGINS ENE Go. ENE 


TI NENTH STREET, BROORDYN 1, 2) 
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FLUORESCENT DESK LAMP 


UNDERWRITER APPROVED 





MerTAtuic Bronze o Lustrous Grey 










LIST PRICE 
No. 4900 


only $595 


less bulb 


ORDER YOUR SAMPLE LAMPS TODAY. 


Wired for 110 




















Baked Enamel on Bonder- 
ized Steel for Lasting LIST volt, 60 cycle 
Finish Height: 11" 
One Piece Shade, Rolled $595 Length: 20 
Edge i \ 
Instant Starting Switch less a ag FB 
Each Lamp carries Under- bulb ladividwet 
writers’ Label cartons 
UNEQUALLED EYE APPEAL .. . UNEQUALLED 


LIGHT APPEAL . . . UNEQUALLED PRICE APPEAL 


Here is the answer to the demand for a superior quality Fluorescent 
Desk Lamp priced within the reach of millions. Nothing has been 
sacrificed to produce the highest quality fluorescent desk lamp on 


the morket today. No dealer can offord to miss this opportunity 





- 


WATCH your sales volume 

go up when you display 
p this Lamp. !t will increase 
store traffic and stimulate 


= 














GET THEM ON DISPLAY—ORDER TODAY 


INDUSTRIAL LAMP CORPORATION 


ELKHART, ai 
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TEXAS TRAVELERS CLUB NOTES 





Virginia Leonard, Correspondent 





Russell Stationery Company in Amarillo is taking 
no chances on a shortage of salesmen in about 1970. 
Three boys, born one month a part, have arrived in 
the organization. Douglas Russell Woodburn checked 
in April 16, giving Charlie Woodburn a total of three 
boys now. Jerry Lecil Williams arrived May 14 at the 
Herbert Williams home and Jay Paul Odom put in his 
appearance at the Jay V. Odom home on June 16. 


* ” * 


The new office furniture annex of Crain Office Sup- 
ply in Abilene, Tex., is now open. With the purchase 
of the adjoining building, Crain’s now has a hand- 
some 100 foot front. The back third of the new 
building and the basement are used as warehouse 
space. 

” ~ + 

We ran into a copple of travelers here in Amarillo. 
Dick Gage (of Art Metal) was just finishing up his 
calls before heading on into his New Mexico territory 
and Wolt Stempel (Dorsey Company, Dallas) was busy 
making a bunch of calls. None of us were complain- 
ing one bit about the unexpected cool spell the Pan- 
handle has been enjoying. 


a - ” 


Things are really humming out at Kerr Paper Com- 
pany in Amarillo during the annual school rush and 
final preparations for moving into that huge new 
building. It really is a honey. 

_~ ” ” 

Congratulations from the entire industry to Sta- 
tioners Distributing Company of Ft. Worth on the re- 
opening following that disastrous flood suffered in 
April. 

* * * 

Nelson Office Supply in Odessa has acquired the 
adjoining building and with the partition removed 
now has double the former display space. 

” 7 ~ 

Our most sincere sympathy to Mrs. Lucile Adams, 
buyer at McWilliams Stationery Company, Texarkana, 
who lost both her husband and her father within a 
week’s time. 

+ * oa 

Frank Polk, who has been an inside salesman with 
Southwestern Stationery & Bank Supply in Amarillo, 
has taken over as territory salesman for that organi- 
zation. 

+ + ~ 

The Main Book & Stationery Company at Kerrville, 
Tex., has been sold by Frank Zumpt to Miss Martha 
Dobie and Mrs. Mary Lucy Marberry, both ex-school 
teachers, who are operating under the firm name of 
Main Book Shop. 

+ 7 * 

Bill Fielder has returned to the Crain Office Supply 
at Odessa as country salesman after a term as city 
purchasing agent of Odessa. 

* * + 

M. E. Yeadaker, store manager of The Tucker Print- 
ing House in Jackson, Miss., has announced the ap- 
pointment of Curtis Buie to its sales organization. Mr. 
Buie has many years experience in the office equip- 
ment, supply and printing business. 

> > ” 

The Ward Sillimans (manufacturer’s representative) 
are off for their new home in Dallas, and Houston 
certainly hates to lose them. For the present, Ward 
will maintain his Houston office. 

+ - * 

Congratulations to that happy-go-lucky glad-hander 
George Quillin of McWilliams Stationery Company, 
Texarkana, who has just been elected president of 
the Texarkana Jr. Chamber of Commerce. 

- ~ * 


As this is sent down the mail chute, Philo (Globe- 
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,Sengbusch Handi-pen 


now equipped with 


(screw-in feed and point) 





~~ 


eee a new feature that satisfies a popular demand 
and makes extra sales for you 


Nibin screw-in feed and pen-point is an added feature in the and waste. The same pen holder, well-balanced, for effortless 
Sengbusch Handi-pen line. writing. The same tasteful styling that appeals to everyone. 
Note! The popular wedge-feed is still available, because New circulars P-49 and N-30S are now obtainable to 


many large users like the economy of this feed when replac- further aid your selling effort. New ory PHP 1949 
and HPN 49 fogs pages PHP 48 and 48 now used 


ing pen points. a 
Nothing else has been changed. Nibin is a plus feature. You in catalog 47 and in your salesman’s price book. 
still have: Sengbusch’s famous Capillary Action inking prin- You're all set to cash in on popular demand — just place 
ciple that eliminates ink deterioration your Handi-pen order today. 


See NIBIN at Booth 85, at National Stationers Convention, Hotel Stevens, Chicago, October 2-6 


SELF-CLOSING INKSTAND CO., 399 Sengbusch Bldg., Milwaukee 3, Wis, 








AMERICA’S GREATEST BUY 
IN STENCIL DUPLICATORS 





More Automatic Features Than 
In The Most Expensive Machines 


The sensational RUDCO Model 100 offers more 






automatic and improved features than found on 
even the most expensive stencil duplicators. It MODEL 100 
has a completely enclosed cylinder with internal 
brush action—eliminating all possibility of 


ONLY $85 . 


messy operation. Equally important is its auto- 


matic roller action that contacts the cylinder only when 

, a aie (Counter $10. extra) 
a sheet of paper is in printing position. 

[The RUDCO handles paper or card stock—post card COMPARE THESE FEATURES 
to legal size—and registration is always hair line accurate. 1. Fully Automatic 

The RUDCO is built for hard use—and abuse. Com- 2. Automatic Inking 
pare it feature for feature. with the most expensive 3. Completely Enclosed Cylinder 
stencil machines in the field. You'll quickly realize that 4. Improved Internal Brush Action 

. , , ; 5. Automatic Roller Action 

here is today’s greatest buy in duplicators, regardless of 6. Automatic Feed 


Ball Bearing Construction 


make—regardless of model! i. 
8. Hairline Registration 
Stationers and Office Machine Dealers! 9. All Steel Frame 
Write at Once for Complete Information. 10. Easy to Use 
ll. Built for Years of Trouble-Free Service 





466 W. Superior St. a (? 18 W. 18th Street 
Chicago, Illinois Antecepy, * New York 14. N. Y 
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Ring Books in many 
grades and bindings 


eS 


FOR 
CATALOG 


Post Binders in oa 
wide range of styles 


The C.E. SHEPPARD CO. 


Long Island City 1, N. Y. 





44-07 Twenty-First Street ° 


CESCO Dealers enjoy the advan- 
tage of being able to offer a com- 
and modernized line of 
Record Keeping Equipment. If 
our catalog is not on file, send 
for a copy. 













The New 


BOSION 
PENCIL 
SHARPENERS 


The Beautiful Streamlined Boston Self-Feeder No. 4 
is shown below. It feeds itself automatically— it feeds 





your cash register! Send for our new catalog today. 





C. HOWARD HUNT 
PEN CO. 
CAMDEN 1, N. J. 
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LOOSE 
LEAF 
EQUIPMENT 


Catalog Covers Sample Books 
Ring, Post & Prong Binders 
Accounting Systems 
Visible Records 
Business Forms 
Special Printing 


by letterpress 
and Offset 









The newest 
catalog binder 
with Automatic Expansion 








OUR 50th YEAR 
OF SERVICE TO 
MODERN BUSINESS 





NEW Lightning, 


hee MACHINE 
wit 

OE C 
et 





/ New features! Precision built! N 


.4/ YET IT STILL RETAILS FOR 12” 
YOU CAN GROSS BIG! 


Nationally advertised in Saturday Evening Post, Collier's 
and others . . . it's America's fastest selling Adding 
Machine! Speedy, accurate, versatile, and as easy to use 
as DIALING YOUR TELEPHONE. 

IMMEDIATE DELIVERY— DISCOUNT IN DOZEN LOTS 


LIGHTNING ADDING MACHINE CO., INC. 
543 So. Spring St., Los Angeles 13, Calif. 
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OFF 





Wernicke Company), ana | are off on a real “post- 
man’s” holiday, just roaming, with the ultimate goal 
being Yellowstone National Park and possibly Can- 
ada. After this Texas summer we don’t mind the re- 
ports of 26-degree temperatures with snow and sleet 
in Yellowstone 


* * 


rhe Star Printery, Inc., of Muskogee, Okla., has just 
npleted an attractive new front on the store, this PRODUCTS FOR THE OFFICE 


roviding better w display space 
. * 
Howard Sale pany of Midland, , has moved 
] | eogett PR 


= 





Covering Oklahoma and part of Arkansas for The @ Like substantial old friends, ¢ 
Carter’s Ink C ny is J. B. MePheeters, who is Lawson products for office and insti- 
working under Geo. A. Tessas. tution have character, Lawson is a name 

os > 

Congratulatio1 George Constantine (Palace to remember. 
Office Supply ¢ ny, Tulsa) and the Mrs. on the 
arrival July 1 of Rebert Gary, Weighing in at 7 pounds 

D forget 1 hat reservation in to the Stevens 
Hotel for the NSA nvention Oct. 2-6 

+ + 

Russell Stati Company, Amarillo, in August 

elebrated comp] n of its fortieth year in operation 
by etting start n a complete remodeling job. 
Isla base flo fixtures in light wood and new 
asphalt tile floo1 vering are planned. in the new 
setup the north half of the main floor will be given 
over to an offi furniture display department. The 
firm was founds in 1909 by Clyde Cockrell and Hor- * An ornamental and 
ace Russell as the Panhandle Printing Company. In highly serviceable sandurn, 
1915 the name v hanged to Russell & Cockrell and trimmed with stainless steel 
since 1931 has been Russell Stationery Company. Offi- or polished copper for 
cers of the company are: Mrs. Chas. P. Woodburn, beauty and permanence. 


president; David B. Brown, vice-president and gen- No. 6000, 


eral manager; Mrs. Dorothy R. Sorensen, vice-presi- 
dent; L. A. “Dutch” Vahue, vice-president, and Charles 


R. Woodburn, secretary-treasurer. 
~ . 
The firm name of J. A. Collins Typewriter Company 
in Brownwood, Tex., has been changed to Office Equip- 


ment Company. Mrs. J. S. Turner, wife of J. S. Turner, 
deceased, is sole owner of the business 
Ew 





NIEMANN SELLS LARGE L.S.U. ORDER © ee 

Niemann, In 330 East Ohio St., Chicago, IIl., re- ae pedumpen ew 8 py mor 

cently announced that Louisiana State University of white or green enamel, Vermin 

Baton Rouge, La has purchased 102 pieces of Nie- and odor proof. Stainless steel 
mann upholstered furniture. The entire shipment will band at bottom, curled under, * Wisely designed and 
be completed in September. There are 22 of the No. No. 1001. made of panelled steel, 
208 sofas and 80 of the No. 208 lounge chairs in the Lawson waste-baskets toke 
orde! hard usage; reduce fire 
 —~—- « hazard. Olive green, weal- 


nut, metallic gray. No. 34. 





Nemo Waste-basket 
Waste-basket No. 2900 
Utility Receptacle No. 2 


No. 110 


THE F. H. LAWSON CO. 
850 Evans Street 
Cincinnati 4, Ohio 





_——> 


SAFEGUARD WINDOW IN MONTERREY, MEXICO.—An im- 
pressive display of Safeguard checkwriters at the firm of 
Elizondo, S/A. active Safeguard distributor in Monterrey. 


33 YEARS 
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SO MUCH 
FOR 


SO LITTLE! 


ONLY 9 


BUYS THE NEW 
ECONOMY MODEL 


HART mimeocearn 





Plus Tax 








MODEL HM 49 


For those customers who want good 
mimeograph work without a heavy in- 
vestment (and there are plenty of 
those!), Hart has streamlined a brand 
NEW model that's full of fine features. 


Write for Information and NEW Catalog. 





Visit Our Showroom 
Room 536A, Stevens Hotel 
N. S. A. Convention, Oct. 2-6 































NEWS NOTES FROM NSA DISTRICT NO. 5 


H. M. Donisthorpe, Correspondent 

The Stationers Club of Cleveland, Ohio, held a pic- 
nic on July 28 at the Sunny Brook Gardens with 47 
stationers and travelers present. The stationers won 
the first ball game, 19 to 4, but some of the tactics 
were not official. They put “Yogi” Ed Katzel in to 
hit the longest home run on record. The second game 





| was called in favor of the travelers, 6 to 1, reason, 


the stationers had consumed too much chicken. 
* * * 

The Stationers Club of Michigan had the annual 
outing on July 19 at the Tam-O-Shanter Country 
Club north of Detroit. I have had no official report 
on this party but I would say they had a very good 
time. There were many prizes given and I under- 
stand one of the boys from the Miles Fox Company 
won the golf set. 


* * * 


Mr. and Mrs. John Kautz, Indianapolis, Ind., spent 
a week the last of May, at White Sulphur Springs, 
W. Va., and said that it was a good pre-view of the 
convention setting for our regional next spring. They 
really enjoyed themselves. 

~ *” ~ 

Bob Beekman had four of his friends, Mr. Olson of 
Olson’s, Inc., Mt. Vernon, Ohio; Frank Burst, Sentinal 
Printing Company,. Indianapolis, Ind.; Russell Rapp 
of Medina, Ohio, and Mike Beekman, Bob’s son, as 
guests at his cottage in Northern Canada for a ten- 
day fishing trip. That is really in the rough country 


| and they really had a lot of fun. 


* * * 


Mr. Hiller of the Hiller Office Supply Company, In- 
dianapolis, Ind., was hit by a Monon train about three 
weeks ago. His car stalled on the tracks. He was not 
seriously hurt, fortunately. It isn’t every day that a 
Stationer stops a train 


————2 
UNDERWOOD NAMES BRANCH OFFICE MANAGER 
C. T. Bree has been appointed manager at the New 
Haven, Conn., branch office of Underwood Corporation, 
according to an announcement by W. F. Arnold, vice- 
president and general sales manager. 
Mr. Bree, who first joined Underwood in 1941, was a 
typewriter and adding machine salesman prior to his 

















Fe e h 


C. T. BREE 


present assignment. His headquarters are at 286 York 
St., New Haven, where he will direct the sales and 
service activities of the typewriter, adding machine, 
accounting machine and supply divisions in the New 
Haven area. 





—_- — —- 
TENGG RECOVERS FROM ILLNESS 

Tom Tengg, veteran San Antonio stationer, has re- 

turned to his desk after a three-week hospital con- 

finement. Mr. Tengg is manager of the printing divi- 

sion of the Nic Tengg Stationery Company, owned in 

conjunction with his three brothers, all of whom are 
over 75 years.—JHR 
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1949 NEW YORK 


NATIONAL BUSINESS SHOW 
{MERICA’S EFFICIENCY EXPOSITION SINCE 1904 
Grand Central Palace - - October 24-29, 1949 


INVESTIGATE _ the offerings of the exhibitors at this important event. 


COMPARE ~ what is now being used by your office workers and what 
is available for their comfort and convenience in oper- 


ating your business more efficiently and economically. 


ACT to provide your organization with “the last word” in 


administrative methods, machines and equipment. 


Exhibitors at this Show welcome the opportunity to demonstrate and prove their ability to serve 
you satisfactorily 
NATIONAL BUSINESS SHOW COMPANY 30 VESEY ST... NEW YORK 7, N. Y. 


Frank E. Tupper, President 
























CUSTOMER 
SATISFACTION 


A better seeing lamp to 
take the strain off the eyes. 
Beautifully Designed 
Moderately Priced 












DEALER 
SATISFACTION 


Year ’round-profit 
Fairtraded— 
Selectively marketed. 
















SL 600 Series 
Floor Model 


Ornamental Beauty of Early * 
American Design. Arm can 
be raised or lowered the full 
length of the column. Fin- \ 
ished beautiful Antique 
Brass with Tole red head, 
Tole green head or Satin 
Brass with Ivory head & arm. 


SIGHT- LIGHT for “PLUS BUSINESS” 


gns and new lower prices enlarge your market 
on t prestige product. The finest lamp for “BETTER 






















z . | NG" now available in a wide variety of styles and SL 500 Series 
a Table Model 
Student lels — Desk models — Table models make Smartly Restyfed is Besty 
° . merican or 
lasting gifts. SIGHT-LIGHT, the important line to feature In “Office ond’ Home. Fin- 
for your holiday and every day business. ished in overall Antique Brass, 


polished or Satin Brass with 
DISPLAY -+ DEMONSTRATION = SALES choice of Tole red, green oF 


ivory head. 


Write us for additional information on the Sight-Light line 


SIGHT-LIGHT SALES DIVISION 








BAINBRIDGE K\| MPTON & HA 
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NOW — GREEN AS WELL AS BLACK 
WRITING BOARDS 


A smooth writing and easy cleaning surface now available in GREEN 
















and BLACK. 
Number Size Price 
821 15” x 21” $1.50 Ea. 
822 18” x 24” 1.75 Ea. 
823 24” x 36” 3.00 Ea. 
824 36” x 48” 5.00 Ea. 









Each size packed 6 to carton 
Each blackboard has a sturdy twelve inch grooved trough for chalk 
and eraser. There are two holes at the top which are reinforced with 
metal eyelets for hanging on the wall. 


PITTSBURGH CUT WIRE CO. 
1112-20 Galveston Ave., Pittsburgh 12, Pa. 


WooDALLt [NDUSTRIES [NC. 
2035 So. Calumet Ave. - * Chicago 16, Il. 


























your CLEARTYPE MAP 


DEPARTMENT IS READY TO MOVE 










































































: ; | descr 
We have broken all precedent with the | he fo 
manufacture and production of a dealer file } a be 
° 0O 
and display unit to handle a complete line of Mr 
EARTYPE MAPS. ; ; Amer 
" Ask for details about how we — Eckel 
j ise and bring PRO founc 
rt og ges ee ° Indie: 
™ to Y > takin: 
oa STAMP PAD “ 10 ‘ Mae ee Reply Dept. A-1 sever: 
en, Ve 
gg se INK benxe AMERICAN MAP COMPANY, INC. bw 
he x 16 East 42 St. N.Y. 17, N.Y. turers 
OFFI 
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JUDD’S NEW STORE SUFFERS FIRE LOSS 

Judd’s Stationery Store of Longview, Wash., suffered 
a costly fire recently, soon after moving into a new, 
big home more or less to celebrate the twenty-fifth 
year in business in Longview. The store was one of 
the most modern the Pacific Northwest 

On Monday, July 18, the fire broke out upstairs in 
shop next door. The intensity of the heat 
60 sprinkler which showered the mer- 


a dress 


broke heads 


JUDD’S CARRY ON 


disastrous fire at 


AT LONGVIEW. WASH.—fFollowing a 
their new. modern store in Longview. 
Wash., on July 18. Judd’s is again conducting business on 
a reduced scale in a near-by building. Above: repairs are 


already under way at old location. Below: the firm's valu- 
able records came through the blaze virtually undamaged. 
handise w 468,000 gallons of water. In addition, 
ight SES W rned on at full force 


The fr nt of the store was solid plate glass and when 


h all this water built up in- 
side, it blew the glas ut into the middle of the 

There was abou 30 per cent loss and fortunately 
Wendell Judd, th prietor, carried insurance with 
100 per cent coverage. Mr. Judd says he hopes to have 
the store in full swing again by September 1—WGT 

= + 
E ARL DENTON rELLS OF EXPORT TRADE 

At midsumme! ae of the American Office 
Supply , Experts s As nn of Chicago, Earl Denton 
lescribed trad ions in the Caribbean area as 
he found them on hi t six-weeks’ trip. The meet- 
ing was held at the Chicago Real Estate Board Dining 
Room, 105 W. Madis St.. on July 13 

Mr. Denton, wh ‘esents Technygraph Company, 
Amer Photo Equipment Company, Pickett & 
Eckel. I 2 sé thers in the export market, 
foun it n Central American and West 

lies ntries yeing the price adjustments 
akine place in the U. S. carefully. He stated that 
several intrie luding Cuba, Puerto Rico, and 
Venezuela, are i : sound financial position and 
sh ifford go irkets for American manufac- 

d of declining export trade 
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“ONE HUNDRED PERCENT DEALER PROTECTION 


SIGNALS 
MAKE FACTS INSTANTLY AVAILABLE 


Attached fo file cards or ledger sheets, these signals segre- 
gate important groups of facts for instant reference—saving 
hours of valuable time in busy offices. Made of spring steel 
in 12 non-chipping colors. Types for all filing sysetms. Will 
remain clean and bright under all conditions of dampness. 
Easy to attach, relocate, remove—yet they always stay put. 


; C j , 
a2, a, 32: 


ome 
They Help Your Salesmen Sell SYSTEMS! 


It's an easy step from a sale of these Signals to a sale of 
Systems: the two are close “relations”! And no sale of 
Systems is complete without Cook's File Signals. 





FREE TO DEALERS 
this card of actual Signals, one for each of your salesmen 


it the best 


You'll find they ever carried! 


‘““BURRO” 
Paper Clips 


Made of thin spring steel 
for attaching papers to 
gether, enclosres to let 
ters, etc. Special patent 
ed “tongue” prevents 
sideslio. Eaw to attach 
or remove The smart 
clio for the modera 
office! 


he 


“Burro” INDEX TABS 


“sales starter” 





'z 


BULL, y DOG 


Lata oe cs 





"Bull Dog” LETTER CLIPS 


THE H.C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 
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Only 2” high, 5 lbs. in weight, easily handled 
(you can take scale to package, avoid moving 
heavy parcels). And its patented factory-sealed 
mechanism is guaranteed accurate for life (with- 
in % of 1%) under a Service Warranty. 





(PARCEL POST | 





t 
% 
900 


4 1 














Seda 


Finished in office gray—list, $12.50. Thousands of 
firms need a Borg today to replace obsolete scales. 
Order on approval, if desired. The Borg-Erickson 





This Modern Office Seale 
Saves Time and Postage 


You “read”’ the Borg at a glance, and are sure of 
the weight. No need to over-stamp for safety. And 
it streamlines volume weighing. Its 8x10" platform 
is all weighing surface. Handy lever locks dial at 
exact package weight, when desired. 


Sim plified 
Weighing 
Dial shows weight and 
postage simultaneously, 
zones and mileage. 2 oz. 
fractions to 50 Ibs. 
(Shown here about 4% 


actual size). 


Corp., 469 E. Ohio St., Chicago 11, 








PARCEL POST 


ree ? 





“we 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





E. J. Mitchell, Correspondent 

Edward A. Holscher of the office furniture firm by 
that name in St. Louis, Mo., and Mrs. Holscher, spent 
several July weeks in the mountains of Colorado stop- 
ping at Denver, Pueblo, Golden, Boulder and Estes 
Park, where they enjoyed a well-earned rest. 

+ - * 

The Waite Jones Company, St. Louis stationers, re- 
cently moved the office and warehouse from the Secur- 
ity Building, to a newly-remodeled first floor store- 
room and warehouse at 817 N. 12th St. “Dick” Waite, 


| president of the firm, was a week-end visitor at Sugar 


Tree Club in the Missouri Ozarks, early in July, where 
he gave his cronies a few good, if not expensive, bridge 


lessons. 
oa a a 


Our hearty congratulations to the Ray Klines of 


| Security Stationery Company, Kansas City, Mo., on 


their steady growth since taking over that firm a few 
years ago. Mr. and Mrs. Kline recently opened a first 
floor store across the street from the Kansas City 
Union Station to serve that outlying section, which 
is in addition to their store and warehouse at 310 E. 
10th St. 


* * * 


J. L. Wren, Jr., of the House of Wren, Oklahoma 


| City, Okla., who is the governor-elect of District No. 8, 


is doing a lot of quiet planning of BIG things for the 
1950 convention to be held May 12-13 in Kansas City 
at the Continental Hotel. You may lay your bets that 
J. L. will make your trip to this convention worth 
double whatever it may cost, so make your room reser- 
vations early. 

ne w . 

Mr. and Mrs. Walter Ruedy of S. G. Adams Company, 
St. Louis, hied themselves off to Eldorado, Kans., in 
August for a visit with their daughter and grand- 
daughter for a two-week vacation. 

* - * 


George K. Desmond of the Victor Safe & Equipment 


| Company, Independence, Mo., recently scored a tri- 


umph with rod and reel on the north shore of Lake 
Superior. It was the final day of an annual lake trout 
derby in which 99 fishermen already had “worked” the 
lake water. Rigging up trolling tackle, the Independ- 
ence angler reported in with a 174%-pound fish, scor- 
ing a first place for the late arrival from Missouri. 

* - * 

Good news about our old friends is always most wel- 
come and here is word that Ernest Hazel, Sr., for many 
years the active head of Lockwood-Hazel Company, 
Atchison, Kans., but now in retirement at his ranch 
home near Alamo, Tex., spent two weeks visiting at 
the home of his son, Ernie, Jr., in St. Louis. Mr. and 
Mrs. Hazel drove from their Texas home to St. Louis, 
enjoying the comforts of their new automobile. Mr. 
Hazel’s health is reported as excellent and his physical 
appearance bears this out. Our best wishes to him. 

> * ~ . 

A hearty welcome to Harry B. Walker, new district 
representative for Art Metal Construction Company, 
in Missouri, Kansas and Oklahoma. Mr. Walker suc- 
ceeds our old pal, George Wall who will devote his 
efforts to Nebraska, Iowa, Minnesota and the Dakotas, 
making his headquarters at his new office, 1527 Sharp 
Bidg., Lincoln 8, Nebr. Mr. Walker will headquarter 


' at his firm’s office in the Scarritt Bldg., Kansas City, 


Mo. While the Midwest Travelers Club is most happy 

to add Mr. Walker to its membership it is doubly happy 

that it can retain George Wall as a Nebraska member. 
* * * 

The Midwest Travelers Club is always most unhappy 
to lose a fine member, but always happy to see one 
of us move closer to the top in our industry and so 
we must say good luck and best wishes to Roy Wood, 
our newly elected vice-president, who leaves this terri- 
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WE PROUDLY ANNOUNCE THE NEW 


HPID DIY 


The Duplicating Ink That DUPLICATING INK 
Gives Perfect Results 
FROM THE ORIGINATORS 


1. NO SLIP SHEETING. MINIMUM PENE- 


co ees OF HOMOGENIZED DUPLICATING 
NO HARDENING OF THE PAD. INKS COMES AN ENTIRELY 

DOES NOT DESTROY STENCILS. NEW INK—NINE YEARS IN THE 
FOR GPEN OR CLOSED CreenyeEs. MAKI NG Available in POUND or HALF-POUND Cans 


IN ANY CLIMATE. 
BLACK, SHARP COPY. 
STENCILS AND HANDS EASILY 


CLEANSED WITH WARM WATER. Manufactured by 


We Guarantee 
the special features of CANODE Rapid Dry 
Ink as listed above—. 


523 N. HALSTED STREET CHICAGO ‘i ILLINOIS 


Canode Rapid Dry is the latest addition to their regular line of 
Homogenized Inks. 


on ou & WwW WN 











SYSTEMATIC — CONVENIENT — COMPACT 


“HOLDSALL" 


Small Parts Cabinet 
THE IDEAL CHEST OF DRAWERS OF A THOUSAND USES 


ALL STEEL WITH OVEN BAKED GREEN 
CRINKLE ENAMEL FINISH 


Ten drawers of varying height and capacity pro- 
vide storage for parts of any size from the smallest 
up to 944” x 144,” x 34”. Three drawers have 
fixed compartments and seven have adjustable 
dividers. 


Many Large Manufacturers and Dealers Use These Cab- 
inets as Standard Equipment for the Storage of Parts. 


Send for Descriptive Bulletin and Price List—Today. 


SHipmMAN-Warpb Mec. Co. 


P EQUIPMENT AND SUPPLIE 











WORLD ray 3 DISTRIBUTORS OF TYPEWRITERS PARTS PLATENS i celel a: 


PH. DElaware 7-1090 325 N. WELLS STREET, CHICAGO 10, ILLINOIS CABLE—SHIPWARI 
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a choice of 


COMPLETELY AUTOMATIC 











NUMBERING 


200032 
MACHINES 






























The instant automatic action of the Rapidprint 
machines enables a heavy volume of work to be 
efficiently handled. Most offices will be amazed at 
the increased efficiency that these machines offer. 
They enable office workers to be “white collar” 
workers instead of laborers, and enable less time 


to be spent on routine jobs. 


Write for further details on this new 
Rapidprint Line 
Ce 


ROBERTS NUMBERING MACHINE CO. 
BROOKLYN 8, N. Y. 


oo TTT 
Ont, ROBERTS ./- 








700 JAMAICA AVE. 
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tory to become assistant general sales manager of 
Esterbrook Pen Company, and to make his home in 
Camden, N. J., his firm’s headquarters. Roy has been 
a valuable asset to the Midwest club and his untiring 
efforts in its behalf will be long remembered. Dick 
Gingland, Esterbrook’s district manager in Chicago, 
should be very proud of Roy’s progress as he, as we 
recall it, is a protege of Dick’s. 
* * + 
Paul S. Baird of Geo. E. Baird & Son, Kansas City, 
Mo., with his frau, Peggy, enjoyed a fine vacation 
at the home of Art Pfister in the Aspen, Colo., resort 
area, where he enjoyed mountain trout fishing, hunt- 


| ing and everything grand that Aspen and Art have 


to offer. Lucky people! 
. oa + 

Consolidated Printing & Stationery Company, Salina, 

Kans., recently held a fine sales meeting under the 


| direction of Cliff Wertz, sales manager. Addressing 


the meeting were Art Pfister of Smead Manufacturing 
Company, and Joe Davis of General Fireproofing Com- 
pany, both of whom left the cool Colorado mountains 
for this opportunity. 

s + ” 

Karl E. Castle, a former Midwester, representing 
Invincible Metal Furniture Company and Smead 
Manufacturing Company throughout an eastern ter- 
ritory, and his charming wife, Helen, did some fancy 
fishing in July at Eagle Bay Lodge, Park Rapids, Minn. 
Joining the Castles for a week’s relaxation were M. W. 
Knoblauch, vice-president of Farnham’s, Minneapolis, 
and Frank Cooper, president, Code Manufacturing 
Company. Messrs. Knoblauch and Castle each first 
saw the light of day on July 4 but who arrived first 
has long been a matter of argument between them. 

* x 

Marion Follin, the wood furniture magnate of Chi- 
cago, recently brought his home town heat wave to 
St. Louis, where he spent a few days visiting the air- 
conditioned stores, while George Litchfield, his worthy 
competitor, from Jasper, Ind., tried to find similar 
places in Kansas City. 

a on - 

Listening to the discouraging broadcast of the All 
Star game some weeks ago, over the radio of Binks 
Weingaertner of Egyptian Stationery Company, in 
Belleville, Ill., were Tom Gillice of Rockwell-Barnes 
Company, and your correspondent. Just as in many 
elections, all of us found ourselves on the losing side 

* 


The Springfield Stationery Company, Springfield, 
Ill., owned and operated by Mr. and Mrs. Jesse Peck 
(with the aid and counsel of Mr. and Mrs. Roscoe 
Benge of Codo) were forced to vacate the store at 211 
East Adams St., and have moved to larger and more 
modern quarters on the first floor of 302 East Adams 
St., where supplies and equipment can be better dis- 
played and improved service rendered many good 
customers. 

Our friend Walter Guy, president of Arkansas Print- 
ing & Lithographing Company, Little Rock, made the 
trek to Chicago in July to see Harold Lloyd become 
Imperial Potentate of the Shrine and to accept his 
own promotion to a higher office in that organization 
which will lead him to that coveted chair in a few 
years. You just can’t keep our stationery boys sta- 
tionary; they are up and after all that is good. Con- 
gratulations, Walter 

4 x % 

The outside sales force of Schooley Printing and 
Stationery Company, Kansas City, with sales manager 
W. E. “Tuck” Tucker, held an all-day picnic recently 
at the Lake Lottawana home of the Roy Morelands. 
An excellent barbecued lunch and dinner with vari- 
eties of refreshments helped satisfy the gigantic ap- 
petites created by swimming, fishing and poker. It 
was a grand party of swell fellows. The only ones in 
attendance outside the Schooley organization were 
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Its EASY to SELL 
NEWMAN 


Brass, Bronze, Aluminum 
and Stainless Steel 
SIGNS 
coaeaill MEMORIAL PLAQUES 
LETTERS «+ RAILS 
ENTRANCES -WICKETS 






























































rc om seaeeaoeeaeq 
: ' 
. 1 oo : 
' 

t Take the easy way... ° 
; the sure way... the ; 
profitable way to sell 8 
s these products famous 4 
; for finer quality since ; 
+ 1882. : 
, WRITE for complete : 
: TODAY olga selling ‘ 
: ‘ 
SGesaseesesesusseuessend 


NEWMAN BROTHERS, Inc. 


664 West Fourth St . Cincinnati 3, Ohio 




















CLAR-O-TYPEf — 



















MAR MPING TIDY ( 


Clean up your correspond- 
ence with CLAR-O-TYPE! It f 
sharpens dull, ink-clogged -~< 

type, gives impressions that 
are clear, crisp and readable. 
Quick — thorough — non- 
inflammable. The sturdy 
dauber eliminates brush- 
ing and spattering. 
CLAR-O-TYPE evaporates 
slower, giving more clean- 
ings per bottle, so lasts Jonger 
and is more economical. 








THE CLAROTYPE CO., INC 
261 Broodway, New York 7 








GOOD 
TRAVELING 
SALESMAN 









WON’T CURL, 
SMUDGE, OR WRINKLE 


Dealers who put this salesman on the road get 
results. Slip a sampie of Nev-R-Kurl in your 
next mailing. Ask customers to try it out and 
give their opinions. Typists like it because it’s easier 
to use, produces cleaner, faster work. Bosses like it 
because of its economy. Turns out up to 50 per cent 
more clean, sharp copies per sheet. Get Nev-R-Kurl 
into your customers’ hands. See how it sells itself 


PROCESS CO., INC. 


97 MILL ST. POCMESTIR A 
* PROTYPE 
TYPEWRITER CLEAR - PRINT 
RIBBON WOOD STAMP ones | 





















“HARTCO 2800 line steel 
Transfer Cases, 26 deep, are 
made with unusual smoothness. All 
reinforcing members of the case are con- 
cealed by a smooth exterior. The finish is of 
olive green or gray baked-on enamel. Each 
case is a unit in itself, but can be stacked 
with others quickly and securety without 
the use of tools or bolts. They will stack to 
any convenient height -lower drawers 
will not bind. Made in regular Letter, 
Legal, and Ledger sizes. 





3A TaP BLDG FORT WORTH, TEXAS 
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DEALERS 
SELL THE FINEST IN 


Audognaphic 


AND CONTINUOUS FORMS 


DETAILS AT BOOTH 143 
N.S. A. SHOW 


Hotel Stevens Chicago 
October 2 thru 6 


or write 


MIAMI SYSTEMS CORPORATION 


Robertson at 34th Ave. Cincinnati 9, Ohio 
Dealing Exclusively Thru Dealers Everywhere 








GREATEST 0 
SALES C* 


SING TOOL 


EVER OFFERED! 


Checkwriter 
Volume and Profits 
Upped by Dealers 
Who Use It 


wk 
sPEEDRITE 
ALBUM of 
EviDe wcE 


Brand new! Startling! As a 
dealers’ sales aid “The Speedrite Al- 
bum of Evidence” hits prospects 
right between the eyes. Drives home 
vital need of Checkwriter in every 
business. Proves forcefully dangers 
of unprotected checks. As one 
dealer said: “There's a sales training 
course in every album.” It works! 
Let us tell you how you can make 


sales — and long profits — with it. 


ADDRESS: 40 MT. HOPE AVENUE 
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... the stationery stores’ fastest seller* 


AND NOW BACKED BY THE BIGGEST, 
MOST AGGRESSIVE ADVERTISING CAMPAIGN 


IN ESTERBROOK’S 91-YEAR 


j 


HISTORY !!!! 
URVEY BY WAT Al ANALYSTS, 16 


s ~ 







Dh 


/ yi 
| Ye RIGHT 


Y ‘ POINT FOR 
THE WAY 


Yj YOU WRITE 
s a, | 


Ox) 
5. / 


/ 









if i wr 








To select or replace... 
Here's all you do 


The Esterbrook Pen Company, Camden, N. J. 
In Canada: The Brown Brothers, Ltd., Toronto 





LOOSE-LEAF COVERS 











Ideal for reports, briefs, 
manuals, ete., because 
they’re made of wear- 
resistant, heavy-weight 


leatherette. Letter size 
84x11". Fe: » practi 
6x -. Feature practi- 
cal built-in prong fasten- 


ers. 


Come in red, 
orange, brown, 
tan, green, deep 
green, blue, mid- 
night blue, grey 
and black. 
Packed 40 of 
each color to a 
box. 


No. 525 Covers $9.90 per 100 
$91.50 per 1000 


READY FOR IMMEDIATE DELIVERY 
See our exhibit Oct. 2-6 at the 


National Stationers Ass'n Convention 
Stevens Hotel, Chicago, Booths 30 and 31. 


Amberg File & Index Co. 


Filing Specialists Since 1868 








1608 Duane Bivd. * Kankakee, III. 
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E. J. and B. K. Mitchell, except Roy’s boss, Letha More- 
land. 


George K. Desmond, the “Victor” of the Midwest, 
graced the mourners’ benches in the St. Louis buyers’ 
offices in July. Apparently the summer heat gives 
him added strength for traveling. Walter Blank Book 


Kane, of National, looked “up & at ’em” when seen 
making the rounds of the Kansas City dealers recent- 
ly, as did Herb Johnson and Joe Rock, the Wilson 
Jones twins. As none showed signs of combat, friend- 
ly competition mu ve prevailed. 

It is with regret that the Midwest must give up 
Hollis (Big Steve) Stevens to the Southeast, where he 
has gone to cover Florida, Georgia, the Carolinas and 
surrounding territory 1 Smead Manufacturing Com- 
pany, after several years hereabouts for Associated 
Stationers Supply ‘ any 

The Midwest Travelers—Eighth Region Dealers Golf 
Party has been set for Friday, September 16, and will 


be held at the Lakewood Golf and Country Club, North 
Kansas City, Mo., with “Heine” Sengbush, of that well 
known firm of the same name, chairman, and assisted 
by Messrs. Bill Cromwell of Eaton Paper Co., Dave 
Neuhaus, manufacturers’ representative, Roy Wood of 
Esterbrook Pens, Al Turner of Wilson Jones Co., and 
Secretary Dan MacDougall of Stationers Loose Leaf 


Co. The committee selected a new place for this year’s 
party and rumor has it that it is a really grand 18 
hole, 72 par course and a beautiful club house for the 
nineteenth hole and dining. Everybody make your 
plans NOW to be among the fortunate ones to be on 
hand, as this annual! affair is always a most enjoyable 


one. A special feature will be a match between Gov- 
ernor Earl Scott of Wichita and Governor-elect J. L. 
Wren, Jr., of Okla! City. Claude Meyers, Jr., of 
Meyers Office Furnit Co., Kansas City, will chal- 
lenge any St. Louis dealer or traveler, so there may be 





a couple of pretty | if matches to follow 

The Democrat Printing & Lithograph Company, 
Little Rock, Ark., ha hanged the name of their house 
organ to the “Piones and in the July issue they give 
a lengthy and interesting reason for the change from 
Democrat which seemed a bit confusing in some 
circies 


Among St. Louis visitors in July and early August 
were: Bill (Acco Products) Boyd, who hiked in from 
Chicago one of those hot days to prove that he still 
has the old spring in his heels. Stratton Terstegge of 
Binney & Smith, the Crayola ambassador, who spent a 
few days with local customers. George Tapner of In- 
dustrial Tape Company, having moved his headquart- 


ers from Chicago t Louis, is seen around the local 
stationers more often, however still spends a lot of 
time making the rou of some nine states compris- 
ing his territory. Chester Parrott of S. G. Adams Co., 
took his family fo! ng vacation tour in their new 
automobile during eal August 


The W. B. (Bill) Boharts of the Eberhard Faber 
clan received considerable publicity in the magazine 
section of a local Sunday newspaper recentiy (pictures 
and all) about their knowledge and ability at the 
new card game of Canasta. The Boharts have long 
been recognized as excellent bridge players, so Canasta 


should come easy f nem 


The Harley Wantz family took a vacation from 
Mr. Wantz’s duties buyer for Skinner & Kennedy 
Stationery Company, St. Louis, and visited old friends 
in Toledo, Ohio, where they lived before moving to 
St. Louis many yea 

The St. Louis tra two of their fine members 
in July, an occurrencs hich seems to happen much 
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OUR NEW 
CATALOG 


Bigger ... Better... 
New lines added .. . 
Showing the most com- 
ete line of MARK. 
NG DEVICES and 
SUPPLIES we have 
ever offered. 


Write for Copy 
on your 


letterhead 








MARKING DEVICES 


DOMESTIC & EXPORT TRADE 











Line Daters and Numberers, Die Plate 

Daters, Self-Inking Stamps, Time Stamps, 

Stamp Pads and Inks, Notary Seals, Stamp 

Racks, Rubber Type Sets, Sign Markers, 

Brass and Fibre Checks, Corrugated Box 
Dies. Badges. ete. 


ConsouivaTeD STAMP Me. Go., Ine. 


MAIN OFFICE AND EXPORT DEPT. 


144 WARREN STREET, NEW YORK 7, N. Y. 
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FOR YEARS THE BEST SELLER 





A § Soot Simplified Book- 
yn Le Tax Rec 
m4 ord All in On 914 x 
fecodiont flover. con- 
aa ample supply of tri- 
colo pen ruled, self-explan- 
atory forms. 


SALES 








A SYSTEM FOR S 
ee WITH THE NEW 
Manufacturers 


Beauty & Barber Shops 
Cafes & Taverns 
Restaurants 


SELLING 
IDEAL DISPLAY 


For the past quarter of a century, 
Ideal Systems, by reason of the 
many exclusive features, have been 
the largest selling line of simplified 
Bookkeeping and Tax Record 
books on the market. Now with 


Drug Stores 
Grocers & Markets 
Cleaners & Dyers 

Business Service 
Farms & Ranches 
Real Estate Brokers 
Doctors 


the added sales stimulant of the 
new, attractive, Birch 
Wood displays, your 


Ideal sales will spaed bo tt 


+ bere 


Professional Service. 
Garages & Service Stations 
Jewelers & Watchmakers 


Apartments & Hotels skyrocket to 


Hardware Dealers new heights! 


And Many Others 








ADDED FEATURES— 


In addition to Ideal's new, handsome, se!f 
selling displays, and special packaging, other 
features have been added to the Ideal line 
such as specimen sheets which are included 
in each book giving practical facsimile re 
productions of proper entries. Another ap- 
preciated feature is the Depreciation Charts 
which give average life and depreciation 
rates of furniture, equipment, buildings, er 


$2.00 - $3.50 - $5.00 - $7.50 
Immediate delivery from 
LOS ANGELES or NEW YORA g 
and wholesale Stationers in many cities ‘ 
IDEAL 


SYSTEM \ 





The IDEAL SYSTEM Company 
DESIGNERS AND MANUFACTURERS 
LOS ANGELES 13, CALIF. 

NEW YORK 6, N. Y. 


346 SO. FLOWER ST. 


136 LIBERTY ST., 


Write Ps catalog and sitepte ated < ular of 
w Free, Seif-Selling Dis splay 


You're invited to visit our 
BOOTH No. L9 
at the N. S. A, Convention and receive your copy of the 


Ideal Traveling Expense Pocket Record 


with our compliments. 
See the tdeal line and new displays 








5ekeT }) 


ff NOW...watTcH YOUR 
IDEAL SYSTEM 
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| too often but from which there can be no relief. Jonn 
| Henry Smith, for many years office furniture manager 


| passing was unexpected 


at Lammert Furniture Company, passed away sudden- 
ly in July. Mr. Smith had shown no apparent signs 
of illness, having spent the day as usual, but after 
dinner complained of being fatigued and laid down 
to rest and relax and fell into that everlasting sleep. 
Jack Gmerek, an employee of Comfort Printing and 
Stationery Company, for 24 years and outside sales- 
man for the past 15 years, died on July 15. Jack 
has been in poor health for a year or more but his 
Surviving are his widow, 
Beatrice and young daughter, Jacquilan. 
oo * 

Roy Moreland of Schooley’s, Kansas City, joined his 
Shrine Temple uniformed body for the two long par- 
ades in Chicago during the Shrine convention. Roy 
is a real brute for punishment, whether it be work 
or play. 

Leonard Wilcox of Roberts Printing and Stationery 
Company, Hutchinson, Kans., spent a couple of July 
weeks teasing the trout in the Colorado mountain 
streams. His arms are not long enough for him to 
tell you what he caught 

Quoted from the New Yorker Magazine: “These pen- 
cils packed by operator 102047125812 American Lead 
Pencil Company. (Slip in box of pencils.) Sounds un- 


derstaffed, like so many concerns these days.” 


a « 


The Wood Office Furniture Institute will hold one 
of its series of sales clinics in St. Louis at the Statler 
Hotel on October 21 under the direction of Howard 
Gatewood. 

Robert S. Crowley of Crowley Reuter Stationery Com- 
pany, Kansas City, and Mrs. Crowley took time out in 
July to visit their daughter, Mrs. Curtis Hunter, at 
Colorado Springs, Colo., before she will leave with her 
husband, Captain Hunter, of the U. S. Army, to make 
her home in Japan. Mrs. Marie Clark of the same 
organization, spent three weeks touring with her par- 
ents throughout the East and along the Canadian 
border. Marie says the only bad part of it all was 
having to return to the old 7 to 6 routine in Kansas 
City 


A gala celebration was arranged for Mr. and Mrs. 


| Harley J. Wantz on July 30, their fifty-second wedding 


| Swyers Company, Springfield, Mo., 


anniversary. The Izzy Vodas entertained at their new 
home with a barbecue party on their lawn and invited 
a number of the local stationers and their wives. As 
a surprise, Mr. and Mrs. Joseph Landes of Schooley’s, 
Kansas City, drove to St. Louis for the occasion and 
spent the weekend at the Voda home. The yard was 
beautifully decorated with electric lanterns and rustic 
furniture. Dinner was served buffet style. It was a 
party which will be long remembered by all present. 
+ a aK 

Some good reasons for taking time off duty: Walter 
Weihe, office furniture manager at S. G. Adams Com- 
pany, spent a week harvesting his crops at his farm 
in southern Illinois. Chester A. Kennedy of William 
J. Kennedy Stationery Company, let his doctor saw 
him apart at a local hospital late in July, but is heal- 
ing nicely and will be back at his desk by mid-August. 
Dave Row, Buxton and Skinner’s office furiture man- 
ager, spent a week visiting his furniture suppliers, 
learning how they are making desks these days. 

a * x 

George Wilkerson, the new vice-president of Elkins- 
spent a few days 
in St. Louis early in August watching the Cardinals 
win ball games and visiting local dealers and old 
friends. George brought his son, Dick, along to ex- 
plain the ball game to him 


+ * * 


The Ed Shelpman’s of Shelpman Office Equipment 
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At Home, Office 


This Small Knife’s oa 


GITS NO. 111 
“ONE HAND” KNIFE 


© Finest steel blade 

¢ Unbreakable plastic handle 
¢ Lustrous colors 

© SAFE! 







GITS No. 111 Knife—sturdy and light 
is 3%” long, ideal for 
pocket or purse. It has a million uses. 
Blade slides open with one hand to 
5 safe-locking positions. Handle comes | 
in Pearl White, Bone Onyx, Green 
Onyx, Red Onyx and Black. Each 
knife individually boxed; 12 knives 
in a colorful counter display box. 


Retail List 69¢ each with full discount | 


in weight 





fe. Plastic 
ndle, crocus 
Retail 


NEW! GITS No 112 Deluxe! . 
gold, bronze or silver 
finished blade, stunning gift box 
List $1.00 each 


“ 
“\ 
er 
. cant. * 
ew 4é 


aw 


4600 W. HURON ST., CHICAGO 44, ILL. 

Manufacturers of the famous Gits Flash- Order from 

lights, Gomes Savings Bonks, Protect- your jobber 
O-Shields, Switch Plotes, Etc. 


CANADIAN DISTRIBUTOR: Myer Bald, Ltd., 69 York St., Toronto 









IT'S A GOOD 
COMBINATION FOR 
DEALER PROFITS 


It's the “U. S. Line” of inked ribbons and car- 
the right com- 


ee / 





ben papers I'm reporting on ... 
bination of quality, price and fast service that 


opens wide avenues of profits for all dealers! 


You believe in profits, so why not write for the 
"U.S." price list and free samples today! 


For Domestic and Export Trade 


General Offices & Plan 


U. S. TYPEWRITER RIBBON MFG. CO. 
621-623 CHERRY STREET 
PHILA. 6, PENNA 
Established 1895 

















Cash in on School Trade 


Send for Our Catalog of Smartly Styled 


ZIPPER 
RING BINDERS 


PORTFOLIOS BRIEF BAGS 
BUSINESS CASES 


A Quality Line, Carefully Fashioned for Business, 


School and Professional Use 





Available in a range of grades from Highest 


Quality to Popular Priced Items for Students as 


well as Salesmen and Executives. 
CHICAGO SADDLERY CO. 
105 SO. JEFFERSON ST. e CHICAGO 6, ILL 
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BACK 
ON THE 


MARKET! 


QUALITY DESK SETS THAT SELL 


Unusual beauty and 
efficiency —equally use- 
ful for office or home. 










DIALIST 
CLOCK 
COMBINATION 
NO. 505 


An extensive 
line of quality 
combination clock 


desk accessories with fine- TIME 
ly finished wood bases in CALENDAR 
walnut and mahogany. NO. 906 


Write for latest catalog and price list. 


WORLD MANUFACTURING CO. 


132 WEST 21 STREET . NEW YORK 11, 
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When you need 
MARKING DEVICES 


FULTON 
has them {or you 


Prompt Shipment of 


Service and Fulton Daters and Numberers 
Deluxe and Special Business Outfits 

Sign Making Kits 

Dri-Kwik Stamp Pads and Ink 

Fulton Stamp Pads and Ink 

All Weather Wood Block Pads and Ink 


- Write for Catalog 


Gulton Specialty 


COMPANY 
Factory and Showroom 
82 Fulton Street Elizabeth 1, N. J. 

















(imme PROTECTIVE 
HOLDERS 


































ate ~~ bg 
aw a aera 
Ae er et 
, PE it i y hi 
‘agua eeunens 
Pit 
tt Pet Pr 
Fae aaa car 


Write for ' 
Circular 649 j 
giving complete 
information 

e 


See these Protective Holders and the com- 
ete AICO line of Stock and Special Indexes, 
ndex Tabbing and Cellulose Specialties. 


ROOM 501 STEVENS HOTEL 
N.S.A. CONVENTION 


PRODUCTS |e 


CHAULOSE SPEC ALTOS 
PROTECTIVE NOLDERS 














F INDEXES AND INDEX TABBING 








IN MAPTACKS 


MOORE METLHEDS 


TRULY, THE MOST COMPLETE LINE AVAILABLE 





All sizes, shapes and colors. 
Plain, numbered, lettered and 


special markings. Over 3,000 

4 different combinations. 
Sturdily made with sharp 
ea steel points. Firmly anchored 

heads. Nationally advertised. 


Map companies sell the Moore 


line—EXCLUSIVELY. 


Use Moore Marking 
Tacks for price 
boards, bin markers, 
counter and window 
displays 


Makers of famous Moore Push-Pins and Pushless Picture Hangers 


MOORE PUSH-PIN CO. Since /900 


PHILADELPHIA 44, PA 


113-25 BERKLEY ST. 











A 
COMPLETE 
LINE 
FOR DEALERS 


SAFES—MONEY CHESTS 
VAULT DOORS 
BANK EQUIPMENT 


WRITE FOR CATALOGUE NO. 16 
EXCLUSIVE FRANCHISES AVAILABLE 


GUARDSMAN SAFE COMPANY 
John Rebertson 


La Porte Indiana 
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Company, Springfield, Mo., spent a July weekend at 
Sugar Tree Club, in the heart of the Missouri Ozarks, 
where the Mitchell family was on hand to greet them 


- > > 
Word comes through that most of the Arkansas folks 
have been enjoying the summer. Mr. and Mrs. Cecil 


Moses of Democrat Printing & Lithographing Com- 
pany, Little Rock, spent a couple of weeks with rela- 
tives in Louisiana. Caleb Watson, of the firm bearing 
his name in Jonesboro, spent his three weeks vacation 
in Florida trying some deep sea fishing, while Mr. and 
Mrs. Shannon Jaggers, Advance Printing & Station- 
ery Company, Advance, were doing the fine eating 
places of the French Quarter in New Orleans. 
> * t 

Even the peddlers have to rest occasionally so Gene 
Glasgow, Al Perry and John Chowning, all Carpenter 
Paper Company, representatives, spent a delightful 
weekend at the Lake Taneycomo home of Carl and 
Chester Schutz of Eagle Pencil Company, where they 
found wonderful fishing and most delicious food. Just 
prior to the above time, the Chowning family met with 
Izzy and Margaret Voda for a day at Lake of the 
Ozarks in Missouri. Another Carpenter Paper man, 
Thane Noel of Oklahoma City, took his charming wife 
for a visit to their daughter in Philadelphia, Pa. The 
Jack Perdues of The Perdue Company, Pine Bluff, 
spent three weeks in Yellow Stone National Park, 
where they left it sleeting and a temperature of 27 
degrees. That weather did not follow them back to 
Arkansas. Jim Shaffner, Jr., of Shaffner Printing and 
Stationery Company, Rogers, now doing a stretch with 
Uncle Sam’s Army, was chosen to represent Camp 
Chaffee, Ark., in the Army golf tournament at San 
Antonio, Tex. Mr. and Mrs. Arthur Morrow of Mor- 
row & Son, Fort Smith, spent a well earned July vaca- 


tion in New Mexico. Two years ago Mrs. Morrow was 
injured enroute to vacationland and had to return 
home and last year was unable to get away, so plans 
to make up for that by a long stay this year. 
* > 

Several Knights of the Road found dealers’ doors 
standing open in Little Rock during the summer period 
and wandered in to see what was going on, among 


them being Senator Bill Pickering, the Mongol of the 
south, Lionel Colomb, the folderupper from Weis 
Manufacturing Company, Carl Allen the clip man from 
Oakville and handsome Bob Strafford, manufacturers’ 
helper with Al Marshall, the ambassador from New 
Orleans 


* * 


Word recently received from Rochester, Minn., tells 
us that the Smead Manufacturing Company twins, 
Harold Hoffman and Al Nordstrom, honored the Mayo 
institution with a visit and that the only ailment 
found was a great fear of work. Both men took on 
new life immediately 

» a + 

Permit us to congratulate another old friend who 
has been climbing the ladder of success in our indus- 
try. R. C. (Fitz) FitzGerald of The Master-Craft Cor- 
poration, who recently was appointed general man- 
ager of that firm, succeeding Mr. McNiff who has been 
given lighter duti« 


. > 7 
It is the best f good wishes which we send to 
Eugene Downs, for many years with Downs-Randolph 


Company, Tulsa, Okla., for his success in his new un- 
dertaking, the Downs School Supply Company, in 
Tulsa. Eugene is a nephew of NSA’s past president, 
Fred Downs and was brought into this business by 
Fred, with whom he has been associated these many 
years. In establishing the new business, Eugene will 


incorporate his old school supply department at 
Downs-Randolph into the new business and the old 
firm will discontinue soliciting the schools. 
- - * 
Word comes from Peterson Lithographing and 
Printing Company, that it hopes to be doing business 
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LETTERS THAT ARE 
NEVER MAILED 








~_TONGHORN 


CARBON PAPERS 


It’s the letters that stay home—the ones that go in the 
files—that make repeat business for wholesale and retail 
houses that carry Longhorn Wax Back Carbon and 
Longhorn Plasti-Carbon. 


Those file copies are clear and sharp . . . legible 
and smudgeless... when they're made with 
Longhorn. They are a permanent record of 
good carbon paper performance—and that’s 
what brings re-orders. 


Longhorn Carbons are premium quality and carry pre- 
mium profits... at a surprisingly reasonable price. A 
special Amco process eliminates curl—makes these fine 
carbons lie flat and roll easily into the typewriter with- 
out slipping. They produce more good copies—and that 


means more good business! 





Longhorn Corbon Papers are evail- 
wri T f able in 3 weights; stondard colors; 

for the letter and lego! sizes; 4 finishes. 
COMPLETE AMCO CATALOG! 


© Typewriter Carbons 2 
* Ribbons Let ad aole 
© Pencil and One-Time Carbons 
© Spirit and Hecto Carbons on large-contract business! Any 
® Duplicator Stencils and Inks size—any color—any weight— 
any finish—any quantity! 


AMERICAN CARBON PAPER 











MANUFACTURING COMPANY 


General Offices and Factory 





303 








We Specialize Tn Your 


UNUSUAL 


: FAIL Te Weeds 
Sanuk Envelopes 


FOR EVERY BANKING 
NEED 








*Mailing and Window Styles 
*Registered Mail Envelopes 
*Coupon and Coin Envelopes 
*Bank Filing Envelopes 








Write for Prices and Samples 





Seed Envelopes 


For Seeds, Samples of 

Grain, Ore and Sand, 

Machine Parts, Jewelry, 
Etc. 














Metal Fold Envelopes 
Inter-Fold Seal Styles 


*Gummed Seal Flaps 








Abst fe 












Currency Gift 
Exuelopes 
ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Designs 
*Genuine Steel Die Engraved 
*Used by Banks—Sold by Sta- 
tionery Stores 


Write for Prices and Samples 









Exnuelopes 











DURABILITY FOR 
PERMANENT FILING 


Fiat and Expanding Styles 
Sizes for Every Filing Need 


Used by Attorneys, Courts, 
Real Estate G Financial Firms 





ustrite 
ALSLELES 






Passe Book Covers 


MADE TO STAND LONG, 
HARD USE 


*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


Report Card Jackets 


FOR sha TU OF SCHOOL 
CARDS 


*An comes "anainaes Me- 
dia for donation to Schools 


Write for Prices and Samples 


ether ra 0] pat 


ENVELOPE COM PANY 




















7 @ 4 
peg ee Ep INE 
em § Se s 


an Velerere” 


CHICAGO SAINT PAUL 
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in the new retail store in Omaha before Labor Day 
Formal announcements of the opening will be forth- 
coming soon 

——— > —_—__ 
HORDER EXECUTIVE QUOTED ON EMPLOYMENT 


A representative of the office supply industry was 
among 3,000 top Chicagoland executives queried on 
the employment trend for the rest of 1949 by Mrs 
Anne V. Zinzer, director of Zinser Personnel Service, 
79 W. Monroe St., Chicago. He is President C. W. 
Harris of Horder’s, Inc., Chicago. 

Mrs. Zinser finds it is the general opinion of the 
3,000 Chicagoland employers that employment will 
remain at its present high level for the balance of 
1949, bul that they must unload unskilled and non- 
productive personnel 

“Production and costs of production from other 
than factory employees,” Mrs. Zinser said in releas- 
ing results of her survey, “have not until now been 
too much of a concern of employers. Now unemploy- 
ment figures represent the dismissal of employees who 
lack the required mechanical skill and ability. Top 
executives are being replaced, too, because, again, re- 
sults are the barometer for value of each and every 
employee 

“Unemployment rolls represent, in the main, un- 
Skilled personnel, and personnel who were “mis- 
matched’ in jobs during the manpower shortage. There 
are still plenty of jobs for those qualified to fill to- 
day’s job réquirements.” 


Are Training Employees 


As a service to employers, the Zinser Personnel Serv- 
ice nearly two years ago established a special depart- 
ment for the skill-testing and training of employed 
employees in the efficient operation of mechanical 
equipment. The services of this department have been 
confined to teaching typewriting because of the low 
war average of typists, and the great need for good 
typists. The pre-war typing average, Mrs. Zinser says, 
was about 50 words a minute, as against a war stand- 
ard of 30 words per minute. The Zinser Personnel 
Service is said to be the only private employment 
service in the nation with its own training depart- 
ment. 

From the survey made, Mrs. Zinser reports that, 
while unemployment is definitely developing, the ma- 
jority of employers feel that the trend at the mo- 
ment is one of normal adjustment, and that any 
business recession in 1949 wouldn’t be serious enough 
to greatly cripple production 


“A Healthy Situation” 


At the same time they feel that the threat of un- 
employment and the general tightening up of the 
labor market have created a healthy situation in 
which employed employees will have to step up their 
own production and efficiency to retain their jobs. 

The opinion of President Harris of Horder’s Inc.: 

We are already from three to four months 
into a period of mild unemployment and . it is quite 
possible that this may be increased, particularly if 
there is an increase in industry-wide strikes and re- 
sulting layoffs in related industries. 

“Our company,” he states further, “already has 
made some progress in eliminating inefficient em- 
ployees and, at the moment, is handling about the 
volume of sales and orders as last year with ten per 
cent fewer employees. Also our labor turnover, and 
particularly that due to employees leaving of their 
own volition, is down substantially.” 

Turning to the Zinser questionnaire’s section on his 
opinion concerning training, President Harris answers: 
“Any training is always helpful and now that we are 
getting to the point where unskilled and untrained 
labor will have to start at lower rates than those who 
have training, the opportunity of selling training pro- 
grams to employees should be much greater.” 
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3 MILLION WOMEN 
HAVE BOUGHT.. 


30 MILLION 
WOMEN 
WANT... 


ORIGINAL 





America's leading cvuff- 
protector. Tailored in soft 
Vinylite Plastic. Individually 
packaged in colorful celle- 
phane envelopes. 

TALON ZIPPER ELBOW 


color trims. Retails $1 pair. 


1 ee 
a LENGTH MODEL 1947—Assorted 

. >" 
2. SNAP BUTTON MODEL 1946 


— New, longer ond improved. 
In assorted color trims. Retoils 
50¢ poir. 


3. SLIP-ON STYLE, MODEL 1948 
—Snug-fitting elastic wrist-work 
electronically bonded into fab- 
ric. Assorted color trims. Retoils 
50¢ pair. 


4. SLIP-ON STYLE, EXTRA 
LONG, MODEL 1949—11% 
inches long for EXTRA PROTEC- 
TION. Snug-fitting elastic wrist- 
work electronically bonded into 
fabric. Assorted color trims. Re- 
tails 60¢ pair. 


ORDER FROM YOUR 
DEALER OR JOBBER. 


PRODUCTS CO. 
93-06 Corona Avenve 
Eimhurst, Queens, N. Y. C. 











There are 
PROFITS 
) for you in 
DESK BLOTTERS 


Stationers boost profits by displaying blotters in the 
WRENN SHOWBLOTT. This super-salesman, with its attrac- 
tive brown wrinkle finish and cadmium trim, displays 250 
deeply embossed, colorful, lint free WRENN Blotters in 
either Basket Weeve or Mosaic patterns. Specifically de- 
signed to sell desk blotters, the Wrenn Showblott will prove 
its worth to you many times over. Full details will be sent 
at your request. No obligation. 








PULUAT AL CARBON COMPANYS 


+ 
| 


5150 Church St, Skokic, | 
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IT’S another CLIX best-seller. 
paper punch for home, office or factory. Ideal 


A personal 


for punching tickets, tags, restaurant checks 
... for paper, light cardboard, etc. Light pres- 
sure of thumb punches clean 4 inch hole, %4 
inch from binding edge. Packed 24 in counter 
display carton. Retails at 50 cents. 


Order from your wholesaler 


*By the makers of the popular CLIX 
three-hole ring binder punch 






NEW ENGLAND PAPER PUNCH CO. 


NATICK, MASSACHUSETTS SELPAPER Punch | 
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i NEW LINE 
due ZLIPCASES” 


7 COLORS 
and 
FINISHES 


New construction, 
materials, speci- 
fications. Out- 
standing in ap- 
pearance and 
workmanship. 





Available in both genuine and simu- 
lated leather. 2 sewed pockets. 
Full-length zippers. 1” capacity 
3-ring booster mechanism. Ring 
protectors. Flappers. Popular sheet 
sizes. 


GENUINE LEATHER—1” Capacity —Sheet Size 11" x 84%" 


No. Each 12@ 
Ginger Cordovan 956-Z 7.50 7.00 
Brown Split Cowhide 966-Z 5.75 5.20 

SIMULATED LEATHER-—1” Capacity—Sheet Size 11” x 814" 

Brown Saddle 946-2 5.00 4.80 
Red Saddle 946-ZR 5.00 4.80 
Pigskin 946-2P 5.00 4.80 
Black Levant 846-Z 4.00 72 @ 3.50 
Brown Smooth 846-ZB 4.00 72 @ 3.50 
Black Levant 1046-Z 2.50 x 


Lower prices in larger quantities. All above prices subject to regular dealers 
discount. For other popular sizes, write for prices. 


Write for New Complete Catalog 


ELBE FILE & BINDER CO., INC., Fall River, Mass. 








3x5 








Wm W Ae 
il Tha B, 4 | 


These handsome aluminum card files stimulate im 
pulse buying. Their smooth round corners attract 
the eye. Their gleaming silver-grey enamel looks 
clean and pleasing. The durable thick aluminum 
feels right—promises years of service. Each packed 
in individual colorful container. Makes appealing 
window or counter display. Be ready for fall 
school business. Order now. Green or grey in 
3x5 and 4x6. The Home-O-Nize Co., Muscatine 
lowa. 






Organize and Modernize with Home-O-Nize 











"W a CHe OR SPONGE RUBBER 
erfect HAIR CUSHIONS 
One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
or hot weather. 

Filled with new live rubber 
having thousands of air cells 
that breathe with every move. 

Colors: Brown, Green. Sizes: 
7" = 18°—i5" «= 17"°—i4," 
x 15". 





THE Sofseat STOOL CUSHION 


Transforms Hard Stools Into 
Soft Seats 





Elastic grip holds 
on stool firmly. Cush- 
lon Is Instantly 
slipped on to give 
soft comfort to 
those who use stools 
constantly. Made 
of resilient one- 
plece sponge rub- 
ber and covered 
with sturdy mate- 
rial. Available In 
13-14-15 inch diame 
ters. 

SPONGE RUBBER 
TYPEWRITER MATS 
Non-Skid, Silent Operation 


Write for New Illustrated Folder Neat - Compact - Efficient 
Giving Complete Information LOW COST - PROFITABLE 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


Adams Ave. & Leiper St., Bldg. No. 5 






Philadelphia 24, Pa. 
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ART MUELLER OPENS STATIONERY STORE 
Featuring supplies for the office, school and home, 
Mueller’s Stationery Store was recently opened by Ar 
Mueller at 210 N. Dunton St., Arlington Heights, Il. 
The proprieto! ident of near-by Mount Prospect, 
: teran in tationery industry, having speni 
Horde! Inc., at Chicago. He resigned 
and office manager before going 
iimself. He was active in the Sta- 
Board of Trade and an outstand- 
icago Stationers’ Bowling League. 


29 years with 


int isiness Io! 
tioners & Publi 


ing bowler in the ¢ 


Attractively fitted for display of merchandise and 
lighted with fluor fixtures, the store has a full- 
length greeting rack. Every effort is being made 
to cater to the | as well as the home and office 
trade. Mr. Muel has a varied line from Associated 
Stationers Supply Company, Chicago. Brand name 
products handle nelude F. S. Webster ribbons and 
carbons, Norcr¢ eting cards, Sheaffer and Parker 
fountain pens, Bo n & Pease loose leaf and binder 
items, Stein Bri hool zipper cases, National Blank 
Book school bind George E. Cole legal blanks, White 
& Wyckoff social] tionery, and Royal and Remington 


typewriters. Mr. Mueller is seeking a good line of steel 


filing cases an plans for expanding his business 
in servin he industrial and school needs of 
the Arlington |! area 
—-> © —_ 
HAND-LETTERED SIGNS ON CASES 
WIN ATTENTION FOR LEATHER GOODS 

Utilizing the outer surface of display cases 
for special, eys hing signs, is a policy which pro- 
motes the sale all leather goods for Kistler’s in 
downtown Denve Colo 

A group of cases are used for separate promotion 
of small leath«e in the store, including one for 
manicure kits billfolds and wallets, a third 
for cardcases, ke’ es, and gift leather suggestions 

In do leaving the case-front free for 
fluorescent-lig plays of small leather goods, 
he ore frequently places “additional signs” on the 
a elf. 7 during April, a case devoted 


is was perked up in interest by 
Leather,” in an enlargement of 
heavy cardboard, and glued with 
glass surface. Almost everyone 


noticed the sign the glass, according to the man- 
1weme nd many people who would pay no 
attention to the leather goods case, were moved to look 
inside We feel that anything which promotes inter- 
est in small leath«e ods, even momentarily, is an im- 
portant selling ass it was pointed out.—RAL 


°*—-> 


“ONE BRAND” DISPLAYS GET RESULTS 
A window display policy which has been paying 


consistently good results for Kistler’s, stationery house 
in Denver, Col frequent “one brand” window dis- 
plays, which incorporate all products manufactured 
by a single well-k manufacturer 

Typically, duri May, one window displayed rub- 
ber cement, ink irbon papers, pencil carbon, spe- 
cialty stamp pa loth marking devices, and foun- 
ts narkers roduced by a single nationally- 
k manuf Artistic pyramids and block 


d were involved, with the name 
of the manufa blazoned out in letters eight 
inches high, « bon sign across the back of the 
vindow 

Similarly) he display may be devoted to all 
ypewriter ribl i carbon paper produced by one 


ihesives or party goods by other 
makers. The net result, it has been determined, 
is that many customers not familiar with the breadth 
of the line offered by manufacturers will be pleased 
to learn of the n varieties involved, and quite fre- 
quently will ad iditional items to purchases of 
whatever origi item has earned their loyalty—RAL 
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(N FILE FOLDERS 


THESE 


TKADE MAKKS 


identify Quality ! 






DURATEX 
FILE FOLDERS 


Single and Double Top Styles 
MEDIUM WEIGHT 
MEDIUM HEAVY WEIGHT 
HEAVY WEIGHT 


Single Top 
EXTRA HEAVY WEIGHT 


KRAFOLTEX 
FILE FOLDERS 


Single and Double Top Styles 


AVAILABLE IN 
ELEVEN POINT 
HEAVY WEIGHT 


LEATHERETTE 
FILE FOLDERS 
IN COLORS 


BLUE + GREEN + 
GREY + CANARY «+ 
ORANGE + BROWN + 
FLAME RED « IVORY 


REDROPO 
FILE FOLDERS 


Highest quality, strong and dura- 
ble. Available in heavy weight— 
single and double top styles. 
Eighteen point REDROPO  fur- 
nished with Barkley Plastic Tab 
with blank inserts so that special 
headings can be made. 


Write for Samples and Prices 
Established 1921 


[. L. BARRLE) 





j 


Maunutacturers i Palin Supplre 


1220-W. Von Buren St Chicago 7, III 
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CURMANCO 


Steel Office Specialties 
Letter t Racks | 


CLEARS YOUF 

TION. Sort: ; é 11 i 
tributes the paper f your daily 
work. Sloping Trays Catch and 
Hold the pape! N ,ORNER 
POSTS TO DODGI ran't Scratch 
the Desk. Olive Green A 


No. 104. Letter Size, Olive Green $6.50 


Rcsrespondence Separator 

A HANDY MEANS OF CLASSIFY 
ING Correspondence. Price t 
or Catal 7 r Immediate Refer- 








Art Steel. 
No. 105. Letter Size, 5 Pocket, 15/g"° Wide $4.50 


Sorting Tray 
For ready referer per 
book. Instant 

A-Z, Monthly 

Corrugated | 


No. 115. Letter Size, Without Index, Olive Green $4.00 
No. 116. Legal Size, Without Index, Olive Green 5.00 








Stationery Separator 
Ins e 
let 
, paper 
stationery 
No. 310. Letter Size, Olive Green $4.00 


ss s Pad Rack 





No. 566 Six Pocket | $4.00 


No. 568 Eight Pocket 5.00 
No. 570 Ten Pocket 7.50 
Center Drawer Desk Trays 
ADJUSTABLE 





Pins, Clips, Pencils, etc., qui kly available 
clutter and confusion Art Ste el live Green Finish 
No. 425—4x17/sx18 to 31”: : Adjustable. $2.00 


ORDER TODAY 


Currier Manufacturing Co. 


2448 W. LARPENTEUR AVE. 
ST. PAUL 8, MINN. 
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LESS THAN HALF OF COLLEGE MEN 
OWN TYPEWRITERS; STUDY SHOWS 
MOST HAVE FOUNTAIN PENS 

ESS THAN HALF of all college men own type- 

writers but the overwhelming majority of these are 
portable models. These and other facts were uncov- 
ered in a new study of the college market conducted 
for Esquire magazine by Crossley, Inc., and released 
at New York City recently. 

Two thousand and seventy-two personal interviews 
were conducted among male students on 38 college 
campuses in continental United States during the 
periods, November 22 to November 29, 1948 and March 
21 to March 29, 1949. The survey sample was based 
upon a geographical cross-section of the country. 
Small colleges and large universities, co-ed colleges 
and all-male institutions, state universities and pri- 
vate schools were represented. All respondents were 
interviewed in person in dormitories, fraternity houses 
libraries and on college campuses. 

The survey shows that only 47.7 per cent of college 
men own typewriters. Of these, 76.6 per cent were 
portables and 23.2 per cent were standard models 
(this figure is more than 100 per cent since a few 
students owned more than one type). 

Another part of the study showed that 97.5 per cent 
of the respondents owned fountain pens 


i = 
Ww. R. COX APPOINTED BY UNDERWOOD 
W. R. Cox has been appointed regional manager at 
the Butte, Mont., branch office of Underwood Corpora- 
tion, according to an announcement by W. F. Arnold, 
vice-president and general sales manager. 
Mr. Cox, who first joined Underwood in 1927, was a 
typewriter and adding machine salesman at the Spo- 








W. R. COX 


kane, Wash., branch office of Underwood Corporation 
prior to his present assignment. His headquarters are 
at 41 East Broadway in Butte, where he will direct the 
Sales and service activities of the typewriter, adding 
machine, accounting machine and supply divisions in 
the Butte area. 


—>-———— 
J. L. MAY COMPANY ENLARGES LINE 

The J. L. May Company has announced the addition 
of many new utility tags and’ labels to the dealers’ 
line, including the following items to be illustrated 
in a new catalog prepared for early release: 

No. 25-33 Addresso-labels in packets, airmail labels 
in rolls, No. 339 resale tag, No: 881 layaway tag, No. 
F16 alteration tag with button slot, No. F21 alteration 
tag (strung), No. 826s “as advertised” tag, No. 733s 
“special sale” tag, No. WR-84 watch repair tag and 
No. 90T oblong Indestructo tag. 


—>-—_____ 
IBM OPENS CORPUS CHRISTI OFFICE 
Ancel M. Clough, formerly sales representative for 
the International Business Machines Corporation, Fort 
Worth, Tex., has been appointed manager of sales and 


service for the firm’s new office in Corpus Christi, Tex 


JHR 
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PROD MOST OF 
THE LARGE Serta 
CELLUL-OTO | NDex 
ORDERS 42 BA Y= - oe 
Tikal. YOULD CRE 
TO GET YOU" Shree 
OF THIS PRATT ieee 
BUSINESS WRITE TO. 


TY 


INDEX SALES CORPORATION 


540 So. Wells Street, Chicago 7, Illinois 





“Accredited dealers and manufacturers only. No consumers. 


huis Plame Oy, Machenge 


unask " ty uckity 


RITE-RITE MFG. CO. + DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 








Have You 


a Friend or business acquaint- 
ance wi ike to keep in touch 
yuipment by reading 

1ces? If so, send us the 

name, addr ynd business and we will 
copy with our com- 


oliments. 


THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A 














INDICATOR CARBON 


Indicates as you type 


equals... 
| larger Sales! 


A SPECIAL OFFER . . . TO DISTRIBUTORS OF 
TYPEWRITER CARBONS AND INKED RIBBONS. 


lf you have the distribution . . . we manufacture a 
fine, large, and varied line of carbon papers and 
inked ribbons . . . and have a special sales plan 
to help you to . . . GREATLY INCREASE YOUR 
BUSINESS. Some exclusive territories still open. 


Please give us a line on your distribution. 


ALLEN & COMPANY 


Manufacturers of carbon papers and inked ribbons 
11-15 Vandewater Street 
Dept. M New York 7, N.Y. 


LLEN’SEQETTER ZARBONS 


/waysUetter\Wop/es 











Are Recognized 
Standard for 


over 30 years 


Consistently high quality 
...Up-to-the-minute packag- 
ing...a profit-and-prestige 
line you'll sell with pride. 
Inquire about our Franchise 
Sales Plan—the short cut 


to bigger and better sales. 


WANSCO 


Modernized to 
PAPER PRODUCTS CO., Meet Present 


409-411-413 PEARL ST., NEW pe 7 Day Demands 
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N&O 
DAYTON 
OHIO 


| 








STOCK 
Ledger Sheets 


Columnar Sheets 





Columnar Ruled Pads 
Accountant’s Work Sheets 
Columnar Pads for Ring Binders 
“Clearcopy” Manifold Order Books 
° 
Quality Work - - Quick Service. 


Every number always in stock. 
Orders shipped day received. 


co 


Write for Catalog 149 
Dealer Trade exclusively 


The National Manifolding Company 


Loose Leaf Manufacturers 
ESTABLISHED 1926 
Second & Sears Sis. 


Dayton, Ohio 




















. \ 
__ 


~ 
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Hit STATIONERS 


Welcome to the 43rd Annual Convention 





We are located only a few minutes’ drive from Convention Hal! 
in the Stevens Hotel so be sure and come over to see our com- 
plete line of office items: 


Desks Card Files Waste Baskets Fluorescent Lamps 
Desk Drawer Inserts Stationery Racks Incandescent Lamps 
Sorti Trays Letter Trays Vertical Files File Stools 
Cash Boxes Personal Files Stee! Box Files Ring Binders 
Post Binders Smokers Transfer Cases Typewriter Tables and Stands 
Ask for our catalog :: Our showroom will be open from 9 


to 6 during the convention and our cashier will pay your 
cab fare from the convention hal! to our office 


THE MAYFAIR COMPANY 


Telephone CEntral 6-1397 
315 N. DESPLAINES ST., CHICAGO 6, ILL. 


The Binding of 
OFFICE RECORDS 














—at its Simplest and Best 
with 


ACCO FASTENERS 


ACCO PRODUCTS, Inc. 


OGDENSBURG, NEW YORK 





In Canada: Acco Canadian Co., Limited, Toronto 

































(OIKEY 


BUSINESS CHAIR 
PRICES 


... Guaranteed Against Decline 
Until Jan. 1, 1950 


To help dispel price uncertainties that are 
retarding business, we are notifying our 
dealer outlets across the country that we 
will protect them against loss due to any 
reduction in price of Sikes products before 
January 1, 1950. We are of the opinion that 
such a price guarantee will strengthen the 
dealers’ position, and give protection and 
encouragement to consumers contemplat- 
ing purchases at this time. 


THE SIKES COMPANY, Inc. 
20 Churchill Street Buffalo 7, New York 


Manufacturers Since 1859 of Furniture of Beauty and 
Distinction for the Office, Home and Public Building 
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OFFICE APPLIANCES, SPORTING 
GOODS IS PROFITABLE MIXTURE 


N UNUSUAL COMBINATION of merchandise which 
fA has worked out excellently is office appliances and 
supplies, plus sporting goods, sold co-operatively at 
Pool’s Sporting Gr Store in Murray, Ky 

Owner Kirk A. Pool started out as an office appliance 
retailer, supplying small businesses, government offices 
and the county house in Murray, a city of only 
5,000 people. He is a franchised typewriter dealer with 
many leading nationally-advertised lines, plus dupli- 
cating machines, adding machines, complete lines of 
stationery, office forms and office furniture. 

While his first year proved reasonably profitable, it 
became obvious tl the city of Murray, with its total 
office supply buying power was not enough to support 
a good-sized store, as Mr. Pool originally planned. 
Therefore, the veteran office supply man began casting 
about for a worth-while “sideline” and eventually hit 





KIRK POOL AT WORK IN HIS MURRAY, KY., STORE 


There were a lot of reasons why 
I selected these,” Mr. Pool said. “First, my experience 
has been that the -cessful businessman who orders 
ink, carbon paper, office machines and new desks is 
usually also the man who has enough money accumu- 
lated and time off for expensive hunting and fishing 
trips. We queried a of our office supply customers 
on this basis, and f d that most of them were highly 
in favor of the idea 


upon sporting goods 


Theory Proves Out 
This theory has worked out to perfection, says Mr. 
Pool, inasmuch as the majority of his sporting goods 
sales are to the same people who buy stationery and 
office equipment While probably neither business 
could have existed permanently in a small city of this 


size, combined sporting goods and office appliances are 
ideal,’ Mr. Pool sa It is not unusual for me to sell 
$20 worth of plugs and lures to an office manager who 
came in to buy $2 worth of carbon paper and forms. 
By the same toke! ve frequently sell a typewriter or 
adding machine sportsmen who were attracted 
originally by our fishing rods, shotgun or fishing tackle 
iccessory department 

Mr. Pool devote ne each of his two front windows 
to each specialty. Otherwise, inside the store, they are 
fairly well intermingled. The stationery department is 
on the left side of the store, and sporting goods to the 
right—but the er is just as apt to find a type- 
vriter between tw yramids of baseballs as to find a 
et of golf clubs nestling between two table-top files. 

Mr. Pool’s experience has shown that sporting goods 


will work out in almost any type of stationery store, 


he contends. “Sporting goods appeal primarily to men, 
and men run mi f the business offices,” he indi- 
cated At times difficult for me to determine 
OFFICE APPLIANCES, September, 1949 
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From the moment you place 
Kil-Klacter pads under all type- 
writers your office will be more 

uiet; therefore more efficient. 
Kil-Klatter pads are designed to 
absorb the Pmt and deaden the 
noise of typing. Built of long- | 
life OZITE felt, they are skid- 
proof and dent-proof. 

Kil-Klatter...for all type- 
writers and many other office 
machines, too. 


Price . . $1.25 
See Your Stetioner or 
Office Supply Deoler 





KIL-KLATIER 


Month after month the many advantages of 
Kil-Klatter typewriter pads are told to office 
monagers, stenos, and typists. Reproduced 
above is one of the current advertisements. 


You can tie into Kil-Klatter promotion by 
taking full advantage of the many free sales 
aids which are available. Send your order 


FREE now for Kil-Klatter typewriter pads —and 
SALES request catalog cuts, newspaper mats, two- 
AIDS color envelope stuffers and counter cards 


... all to help you make more profits! 








AMERICAN HAIR ana FELT CO. 


Dept. B99, Merchandise Mart. Chicago 54, Ill. 








311 














MOORE'S STAK-TRAY 


OUR customers will want 
the new Moore Stak- 
Tray! 

They'll want—and_ will 
buy it—because the Moore 
Stak-Tray introduces an en- 
tirely new design for greater 
office efficiency. 

Front, side, and back— 
every edge is hemmed. There 
are no sharp edges any- 
where! 

Durable, yet extremely at- 
tractive, the Moore Stak- 
Tray is a rigid unit con- 
structed of heavy gauge steel. 
Each section slips together 
with ease. There are no 
bolts or screws to come 
loose. 

Additional trays can be 
added for any desired height. 

Trays hold papers % to 
9 x 12 inch size with egal Patents Applied For 
size also available. The units 
have openings in the back as 
well as front. To prevent marring, base unit is mounted on 
rubber feet. Baked enamel finish in either green or gray. 

Opening between trays is a handy 414 inches. Front of 
trays are slotted. 

Display the Moore Stak-Tray in YOUR store and watch 
it sell! 

It’s new— it’s better— it’s more efficient! 


LIST PRICES 


Two Tier Base Unit . > 
Additional Stak-Trays . . . . 
Usual Dealer Discounts Apply 


Base units packed one to a carton 
Stak-Trays packed two to a carton. 


F.O.B. Peoria—Terms 2%—10 days, Net—30 days. 


STANDARD INDUSTRIAL PRODUCTS CO. 


1710 MAIN STREET PEORIA, ILLINOIS 





2-TIER 
BASE UNIT 





STAK-UNIT 


$3.00 each 
1.50 each 
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right away whether my customer came in for dupli- 
cating machine ink, or a high-speed automatic reel 
because it is usually the same person who buys both.” 


Fishing Derby Conducted 

For an idea of the sales results which are possible 
through a little timely promotion, the Pool store rang 
up a sensational sales volume last year, when it spon- 
sored a “fishing derby” closely tied in with the open- 
ing of the Kentucky Reservoir, largest man-made lake 
in the world, with a shoreline of 2,400 miles and ex- 
tending 185 miles down through the center of the 
state. When the lake first opened, it was found to be 
full of carp, catfish and bream, all of which could be 
easily caught with ordinary cane poles. 

Going out and ascertaining for himself the fishing 
possibilities, Mr. Pool laid in a heavy supply of cane 
poles, and wound up selling more than 1200 of them 
in less than 30 days. A little later he found that al- 
though almost everyone was fishing for carp and 
bream, the lake was full of bass, and that they could 
be caught with rod and reel, either by casting or troll- 
ing. Therefore, he arranged with a local newspaper 
to allow him to write a column on hunting, fishing 
and office appliance topics, and began “passing along 
the word” that enjoyable bass fishing with rod and 
reel was to be had at the lake. This produced a rush 
which “cleaned out” the store’s fishing tackle several 
times in the space of six months, plus selling a volume 
of light, portable boats and outboard motors which 
would have done credit to a store five times the size. 


Offer Prizes for Bass 


Since then, this novel combination office appliance 
and sporting goods store has run a “fishing derby” 
through 1947, offering three handsome prizes for the 
three largest bass caught in the Kentucky Reservoir 
from April 1 to September 30. Mr. Pool laid down 
simple rules, which stated that the bass had only to 
be caught by a resident of the local county, weighed 
in at the Pool store, and certified by Mr. Pool himself. 
The result of the contest was the astounding sale of 
4,000 fishing licenses in a county with only 18,000 resi- 
dents, counting men, women and children. The fish- 
ing derby produced sporting goods sales of nearly two 
and a half times what Mr. Pool’s fondest hopes had 
been, and, once again, likewise built up a heavy volume 
of office supply sales. 

The store has convenient bulletin boards spotted 
here and there around the walls.on which fishermen 
and hunters may put up photographs of themselves 
and their best fishing catches or hunting kills. Main- 
taining a friendly, informa] atmosphere, and carrying 
complete lines of both office supplies and sporting 
goods has thus resulted in this highly successful 
operation.—RAL 

: we 
“SPOT DISPLAYS” HELP BUILD SALES 

It isn’t necessary to tie up large amounts of floor 
space in office furniture display in order to keep the 
public informed that the store carries a full, modern 
line, according to Branham’s, Inc., office furniture 
retailers in Oklahoma City, Oklahoma. 

With an all-glass front, Branham’s stages a “spot 
display” each week of a new choice of desks, tables 
and files. This is placed in the center window. The 
“spot display” is aptly named due to the fact that 
an eight-foot circle, marked on the floor inside the 
window, is used for the purpose. Included are desk, 
chair, desk pad, lamp, waste basket, small personal 
file, rug protector, and so forth. The following week’s 
display may include all steel furniture, and the week 
after that all polished walnut, oak, or other woods. 

Constantly changing the spot display has the 
effect of a “parade” of outstanding styles in office 
furniture through the window—-and inasmuch as the 
store is exposed to heavy downtown traffic, the fre- 
quent switch from one type of furniture to another 
constantly impresses passers-by with the depth of the 
Branham office furniture stock.—RAL 
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Do You 
WANT MORE PROFITS? 


FOR THE FIRST TIME 
STATIONERY STORES CAN NOW SELL 


GENERAL MOTORS 
CHRYSLER AND FORD 


ACCOUNTING SYSTEMS 


Over 95% of all new car dealers use these systems) 


Used by General Motors, Chrysler, Ford and 
Many other Automobile Dealers 


200 EXCLUSIVE AGENCIES 
FROM COAST TO COAST 


Forms will again be shown at 
N.S.A. CONVENTION 
Stevens Hotel, Chicago 

5th Floor Sample Room 519 


Lewis N. Pemberton Printing Company 
Va facturers & Distributors 


833 W. Olympic Blvd Los Angeles 15, Calif. 








modern streamlined 


filing g by ADVANCE 


| No. 105 | 


Letter Size 
Portable File 


The 105 Letter File furnished 
with one set of our No. 25 
A-Z_ Best-A-File hanging 
folders which means quick 
and convenient reference 
right at your finger tips 
Beautifully finished in ham- 
merloid grey. Hinged lid 
with an attractive chrome 
handle drops back and 
down out of the way. This 
is a strong, sturdy cabinet 
with 2"' easy rolling casters 
Welded set-up construction 
27"'Hxi8"'D overall. Indi- 
vidually packed. Can be 


shipped by Parcel Post. 
\ Weight 22 Ibs. K.D. con- 














struction used for Export 


Also Manufacturers of Hanging Folders, 
Typewriter Stands, Cabinets, Etc. 


-ADVANCE INDUSTRIES 


t Steel Typewriter Stands 


1900 So. Seen Ave. Chicago &, Ill. 





A Guide Is No Better Than Its Tab 
Use “BONDERIZED” 


RUST RESISTING METAL FILING TABS 
..»+ FOR COMPLETE QUALITY... 


‘““BONDERIZING” Protects and Preserves 
Paint Finishes in 3 Important Ways 








1. Anchors Paint to Metal. 
2. Resists Corrosion. 


3. Protects Paint around Accidental 
Breaks. 













* Made of Prime Cold Rolled 
Steel 


* Beveled Edges 


* Baked on Finish Which Ad- 
heres to the Metal, Wears 3 
to 5 Times Longer 


Bonderis - 


* Individually Inspected beat 


* Packed Window to Back 





WABASH METAL PRODUCTS COMPANY 


BOX 305 


WABASH, INDIANA 








Why Use Both Hands 


to Keep Your Pencil Pointed? 





One Hand with a 





ZIP—TIPPER 


Pencil Pointer 
Does It—Quickly & Perfectly 


Makes any kind of point desired—iong or stubby; round or 
“chisel point." 


Clean « Fast « Convenient 


Has several handy features. Can be imprinted as an Advertising 
Novelty. 


Retails for 35c each, with an extra set of Refills in each envelope. 
Additional Refills available at nominal cost. 


Packed 25 to a box * IMMEDIATE DELIVERY 


Crofoot, Nielsen & Co. 


205 WACKER DRIVE CHICAGO 6, ILL. 
TELEPHONE—RA ndoiph 6-334) 
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aromatic COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


‘Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work 


Write for libera) discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

—— oe Folier's Seeistepees 
urrency s anual Coin Counters 

Draw String Bags Currency Racks 

Clasp Bags Wrapper Cabinets 
Night De Bags Sorting Trays 
Linen Tags Coin Storage Trays 








_— Change Trays 


THE C. L. DOWNEY CO. HANNIBAL, MO. 





QUALITY PAPERS 


PRICED 





Adding Machine Rolls 
Duplicating Papers 
Mimeograph Papers 


Second Sheets 
Ruled & Plain Pads 
Note Book Fillers 
SPECIAL REQUIREMENTS TO ORDER 


PROMPT DELIVERY from our big, modern 
plant. Complete satisfaction guaranteed. 


ANCHOR RULING DIVISION 


2015 N. HAWTHORNE AVE. 
MELROSE PARK, ILL. 


























10 KEY 


ADDING MACHINES 


HAND AND ELECTRIC 
FEATURES 


@ QUIET OPERATION 
@ PRECISION CONSTRUCTION 
@ LIGHT WEIGHT 

e@ DIRECT SUBTRACTION 

@ MULTIPLICATION KEY 
@ CREDIT BALANCE 






AVAILABLE 
IN ALL 
CAPACITIES 


FINISHED IN 
EYE APPEALING 
GREEN WRINKLE 
ENAMEL 


Write for Dealer Proposal 
SOLE DISTRIBUTORS FOR U.S.A. 


ADDO MACHINE CO., INC. 


145 WEST 57 STREET NEW YORK 19, N. Y. 








.. in the mail with 
AMES SPECIAL PURPOSE 
MAILING Tubes and 


Wrappers 


AMES SAFETY ENVELOPE 


COMPANY 
Somerville 43, Mass. 


























“TOPS IN RUBBER TOPS” 


CELON 
MUCILAGE DISPENSER 


Enjoy the targer 5 volume of business CELON offers the 
dealer as as the interest shown by customers 
when they see this attractive, handy and practical new 
rubber top mucilage dispenser. Always ready for use, 
non-crusting tip and a refillable cartridge that handles 
just tike a fountain pen. 
Place your stock now for school, opening and fall busi- 
ness Show it to Office Managers, Ganks, Insurance 
7 es and Newspapers. 

101 Kit which contains one complete CELON DIS- 
PaNsen and an 6 oz. refill, retails at onty $1.25. 
No. 100, Individual Set, retails at 7Sc each Oak, 
Mahogany or Green. 


Write for Illustrated Catalog and Dealer Discount 


Diamond Ink & Adhesive Co. 


Since 1875 


Mfrs, of Fountain Pen inks, Library and 
Liquid Paste, Mucilage and Liquid Give 
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MARKING DEVICE INDUSTRY HEAD 
HITS DEPRESSION TALK 

Elmer F. Way, secretary and general manager of the 
Marking Device Association, 134 N. La Salle St., Chi- 
cago, whose association meets in Chicago in Septem- 
ber, in a special convention report told members 
that despite the fact that a survey showed the indus- 
try to be off from 6 8 per cent in business as com- 
pared with the same conditions a year ago, he does 
feel that either his industry or business in general 
are headed for a depression. 

The 6 to 8 per cent drop in the marking device in- 


not 


dustry is largely explained by a return to seasonal 
business pattern bsent for many years, Mr. Way 
stated 

“If you will | ack at your pre-war figures on 


sales, I think you will find that you had some periodic 
droppings off during a season such as this,” he told his 
members, “and if you will project this onto your pres- 


ent volume, you will find that some of your drop in 
sales is merely easonal pattern returning. We 
haven’t seen these seasonal patterns in quite some 
time and a good many of us have forgotten them.” 
Sees Desire For Bargains 
At the same time he warned his members that 
buyers generally are tending to buy from hand to 


expecting better bargains and to be able to 
meet that possibility realistically in their own industry. 

Mr. Way advised the members of his industry to 
“figure your prices for six months ahead, and when 
you do it them on that basis. Go to your buyers 
and tell them you are offering them a price list which 
is stable and whic] far as you can see, will be main- 


mouth, 


‘ 
set 


tained for at least six months. I think your customers 
will welcome that of talk and I think also you 
will find that those holding back waiting to make sure 
that they had the possible deal will hold back no 
longe! Mr. Way that he thinks most suppliers 
will give them some sort of a guarantee on future 
prices on material he doesn’t think there is a 
possibility of lab osts falling to any appreciable 
degree in the foreseeable future. 

The spokesman t rave several reasons why he felt 
business generally 1s not headed for a depression as 
in the 20’s or ’29 ventories are down, he reminded 
his members Act inventory accumulations right 
now are not out of e and they represent a more solid 
value than they '29,”" he said. Mr. Way also 
pointed to the rate of decline of industrial 
prices as anothe! ruling out a major depression. 
There has bes 10 break,” he commented, “The 
chances against a break are good because high 
industrial prices art reflection of high labor costs 
rather than specu ive increases in material cost.” 

Mr. Way listed .er factors favoring no depression 
as the great amounts of liquid assets of individuals 
which are at al time high, and the net working 
capital of corporations also at record levels. “These 
are important sl absorbers for any business drop 
as they represent emendous buying potential,” he 
insisted. Increas¢ inemployment he attributed to 


seasonal lay-offs the fact that some of the mar- 
ginal workers art pping out of the labor market. 
That is not alt bad,” he stated, “It means that 


manufacturing efficiency is going to step up.” 
Stock market drops do not indicate any depression in 


the offing, Mr. Way believes, but he thinks that the 
stock market is reflecting business men’s jitters with 
regard to the Government’s tax policy and labor’s de- 
mat! 
°—> 

L. C. SMITH BRANCH TAKES NEW LOCATION 

The San Anto1 Tex., branch office of the L. C. 
Smith-Corona Typewriter Company has been moved 
from 213 Broadway larger quarters at 435 Soledad 
St.. at which location it is occupying the entire first 
floor of a buildir JHR 
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NOW... 


Even MORE for 
your money 





in REX=-O-graph 


FLUID TYPE DUPLICATORS 


REX-O-graph Model SA with new automatic 
counter and new, gray crackle finish. (Also avail- 
able on Hand Feed Model “’S”’) 







Check the improved REX-O- 
graph Model SA _ Fluid-Type 
Duplicator with anything on the 
market. You'll see why this model, 
like all other REX-O-graph duplica- 
tors, offers you the BIGGEST VALUE PER DOLLAR for general 
office duplicators. It features 100% Roller Moistening, Snap-Action 
Master Clamp, Automatic Paper Feed, Lightning Paper Centering 





Device, only '/g" Stripping Margin, only one forward turn of the 
handle per copy—and now the NEW AUTOMATIC COUNTING 
DEVICE. 

See your REX-O-graph dealer for a free demonstration of this 
improved Model SA, or twenty other modern REX-O-graph Fluid- 
Or write for details. 


It's the lowest priced duplicator with all these features. 
Type Duplicators to fit your needs exactly. 


REX=-O<graph, Inc. 


3729 N. PALMER STREET 
MILWAUKEE 12, WISCONSIN 





Offices Throughout the World! 


FLUID DUPLICATORS AND SUPPLIES FOR SUPERIOR RESULTS 
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hEY... 


DOES IT AGAIN 6 


“QUALITEX BRAND" TYPEWRITER RIBBONS 
325 T.C.—Best Next to SILK! 


e ATTRACTIVE METAL BOXES 


MOISTURE-PROOF CELLOPHANE 
WRAPPED 


ALL MACHINES 

ALL COLORS 

ALL INKINGS 

STANDARD 12 YDS. LENGTH 
CAN BE ASSORTED 

YOUR NAME IMPRINTED 


9 

Pidenen — Boxes e /Dozen — Unboxed 
(Postage Included) 

Because of our special Low Prices, we must insist that all orders be 

for ONE GROSS OR MORE, and that payment accompany orders or 


that you accept merchandise C.O.D. 


& Prices Furnished Immediately 
by Return Mail! 


hEY RIBBON & CARBON CU. 


Manufacturers 
65 MINE STREET [0 NORTH 13TH 81 
NEW BRUNSWICK, N. J. PHILADELPHIA 7. PA 
CHarter 7-03238 LOcust 7-7461 





TYPEWRITERS 


ALL MAKES 


TYPEWRITER RIBBONS 
ADDING MACHINE 
RIBBONS 


BOOKKEEPING MACHINE RIBBONS 
CARBON PAPERS 
DUPLICATING STENCILS 


HEADQUARTERS FOR 
ROYAL TYPEWRITER PARTS 
FOR DEALERS 


REGAL TYPEWRITER COMPANY, INC. 


200 Hudson St. New York 13, N. Y. 
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NEED TYPEWRITERS FITTED WITH 
ARABIC KEYBOARD 


By Reinhold Thiele 


In the April issue of OrricE APPLIANCES we presented 
an article, “The Machine Market Regained in Egypt,’ 
in which we drew attention to the importance of 
typewriters being provided with the Arabic and Per- 
sian keyboard. Such machines will find a ready sale in 
coming years not only in Egypt and Iran, but through- 
out the whole Arabic world. Here are some of the 
technical details: 

First of all, standard typewriters in Egypt are de- 
manded in the carriage widths of 1] and 18 inches 
while machines with Latin characters are usually 
sold in the widths of ten, 14 and 18 inches. Up to 
now, there has been some little demand for portable 
typewriters but it is quite certain that the portable 
machine also will obtain more importance. The export 
to other Arabic countries of the small Arabic type- 
writer was very essential before the war. 

As it is known by experts, the progressive advance 
of the carriage must not be from the right to the 
left side, but rather from the left to the right. This 
reversed movement of the carriage refers to Arabic, 
Hebraic and Persian keyboards. Turkish typewriters 
were supplied with this special reversed carriage spac- 
ing device up to the time when the Latin characters 
were introduced. 


Double Shift Also Salable 


Although up to the present customers have bought 
more standard typewriters with the single shift, con- 
sidering the more favorable price, there will be every 
selling chance for a standard typewriter with the 
double shift. This is because of the requirements 
of the language, especially in Hedjaz, Syria and Trans- 
jordan. In Hedjaz, for example, agents could sell 
machines with the single shift only when the dou- 
ble shift machine was unavailable. 

A feature of the double shift type machine is the 
allowance for fitting 135 characters rather than the 
92 characters of the single shift machine. In choos- 
ing a type face it is necessary to find a type as simi- 
lar as possible to the printed letter, with the letters 
linked together. Up to now, nearly all machines with 
the single shift have had too much spacing between 
words. This is an added disadvantage since the 
whole Arabic world attaches great value to the beauty 
of writing. An experiment advantageously resulted 
in the combination of 70 characters in a new mode! 
that replaced the former 100 strokes. That meant 
that in a normal line about six words could be saved 


Reduce Number of Characters 


During the past years the Egyptian printing office 
of the government has been in a position to reduce 
its setting up of types from 638 characters to about 
300, by which the use of the Arabic typewriter had 
been very much favored. This was made possible by 
using newly designed characters. Perhaps the Egyp- 
tian government will introduce the employment of 
capitals only in order to simplify the exchange of 
communications. This would be particularly favorable 
to machines with the double shift. 

The ability to shift both upward and downward 
from the middle position would be an ideal tech- 
nical solution of the problem. As it stands now, the 
shifting from a lower position to the two upper po- 
sitions involves an awkward and heavy manipulation 

A German typewriter manufacturer constructed a 
machine with Arabic keyboard not only with two 
different spaces between the letters, according to 
size or width, but also with two large characters 
placed upon the same key. The machine automatically 
Spaces each large character with the double space 
and each narrow one with the single space 
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AT LOWER THAN EVER PRICES 










New lugs allow easy ink ruling. 
® Precision made with accurate edges. 


® Transparent plastic for unhampered view. 


Light for ease in handling. 
15, 18, 24, 30 and 36 inch sizes. 


Write for Complete C-Thru Catalog 


) fit; Wy Ld 
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THE FIRST LIGHTHOUSE, BUILT == 

IN 300 B. C., WAS A 400 FOOT ; 
TOWER WITH A BONFIRE ON TOP— ~7% 

TO GUIDE TRADING SHIPS Ff 

ALONG THE COAST OF EGYPT 











MAPTACKS 
and SIGNALS 


CAMBRIDGE 40, MASS. 





GEORGE B. GRAFF CO., 
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Welcome to the 


HANG-A-FILE BOOTH C-7 
V5.4. CONVENTION + CHICAGO 


Something New 
Something Sensational .. . 
in HANG-A-FILE FOLDERS 


will be on display 


Remember Booth C-7—Leower Lebby 


Leuis H. Farher 


31 E. Congress St., WEbster 9-3217, Chicago 5, Tl. 
















FOUNTNBRUSH AND INKS 


NON-STOP 

NATIONAL ADVERTISING 
Year ‘round advertising in big- 
circulation magazines. 


SILENT SALESMAN 
Free counter demonstrator en- 
covrages customers to “Try it!” 


OTHER SALES HELPS 
Imprinted circulars, counter and 
window displays, Flo-master Ink 
color charts, newspaper mats, 
electros. 

HANDSOME PACKAGE 

Newly designed eye-catching 
package in rich magento puts 
Flo-master FOUNTNBRUSH in 
the spotlight. 


v 
i 


Order FLO-MASTER Fountnbrush Sets 
and Inks today. Use the attractive sales 
helps. Display FLO-MASTER prominentiy 
and get your share of profits from this 
fast-selling item. 


CUSHMAN & DENISON MFG. CO 


ie a ee N.Y 


135 West 23rd Str 


317 











No. 10 
SERIES 


OFFICE 


yi em:ie), |e) 
Gores 








oh ale 


AT THE N.S.A. CONVENTION 
VISIT OUR DISPLAY 





BOOTH NO. 553 HOTEL STEVENS 









NEW OFFICE BOX @ NO. 10 SERIES 


SIZE: 114 x 6 x 2%" 


Fits the shallow desk drower 


Heavy Gouge steel, hammered silver finish 
One piece seamless construction. All the 
features ond refinements which mode the 
23 Series such o soles success.’ 







4 STYLES 
EE ee te eT 
ITIL is cnctecesaevssnincstoeguiactenssostescscesessorecvonne Oy Jeck, With seg! Way 
II eaicchonnveredovcteiqnstnnwetotbnoptvossoseesesessees combination lock, no tray 
IEE ek Se ae combination lock, with steel tray 


23 SERIES @ CASH AND UTILITY BOXES 





ATs tus sata aiibecinieiidinsnosnseocosenccoonee key lock, no tray 
TLL i asocedlvhbbsovcndebestessarcccavensesioonecsa key lock, with steel tray 
TT tatitestintichigssheliveuibesecterssisecosctoieeves combination lock, no tray 
gS eae combination lock, with steel tray 


The 10 Series and the 23 Series give you the demand items in this type 
of steel box. Stock them and display them to get the fullest profit return 


from this department of your business. = @Fr 


ENTRAL 


CAN COMPANY 
2415 WEST 19TH ST. 
CHICAGO 


Frazar & Co., 50 Church Street, New York 7, N. Y. 
Cable Address "FRAZER" New York 


WRITE FOR ILLUSTRATED CATALOG 
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A “PERSONAL RECORD FILE” 
HELPS SALESMEN 


OW THAT the era of tough competitive selling is 

at hand again, the office appliance salesman who 
plans to walk away with the biggest orders cannot 
afford to go forth without all of the selling weapons 
and sales helps he can muster. Managers of offices 
and business executives are already beginning to show 
at least mild resistance to spending money—and there- 
fore it is high time to bring skillful salesmanship back 
into the picture. 

One of the most effective assets of the office appli- 
ance salesman is a “personal record file,” according 
to a representative of one of St. Louis’ largest office 
appliance firms. A veteran of many years in the trade, 
he carries a handy card index which covers all cus- 
tomers whom he will call on for every route he serv- 
ices, this actually amounting to hundreds of 3 x 5-inch 
cards, which can be neatly segregated in metal boxes 
and identified with a particular route. 

These individual file cards, far from being a cut- 
and-dried record of previous transactions, are filled 
with interesting personal notes about the customer 
to be called upon. They prove of immense value on a 
second call. For example, on the “remark section” 
of many of the cards are notes such as “Son recently 
entered military training,” or “Is running for position 
in local election.” The personal references cover ev- 
erything from members of the family who are ill, 
down to acquisition of a new pet dog, new automobile, 
references to the sports the customer likes and family 
anniversaries—anything which will build up a warm 
personal relationship between salesman and customer. 
Therefore, when the salesman calls on his customer, 
he can greet the buyer with such questions as “Hello 
Fred—did you make that hunting trip last year?” or 
“Hello Mr. Williams—how did you make out in the 
election?” Personal questions about family illnesses, 
hobbies and work may seem trivial, but they actually 
are wonderful helps in establishing that feeling of 
friendly intimacy, which is usually the first step 
toward getting an order. 

The St. Louis salesman, in the course of 10 years, 
has written up reams of correspondence about each 
of his customers in just this fashion—scratching off 
the old “deadwood” remarks on every call, and always 
adding something new. Invariably, in the course of 
conversation, something comes up which will recall 
pleasant memories on the next trip. The salesman is 
always careful to determine the political leanings of 
his customers, and to phrase his greetings accordingly. 
“Perhaps I won’t get an order, but the buyer is bound 
to remember me with considerably more interest than 
if I came in with nothing but the suggestion that he 
look over my catalog and make some purchases,” the 
salesman grinned. 

Coupled with the personal card file is another file 
of “last year’s orders” which has richly repaid the 
office appliance salesman. He carries copies of the 
previous year’s orders “by seasons”’—so that if he is 
calling in January, last January’s orders are there for 
a quick check. These are filed in rotation, so that as 
he makes each call, he pulls out the envelope contain- 
ing the order form from the top, and replaces it in 
the bottom of a folding expander envelope. 

Frequently, the office appliance salesman has found 
that purchasing agents or customers forget the name 
or manufacturer of the various items—and therefore. 
he is careful to write complete details including stock 
number and anythine which will aid the customer to 
remember, on the order. “But I don’t depend upon mv 
customers to file away copies of their orders,” he sai‘. 
“Maintaining them mvself means a little extra effort. 
and possibly some nicht work now and then—but in 
the long run, knowing personal facts about the cus- 
tomer, and being able to present his last year’s order 
will pay plenty of dividends.”—RAL 
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ONE OF 
MANY 


HIGH GRADE PUNCHES >. 


For offices, railroads, factories, stores 


MADE of bést carbon steel with keen, hardened dies. 
Three sizes of reach: 1", 1%", 2". Can be had 
to punch '/g" to '/," round holes, slots, squares, all 
manner of insignia. ‘Other punches with we es to 4", 

some with gages, counters and special equipment. 
Write for circular. 






THE HOGGSON & PETTIS MFG. CO., 141T Brewery St., New Haven 7, Conn. 











DEALERS... 
WHY CARRY 


LARGE ay , 
INVENTORIES @ Cima 


IMMEDIATE SHIPMENTS NOTE THESE FEATURES 
Attractive, Durable Dark 
Walnut Moided Plastic. 

o: A — sd Product in Every 























Made from our latge stock of office equipment 
on hand at all times 


WOOD AND STEEL 
DESKS - CHAIRS - FILING CABINETS | orden oe" 
LEATHER FURNITURE and ACCESSORIES | ere 


Write f . 
Write or call for complete information, atte 
prices and dealer discounts RAMPE MF C0 
OFFICE FURNITURE WHOLESALE DISTRIBUTORS . + 
74 Broad St., New York 4, N. Y. Bowling Green 9-8231 3029 Prospect Ave., Cleveland 15, Ohio 
Southern Warehouse—Miami, Florida | 


A NEW SORTER we Wonn oncanizen 


— aa — -- esting 


Moderately Priced. 

Complete with alphabet-index 

and metal back support 

Holds 500 entting cards. Size 
jeep. 


eo fun 








CASH REGISTER 
PARTS 





WORLD WIDE SERVICE—HIGHEST QUALITY PRODUCTS 


WRITE FOR OUR LATEST CATALOG aM tatetrcmeent® "ECU. Bnigret tn tastratee Saree tng ene 


with lock-corner joints for adc Vertical supports guaran 


INTERNATIONAL CASH REGISTER PARTS COMPANY (il Retr Soe ete 2 aneligens 


mpartment size: 3” 89 ide, 11%” deep. Overall sire: 


Successors to Chicago ‘ € yr nen 1198", maven, 29" onans: Pe ay F ctenten- grained Masonite. 
2810 W. ADDISON ST. CHICAGO 16, Wht WOOD PROCESSORS, INC. 120 N. GREEN STREET, CHICAGO 7, ILL 





Non-slip “Alligator” Grip 


pss 


Finger-Protecting Shield 





Actual &:se 
Can't injure fingers or bags, floral wrappings, etc. 
thumb because shield Made of steel, in 2 sizes, 


Loose-leaf envelopes, punched; card-cases, any covers point! Easily attach- _ finished in nickel or brass. 
size; menu covers; factory record protectors; tag ed, quickly re »moved, usable Packed 1000 to box. Full 











~~ on gee a ott Geese repeatedly. Ideal for office dealer discount. Order now, 
ellulose. We build to fit your particular need papers — fastening small or write for full facts. 
Write us for details 

1134 N. Kilbourn Ave. 
Markilo Company, Mfrs. ARGUS MFG. CO. Chicago 51, Il. 
1633 S. Racine Ave. Chicage 9, U. S. A. 





OFFICE APPLIANCES, September, 1949 319 











re CLASSIC 


SERIES of 
DESK NAME 
PLATES 


Large assortment. 
Plastic and Walnut. 
Standard and custom made. Insert type. 
Names interchangeable. A name plate 
for every type of desk, e.g., gold on blue plastix 
for grey desks, etc. Door plates. Office stick-out 
signs. Gold stamping. Plastic fabrications. Write for descriptive 
list of our many model desk name plates today 


PLASTIC & WOOD PRODUCTS CO. 
18229 W. McNichols Rd. Detroit 19, Michigan 


(Anything in BRONZE, plaques « 
from the WALTER E. KUTCH CO. at the same 















Make Those Extra Commissions 





RS 
PERSONALIZED CHECK cove 


$ 
peo avant STATEMENT sing PASSBOOKS 
LOAN PA § MACHINEPO 
ssBooK 


LPA 
COMMERCIA 
POCKET CHECK CASES 


pAssBOOK ENVELOPES 


pePosit SLiPs 


William QXLINE Puc. 


1270 Ontario Street 


BILL STRAPS 
COIN WRAPPERS 
PEN RULED FORMS 


Cleveland 13, Ohie 











MARTENS 
TYPE CLEANER 


THE 
PERFECT FLUID 


AND NEW 
PATENTED 


APPLICATOR 


= 
Request sample and 
full details on your 
letterhead 


THE MARTENS TYPE CLEANER CO. 


DIAMOND POINT 2, N. Y. 

















A, inexpensive nine 
column adding machine 
6'2 Ibs. 


SWIFT 


BUSINESS MACHINES CORP. 
Great Barrington, Mass. 
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Theres Bluwags rb Warket for the Geat 


check writer co. inc. 


59 William Stree 7 New \ ola 7 N 


DEALERS' send for latest catalogue now! 








MASTER SPEED KEYS 


Spring The 
Cushion Stenographers’ 

Typewriter Ideal 

Keys Keys 





Super quality keys merchandised on a one price basis. 
Long life— Permanent cleanliness and legibility — 
Guaranteed 3 years. 


Write for sample and Prices 


SPEED KEY CORPORATION 


268d CHAUNCEY ST. e BROOKLYN 33, N. Y. 

















ym 
BESESREST 


PAPER CEMENT 


A Real Adhesive 


AND ACCESSORIES 


Nationally advertised. 
Nationally used for every 
pasting and mounting 
purpose— clean—speedy— 
will not curl, shrink or 
wrinkle paper. Stocked 
by leading distributors 
everywhere 

= ot | Write for Dealer's Lis 
ramen oe ii} .) 1 No. 12. 






WRINKLUNG 
CURLINg 
SHRINKING 





















JERSEY 














More and more typists 
prefer NORTA, the mod- 


or splatter...no mess 
..- quick, efficient and 
longer lasting. A favor- 


ite since 1924 





THE ORIGINAL 


NO-RTA 
PLASTIC TYPE CLEANER 


Norta Distributing Co., 1123 Broadway, New York 10, N.Y 


OFFICE APPLIANCES, September, 1949 











PREFERENCE! | 


ern plastic type clean- | 
er. No liquids to spill | 











OUR GRADUATE 
OFFICE MACHINE MECHANICS 


are thoroughly trained in the maintenance of 
all standard typewriters and adding machines. 
They are dependable, ambitious young men, 
skilled in their trade, who have dauk office 
machine repair as a career. Our courses are 
government approved for veteran or non- 
veteran training. 


Write for Full Information 
RICHARD J. ZAIDEN 


COMMERCIAL INSTITUTE 


2020 WEST LIBERTY AVENUE, PITTSBURGH 26, PA. 


SEE SEE SEE 


VEMCO 


Modern Drawing Instruments 
BOOTH NO. 33 


Students, Schools, Industry prefer VEMCO. 
The VEMCO display tray offers point of purchase appeal 
PLUS BUSINESS, Sturdier . Lighter . Greater Capacity 


V. & E. Manufacturing Co. 


P. O. Box 950 
PASADENA 20, CALIFORNIA 
Americen 


Guaranteed Guaranteed 








LABEL & CARD HOLDERS 


Made of Bright Finished Metal 
in Constant Use for identifying contents 
of boxes, shelves, bins and drawers. 
Available in any desired sizes. Low cost. 
Also furnishing Pricing Devices, etc. 


We also supply 
Plastic Cover Cards 
and Card Inserts 
Send for Samples. 
immediate Delivery 
Write for tlustrated Price List 


MASTERCO SALES CO. 


Manufacturers 
1721 North Elston Ave. 
Chicago 22, m 











ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 








Send for Folder 
and prices. 





Manufactured by 


Straignt Side Style 


I. D. COTTERMA 


Library Style 


4535 N. Ravenswood Ave. 
CHICAGO 40 




















= 


GO00 NEWS! 


A FULL LINE OF 


THE FAMOUS WHEELDEX 
PORTABLE CARD FILES 
NOW AVAILABLE TO DEALERS 
WRITE 


WHEELDEX MFG. CO., INC. 
40 Bank Street 





White Plains, N. Y. 












=FWq=> 


DAYTON STENCIL 
WORKS CO. "ohio" 


OFFICE APPLIANCES, September, 1949 














Safeguard CHECKWRITERS 


ARE NEEDED BY 
THOUSANOS #f 


MR. DEALER, don’t let your supply 
get low . . . you can’t do business 
from empty shelves. 


Write today to be put on our informa- 
tive bulletin List. 















Reg. U. 5. Pat. OFF 


Your filing supply specialists 
MANUFACTURERS OF 


PEN DAFLEX = the hanging folder 


OXFORD FILING SUPPLY CO., INC., Garden City, N. Y. 
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A 
Luypers Iuider 


BE HERE > WITH YOUR BEST SALES messace => 


a . * a * . a . + . . ° . . . ° > ¥ . . a 4 4 , . 
When dealers are seeking buying information . .. making com- 
parisons between products . . . that’s the time you want to be 


there with your best, most effective sales message. You can't 


always have a salesman there at the opportune time buf you 


can be on the scene by being in the OA BUYERS INDEX! 


The BUYERS INDEX is your solution to an important part of your sales 


problem because... 


1. 


lt enables you to present complete, catalog-type facts to dealers. 


lt places your data in a central “‘looking-up” place .. . recognized by 
dealers everywhere as the standard authoritative reference of the 


industry 


Whenever dealers consult any one of the 4 sections of the OA BUYERS 
INDEX, they bring YOUR product-story right into their hands—at a 


time when they are in a receptive frame of mind. 


it works for you for a full year at one cost... giving you continuous 
representation at an unusually low rate. The cost of two full pages, 
printed, bound and delivered in this attractive volume is LESS THAN 
4 CENTS PER COPY! 


Aa ? 
DUYErA Inter 








< RESERVE SPACE NOW! Forms for the 1950 Edition close on OCTOBER 20th | 
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OFFICE APPLIANCES, September, 


) You simply cannot afford to get along without this low-cost selling tool ! 


1949 





Fennec 
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“a puplicator Supplies , 
--- YOU name it 
RUaVviaR HAS IT! 




























Aral 
ae 


For almost half-a-century the name HEYER has stood for quality and 
dependability in Duplicators and Supplies . . . today it’s more import- 
ant than ever because you can now get all the duplicator supplies 
you need under one accepted name... all manufactured by 
one dependable source . . . HEYER. 

Try HEYER supplies and learn why thousands say “depend 
on HEYER quality for higher quality duplicating results.” 


New... 
36 -PAGE 
CATALOG 


WRITE FOR 
YOUR Copy! 





HEKTOGRAPH 


mes & <| 
HERTOGRAPH 


Higher quality and dependability are the reasons for continu- 
ally increased preference for Heyer Duplicator Products. Heyer 
supplies are available for all duplicating processes — Stencil, 
Gelatin (Hektograph) and Spirit. Let your dealer explain the 
completeness of the Heyer line. Next time you order Duplica- 
tors or Supplies think of Heyer—the line that has everything! 


sax 


Pau 
a 
- 
— 


 - “enteuee’’ 


7 Ler eo 
i. *. 


? 


=~ ee =, eos va eS P42 . 
SR *\ aie ' ipobeibieese 
. Soak af se a ity Alas tse 
* Higher Quality age a ONE. ORS 
Since 1903 A " 


THE HEYER* CORPORATION 


1872 South Kostner Ave. ier voRk CITY OAKLAND, CALIF. Chicago, 23 


4 
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When dealers are seeking buying information . .. making com- 
parisons between products . . . that’s the time you want to be 
> there with your best, most effective sales message. You can't 
always have a salesman there at the opportune time buf you 


can be on the scene by being in the OA BUYERS INDEX! 


The BUYERS INDEX is your solution to an important part of your sales 


problem because... 
1 it enables you to present complete, catalog-type facts to dealers. 


2 it places your data in a central “‘looking-up” place .. . recognized by 
dealers everywhere as the standard authoritative reference of the 


industry. 


3 Whenever dealers consult any one of the 4 sections of the OA BUYERS 
INDEX, they bring YOUR product-story right into their hands—at a 


time when they are in a receptive frame of mind. 


4 it works for you for a full year at one cost... giving you continuous 
representation at an unusually low rate. The cost of two fuil pages, 
printed, bound and delivered in this attractive volume is LESS THAN 
4 CENTS PER COPY! 





RESERVE SPACE NOW! Forms for the 1950 Edition close on OCTOBER 20th 
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) You simply cannot afford to get along without this low-cost selling tool ! 
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“a puplicator Supplies 
-.- YOU name it 
Va viaiRn HAS IT! 
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For almost half-a-century the name HEYER has stood for quality and 
dependability in Duplicators and Supplies . . . today it's more import- 
ant than ever because you can now get all the duplicator supplies 
you need under one accepted name... all manufactured by 
one dependable source . . . HEYER. 

Try HEYER supplies and learn why thousands say “depend 
on HEYER quality for higher quality duplicating results.” 


New... 
36 -PAGE 
CATALOG 


WRITE FOR 
YOUR CoOpPyY! 







So HEKTOGRAPH 


HESTOGRAPH if 












economy in Stencil Duplicating ... one 
of 11 different stencil and gelatin machines offer- 


we 22 - ee ing a wide range of cost and performance features. 


Higher quality and dependability are the reasons for continu- 
: . \\8 eli ally increased preference for Heyer Duplicator Products. Heyer 
, supplies are available for all duplicating processes — Stencil, 
Gelatin (Hektograph) and Spirit. Let your dealer explain the 
completeness of the Heyer line. Next time you order Duplica- 


ap or Supplies think of Heyer—the line that has everything! 
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* Higher Quolity Be to a mo 7 
Since 1903 


by THE HEYER*® CORPORATION 


1872 South Kostner Ave. maw WORK CITY OAKLAND, CALIF. Chicago, 23 

















You're Always in the Money 
with the Leader 





Stay a full stride ahead of competition 
with the CHAMPION ... the odds-on 
favorite with your customers. And keep 

the inside track with UNIVERSAL 

...the popular-priced portable typewriter... 


Both made by UNDERWOOD 
. . . Typewriter Leader of the World 


Build up your Portable Typewriter Profits 
with these two winning performers. 


THE UNIVERSAL . . . sleek, streamlined and 
priced right for promotion. THE CHAMPION 
... finished in non-glare Underwood Gray 
and made for “step-up” sales that earn you 
extra dollars. 


Both Underwoods... both great values! 


Underwood Portables have all the newest 
features for speedy, accurate, comfortable 
typing...plus smart, modern carrying cases 
that double as overnight bags. 

These advantages are constantly being 
brought to the attention of your customers 
by a continuing advertising program cover- 
ing both adult and youth markets. 

Yes, you’re in the Portable Typewriter 
Money when you display and “talk-up”’ the 
Underwood Champion and the Underwood 
Universal. 


Underwood Corporation 
Portable Typewriter Division 


One Park Avenue New York 16, N. Y. 

















DEMONSTRATE THESE UNDERWOOD FEATURES 
OF PORTABLE LEADERSHIP 


DUAL TOUCH TUNING, T his 
Underwood feature permits 
tuning the touch of all keys, 
or changing single keys to 
suit any individual. It helps 
make possible the finest 
quality of work for the 
longest period of time. 


FINGER-FORM KEYS. Scientifi- 
cally designed concave 
Finger-Form keys centet 
the fingers for fast, accu 
rate stroking. Pleasant to 
the touch .no rings or 
sharp prongs. 


RIGHT AND LEFT MARGIN RELEASE. 
Conveniently located just 
above the keyboard, a push 
button release enables an 
operator to write outside 
either margin. Returns auto- 
matically to original setting 


VARIABLE LINE SPACER. Pull out 
the left-hand knob for vari 


able line spacing Push it 


in to re-engage normal 
spacing. Positive, accurate, 
one-hand operation. 


CARRIAGE CENTRALIZING LOCK. 
Locks carriage securely to 
prevent jarring while carry 
ing. A special protection 
which means longer, trou- 
ble-free service from Unde: 


wood Portables 


STANDARD RIBBON. LU nderwood 
Portables use the same siz¢ 
ribbonasthe famous U nde 
wood office machines. No 
confusion. For sal 
where. Spools are reversi 


e every 


ble, too, for longer wear.. 


yreater economy 


PRECISION CONSTRUCTION. Qbh- 
serve the Underwood Port- 
able construction. It’s pre 
cision built for accuracy 
and top performance with 
the care and pride of mas 
ter Craftsmanship 








It pays to promote Underwood 




















